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Douglas fir timbers for masts and spars of “Old Ironsides,” Col. W. B. Greeley delivering to Admiral Ziegemeier, of the 

United States Navy, letter from J. D. Tennant presenting timbers in behalf of West Coast lumber industry. At left of 

Admiral Ziegemeier, Judge King Dykeman, Capt. J. V. Kleemann and Commander John B. Earle; Miss Felker Morris about 

to christen the shipment of timbers. Sailors and marines posted as guard of honor are lined up on top of timbers at Great 
Northern Railroad station in Seattle. [See page 53.] 
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A Timberland Report 


Not just another cruise. 


A Lacey Timber Report provides essential 
working knowledge of a property for all 
purposes and for permanent use. 


Such a report is more complete and reliable 
than the usual “cruise” because it embodies 
the results of a forest survey based on engi- 
neering methods. 


It is needed+to establish 
=. » sound values; to plan op- 
ltuecaceor erations; for industrial for- 
COMPREHENSIVE est management; and to 
TIMBERLAND . ° 
service realize the highest returns 

from timberland and all for- 


est products. 


James D. LA C E Yo Co. 


Timber Land Factors 
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Vento Puttyless 
Steel Windows 


Are the only Puttyless Steel Windows that 
have two distinct openings— 








— Don’t be 
misled by 
cheap imi- 
tations. 


Infringe- 

. ments will 
be prose- 
cuted. 
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Pat. U. S. Pat. office (3-4-24) (12-11-28) 
other pats. pend. 


VENTO can be opened full wide from the bottom, 


same as any other window and that is all 
you get in any other window on the market, just one way 
opening, while Vento also opens in at the top giving 
overhead ventilation—“When it rains it runs out.” Can 
be locked when open and basement is safe from intrusion. 
The one window with proper ventilation and that will keep 
the basement dry. 


GLAZE WITHOUT PUTTY 


Write for new two-color broadsides and price lists. 
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Values ae 
Will Interest Buyers 4 


We know from the way these items are 
moving that they’re above the average in 
value. If you need any of the following 
you'll find this a real buying opportunity. 


YY 


100,000 ft. 4/4” No. . Birch 
200,000 ft. 4/4” No. . Birch 
30,000 ft. 4/4” No. . Seft Maple 
50,000 ft. 4/4” No. . Basswood 
35,000 ft. 6/4” No. | & Bet. Soft Elm 
60,000 ft. 6/4” No. 2 Com. Soft Eim 
30,000 ft. 6/4” No. 3 Soft Elm 
30,000 ft. 4/4” No. 3 Common Ash 
100,000 ft. 4/4” No. | Common & Bet. 
kiln dried Birch 


“KORRECT-MAKE” MAPLE 
FLOORING 


50,000 ft. 25/32x2'4” Second Grade 
50,000 ft. 25/32x24” Third Grade 
17,000 ft. 25/32x1/2” First Grade 
15,000 ft. 25/32x1'%4”" Second Grade. 
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ASTER 


Vento Sto 
OODWORKER 
| Send For Our 


NEW CATALOGUE 


Just off the press! De- 
scribes the NBW MAS- 
TER with all its late 
improvements. Contains 
valuable information 
how the Master can be 
profitable for you for 
heavy duty cutting and 
finer operations. Re- 

duces your inven- 

tory, utilizes unsal- 
able material, saves 
time, increases prof- 
its. ‘The only machine 
you need. 



















Made in 
5 Sizes 






616 Brush St., 
Detroit, Mich. ‘(C) 
Please send FREE 

CATALOGUE and prices. 
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National Plans Unified—Co-ordinated 


LSEWHERE in this issue appears a statement of the funda- 
mental aims of the National Lumber Trade Promotion 
campaign and the plans for achieving those aims. The 

statement was made by W. F. Shaw before the General Conference 
on Lumber Promotion held in Chicago this week. 


No effort is here made to summarize the statement, which in 
itself is as brief as is consistent with its importance and with the 
need for comprehensiveness and clarity. Mr. Shaw indicated modi- 
fications in the details of the plans of campaign which are de- 
signed to consolidate gains already’made as well as to co-ordinate 
and unify efforts toward further gains. 


All lumbermen will find ample warrant for a careful reading of 
the statement in the fact that it shows the situations to be met and 
the problems to be solved by the industry in its campaign to hold 
and extend its markets, as well as the means to be used in solving 
those problems and meeting those situations. A campaign with 
such aims and of such magnitude and importance as that now 
under way in behalf of the lumber industry must concern every 
lumberman intimately whether he directly concerns himself with it 
or not. 


The national lumber promotion campaign is a new undertaking 
for the industry, and those conducting it have the difficulties to 
overcome that are inseparable from pioneer work. There must, 
therefore, be modifications and adaptations of means and methods 
as the need for them becomes apparent. In fact, adaptability is 
an indispensible quality in modern business. It is only this quality 
,cqupled with resourcefulness and confidence that can give assur- 
*“ante of success for the National campaign. Everybody who reads 
Mr. Shaw’s statement must be convinced that these are the out- 
standing qualifications of those who are conducting the campaign. 
The statement should, therefore, inspire confidence in their work 
and unify the industry in its support. 





Lumber’s Preserves Need Vigorous Defense 


HENEVER wood is displaced by a material that is better for 
| the purpose, lumbermen can offer and are disposed to offer 
no protest. When, however, a new and untried material or 
an old material in a new and untried use is offered as a substitute 
for wood where wood has proved its utility and economy by “cen- 
turies of service,” there is solid ground for questioning the wisdom 
of making such substitutions. Few materials are used for so many 
purposes, with so much satisfaction and with so great economy as 
wood. But this extensive use gives to lumber and its producers a 
large territory with extended lines and many exposed positions to 
defend. The territory is not only large, it is rich and it offers 
tempting opportunities for vigorous enterprise and aggressive pro- 
motion. Lumbermen can not hope, therefore, to be left in free and 
undisturbed occupation of markets that promise such rich rewards 
to individual initiative and to organized effort. 


It may be doubted whether there is any known material for 
which there is not a substitute or at least a counterfeit. In some 
uses choice of materials may be determined by other considera- 
tions than utility or true economy. The decision against wood in 
many cases no doubt is secured in the absence and because of the 
absence of a defender and advocate of wood. In fact, for many 
years lumbermen saw, apparently with little concern, that inroads 
were being made upon lumber’s market. Material after material 
was substituted for wood in use after use, and so far as could be 
observed the industry appeared to be content with, or unaware of, 
its narrowing market. The opinion sometimes has been held in- 
deed that there was somewhere a last line of defense within which 
lumber was safe and secure; that there were uses for which wood 
was so perfectly adapted that nothing else could supplant it. 


While it is disconcerting to see wood supplanted by other ma- 
terials, it should not be discouraging. Other materials are having 
a similar experience, and the vigor with which they are being 
pushed not only explains the loss of some of lumber’s market, 
but suggests a conviction on the part of its rivals that only by 
vigorous enterprise can they keep a place in the sun. There is 


———— 


hardly a commodity that has not at some stage in its history Zone 
through an experience similar to that through which the lumber 
industry is passing. If lumber is weak in defense, it is so Only 
because lumbermen have not until lately realized that the market 
for lumber could be held by fighting for it, and only by fighting, 
Until lately they have thought the only competition they had to 
meet was within the industry, among themselves, while that com. 
petition has tended to increase as the competition of other 
materials with wood has been intensified. 


However the word competition may be defined, there can be 
little hope that the thing itself will disappear from commerce and 
trade. Perhaps there will be few business men to take exception 
to the dictum that no industry that is not vigorously and intelli. 
gently conducted can make any legitimate claim to continued 
existence or certainly to continued prosperity. Competition com- 
monly is said to be im price, quality or in service; it would be 
nearer the truth under moderate conditions to say that it is be. 
tween methods of manufacturing and selling commodities. The 
competition is as often between methods of merchandising as it is 
between the qualities or the relative merits or prices of the com. 
modities made and sold. Lumbermen and the lumber industry 
need only to accept competition as a normal obstacle to be met 
and to be overcome. They should be as alert to discover the weak 
outposts of rival materials as promoters of those materials are to 
discover breaks in lumber’s line of defense. The only way to hold 
markets for wood is to maintain scouts and skirmish lines that 
shall enable the industry to anticipate each attack and mobilize 
for defense. This implies both perpetual watchfulness and enter- 
prising sales promotion. 





Financing Must Supplement Sales Effort 


egy abundantly supports the belief that the only 
limitation upon purchases is the ability to pay or to get 
credit. Most people want more than they have the imme- 
diate means to pay for; some doubtless want and may be induced 
to buy more than they ever will be able to pay for. In any case, 
the problem presented is that of choosing among the things that 
may be bargained for or bought. If it is a case of cash buying, 
then the purchases must be kept within the actual money resources 
in hand. If it is a case of credit buying, they should be kept within 
the compass of prospective resources as evidenced by earning 
power or actual income. Every purchase and every sale should be 
made with the expectation of payment, in cash at the time, or on 
credit with definite provision for ultimate payment. 


Selling on credit inevitably involves some risk, but selling on 
instalments should not be confused with selling on open account. 
Neither should it be confused with selling on credit terms, pro- 
viding for no payment until the entire sum is due. Installment 
selling possesses inherent advantages to both seller and buyer 
that put it in a classification by itself. Generally, the payments 
are relatively small, so that they can readily and almost infallibly 
be made by the purchaser. This characteristic alone gives to the 
evidence of credit—the note, mortgage or contract—a quality and 
a negotiability that distinguish it from most other securities. Gen- 
erally also an instalment sale carries an addition in price that 
itself covers a percentage of the hazard involved. 


Practically every kind of merchandise, every classification of 
goods and every type of service is now sold on instalmenty. Not 
only the necessaries of life, but luxuries and merely ornamental 
goods are sold in this manner. A fact to be borne in mind; if not 
emphasized, also is that these purchases are not limited to persons 
who lack the means to pay cash if they see fit to do so. The 
method of purchasing, which partakes in some of its aspects of 
the nature of an apportionment of the budget or income, appeals 
to many persons. While there was at one time something like 
discredit associated with most buying and selling of, the “dollar- 
down-and-dollar-a-month” plan of merchandising, such stigma no 
longer attaches to instalment merchandising. Nowadays all types 
of merchants and all types of persons merchandise on the instal- 
ment plan. 

Lumbermen not infrequently complain that home building and 
other forms of construction are inactive and that as a consequence 
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sales are small. Almost without qualification it may be said that 
where methods of financing on the deferred payment plan have 
been provided in a community, home building has been given a 
decided impetus. Some lumbermen hesitate to adopt this method 
because they deem it a mortgaging of the future income of the 
community. At first view it may appear to be something of that 
sort; but the fact is that after the practice has been established 
for some time, payments on earlier purchases go a long way 
toward balancing the credits made on later sales and the total 
investment need not at any time reach an unsafe amount. 

It is a pretty well established fact that most of the business of 
the world is done on credit. Much of the ‘credit business is prac- 
tically on open account and is based on the financial standing and 
habits of pay of the debtor, without other security. In fact a good 
volume of the retail trade of the country is on open account, and 
credit is extended without nice distinction between necessaries and 
luxuries or too careful consideration of ability to pay. Selling on 
instalments is a systematized financing of sales. Instead of leaving 
payments to the whim of the debtor it provides for definite 
payments at definite times. This method of merchandising has 
been so long established that stipulations regarding payment are 
not only understood but are respected and observed by instalment 
buyers. 

The selling of homes on instalments possesses all the elements 
of safety and security that are possessed by the selling of other 
forms of merchandise and it has several merits peculiar to itself. 
The home offers an excellent sales appeal because every normal 


person and family wants a home. For the same reason it offers a 
good security for its cost if it is sold on credit. There is not the 
same inducement nor the same opportunity to decamp with the 
property or otherwise to evade payment that would exist in the 
case of scores of articles sold on instalments that might be named. 
Also the home does not deteriorate at a rapid rate and thus lessen 
the value of the security at the same time that the owner’s equity 
decreases. A properly. built home under normal conditions will 
not diminish in value during the term of credit; it may under 
many conditions even enhance in value, so that the seller’s se- 
curity is increased at the same time that the buyer’s equity is 
enhanced. 

If despite the attraction of instalment selling, lumbermen still 
are reluctant to take advantage of the opportunity it offers, it may 
be observed that as time passes and instalment selling of other 
commodities increases in volume the opportunity to sell homes 
will diminish. That is to say the sale of homes and of the home 
building idea must be pushed as other sales and services are 
pushed in order that the market for homes may not be wholly lost. 
To push the idea of home owning without offering or providing 
a method of financing is to waste a good part of the energy and 
the cost involved in such sales promotion. Most purchases of 
homes must be financed in some manner by somebody; few are 
paid for wholly in cash by the buyer. Lumbermen who have 
supplemented their sales efforts with a financing service have 
realized much greater returns trom sales work than have those 
who have provided no such service. 








To Consolidate Door Concerns 


PorTLAND, Ore., April 23.—Harry Nicolai, 
here today, confirmed reports from Tacoma 
that negotiations are under way for consolida- 
tion of the Wheeler, Osgood Co., of Tacoma, 
and the Nicolai Door Manufacturing Co., .of 
Portland, into the largest door manufacturing 
concern of the world, with combined capacity 
of 13,000 doors daily. The consolidation 
would not affect the operations of the respective 
plants. 





Second Weighing of Maple 


ALBUQUERQUE, N. M., April 22.—The second 
monthly weighing of kiln dried maple blocks 
installed three months ago in the different 
rooms and cellars of six differently constructed 
and situated homes in Albuquerque recently 
took place. The records of this second weigh- 
ing show that the sample located in the oldest 
house, built 23 years ago and the only one of 
frame construction, showed the least fluctu- 
ation in moisture content. 


Wood Trestle Is Economical 


WasuineTon, D. C., April 22.—The cost of 
maintaining the wood trestle—26,673 feet long 
—over Albemarle Sound, North Carolina, which 
carries a large volume of traffic for the Nor- 
folk & Southern Railroad, is less than $50,000 
a year, some 6 percent on the investment. 

This statement was made to H. L. Bravo, 
of the trade extension staff of the National 
Lumber Manufacturers’ Association, by F. 
Nicholson, chief engineer of the railroad. Mr. 
Nicholson expressed the opinion that if the 
trestle had been constructed of any other mate- 
rial than wood the maintenance cost would 
have been three or four times as much. Wood 
has proved economical, both in up-keep and 
additional structure to meet increased demands 
upon carrying capacity. 

It was on Jan. 1, 1910, that the first train 
passed over this long trestle. Prior to the 
construction of the trestle ferry boats were 
used to cross the sound. The cost of main- 
tenance plus interest on capital invested has 
shown the trestle to be a money saver over 
the ferry system, not to mention the tremen- 
dous saving in time. 

Records were not available concerning the 





amounts of lumber originally used, but Mr. 
Nicholson said that 12,000 pieces of longleaf 
pine and some cypress piles were employed. 
The piles ranged from 60 to 95 feet in length. 
None of these piles were creosoted and prac- 
tically none of them have been replaced. The 
sawn timbers, yellow pine, were not creosoted 
and have given good service. 

During the last eight years, Mr. Nicholson 
said, it has been necessary to add more piling 
and cross-brace members, to take care of addi- 
tional load. Douglas fir timbers have been 
mainly used for this reinforcement and have 
given excellent service. 


Drier Weather Helping Mills 


LaureL, Miss., April 22.—Hardwoods con- 
tinue firm with most of the stock being taken 
up by the furniture factories, and automobile 
body plants. The mills in this section are just 
beginning to operate full time, incessant rains 
having hindered them more or less since the 
first of the year. The fair weather of the last 
week or two is aiding greatly in the drying of 
yard stocks. 





““Wood Cafeterias” for Campers 


Sr. Paut, Minn., April 22.—The Yellow- 
stone Park Fuel Co. of Minnesota has been or- 
ganized by St. Paul men to supply firewood to 
campers in the national park. It will dispense 
bundles of sawed and split firewood at its 
“wood cafeterias,” and will operate buzz saws 
and power splitters and balers. George A. 
Larkin, former Minnesota football star, is 
president, and J. E. Haynes and Edward M. 
Allen, of St. Paul, are the other incorporators. 
Horace M. Albright, of Washington, newly ap- 
pointed director of national park service, is the 
originator of the “wood cafeteria” idea, which 
is designed to give better service to campers. 





Becomes Hardwood Club Manager 

[Special Telegram to American LUMBERMAN] 

Wasuincton, D. C.,, April 24.—David G. 
White, assistant trade extension manager of 
the National Lumber Manufacturers’ Associa- 
tion, has accepted an appointment as trade 
extension manager of the Appalachian Hard- 
wood Club, with headquarters at Cincinnati, 
and will take over his new duties May 1. 





Orders 8 Percent above Output 


[Special Telegram to American LuMBERMAN] 


Wasuincton, D. C., April 25.—Five hundred and twenty softwood mills of eight associations 
with normal production of 332,370,000 feet, gave actual production during week ended April 20 as 
105 percent, shipments 108 percent and orders 114 percent of normal production. Their shipments 
were 103 percent and their orders 108 percent of actual production. The week’s figures for nor- 
mal and actual production, shipments and orders follow: 


Noof Normal 


Actual 


Sorrwoops— Mills Output Output Shipments Orders 
Southern Pin NR 8 i 4 aans.<6e bs 140 69,271,000 63,712,000 68,105,000 68,887,000 
West Coast (Pee etn Association..... 207 172,545,000 194,948,000 197,661,000 220,440,000 
Western Pine Mfrs. Association........... 35 35,162,000 36,992,000 37,363,000 30,889,000 
Calif White & Sugar Pine Mfrs. Assn...... 22 23,422,000 22,662,000 24,010,000 24,219,000 
California Redwood Association.......... 11 6,389,000 5,861,000 6,456,000 7,777,000 
North Carolina Pine Association.......... 70 12,690,000 12,363,000 11,814,000 12,781,000 
Northern Pine Mfrs. Association.......... 9 8,133,000 8,580,000 9,695,000 8,228,000 
Northern Hemlock & Hardwood Mfrs. Assn. 26 4,758,000 3,804,000 3,758,000 4,128,000 








Recked: wiiiebekbs, .. acids skvee HTH 520 332,370,000 348,922,000 358,862,000 377,349,000 
HarRpDwoops—- 
Northern Hemlock & Hardwood Mfrs. Assn. 43¢ 10,861,000 8,905,000 6,931,000 5,932,000 
Hardwood Manufacturers’ Institute....... 275¢ 49,538,000 44,183,000 45,381,000 52,396,000 
Totals, hardwoods.............sseceee- .318¢ 60,399,000 53,088,000 52,312,000 58,828,000 


Northern Hemlock & Hardwood figures are for week ended April 13, and production is log con- 


verted to lumber scale. ‘ 


Northern Hemlock units represent daily capacity of 35,000 feet; those of Hardwood Institute a 


eapacity of 30,000 
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Problems of Tree Breeding 


Reference is made to Inquiry No. 2,286 in 
“Query and Comment” in the April 13, 1929, 
issue of the AMERICAN LUMBERMAN, printed 
under the heading of “Propagating Hybrid 
Trees.” 

Your inquirer has called attention to a 
matter that is of great interest to me and 
one that appears full of possibilities. The sit- 
uation undoubtedly deserves attention, which 
it is receiving more and more each year, but 
the problems to be met are not always appar- 
ent to those not familiar with genetics and 
plant propagation. : 

Trees can, and should be in most ‘cases, 
considered as a crop. So many forms of gar- 
den, field and orchard crops have been vastly 
improved by man that it seems remarkable 
that forest trees have not received more at- 
tention. The reason is that forest trees gen- 
erally have a low individual value and fur- 
nish low returns, as compared to intensively 
cultivated crops. Trees have high value in 
large numbers in the forest. It has been con- 
sidered that few persons could, at present, 
afford or justify an expenditure upon forest 
trees for planting that is comparable to that 
upon many other crops. The work of improv- 
ing trees is, and will have to be, carried on 
by large organizations that appear to promise 
permanency and that are properly backed by 
money. 

Progress is already being made. The Eddy 
Tree Breeding Station of Placerville, Calif., 
although very recently established, is showing 
great promise. A great many pollenations 
have been made upon western yellow pines 
with pollen from many species and sources. 
Seeds have been obtained and seed beds estab- 
lished. Seedlings are to be studied and will 
soon be giving indications of what develop- 
ments may be expected. The work is being 
continued and intensified. 

Dr. A. B. Stout, of the New York Botanic 
Garden, has already achieved some interesting 
and promising results from hybridization of 
certain poplars at the request of a commer- 
cial organization. 

The Boyce-Thompson Institute for Plant 
Research, at Yonkers, N. Y., has a number of 
scientists working upon problems directly and 
indirectly applicable to improved development 
of trees. 

I mentioned the “problems to be met” in 
the development of hybrid trees. Assuming 
that we achieve a satisfactory hybrid individ- 
ual from our first efforts, how can we propa- 
gate it cheaply? A willow or poplar propag- 
ates easily from cuttings—but not so an oak 
or a pine. If seeds of a hybrid are used for 
reproduction, as any horticulturist, propaga- 
tor, or book on genetics will state, the off- 
spring will be “mixed” in character, and 
would have to be studied and traced through 
several generations to develop a satisfactory 
and stable strain. Grafting will for some 
time, I think, prove to be too expensive for 
producing planting stock for forests except 
for the most intensive uses. 

Hybrid seed might be produced in quantity 
by certain arrangements of parent trees, but 
if the trees were monoecious, all male ele- 
ments would have to be removed at flowering 
time from the one to be used as female par- 
ent—an impracticable situation. It is to be 
hoped that some individuals of trees that 
commonly have both male and female flowers 
on the same tree (moncecious) may be found 
with only. the female flowers. This would 
simplify matters. 

Some way may be found to reproduce by 
cuttings (vegetative reproduction) many of 
our species. By this means ‘hybrids could 
then be reproduced true to parent charac- 
teristics. This phase (reproduction by cut- 
tings) deserves much study. Development of 
hybrids may prove fairly easy, I feel, with 
some species and much work will be done if 
there is an easy way to use the hybrid. Bet- 
ter seed sources and segregation of stands 
of the better trees as sources of seed need 
study. Some work has already been done. 

The writer hopes to give as much of his 
attention as possible to the above studies. 
The Forest Service has a distinct interest in 
the matter. 

Your space is limited, and this matter is 


involved, so I enclose for your and your 
correspondents’ information two reprints of 
a recent article on the subject.—INQuirRy No. 
2,286A. 

{The foregoing information is supplied and 
the instructive comment is made by Perkins 
Colville, Associate Silviculturist, Forest Serv- 
ice, Department of Agriculture, Washington, 
D. C.—Enitor.] 


Encroachment of Steel 


The writer is enclosing herewith a clipping 
taken from his home paper. You will note that 
this clipping indicates that one of the larger 
electrical companies through its research labo- 
ratory has succeeded in producing the first all 
steel refrigerator ever offered to the public. If 
this should prove a success, which the writer is 
doubtful of, it seems as if another market 
outlet for the hardwood mills will vanish.— 
Inqrury No. 2,296. 

[At the present time manufacturers of wood 
refrigerators are among the large consumers 
of lumber. If, therefore, steel should supplant 
wood in refrigerator manufacturing, the result, 
as suggested by this correspondent, would be 
a serius decline in the demand for wood of the 
species used in that field. 

The situation presented by this new en- 
croachment of steel on a field hitherto occu- 
pied by lumber, suggests the necessity of eter- 
nal vigilance on the part of the lumber indus- 
try if it is to maintain its markets. It implies 
also the need of thorough research on the part 
of the lumber industry in developing informa- 
tion about the intrinsic values of lumber and 
its fitness for the uses to which it has been and 
may be put. It is believed that the lumber 
industry is pretty well aroused to an appreci- 
ation of the situation with which it is con- 
fronted and that inroads of competing mate- 
rials will not in future be accomplished with 
so little effort as in the past.—EprrTor.] 
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Blind Men in Lumber Industry 
I am just wondering if there is any way 
we can ascertain how many blind men there 
are in the lumber business. I thought possibly 
you could assist me by asking all blind men 
to whose attention this may be brought to 
drop me a line. I know that there are several, 
some of whom are totally blind like myself, 
and some who can distinguish between dark- 
ness and light. I would like to get in touch 
with all such and if you can assist me wil] 
appreciate it very much. 
This being blind is great sport. Of course, 
I know there are a large number of lumbermen 
who have good eyes but yet are totally bling 
as far as seeing things they do not want to 
see is concerned. Ihave no patience with that 
kind and do not want them included. What 
I want to do is to reach those who are actually 
blind as far as eyesight is concerned and will 
appreciate anything you can do to put me in 
touch with these unfortunates.—INQuIRY No, 
2,299. 


[This request comes from a well known 
Michigan wholesaler of hardwood. Publishing 
an inquiry of this kind might appear to be an 
unusual and ineffective way ‘of bringing it to 
the attention of persons unable to see, but for 
the fact that it is known that the AMERICAN 
LUMBERMAN is read by a number of blind men. 
Some of these men are among the best informed 
in the industry, notwithstanding the fact that 
they are of necessity dependent upon the eyes 
of others. The AMERICAN LUMBERMAN will 
be very glad indeed to receive the names, pre- 
ferably from the persons themselves, of men 
engaged in the lumber industry who have lost 
their eyesight. The name of the inquirer also 
will be supplied to such persons on request.— 

SIXTyY-FIVE percent of the pianos manufac- 
tured in the United States are produced in 
Illinois. 








NEWS AND 


50 YEARS AGO 


From the AMERICAN LUMBERMAN 


VIEWS OF 








The recent sale of logs on|to an intelligent lumberman.;the saving of one handling 
the Manistee River by Mich-|The quality of the standing | would be considerable items. 





igan’s lumber king, 
Ward, to the South Branch 
Lumber Co., marks an era in 
the lumber trade well worth 
making a note of. In the palmy 
days before lumber took such 
a tumble, and while the effect 
of the war inflation was still 
felt in the onward march of a 
mistaken prosperity, $14 a 
thousand for saw logs would 
have been looked upon as too 
monstrous a proposition to be 
entertained for a moment. In 
1875 when lumber in Chicago 
was quoted at $11 to $13 for 
common, $25 to $35 for selects, 
and $50 to $55 for uppers, the 
suggestion that a lot of logs 
was worth $14 per thousand 
would have much surprised an 
intending purchaser. And yet 
just when lumber has let go of 
the lowest figures it has 
touched for nearly 20 years, 
certain logs are suddenly found 
to possess a value exceeding 
that possessed by them at pe- 
riods of the highest inflation. 
This can have but one meaning 





David | timber remaining in the forests 


is rapidly decreasing. The 
grade has been lowering for 
many years and a point has 
now been reached where greater 
conservatism is demanded. 
Twelve to fifteen years ago the 
average stock cut by the mills 
at Saginaw yielded nearly 
double the percentage of upper 
grades that has been realized 
for the past three or four 
years. 
* * * 

Whether the railroad com- 
panies have ever figured the 
possibility of competing with 
the lake marine in the ship- 
ment of lumber may well be 
doubted, considering the possi- 
bilities which they have not at- 
tempted. We believe it is 
possible for the railroads to 
lay down lumber in Albany at 
$4 per M and make money. 
At that rate the vessel men 
would have to make rates to 
Tonawanda as low as $2, and 
possibly lower, for the short- 
ening of the time of transit and 





* * * 


It is safe to assert that there 
is not today a navigable creek 
in Michigan or Wisconsin, and 
we may with little risk ‘add 
Minnesota, upon whose banks 
to the headwaters, the better 
grade of timber is still stand- 
ing within a distance of two or 
three miles. True, the policy 
of selecting only the ripest and 
best trees and allowing the 
balance to stand which was in 
vogue 20 years ago, has given 
place to a policy of cutting 
clean as you go, except in some 
cases where such far-seeing 


‘men as David Ward secured 


large tracts of the finest timber 
years ago and refused to be 
led away with the idea of cut 
and slash, but wisely held on 
for the time .which has now 
come, when cork pine should 
be worth something. The bet- 
ter timber is practically gone 
and the name of “cork pine” 
will soon be cherished as of 
the nomenclature of the past. 











a= & 


a f Th ra TH of &. *3 





1929 





wa 
thers 
Sibly 

men 
it to 
feral, 
self, 
lark. 
ouch 

will 


urse, 
rmen 
blind 
it to 
that 
Vhat 
lally 
will 
e in 

No. 


lown 
hing 
e an 
it to 

for 
ICAN 
men. 
med 
that 
éyes 
will 
pre- 
men 
lost 
also 
st.— 


fac- 
1 in 





ling 
s. 


ere 
eek 
and 
add 
nks 
tter 
nd- 
or 
licy 
und 
the 
in 
ven 
ing 
me 
ing 
red 
per 


~ut 
on 
OW 
ild 
et- 
ne 


ie” 














April 27, 1929 





hee 


Southern Pine Bookings Exceed Cut by 8 Percent 


The last southern pine stock report, for April 1, shows 
that 109 identical mills had 14.65 percent less on hand than 
on the same date last year, though there was a seasonal in- 
crease of 3.23 percent over stocks of Jan. 1 this year. Re- 
ports from 122 mills gave March bookings as 13.04 percent 
and shipments 4.20 percent above production, so that there 
was a large increase in unfilled orders and a considerable 
reduction in stocks. Business was good in the week ended 
April 20, bookings having been more than 8 percent above 
the cut. Despite some increase in transit shipments from 
small mills, prices are holding quite firmly. Export and oil 
field timbers are rather slow, but domestic construction 
sizes are in good call. Country trade prospects are consid- 
ered better than city, but in important sections of the sales 
territory the recent bad weather has been a handicap. 
There is some complaint about industrial demand as a 
whole, but all low grade items seem to have been absorbed, 
with prices now stronger than in recent weeks. 


Arkansas Soft Pine Uppers Scarce and Stronger 


Northern business in Arkansas soft pine appears to be 
increasing, as during the week ended April 20 over half 
the shipments went to Illinois, Michigan and Indiana—98 
cars out of total shipments of 190, while these three States 
took only 32 percent of shipments for the first three months 
of the year. Prices appear to be strengthening, especially 
on upper grades and items that come largely from the big 
mills. Some improvement in the weather has increased the 
supply of small-mill stock, but dimension and boards are 
still relatively scarce, and items like flooring and finish are 
hard to secure. Buyers have paid readily the recent ad- 
vances on finish and trim. Low grade industrial stock is 
in very low supply, and demand for it is active, so that it 
has been further marked up. The mills have been booking 
a good total volume of business, and are very optimistic 
over the outlook. 


Dry Eastern Spruce Stocks Scarce; Quotations Firm 


Current demand for eastern spruce appears to absorb 
readily the limited production, which has been curtailed 
recently by shortage of log supply. Dry stocks are scarce 
in New England and also in the Maritime Provinces of 
Canada. Very bad weather in eastern consuming territory 
has held down retail trade, as the yards do not wish to add 
to supplies until building shows signs of greater activity. 
Base price on dimension remains firm at 42, while random 
length scantling is $33 to $34. There is not much demand 
for boards, but dry stock is scarce and firm. Clapboards 
have been moving a little better recently. Box lumber is 
moving fairly well at steady prices. 


Stocks of Western Pines Are Low; Prices Steady 


Business in the Inland Empire pines seems to have slack- 
ened a little recently, as a result of bad weather in consum- 
ing territory, both in the East and middle West. The mills 
in the first 15 weeks of the year booked orders for 25 per- 
cent more than their cut, and shipped 14 percent more than 
their cut, so that on April 13 they had order files equal to 
31 days’ production. Stocks continue low, and mill output 
in the week ended April 13 was only 106 percent of normal, 
compared with 112 percent average for the first 15 weeks 
of the year. The producers are quite confident as to the 
outlook, and are holding prices steady. Plants that depend 
largely on air drying have very broken assortments of ma- 
terial in condition for shipment. 

California pine orders and shipments during the week 
ended April 20, according to telegraphic advices, were well 


» Lumber Statistics Appear on Pages 54 and 55; 
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above production, and that was practically normal, so that 
business seems to be good despite the reduction in box de- 
mand owing to fruit crop losses. Total inventories March 
31 were 8.9 percent less than on the corresponding date of 
last year, and the mills have fair order files. 


West Coast Domestic Cargo Trade Shows Decided Gain 


West Coast production in the week ended April 20 was 
82 percent of capacity, compared with 83 percent the pre- 
ceding week. Total bookings exceeded the cut by 13 per- 
cent. Reports of distribution indicate a considerable gain 
in domestic cargo orders, to 42 percent of the total, com- 
pared with 29 percent the preceding week, while rail trade 
also made a gain, and though foreign business was of good 
amount it did not reach the high totals of the preceding 
week. The last report on domestic cargo distribution, for 
the week ended April 6, shows that 40 percent of total 
orders came from California, and 58 percent from the At- 
lantic coast. Shipments to the Atlantic coast have been 
low all winter, and stocks have been considerably reduced, 
but demand is not opening up very strongly, and transit 
shipments are increasing. The eastern market appears 
firm, however. Southern California reports indicate low 
stocks and good demand, with prices quite steady. Total 
waterborne shipments in the first 3 months of 1929 were 
1.4 percent less than the 1928, domestic declining 3.8 per- 
cent and foreign increasing 2.9 percent. There were good 
gains in European, South American and Australasian ship- 
ments, and a loss in ‘Japanese trade was offset by a gain in 
Chinese purchases. 


Cypress Demand Gains; Unfilled Redwood Orders Large 


Trade in southern red cypress has recently been improv- 
ing. Most of the business secured by Florida mills is from 
the North and East, as demand within the State remains 
slow. Industrial users are probably the principal buyers, 
the call being especially active for low grades, and also for 
tank. Other buyers prefer specified lengths and widths, 
and mills in position to supply these are getting the best 
part of the business from retailers. Mill stocks are well 
balanced, and the inquiry encourages the belief that volume 
of trade will show steady increase. 

The California redwood mills reported good files of un- 
filled orders on April 13, these having increased to practi- 
cally normal mark, orders during the first 15 weeks of 
the year having exceeded production by 9 percent, while 
shipments were 3 percent less than the production. Though 
the cut made only 91 percent of normal during these 15 
weeks, it reached 109 percent in the last week. Northern 
California has been the largest buyer, and eastern business 
is better than that from the southern part of the State. 
Foreign trade has shown a steady increase, and in the 
week ended April 13 made about a quarter of the total. 


Demand for the Hardwoods Makes Good Recovery 


A considerable gain in hardwood bookings is shown by 
the reports for the week ended April 20. Southern mills 
sold about 18 percent more than they cut, while their sales 
in the preceding week were just equal to the cut. Building 
trades demand appears to be showing its expected seasonal 
improvement, more orders now coming from flooring and 
millwork plants. Foreign business has also been more 
active. Automotive factories, however, still lead the list 
of buyers. Sales to furniture plants are of slightly less vol- 
ume, but they continue rather steadily in the market for 
small amounts. The mills have low stocks—and floods 
threaten seriously southern production—while their order 
files are well filled out. Prices are therefore firm. 


Market Prices and Reports on Pages 86 to 91 
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Plans for Co-ordination and Extension 


No one of us has ever seen the perfect plan of lumber trade 
promotion; nor will it be written at this meeting. However, the 
“Report of Typical Activities and Accomplishments in Lumber 
Trade Promotion” which is before you reflects the comprehensive 
character and relative importance of specific projects already under- 
taken to improve lumber’s position in competitive markets and to 
insure the widest possible use of authentic information to extend 
those markets. 

This report presents no conglomeration of haphazard experiments 
‘conducted in hit or miss fashion. Men didn’t just run into these 
things and blunder out to tell the story. They are working under 
definite assignments; behind these assignments are carefully thought 
out plans. The scope of these plans, and the measure of success 
each has attained, is readily revealed by careful study of the report. 
I hope you will take your copy and, at the first opportunity, read 
it carefully. 

The record of work with building code officials, railroad execu- 
tives, engineers, architects, purchasing agents, wholesalers, retailers, 
carpenters, contractors and realtors will speak for itself. Never in 
lumber history has an engineering-research program been planned 
to reach so many important markets whose requirements vary so 
widely. Advertising and publicity have never been used more effec- 
tively to create consumer acceptance. Even the most critical will 
admit that a good beginning has been made and that the industry 
under its own leadership is learning to compete with its commercial 
rivals on equal terms. 

That differences of opinion on questions of policy should arise 
between National staff members, and between staff members of 
regional associations and the National, and between individual trade 
extension subscribers themselves, is but natural. In fact, such 
differences tend to promote, rather than to hinder, progress. During 
the year and a half I have been identified with the field promotion 
work I have been impressed, however, with the fact that there 
has been much loose talk and unnecessary gossip about the National 
lumber promotion program, which, if persisted in, would serve no 
useful purpose, and lead only to misunderstanding and jealousies 
and which, by destroying faith and confidence, would help nobody 
and harm everybody. The end would be the destruction of all 
progress. 


Constructive Criticism Will Do Most Good 


The only way I know to drive out unwarranted criticism is by 
the constructive method of doing good. I have observed our co- 
operative work long enough to know that we are better off in a 
meeting such as this where we may quietly consider our problems 
and. earnestly strive to solve them than we would be if as indi- 
viduals we remained at home to nurse bitterness about what we 
believe to be fundamental deficiencies and faults in lumber promotion. 

There is so much of good, and so little of lost motion, in the 
trade promotion program that any lumberman conversant with all 
the facts need have no reluctance in pointing with honest pride to 
the fact that he is one of the many whose financial and moral sup- 
port is making the*work possible. The National Lumber Manufac- 
turers’ Association has given you a program and that is something 
the lumber industry heretofore has never had. 

* * * 


I wish to direct your attention to certain fundamentals which, if 
approved, should make it possible for each of these activities to 
count for the most with least expenditure of time and money in the 
month just ahead of us. 


I. Modified Plan to Secure Extension of Service 


There is need for modifying our present plan to permit extension 
of our work through reassignment of staff members with view to 
more specialization through functional assignments and less of gen- 
eral utility field work or merely geographic assignments. The 
modern baseball pitcher, if he wins his game, employs a change 
of pace without loss of direction. We need this same thing. 

District and division lines such as we have used are but geo- 
graphical lines arbitrarily. fixed with reference to the number of 
field men available to render the best possible service within the 
territories allocated. They never were intended to be regarded as 


*By W. F. Shaw to the General Conference on Lumber Pro- 
‘ motion, Chicago, April 25, 1929. 
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high fences enclosing exclusive hunting grounds for any one. We 
have profited by being able so to station our field men as to have a 
lumber consultant within an overnight’s ride of every user of lumber 
in the United States. Nothing in the modified plan will change 
this important consumer service which resulted in over 7,000 per- 
sonal field calls last year. There are three obvious administrative 
advantages, however, each vitally important, which will be secured. 


Specialized Assignments of Field Men 


Assignment of a man to work on a subject about which he knows 
most, thus enabling us to take a specific problem of a lumber- 
using group, assign that problem to a competent man and have 
him complete a comprehensive and authoritative survey, without 
restricting his study to areas lying within certain boundary lines. 
By leaving each man so assigned free to consult others who may 
have something of value to-contribute, we secure a degree of 
unified and specialized service not readily obtainable under a plan 
which requires consolidation in one report, of several reports, secured 
by several men from different sources, varying widely in use require- 
ments, with possible resultant losses in accuracy and usefulness. 

We are fortunate in having men whose most effective work, by 
reason of previous training and experience, can be done in building 
code work, or in light frame construction uses. Others know more 
about kiln drying, or hardwoods for industrial uses, or timber 
bridges and heavy outdoor framing, or millwork and fabricated 
lumber uses. 

It is unwise so to multiply the assignments given such men as 
to impair their efficiency along lines of their greatest potential value. 
Therefore, if a project has sufficient value to the industry, we pro- 
pose to use a man where he is of greatest value, regardless of 
territorial lines. Ample provision is made for continuing field con- 
sultant work in response to consumers’ or specifiers’ requests. To 
make this plan effective will require centralized direction of all 
field promotion through the office of the trade extension manager, 
with headquarters staff and field personnel, ready to undertake and 
complete special assignments in lumber consumption fields of great- 
est importance. 

Economy in operations, more effective use of man-power, and 
concentration on projects in proportion to their importance and the 
funds available, will result. Furthermore, it will, at any time, be a 
simple matter to fix responsibility, to gage accurately the value of 
the results secured, and to determine the extent to which we are 
utilizing our maximum strength to the best advantage. There will 
be fewer of general and more of specific contacts. The soundness 
of such a policy will, I am sure, meet with your approval. 


Closer Co-ordination. With Regionals 


The second advantage is found in the fact that such assignments 
will promote better understanding between members of regional 
association staffs and the National staff. Duplication of effort will 
be eliminated by co-ordinating lumber promotion work except for 

(1) Building code activities, 


(2) The promotion of the use of grade-marked and trade-marked 
lumber, and 


(3) Lumber purchase specifications 
in territories where the preponderance of lumber consumption is of 
species produced in those regiéns. The three activities to which 
reference has just been made lie outside the field of interspecies 
competition, and well within fields in which all species of hardwoods 
and softwoods recognize a common interest. 

To put this plan into effect by May 1, we have taken steps to 
consolidate in New Orleans work heretofore done out of Atlanta 
and Dallas; and in San Francisco that heretofore done out of 
Portland. In Minneapolis and in Kansas City or St. Louis, our 
representatives will continue to work closely with headquarters of 
lumber organizations. At Indianapolis, an expert in building code 
work will be stationed. Other field offices, as heretofore, will be 
maintained in New York, Boston, Pittsburgh, Chicago, Memphis, 
and San Francisco. 

Upon request of any regional association the services of ‘members 
of the National’s staff will be available for any type of work which 
may be performed on behalf of all lumber. But as a general prop- 
osition, in territory which represents a logical market for species 
produced within that territory, and naturally subject to intensive 
development by regional activity, except for the three lines of pro- 
motion work mentioned above, National representatives will con- 
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centrate their promotion efforts elsewhere. Better teamwork is 


certain to follow. 


oncentration in “Open” Territor 
P ¥y 


The third advantage grows logically out of the second. We shall 
be able to concentrate efforts of the National staff in the so-called 
“open” territory, which last year bought nearly 75 percent of the 
lumber sold. Here competition for our markets is heaviest; here 
lumber is at the greatest relative disadvantage. With regional asso- 
ciation work relied on to hold the home markets, the maximum 
strength of the National organization will then be available to parry 
sharp competitive thrusts in the great sweep of states crossing the 
heart of the continent from New England to California. The plan 
for improvement and extension of service thus briefly outlined lends 
itself admirably to this purpose. 


II. Accurate Timing of Our Promotion Efforts 


Let us next consider another important advantage inherent in the 
program. No general sends his troops into battle without plan or 
purpose; each movement is carefully studied, each has its place 





Elected Trade Extension Manager 


At a meeting of the trade extension committtee on April 
24, Walter F. Shaw was unanimously elected as manager 
of the trade extension department of the National Lumber 
Manufacturers’ Association, a position he has filled as act- 
ing manager since the resignation 
several weeks ago of John M. Gibbs. 
Mr. Shaw has been closely identi- 
fied with the trade extension cam- 
paign since its inception, having 
had charge of the work in the mid- 
dle West as manager of the central 
division with headquarters in Chi- 
cago. This close contact with the 
trade promotion activities and his 
long connection with the work of 
the National association, together 
with his innate ability as an organ- 
izer and executive, peculiarly fit him 
for this tremendously important 
position. The AMERICAN LUMBER- 
MAN takes pleasure in bespeaking for him the hearty and 
sincere co-operation of the entire lumber industry. 














with reference to the whole plan of attack; and each is subordinate 
to that whole. Success is dependent upon accurate timing of all 
factors which combine to carry the spearhead of the thrust. So 
modern industry moves to win and hold its markets. In any mere 
count of dollars spent to capture legitimate markets we are greatly 
outnumbered. Our dollar has twenty-five dollars arrayed against it. 
Therefore, you will, I am sure, approve our intensified effort to 
provide maximum correlation of engineering-research, building code 
and architectural service, publications and advertising, with field 
work, 


When research uncovers facts, let us say about heavy timber 
mill construction, and publishes those facts in an attractive way, 
and our advertising copy focuses attention upon those facts, our 
field men, the field men of regional associations, and all lumber 
salesmen, must be alert to take advantage of the opportunity 
thus created to increase lumber uses in that field. Then is our 
golden moment. It is no time to look for the pot of gold at 
the end of other rainbows. Our publication schedule;-our adver- 


tising copy, our field work, will be “timed” to permit focusing 
the full strength of the industry at strategic moments of greatest 
possibility. The publication schedule included in the report has 
been prepared with this thought constantly in mind. 


III. Increase in Facilities and Personnel for 
‘ Building Code Work 


Our building code work effects a most striking, immediate, direct, 
and tangible return for the money spent in its support. More than 
one-quafter of the total annual production goes into markets sub- 
ject to restriction in building codes. The passage of one unreason- 
able ordinance immediately closes a market and results in decrease 
in lumber sales. 

Successful as this work has been, let us not forget that the present 
lack of concord on the fundamental subject of working stresses is 
imposing on our building code men a handicap in building up the 
confidence of the consumer in other recommendations, the accept- 
ance of which has much more influence on lumber markets than a 
few hundred pounds one way or another in a working stress. 


Are we not more interested in retaining mill and ordinary 
construction in fire zones than in continuing the debate on work- 
ing stresses with the consumer as umpire? Can we not find 
some way to adjust these differences before our game is called 
on account of the “reign” of substitutes? 

Of what avail to spend hundreds of thousands of dollars in 
an effort to sell lumber if cities pass laws reducing the amount 
that can be used! A few years ago we had the services of two 
men in this important work. Under the present plan we are to 
have six, each working in carefully defined territory and subject 
to emergency call at any time. Taken as a whole, it is fair to 
say that: no building material interest will be more ably repre- 
sented. 

Tonight somewhere these men will be continuing their efforts to 
protect lumber against unfair competition. Yesterday they were. 
meeting in Pittsburgh with building officials from all over the 
United States. Always they are alert intelligently to advise correct 
uses for lumber in competition with other materials in proposed 
ordinances and to hold markets to which on merit lumber is entitled. 
Their efforts are meeting success far out of proportion to the 
amount which it costs to support their work They have been con- 
spicuously successful recently in preventing the adoption of regula- 
tions in two cities, which would have had the immediate effect of 
reducing our markets there by half a billion feet annually, and 
which would have affected lumber consumption elsewhere to the 
extent of approximately 2,000,000,000 feet. 

What is-it worth to the lumber industry to have an opportunity to 
compete for a share of a total volume of building construction aggre- 
gating approximately $6,500,000,000? No plan for lumber trade 
promotion would be adequate which did not include generous pro- 
vision for enlarged building code activity. 


IV. Selective Distribution of Publications 


During the last five months approximately 450,000 pieces of liter- 
ature, carrying nearly 5,000,000 pages of facts about lumber, have 
been distributed by mail or personally. There is no value in a 
“hit and miss” method of distribution involving, as it does, tremen- 
dous waste. Therefore, we have adopted a policy of selective 
distribution of publications planned to meet well recognized needs. 
This means constant supervision of mailing lists to insure accuracy. 

Reference to the schedule of publications will show the care exer- 
cised in selecting the subject matter and in figuring out lists of 
those who should receive each bulletin. The recently issued publi- 
cations on “Lamella Construction,” “Airplane Hangar Construction,” 
“Why Wood Walls Are Best,” “Termite Damage Prevention,” 
and “Taking the Mystery Out of Lumber Buying,” have been so 
distributed. Forthcoming publications, “Transformation” and “Mod- 
ern American Homes,” each designed to create irresistible longing 
to modernize or build beautiful homes of lumber, will be so dis- 
tributed. 

Frequently, as in the case of “Modern Home Interiors,” we have 
been amazed at the increased valuable circulation given our publi- 
cations by groups representing architects, engineers, contractors, 
carpenters, millwork manufacturers, wholesalers and retailers. It 
is good business to approve a request of the Millwork Institute of 
California, to distribute at its expense, a thousand copies of “Modern 
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Home Interiors” to prominent California architects. Of this same 
bulletin the Chicago Retail Lumber Dealers’ Association said “Mod- 
ern Home Interiors” is the best piece of literature ever prepared 
for the lumber industry and that its advertising committee is sug- 
gesting that each member secure a supply with his own imprint. 
We are glad to work with the secretary of the Michigan Retail 
Lumber Dealers’ Association in distributing 500 copies of this bulle- 
tin to all his members, accompanied by our offer to share the 
expense of further distribution to their customers. About 18,000 
copies of this one bulletin have been so used. This is using a 
rifle in place of a shotgun. If the aim is accurate, as planned, there 
will be the minimum of waste and the maximum of coverage which 
we should seek. 


V. Promotion of Markets for Guaranteed Marked Lumber 


The committee will recall that we are acting under your direction 
to promote by advertising and other means the use of grade-marked 
and trade-marked lumber. There is general agreement that the 
lumber business would be vastly improved if all standard lumber 
were grade-marked and trade-marked. The question is how can 
the industry be brought to that point. The big question has been 
whether the organized lumber industry could afford to sit back and 
wait for the ideal to realize itself. To that question the industry 
has definitely answered “No.” It has clearly stated its approval 
of an affirmative marking program as a necessary step to combat 
the inroads of substitute materials and make for increased and 
better business. The problem now facing us is the practical one 
of converting that approval into practice. 

The logical way to undertake national grade-marking and trade- 
marking would be through the regional associations; but these 
already have had the matter before.them since December, 1923, 
and with the noteworthy exception of two of the producing regions 
little progress has been made. It has devolved upon the National 
association to go ahead with the program, not by working through 
the regional associations, but (again with noteworthy exceptions) 
in the face of some considerable opposition or indifference. This 
has meant retarded progress because action has been guided, not 
by enthusiastic supporters of the principle, but by plans so modi- 
fied as to make it possible to secure agreement of all participating 
interests. 


Working Out of a Practical Plan 


The action of the trade extension committee called upon its 
executives to work out some practical plan. 

First, it was deemed essential to begin at an early date the 
advertising of grade- and trade-marked American standard lumber; 
this has been done. " 

Second, it was necessary to make certain that at the ttme the 
public called for grade-marked and trade-marked lumber it would 
be available from each producing region and in every important 
species. 

Within the last two months we have attempted to accomplish 
this second objective and a reasonable measure of success has 
attended our efforts. More than 100 mills, with an annual produc- 
tion of over 6,000,000,000 feet have signed the marking agreement 
to provide grade-marked and/or trade-marked lumber, with the 
National “Tree” trade-mark guaranty. The conversion of these 
agreements into performance by co-operating mills is no easy matter; 
there are mechanical difficultiés which must be overcome. It is 
felt that the National Association should supplement efforts of 
the regionals in instructing their members what marks to apply 
and how to apply them. This will, for the present, require the 
time of one man competent to do this work and the dissemination 
of helpful literature and photographs. 

We now believe the way has been prepared to make it ad- 
visable that the trade extension committee determine in accordance 
with the terms of the marking agreement the date at which agree- 
ments will become effective, and we suggest that the date be 
fixed as June 1. Other problems connected with the marking pro- 
gram were considered by the committee in executive session yesterday. 


Advertising of Guaranteed Marked Lumber 


The advertising program is under way and large sums are being 
spent in advertising lumber bearing the National “Tree” trade-mark, 
the symbol for guaranteed marked lumber. Some already have 
started to use the National mark. If this advertising and promotion 
work is_to count for most, manufacturers should at once produce 
and be ready to sell this identified lumber. 

Progress made in the last two months has broken the ice suf- 
ficiently that it will not readily freeze over again. Further develop- 
ments of the marking program by manufacturers must to a 
considerable extent be encouraged and stimulated by the regional 





associations. It is a problem of education not only of the public 
but more often of the lumber-manufacturers themselves. There is 
increasing evidence that consumers generally will buy marked lumber 
if and when they, know it can be had. If the conception of guar. 
anteed identified lumber is correct there will eventually come from 
gteat groups of lumber purchasers and specifiers a demand so strong 
that reluctant or hesitating manufacturers in order to secure desir- 
able business will have to mark their lumber. 

We can not continue to shrug shoulders at request of such 
organizations as the Building Officials Conference, the National 
Association of Builders Exchanges, the Associated General Con- 
tractors of America, or the manifest interest of State highway 
departments, Government buyers, purchasing agents and architects 
in ever increasing numbers. When they begin to insist, we must 
be ready to comply. It is the one best way of preventing further 
loss of markets to substitutes. 


What Future Development Depends On 


How rapid future development may be is contingent upon (1) 
encouraging more manufacturers to mark their lumber and (2) 


stimulating the demand on the part of more consumers for marked 
lumber. 


This buyer stimulation, while demanding intensive educational 
work, offers a most promising field. It is recommended that 
definite work be carried on with large groups of well organized 
retailers simultaneously, in at least three States, where lumber 
consumption is heavy and where dealer attitude is already re- 
corded as favorable. There is no better recognized merchan- 
dising policy in such cases than that of driving hard in produc- 
tive successful territories instead of attempting to bring slow 
fields up to the mark. 


The present disposition of our field force, and our close relation- 
ships with ably-managed retail dealer associations in New Jersey, 
Illinois, and California indicate that such intensive work might well 
be done there first, and spread from those centers to other States 
until from Coast to Coast there shall be no mill which has not 
felt the force of customer demand, and from beautiful lakes to 
shining Gulf no important purchasing agent or specifying buyer, 
who has not written his preferences for marked lumber into specifi- 
cations based on American Lumber Standards. 

Recent action of southern California retailers representing 387 
yards, and consuming annually 1,500,000,000 feet, calling upon 
manufacturers to furnish only grade-marked lumber after July 1 
was positive, deliberate, enthusiastic. Recent surveys of retail 
yards in northern Illinois, outside of Chicago, show 89 percent of 
the dealers ready to stock lumber guaranteed by the National 
“Tree” trade-mark, while in New Jersey there is abundant evidence 
that distributers ask only the chance to convert their promises into 
performance. 


The necessity of having National trade promotion and adver- 
tising go hand in hand is apparent. If these are reinforced, 
as they should be, by the individual efforts of manufacturers the 
result will be many times more effective. It would seem only 
wise that manufacturers will make a special effort to push the 
sale of their marked lumber, with the National “Tree” trade- 
mark, in the territory where the National association is concen- 
trating its field effort and where consumer desire is being 
created by strong National advertising. 


VI. Reports to National Trade Extension Subscribers 


One of the most difficult problems has been to determine the 
manner in which, and extent to which, subscribers wish to be 
currently informed of our activities. Some subscribers constantly 
seek greater and greater detail. Others state they are not interested 
in what is described as a “great mass” of reports coming - from 
our office. With due thought to the preparation and distribution 
of a reasonable number of reports, we have decided to give fair 
trial to the following practice: 


(1) To send reports for the information of subscribers not oftener 
than once a week. 


(2) Instead of making reports in detail, the activities of each 
division will be prepared in the form of brief current progress 
reports, and then, 


(3) Each subscriber will, upon request, receive detailed reports 
on any subject in which he is particularly interested. 

It is exceedingly difficult for any organization engaged day by 
day in activities so widely diversified,-covering so many important 
fields of lumber use, and developing so many features of practical 
interest to lumber manufacturers, so to condense this information 
as to meet the reasonable convenience of all subscribers without 
depriving some of them of the detailed information for which they 





| > 


al 


od 


eee 


ae ee ee ee Ue Ul 


an af 





1929 


lic, 
e is 


ber 


rom 
ong 


uch 
nal 
On- 
Nay 
>cts 
lust 
her 


(1) 
(2) 
ked 


1 
it 


r 


\- 


on- 
ey, 
vell 
tes 
not 

to 
rer, 


ifi- 


387 
on 


tail 
nal 


nce 
nto 


' we NS SS 2 


‘ 


the 


tly 
ted 


om 
ion 
air 











April 27, 1929 


AMERICAN LUMBERMAN 41 








are constantly asking. We hope you will approve the plan just 
outlined to the extent of giving it a fair trial. 


VII. Continuation of Solicitation Effort 


It is apparent to all that funds available and assigned under 
your direction during 1929 to specific types of promotion, must 
be increased if we are to make the National work as aggressive 
jn all lines as you want it to be. Z 

Mr. Grady, of the Wooden Box Bureau; Mr. Hicks, of the 
Treated Wood Service Bureau, and Mr. Sackett, of the Home 
Modernizing Bureau, are presenting reports convincing in character 
and accurate in reflecting splendid accomplishments. There is now 
before us, and of especial interest to hardwoods, the proposal of 
the Associated Office Equipment Manufacturers that we match them 
dollar for dollar in a promotion program in behalf of wooden 
office equipment. By extreme care we may be able to divert from 
other sources approximately $40,000 to match their $100,000. The 
remaining $60,000 must be secured chiefly from manufacturers of 
northern, southern and Appalachian hardwoods and distributers of 
all hardwoods. We are launching an effort to secure these funds, 
acting jointly with a committee of manufacturers appointed by the 
Hardwood Manufacturers’ Institute. 

Here is offered an opportunity to make a most convincing 
demonstration of lumber’s ability to retain a market for which it 
has natural advantages unsurpassed by any competing material. If 
this effort is successful there is reason to believe that the wooden 
chair manufacturers, and the makers of wooden office partitions, 
will join the movement. There is activity among millwork manu- 
facturers to follow this lead. Thus projects affecting markets of 
great importance grow in number and possibility. Whatever plans 
are made for lumber promotion should include organized effort to 
secure enough additional financial support from lumber manufac- 
turers, not now contributing, as will insure active participation with 
these and other important lumber-using industries in co-operative 
effort to hold and extend their markets. 


VIII. Field Promotion 


It has been my privilege to be engaged in field promotion since 
the National program was started. I have examined hundreds of 
valuable field reports. I never read one of these reports without 
feeling that these men in a real sense constitute the shock troops 
of the industry. They go anywhere and everywhere upon short 
notice. They check, but do not warp public opinion; in season and 
out of season they answer calls for technical information. They 
visit architects and engineers urging suitable uses for lumber in 
place of steel or concrete or something else. They forget occasional 
indifferences and remember their successes. To examine their 
record of accomplishment is to be brought face to face with promo- 
tion work of the first magnitude. Without detracting from any 
other important undertakings, I direct your attention to the typical 
examples which appear in the first pages of the report. 


Think what it means to attend 178 meetings, and speak about 
lumber uses to 187,000 farmers, distributing 40,000 pieces of lit- 
erature to them and turning over to retail secretaries more than 
3,300 live farm building prospects. 

Who can measure the value of scores of addresses to thou- 
sands of carpenters, each of whom is vitally interested in our 
work? 

Twenty-eight manufacturers are preparing to build 10,000 
airplanes in 1929. Government reports show an average of 75 
airports a month built during the last fiscal year. Figures for 
the entire United States list 1,600 airports and 4,000 fields desig- 
nated as suitable for airplane landings. This is but another 
challenge for field work supported by well laid plans of engineers 
and national advertising. 

At least a score of you have written letters praising the work 
begun with Ohio highway engineers. One letter says, “The 
thanks of all patriotic citizens and taxpayers is due you fellows,” 
and another tells the whole story in these few words: “We need 
lots and lots of this work.” 

In one morning’s mail one of our field men was asked to interview 
the owner and architect for a 22-story building to see if he 
could not influence their decision in favor of wood sash and, frames 
instead of steel; to secure half a dozen typical plans for farm 
homes for a retailer in.a nearby city, to furnish plans for a grain 
storage barn, and a grandstand; to address two meetings, one of 
agricultural agents and the other of architectural students at the 
State university. 

Obviously no one man, however well trained he may be, is 
equally proficient in ability to meet all these requirements. But 
if he has the crusader spirit, and understands that his problem is 
an educational problem and a merchandising problem, he will go 


far toward accomplishing the desired result and he will know 
when to call for help. 


What the Cement People Are Doing 


You will be greatly interested in the announcement made before 
the Advertising Council of the Chicago Association of Commerce 
by the manager of the advertising publications bureau of the Port- 
land Cement Association. His talk was illustrated by an exhibit 
showing exactly how technical papers, general magazines, printed 
sales promotion bulletins and the field promotion work of that 
great association were to be concentrated this year on securing 
the largest possible use of concrete first floors in residential con- 
struction. Frequent reference to “fire hazards” in connection with 
use of other materials will permeate an intensive campaign of 
advertising, the widest possible distribution of accurately timed 
literature and intensive promotion work by the field staff of this 
great association. I hate to think of the position in which the 
lumber industry would be if we did not have the facilities for 
effectively combatting this well conceived program of the Portland 
Cement Association. That is what we are here for. 

This proposal means that if this great competing organization 
hits the shining mark at which it is aiming, 16 percent of lumber 
used in a frame house is likely to be eliminated. The answer to 
the question in your minds is 16 percent of 15,000,000,000 feet. It 
means that in 99 percent of all cases, the basement posts and girders 
would be concrete, too, and that much less finish flooring—hard- 
wood or softwood, would be used. Furthermore, it is probable that 
the use of concrete for first floors would influence its further use, 
or that of clay products, in other parts of thousands of residential 
structures. 

The most effective weapon we have with which to combat nation- 
wide promotion effort of this kind is our own nation-wide field 
promotion work. Without it, further loss of markets is inevitable. 
It is field promotion which will sustain the brunt of the attack. 
There is increasing evidence every day of the value of this type 
of service. 


Educational Promotion to Know the Lumber You Use 


Your attention has been directed in this discussion to certain 
suggestions for improvement and extension in our service which 
offer great opportunity to conduct those major activities which 
are generally recognized as most important if we are to survive 
and prosper in competition with other industries. These sugges- 
tions are not unreasonable. Their application imposes no difficult 
restrictions and they have the further value of effecting economies 
in operation without diminishing the quantity or quality of work to 
be undertaken. 

These activities, important as they are, are not intended to be 
a substitute for individual, or regional, initiative and promotion. 
They should serve the purpose of widening potential markets 
for lumber. They should make it easier for regional associations 
to promote the use of their particular species, and easier for indi- 
vidual lumber companies to sell more of their product at higher 
prices. 

Any program whose broad policies are determined by a committee 
representing widely diversified competitors holding widely diversified 
views, when undertaking work whose purpose it is to enable sharply 
competing regions and groups to work for the common good, will 
find the undertaking one which requires a high degree of confidence 
in the management, and faith in the ultimate value of the work 
to the individual participant, without parallel in the lumber industry. 


The Complete Program One of Specific Projects 


The complete program as reflected in the “Report of Activities 
and Accomplishments,” is one of specific projects rated in the 
order of relative and practical importance. On that basis we need 
to proceed in understanding and co-operation with the regional 
associations to develop in an orderly way a logical outline of 
activities. At the very heart of the problem is an educational 
process which must include lumbermen as well as buyers, in order 
that all may know more about the utility, endurance, beauty, fire 
resistive and other appealing qualities of lumber. 

All of us ought to be so thoroughly “sold” on the natural 
advantages of lumber uses for which it is suitable, that we can 
clinch any reasonable argument by saying, “It is made of guar- 
“anteed lumber.” If our individual merchandising plans capitalize 
the improved position of lumber in the public mind, this same 
consuming public will come to have increased faith in guaranteed 
marked lumber from America’s best mills. “Know the Lumber 
You Use” is a good slogan to get behind in your sales efforts. 
Say it often. It carries conviction; but the point of beginning is 
to learn it ourselves. The lumber industry, which has achieved 
so. much, in so short a time, can certainly achieve more. 
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Trade Extension and Statistical Program Featured 


National Lumber Manufacturers, in Annual, Discuss Important Subjects— 
New Manager Appointed to Guide Promotion Activities 


Lumber trade extension and the National 
lumber statistical program were featured at 
the twenty-seventh annual meeting of the Na- 
tional Lumber Manufacturers’ Association, held 
at the Congress Hotel, Chicago, April 23-26. 

At a meeting on Tuesday afternoon, April 
23, technical representatives of regional lum- 
ber associations approved for publication by 
the National Lumber Manufacturers’ Associa- 
tion a new informative lumber booklet, “How 
to Choose Softwood Yard Lumber.” 


At another informal meeting on Tuesday 
afternoon, the advertising advisory committee 
considered plans for the advertising presenta- 
tion of trade- and grade-marking within the 
next few months. 


TRADE EXTENSION CONFERENCE 


Preceding the annual meeting of the Na- 
tional Lumber Manufacturers’ Association, the 
trade extension committee met on Wednesday 
morning, April 24, at the Congress Hotel, Chi- 
cago, and ratified the new plan of organization 
submitted by Walter F. Shaw, acting trade ex- 
tension manager. The new plan, as has been 
previously noted, provides for greater centrali- 
zation of the trade extension work at the gen- 
eral headquarters at Washington, D. C., mini- 
mizes the branch offices as centers of authority, 
and follows functional lines of organization. 

The outlines of the plan were presented at 
the meeting by Mr. Shaw and favorable com- 
ment was made by W. B. Greeley, secretary- 
manager, West Coast Lumbermen’s Associa- 
tion; W. A. Ellinger, secretary of the North- 
ern Pine Manufacturers’ Association; James 
R. Black, secretary of the Southern Cypress 


Manufacturers’ Association; O. O. Axley, of - 


the Southern Pine Association, and others. 
Mr. Shaw presented the status of the rela- 
tions of the National Lumber Manufacturers’ 
Association in co-operation with the Canadian 
Lumbermen’s Association, Commercial Furni- 
ture Association, Oak Flooring Manufacturers’ 
Association, and the millwork manufacturers. 


Theodore Knappen, publicity director, sum- 
marily reviewed the work of the publicity and 
advertising department during the last year. 
F. O. Perkins, the association’s account execu- 
tive with the J. Walter Thompson Advertising 
Agency, discussed advertising policies and 
urged that the association get itself in a 
position as soon as possible to place 100 per- 
cent emphasis on grade- and trade-marking. 
Mr. Perkins presented a long series of proofs 
of the current advertising to show the manner 
in which the subject of grade- and trade-mark- 
ing has been handled up to date with increas- 
ing emphasis, but outside of the specified buyer 
list of publications always under the cover of 
some topic relating to the use of lumber. In 
fact, Mr. Perkins explained that broadly speak- 
ing trade- and grade-marking must be adver- 
tised under the guise of lumber uses, which 
he said are of more interest to the public than 
the mere fact that the lumber interest has 
adopted a national trade-mark and is planning 
the general introduction of grade- and trade- 
marking. 

Chairman Trieschmann called the attention 
of the committee to the fact that the former 
trade extension manager had resigned about 
March 1, and since that time Walter F. Shaw, 
hitherto manager of the central division of the 
trade extension work, had been acting exten- 
sion manager. Mr. Trieschmann advised that 
the meeting should proceed immediately to con- 
sider the choosing of a permanent manager. He 
suggested that a committee of five should be 
created for the purpose of giving immediate 
attention to the matter. On motion of R. B. 


White, the Chair was instructed to appoint a 
committee of five to follow this suggestion with 
Mr. Trieschmann added as ex-officio member. 
The members of the committee were W. T. 
Murray, Hardwood Manufacturers Institute; 
C. L. Hamilton, Weyerhaeuser Forest Prod- 
ucts; J. P. Hennessey, Southern Pine Associa- 
tion; and Maj. E. G. Griggs, West Coast Lum- 
bermen’s Association. 


Marked Lumber Making Progress 


The afternoon session was featured by dis- 
cussions on the following important subjects: 
National policies on grade-marked and trade- 
marked lumber; maximum utilization of ad- 
vertising, publicity, matters, national sales code, 
informational service to subscribers, lumber’s 
exhibit at Chicago World’s Fair, etc. Mr. 
Shaw stated that intensive development with 
the trade- and grade-marking program re- 
veals splendid results. Many retailers have 
signified their willingness to stock marked 
lumber, he said. Mr. Shaw said that under 
the National plan there will be available in the 
near future a sufficient supply of each species 
of grade- and trade-marked lumber from each 
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producing region to warrant going ahead with 
the National “Tree” advertising. Something 
like 100 mills in 15 States have signed up to 
manufacture grade- and trade-marked lumber, 
making up to date a total of approximately 
5,500,000,000 feet. 

Edward Hines, of Chicago, cited numerous 
instances where marked lumber was making 
progress among lumber consumers, and he also 
stressed the value of car tally cards to insure 
the consumer receiving the grade of lumber he 
specified. Others who took part in the discus- 
sion were Maj. Griggs, R. B. White, W. T. 
Murray, C. D. Johnson, W. B. Greeley and 
L. R. Putman, the latter stating that 75 per- 
cent of the yards in southern pine consuming 
territory carry grade-marked lumber. 


Grade- and Trade-Marking Resolution 


At a meeting Wednesday evening of the 
executive committee held after the general 
conference on trade extension, the following 
resolution, proposed by R. B. White and 
seconded by W. T. Murray, was adopted: 

I move, first, that we go ahead with our 
trade-marking and grade-marking campaign 
in a national way, and that until Sept. 1 we 
continue our policy of saying that grade- 
marked lumber is available in certain species, 
and that trade-marked lumber is available in 





certain species; and, further, that we recom. 
mend to the trade extension manager that he 
proceed with the program which he has jp 
mind to make contact directly with as large 
a group of retailers as he can in this great 
central territory which he has outlined, ang 
on the Atlantic seaboard to carry on this 
campaign with the dealers to handle nationa] 
trade-marked and grade-marked lumber. 


TRADE PRESS DINNER 


The National Lumber Manufacturers’ Asso- 
ciation was host to the editors and publishers 
of lumber and related trade journals on the 
evening of Wednesday, April 24, the occasion 
being the annual dinner tendercd to the trade 
press. About eighty people enjoyed this social 
event which occurred in the Florentine Room 
of the Congress Hotel, Chicago. Theodore 
M. Knappen, director of publicity of the Na- 
tional association, who had charge of the ar- 
rangements for the dinner, introduced R. B, 
White, of Kansas City, Mo., a member of the 
board of directors of the National association, 
as master of ceremonies. Mr. White an- 
nounced that Walter F. Shaw, who has been 
acting trade extension manager for the last 
few months, had been appointed as head of the 
trade extension department of the National as- 
sociation, which announcement elicited pro- 
longed applause from the assembled guests, who 
later personally congratulated Mr. Shaw on his 
appointment to fill this important post. Inter- 
esting talks were made by editors and pub- 
lishers of trade journals represented at the 


dinner, the principal topics discussed by each * 


bearing on the building of homes, the value 
of trade- and grade-marking and enlargement 
of the trade extension campaign. 


THURSDAY MORNING 


Thursday forenoon was devoted to a general 
conference on trade extension, presided over 
by A. Trieschmann, at which progress reports 
were made on trade extension activities. 

An outline of the work of the publicity de- 
partment was then presented. 


Work of Publicity Department 


“Our publicity department,” said Publicity 
Director T. M. Knappen in his annual report, 
“is really an information and news service. 
We take our work seriously and look upon 
ourselves as a legitimate news agency. We are 
in position to know and interpret the news of 
the lumber industry and to report it accurately 
and intelligently. ... The whole publication field 
is viewed as a maneuver area for the exercise 
of news sense, editorial understanding and the 
perception of timeliness. Very rarely do we 
issue a blanket release going to all of the pub- 
lications on our list. On the contrary, almost 
every release is designed for one or perhaps 
two or three of the groups we seek to serve.” 

Explaining the difference between publicity 
and advertising, Mr. Knappen gave the follow- 
ing resume of publicity achievements since his 
last annual report in the following sentences : 

In the last 12 months we have written 5,931 
letters. We have supplied 268 special articles, 
some of thém volunteered but many requested. 
to about 150 different magazines or trade 
papers—not to mention research assistance 
given in the preparation of articles and fea- 
tures which we did not write. In this period 
we have issued 333 news releases of more or 
less general circulation. The department also 
attends to a vast and varied number of jobs 
and services for members, public relation 
tasks, inter- and intra-association errands, 
which in the course of last year amounted to 
1,355. 

In addition to those specific achievements, 
Mr. Knappen also referred to the work that 
the publicity department does in the way of 
editing the National association house organ, 
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National Lumber News and National Lumber 
Bulletin, as well as that done on Hoo-Hoo Bul- 
letin and the part that it performs in the way 
of public relations. 


The publicity department also has charge of 
the advertising campaign of the trade exten- 
sion bureau. After reviewing the work already 
done on that campaign, Mr. Knappen said that 
it is the mature judgment of the publicity de- 
partment, purely as a question of effective 
advertising, that “we should go ahead full 
speed.” Continuing, he said: 

The ‘National Tree” symbol signified to us 
something definite to “sell” the public for the 
benefit of the organized lumber industry. The 
public does not memorize the abstract. It 
clings to pictures. It can be made to think 
“National Tree” every time it thinks lumber; 
that means actual merchandising results, 
creation of a national preference for your 
lumber and the building up of a good will 
asset in the “National Tree” that will be com- 
parable with the major values of your physical 
assets. Nothing in the domain of institutional 
advertising can ever compete in dollars-and- 
cents results with energetic and continuous 
“National Tree” advertising. This is where 
you certainly will definitely and tangibly get 
back your trade extension money many times 
over if you keep at it. 


1929 Advertising Estimates 


The present straight National Lumber 


Manufacturers’ Association campaign calls for, 


an expenditure of $218,000 in 46 periodicals, 
divided among publication groups as follows: 
General consumer (popular), $123,000; home, 
$32,000; farm, $25,000; architectural, $14,000; 
building, $19,000; trade and technical, $3,000. 
In addition we have the Wood Box Bureau 
advertising, $9,500, and the Hickory Golf Shaft 
Association advertising, $3,000. The _ total 
National Lumber Manufacturers’ Association 
advertising space budget proper is $218,000 
and its entire advertising budget $247,000. 
In 1928 total advertising expenditures were 
$206,000, of which $187,000 was for space. In 
1927 they were $197,000, including all costs 
of the slogan campaign, $119,000 being for 
space. 


Results from Research Work 


Engineering research was an interesting topic 
handled by the chief engineer of the National 
association. 

“What Research Is Finding Out” was the 
subject of an informative report presented by 
F. P. Cartwright, who gave details covering 
eleven investigations, supported in whole or in 
part by trade extension funds, which have been 
finished since the beginning of the trade exten- 
sion work or are now under way. These in- 
vestigations are as follows: 

Pire Retardant Treatments for Lumber. 
Under the auspices of a committee of the 
American Society for Testing Materials, or- 
ganized 18 months ago, due to initiative from 
the National Lumber Manufacturers’ Associa- 
tion, the Forest Products Laboratory has been 
working for about a year on a method for test- 
ing fire retardant treatment results. Several 
thousand fire tests were made by the labora- 
tory on wood treated with different chem- 
icals, and it has been demonstrated that mate- 
rial can be turned out commercially which will 
not support combustion and will not add ma- 
terially to the heat of a fire in which it is 
involved. It is interesting to note that fire 
retardant treated material is reported to have 
been ordered in the 120-story building to be 
erected shortly in New York City, which job 
otherwise would almost certainly have gone 
to steel. 


Moisture Proofing Treatments for Wood. 
The Forest Products Laboratory in the last 
few years has made over 1,700 tests of mate- 
rials specially designed to slow up moisture 
changes in wood. Paints, oils, varnishes, 
waxes, lacquers and many other expedients 
were tried. The laboratory is now selecting 
from the results of these 1,700 tests certain 
promising materials for further experiments. 


Moisture Content Range of Lumber in Use. 
In six cities, 1,750 samples have been installed 
in various types of buildings, mostly in dwell- 
ings, these being weighed once a month or 
oftener, if necessary, to detect change in mois- 
ture content. The samples are installed in 
pairs, using maple in all cases and a locally 
used wood with it. Numerous samples of 
wood used for furniture, refrigerators, interi- 


Note: A report of the Thursday and 
Friday sessions of the twenty-seventh 
annual meeting of the National Lumber 
Manufacturers’ Association will appear 
in the May 4 issue of the American LuM- 
BERMAN.—EDITOR. 





or trim and other special purposes are being 
taken as opportunity offers, to supplement the 
general program. The work will have to be 
carried on for a year before any conclusions 
can be drawn. Early results indicate lower 
moisture contents during winter months than 
had been expected. 


Moisture Content Determination Apparatus. 
In addition to apparatus developed by the 
Long-Bell Lumber Co., the University of Mon- 
tana and the Forest Products Laboratory have 
been making experiments and it is believed 
that the finishing touches soon will be given 
to apparatus that will be practical for de- 
termining moisture content. 

Heat Transmission Tests of Lumber. Tests 
to determine insulating properties of lumber 
are being carried on at the University of 
Minnesota. One of the results already ob- 
tained showing that actual heat loss through 
wood is from 20 percent to 40 percent less for 
most species of lumber than is assumed in all 
the advertising, sales literature and technical 
practice having to do with insulation. 

Paints and Painting. The National Lumber 
Manufacturers’ Association is co-operating 
with the Forest Products Laboratory in the 
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paint investigations being conducted by the 
latter. The observations and records of sev- 
eral years have been summarized in a volumi- 
nous report, from which a shorter summary 
of information of value to the lumber using 
public is being taken off. 


Derrick Tests. Through arrangement with 
the University of California, twenty-four tests 
have been made to determine the strength 
of nailed derricks and the sizes and quantities 
of lumber needed. The resulting information 
is in the hands of the Forest Products 
Laboratory for assignments of working 
stresses and it is expected that these will be 
finished in time to submit complete standards 
for lumber derricks to the American Petroleum 
Institute at its June meeting; also complete 
derrick designs to be followed by lumber 
manufacturers, riggers and oil producers in 
making, selling and erecting nailed derricks. 

Strength and Rigidity of Prame Construc- 
tion. A series of thirty-two tests on framed 
panels 9x14 feet in size have been practically 
completed at the Forest Products Laboratory, 
which will answer the question as to the 
relative merits of different types of bracing, 
sheathing, nailing etc. 

Refrigerator Tests. To prevent moisture in 
wood refrigerators, interesting tests have bee . 
and are being made. Three refrigerators are 
now on test at the Detroit laboratories of the 
George B. Wright Co. One box is of panelled 
construction, another of flush construction 
with complete plywood back and bottom, and 





a third is like the second but is specially 
painted to prevent moisture absorption. 

Building Paper 4nd Air Infiltration Tests. 
To discover how effective good and poor frame 
construction are in shutting out the wind and 
to show the influence of good building paper 
on different types of walls, a program of 
twenty-five tests has been initiated at the 
University of Wisconsin under the auspices of 
the American Society of Heating and Ventilat- 
ing Engineers. 

Termite Investigation. The necessity is 
pointed out of the lumber industry taking an 
active interest in studying the problem of 
termite damage. How to prevent it was also 
emphasized. 


A feature of Thursday afternoon’s session 
was the presentation of an address by Wilson 
Compton, secretary-manager, under the head- 
ing, “Facts in the Lumber Business.” This will 
be found in full beginning on page 44 of this 
issue. 

Report of Trade Extension Manager 

Declaring that: “no one of us has ever seen 
the perfect plan of lumber trade promotion, 
nor will it be written at this meeting,” Walter 
F, Shaw, acting trade extension manager, re- 
viewed the record of TX activities in the past 
from the standpoint of method of accomplish- 
ment rather than accomplishment itself, which 
was graphically told in detail in a planto- 
graphed report in the hands of members. He 
then explained a modified plan to secure exten- 
sion of service, through reassignment of staff 
members with a view to more specialization 
through functional assignments and less of 
general utility field work or merely geographic 
assignments—along lines previously made 
public. 

This report is printed in full on pages 38-41 
of this issue. 


Style for Commercial Vehicle 


Pontiac, Micw., April 22.—The man today 
is becoming as insistent upon style for his com- 
mercial. vehicle as for his own private passen- 
ger car, often more insistent, according to O. L. 
Arnold, vice president directing sales of the 
General Motors Truck Co. 

“He knows that the modern appearance of 
his tricks has advertising and prestige value 
for his business,” Mr. Arnold continued, “and 
that his trucks either build good will or make 
an unfavorable impression upon the hundreds 
of his prospective customers who see them in 
their daily work. That is precisely the reason 
for the modern appearance of General Motors 
trucks—appearance that worthily represents a 
man’s business to a modern, critical public. 
That, too, is the reason why General Motors 
truck dealers throughout the country are hold- 
ing open house during the present week in cele- 
bration of a nation-wide spring showing of its 
products.” 

The matter of public favor bestowed upon a 
business whose trucks properly represent it. 
Mr. Arnold said, goes deeper than external 
appearance. The performance of General 
Motors trucks in traffic—quietness, flexibility, 
quick pickup, and sure control—all play a big 
part in giving the owner a “good name,” he 
added. 

“By using Pontiac engines for light duty 
and Buick engines for medium and heavier 
. duty, General. Motors trucks really introduced 
truly modern performance matched by modern 
_ appearance,” Mr, Arnold concluded. 








THE GREATEST extension in State forest area 
during the three-year period since the end of 


+.1925, was reported by the State of Washington, 


“which added 1,200,000 acres. Pennsylvania 


added 167,788 acres to its 1925 total, and Mich- 
igan was a close third with an increase of 
167,000 acres. Three States—Delaware, Geor- 
gia, and South Carolina—which had no State 
forests three years ago, reported forest lands 
under State administration at the beginning of 
this year. 
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National Secretary-Manager Reviews| t 


On last Dec. 6 I addressed the board of direc- 
tors on the three vital matters before the indus- 
try today; first, the maintenance of its products 
in profitable and extensive use; second, the in- 
telligent regulation of production; third, the 
establishment by the industry of effective guar- 
anties of the integrity of its products. To the 
statements which I made then I have nothing to 
add; nor from them have I anything to 
subtract. The generous and almost universal 
endorsement by leading lumbermen in every 
region and in every species is an assurance ot 
their concurrence in the soundness of the con- 
clusions then advanced. The task now is to 
convert these convictions in principle into per- 
formance in practice. That is the task of the 
individual manufacturers of lumber. 


Departmental Activities 


Report of the financial progress of the traac 
extension campaign and of the increasing evi- 
dences of its tangible constructive results has 
been made to the trade extension committee. 
Copies are available to all interested subscribers. 

Pursuant to the action of the board of direc- 
tors at its last meeting, the association has dili- 
gently sought the completion of the lumber 
standardization program and the establishment 
of protections and guaranties which will go far 
toward insuring the application and observance 
of these standards in the manufacture and dis- 
tribution of lumber. Complete report of these 
activities also has been made to the trade exten- 
sion committee and the board of directors. 

In response to the request of the board of 
directors that, by concerted action of the 
regional and national associations, an improved 
and more extensive statistical service be pro- 
vided the lumber manufacturers, a comprehen- 
sive program is under way. If individual lum- 
ber companies will co-operate consistently in 
furnishing accurate information we shall be 
able to supply the most extensive and depend- 
able current picture of supply and demand con- 
ditions available in any large American indus- 
try. This will be the subject of your considera- 
tion at a later session of this convention. I will 
not therefore impose upon you here any further 
comment on these programs of trade extension 
or improved statistical service. 


“Whither We Are Tending” 


In a period of political chaos, Lincoln in one 
of his most familiar speeches once said: 


“If we could first know where we are and 
whither we are tending, we could better 
judge what to do and how to do it.” 


This was an appeal for facts as a basis for 
political action. The advice is equally applic- 
able to industry. Where are we and whither 
are we tending? If we know that then we can 
the better “judge what to do and how to do it.” 


Economic Research Program Proposed 


Two years ago in an appeal to our industry 
that we “Put the Headlight on in Front,” I re- 
ferred briefly to some of the economic problems, 
trends and prospects which at that time I be- 
lieved to be ahead of the lumber industry. Since 
then, from time to time, I have been asked to 
elaborate those views. At a later date I shall 
do so. At this time I shall make only a brief 
explanation of the suggestion which I have laid 
before the board of directors that provision as 
soon as practicable be made for an organized 
program of economic investigations, surveys 
and research more comprehensive than has here- 
tofore been undertaken in the lumber industry. 
Essentially it is an appeal to those lumbermen 
who are interested in the future as well as the 
present of the lumber business, that they seek 
the economic facts which will permit, in the 





*Address delivered at meeting of board of 
directors of the National Lumber Manufac- 
turers’ Association, Chicago, April 25, 1929. 


[By Wilson Compton, Secretary and 
Manager] 


lumber industry, the same kind of intelligent 
long-range planning of future operations and 
policies which characterizes the most progres- 
sive and most successful of American industries 
today. In so saying I am well aware of the 
fact that there are some lumbermen who, be- 
cause of their prospective limited operating 
life-time, may have in such an undertaking only 
a mild interest. But I am sure that they too 
will approve of any practical program for the 
development, advancement and perpetuation of 
the lumber industry. 

This is a matter to which, because of strong 
personal interest and study as an economist, I 
have for years given a great deal of thought. 
I believe in the future of the lumber business. 
With the aid of dependable facts and competent 
leadership, I know of no reason why the lum- 
ber industry cannot maintain always a position 
as one of the greatest of American industries. 
But without facts to guide it, there can be no 
wise leadership. My suggestion therefore is that 
consideration as promptly as possible be given 
to a systematic plan of economic surveys and 
research, more fundamental and more exten- 
sive than the industry, or any part of it, has 
heretofore attempted. I believe it should be a 
concerted program, participated in by the na- 
tional and the regional associations and the 
wood-using industries, and for some purposes 
by the United States Government. The timeli- 
ness of such an undertaking is marked I believe 
by the fact that this year for the first time in 
history the United States Forest Service, under 
the terms of the McSweeney-McNary Forestry 
Research Act, has not only the statutory author- 
ity but also a substantial initial appropriation 
for fundamental economic research in this field. 


Large Investments Involved 


There is in the United States over a trillion 
and a half feet of merchantable standing tim- 
ber in private ownership and over a half a tril- 
lion more in public ownership. If valued at an 
average of only $4 a thousand feet, this, to- 
gether with plant facilities, represents an aggre- 
gate property value of nearly ten billion dollars. 
Much of it is vested in large ownerships. The 
value of standing timber is dependent funda- 
mentally upon the value of the products which 
can be made from it. The integrity, security 
and profit of huge investments is therefore in- 
volved. The lumber industry has in its timber 
resources probably the most extensive potential 
opportunities for industrial diversification pos- 
sessed by any industry in America. No one can 
visualize the future possibilities in wood cellu- 
lose, wood chemicals, and wood pulp products, 
as well as the familiar products of the saw- 
mills, the planing mills and the wood-using in- 
dustries, without sensing its vast opportunities 
for industrial progress, and with progress, 
profit. 

To successfully explore and exploit these op- 
portunities involves important problems of eco- 
nomic as well as technical research, market 
surveys and studies of industrial organization 
and finance. For those who are interested in 
the future as well as the present of the lumber 
business, I know of no problems more funda- 
mental and of no program more promising of 
profitable result. 

To analyze this in detail would take tod much 
time. I shall cite simply a few illustrative types 
of economic investigation, which I believe should 
advantageously be undertaken by the lumber 
industry, either independently or in conjunction 
with other industries having like interests. 


Illustrative Types of Economic Investigations 


First: What is the effect upon the use of 
lumber of the constantly increasing purchasing 
power and general advance in the standard of 
living of the American people? Compared with 


fifteen years ago, the average individual pur- 
chasing power has increased over 45 percent. 
This is the net advance after discounting for 
increases in the prices of commodities and in 
the cost of living. If the average purchasing 
power fifteen years ago represented a standard 
of living which, as it was often described, pro- 
vided the three fecessities of life,—food, cloth- 
ing and shelter, then the 45 percent advance be- 
yond that point represents an opportunity to in- 
dulge in comforts, conveniences and luxuries, 
which were popularly unknown a quarter of a 
century ago. 

Lumber used to be exploited as the most eco- 
nomical building material. Economy in cost as 
compared with other materials was the principal 
argument for its purchase and use. Today there 
is reason to believe that style, even elegance, 
has begun to outweigh economy and low cost, 
as an effective appeal to the purchasing power 
of the American people. If that is so: What 
is its effect on the use of lumber? and what 
should and can the lumber industry do to take 
advantage of the marketing opportunities to 
which this increasing per capita purchasing 
power may have given rise? 


Second: What is the effect on the lumber 
industry of the more exacting buying habits o1 
the American people? The trend in this direc- 
tion is obvious. The public preference in many 
lines for particular advertised, certified and 
guaranteed brands of commodities is notorious. 
The American people have vividly shown that 
in certain important commodities they prefer 
certified branded products and that they will 
pay more to get them. Yet lumbermen shy at 
the task of supplying guaranteed grade-marked, 
trade-marked lumber because it is an innova- 
tion in the lumber business. The idea, compara- 
tively speaking, is new in the lumber business. 
But it is already commonplace in most success- 
ful industries. 


Third: As a corollary of the more exacting 
purchasing standards, what effect, if any, upon 
the use of lumber is resulting from the lack of 
exact knowledge of wood properties and of the 
suitability of specific species for specific uses? 
Two years ago I laid before you in considerable 
detail the evidence at that time of the meager 
extent of knowledge even among lumbermen 
themselves of the exact physical and mechan- 
ical properties and chemical characteristics of 
their own products. Since then much progress 
has been made toward correcting these de- 
ficiencies. But I surmise that if the exact facts 
were available, showing the extent to which the 
profitable and satisfactory use of lumber is 
being handicapped by the absence of exact in- 
formation, the process of remedying this handi- 
cap through the necessary research could be, 
and would be, greatly expedited. 

The lumber industry is still to a large extent 
generalizing about its products. The consumer 
more and more is particularizing. The rectifi- 
cation of such condition, if it exists, is obviously 
of greater interest to the producer of lumber 
than to the consumer. The producer has noth- 
ing but lumber to sell. The consumer on the 
other hand can take refuge, and is taking refuge, 
more and more in steels, fibers, resinoids and 
other compositions. 


Fourth: To what extent do differences in 
the character of preparation, in care in season- 
ing, and in extent of refinement of lumber af- 
fect its utility value to the consumer? Does 
the more complete refinement and more exten- 
sive fabrication of lumber increase its value to 
the consumer and the price which the consumer 
is willing to pay? If so, does it increase it 
more or less than the additional cost of such 
refinement and fabrication? This question is 
debatable. At least among lumbermen them- 


selves it is much debated. Opinions still differ . 


widely. Facts only will settle the debate con- 
structively. 


Fifth: To what extent do the seasonal vari- 
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ations in lumber consumption in industrial uses 
and particularly in construction, affect the de- 
mand and the use of sawmill products? The 
facts whatever they are should be ascertained, 
so that the operations of the lumber industry 
may be intelligently adjusted accordingly. 
Otherwise, lumber distribution tends to become 
a speculation instead of a service. Much is 
already known, but there is still too much 
guessing. 
Foreign Lumber Sources 


Sixth: What are the prospects of competi- 
tion in American markets from foreign sources 
of lumber supply? The channels of interna- 
tional trade are becoming constantly more sys- 
tematized. Potentially there are important 
sources of foreign lumber competition, which 
heretofore have been largely ignored. What, 
for example, may be the effect on the lumber 
industry of a combination of circumstances like 
this : 

Japan for many years has absorbed approximately a 
billion feet of American lumber annually, principally 
West Coast woods. American lumber has been deliv- 
ered in Japan at an average price ranging between $30 
and $35. The nearest comparable price competition 
from other sources of supply has ranged from $50 to 
$58, thus indicating that the Japanese price of Amer- 
ican lumber has been fixed by competition between 
American exporters themselves and not by competition 
between American lumber and competing lumber from 
other sources of supply. 

Recently the Japanese government has imposed sub- 
stantial additional duties on imported lumber. Whether, 
and if so to what extent, this will curtail the use in 
Japan of American lumber remains to be seen. Simul- 
taneously the Russian government has declared its inten- 
tion to increase its exports of Siberian lumber by at 
least half a billion feet annually within the next five 
years. The logical market for this lumber is Japan. 

At the same time develops the alleged plan of the 
Russian government to double the annual production of 
lumber in European Russia within the next five years 
to approximately eight billion feet. This level, it is 
asserted, can be maintained continuously. The present 
domestic consumption of lumber in Russia is apparently 
between three and three and a half billion feet. Its 
lumber export surplus last year was less than a half 
billion feet, a considerable proportion of which was 
dumped unceremoniously on the British lumber market 
to its near demoralization. This year the export sur- 
plus is said to be approximately three-fourths of a bil- 
lion feet, and the British timber merchants profiting by 
their last year’s experience are understood to have 
bought up in advance about four hundred million feet. 

The Russian government is known to be diligent in 
an effort to establish gold credits abroad. In the absence 
of capacity to borrow or of willing lenders, its principal 
and obvious means of. establishing gold credits is 
through exports. If Russia contemplates within five 
years an annual export surplus of four billion feet of 
lumber, with the disposal of the surplus guided by the 
purpose to establish gold credits, what export markets 
are likely to be sought for that purpose? 

The importance of such potential develop- 
iments, contingent and problematical though 
they are, may not wisely be ignored. In these 
matters there is no doubt a good deal of rumor 
and surmise. But after all these are questions 
of fact. The facts should be ascertained, and 
action judged accordingly. 

Seventh: Where do our lumber exports go? 
for what purposes are they used? and what 
competition from other sources or from other 
materials do they meet? Lumber and wood 
products exports now represent annually be- 
tween three and four billion feet or 10 percent 
of our total production. This is almost equiva- 
lent in quantity and more than equivalent in 
value to the lumber annually used in the manu- 
facture of boxes and crates. At present the 
principal reliance for this information is upon 
the agencies of the Government, particularly the 
United States Department of Commerce, which 
has for that purpose well served the interests 
of the American lumber industry. But it is, I 
believe, deserving of more extensive interest 
and study by the lumber industry itself. For- 
eign markets, if intelligently analyzed, can, I 
believe, be made to contribute substantially to 
the stabilization of the markets for American 





lumber both softwoods and hardwoods. 


Lumber Distribution 


Eighth: There is much debate in American 
business today over’ the various methods and 
means of commodity distribution and their com- 
parative advantages. Distribution is frequently 
described as the most important present day 
economic problem. It hardly stands to reason 
that the lumber industry which together with 
its secondary wood fabricating industries rep- 
resents over 10 percent of the entire industrial 
activities of the United States, can hold itself 
immune to the trends in commodity distribution 
developing in other industries. 

Generally speaking the lumber manufacturing 
industry is dependent for the distribution of its 
products, so far at least as lumber for building 
purposes is concerned, almost solely upon agen- 
cies outside of its own control; and to a large 
extent as to lumber for industrial uses. 

The aggregate cost of getting lumber from 
producer to consumer, including costs of trans- 
portation, handling, yarding and delivery, now 
exceeds the total mill prices received by lumber 
manufacturers for their products. In view of 
this fact, and of the constantly increasing com- 
petition between lumber and the myriad of 
other materials, it seems reasonable to suggest 
that self-complacency by the lumber industry 
with respect to its existing facilities, methods 
and means of distribu- 
tion, is untimely, unwar- 
ranted and unwise. 

Much complaint has 
been made by manufac- 
turers, retailers, and 
consumers alike that the 
costs of retail distribu- 
tion of lumber are ex- 
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cessive and often dis- 
proportionate to the 
value of the service ren- 
dered. Retail lumber 
yards, with few excep- 
tions, have now become 
distributors of diversi- 
fied building materials. 
“Lumber is still their 
largest single item. Most retail distributors are 
still by sentiment and by personal preference 
lumbermen. 

But sentiment is helpless in the face of eco- 
nomic necessity. It is said that lumber today is 
bearing a disproportionate part of the total cost 
of the local distribution of materials handled 
through the retail yards. It is asserted that 
lumber is often handled on a gross margin of 
from 25 to 50 percent, whereas competing sub- 
stitutes are regularly handled in the same yards 
on a gross margin of 10 or 5 percent or even 
less. If so there must be some reason for it. 
Are the prevailing methods in retail distribution 
of building materials in effect providing a sub- 
sidy to competing materials at the expense of 
lumber? If so, to what extent? What are the 
causes and how can they be corrected? Or is 
lumber simply being outwitted by superior mer- 
chandising skill on the part of its competitors? 

I do not say—because I do not know—that 
present facilities and methods of lumber distri- 
bution are deficient, unsuitable or unsound. I 
do say, however, with some assurance, that the 
lumber industry does not know whether, how, 
or to what extent, its distribution facilities are 
capable of improvement. I do not believe that 
as an industry it has really tried to find out. It 
has merely dabbled politely with a troublesome 
problem and then gone about some other task 
which, although less important, may have 
seemed easier. 


the Facts in the Lumber Business 


But inasmuch as the distribution process ab- 
sorbs considerably more than a billion dollars 
out of the aggregate price which the American 
people annually pay for the products of the 
lumber industry, it is reasonable to say that the 
possibilities of systematic improvement should 
not be rejected without extensive investigation. 
This is an economic problem forced upon the 
lumber industry by the sharp competition of 
other materials, and by the changing buying 
habits of the American people. Ignoring it will 
not solve it. 


Ninth: To what extent does the $420,000,- 
000 annual freight bill paid by the lumber in- 
dustry come out of the manufacturer’s realiza- 
tion? Is there a substantial extent of cross- 
hauling of competing species of lumber? If so, 
who, if anyone, gains by it? Is it preventable? 
If so, how and to what extent? If there is any 
practical answer to this question it will be found 
only by economic research to get the facts first. 
A nearly half-billion dollar annual freight bill 
would seem to offer the worthwhile raw 
material of an economic study of considerable 
magnitude and importance. 


Tenth: What permanent effect may be ex- 
pected from the speedy transportation service 
which now prevails? What probable continu- 
ing effect on buying practice, on order files, and 
on methods and channels of distribution? What 
are normal stocks? Who will carry them? How 
will the industry’s reserve stocks be distributed 
between purchaser, distributor and consumer? 
The answer to these is essentially a matter of 
economic fact. An accurate answer will reduce, 
if not eliminate, one of the most important pres- 
ent causes of instability and uncertainty in the 
lumber market and of difficulty among lumber 
manufacturers in maintaining a consistent firm- 
price policy. 

Eleventh: What are the effects on orderly 
lumber distribution of consignment car and 
cargo business? What, if any, necessary eco- 
nomic service is rendered by transit cars and 
cargoes? Can that service be supplied in some 
other way which does not tend to convert lum- 
ber buying into a speculation? 


What Is the Value of Lumber? 


Twelfth: What consideration has the lum- 
ber industry given to the question: What can 
the consumer afford to pay for lumber? It has 
for years given much attention to the question: 
What does it cost the manufacturer to produce 
lumber? But the price paid for lumber is, in 
the long run, measured by the value of the prod- 
uct to the consumer, not by its cost to the pro- 
ducer. The price of lumber should reflect its 
value. 

This sounds almost “bromidic.” Yet as a rule 
this fact does not even now govern the sale and 
use of lumber. Its value is not to be determined, 
as most lumbermen are still trying to deter- 
mine it, as having a specific relation to the “cost 
of production”; but by its suitability and use- 
fulness for the purposes for which the lumber 
may be used. A product is not worth $50 mere- 
ly because it costs $45 to produce it. It may 
be worth only $20 if the uses to which it may be 
put are worth not more than $20, or if a satis- 
factory substitute is available at that price. On 
the other hand, it may be worth $150, if that 
is the value of the uses to which it is adapted 
and if a suitable substitute is not available at a 
lower price. 

A product worth $20 is not worth $30 mereiy 
because it costs $30 to produce it. Nor is a 
product worth $100, worth $30 merely because 
it can be produced for $30. The only infallible 
connection between the “cost” and the “price” 
of a product is that if the price over a con- 
siderable period does not at least equal the cost, 
then the sheriff runs the business. We may look 
in vain for any other casual connection. 

What consecutive effort has been made to as- 
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An Empire With Vast Development Possibilities 


Texas, the Home of Many Line Yards, Which Offer Modern 


Stores and Financing Plans for Their Customers’ Convenience 


Driving through Texas gives even an old- 
time tripper a new idea both of the size 
of the State and of its still undeveloped 
potentialities. 

“Texas has made great progress,” said 
W. Sherman Drake, of the Calcasieu Lum- 
ber Co., Austin, one of the famous retailers 
of the Lone Star commonwealth, “but so 
far as complete development goes it is still 
in its swaddling clothes.” 

This vast empire, with its scattered cities, 
its small towns, its wide variety of climate, 
its oil, cotton, cattle, rice, spinach and 
onions, its forests and factories, has a pop- 
ulation of more than five millions. But as 
a person drives over the good roads across 
the plains he wonders where all these mil- 
lions are located. Widely separated sec- 
tions are developing in their own way, 
according to natural resources. It has a 
reputation for progressive retail lumber de- 
velopment; and Texas was one of the first 
States to look askance at the name “lum- 


ber yard” as suggesting an old-time set of. 


retailing ideas that are rapidly passing. 
The State is strong in line yards. A few 
years ago a lineyard association was 
founded as a sort of supplement to the 
State association; and we are told that this 
line-yard organization includes 71 firms, 
owning and operating about 900 yards. 


The Lone Star Leads in Agriculture 


Because of its size as well as its resources, 
Texas, we believe, ranks first among the 
States in the value of farm production. A 
person wonders how much food it will pro- 
duce when all its vast agricultural resources 
are developed to something near their max- 
imum. Continuous efforts are being made 
to bring about diversification and to get 
away from the one-crop idea that nearly 
always shows up when a comparatively new 
territory gets under way. Dairying is be- 
ing promoted by Texas Agricultural and 
Mechanical College, by newspapers and 
business organizations. The day when the 
State was full of cows that nobody could 
or would milk is passing; and with it is 
passing the beef man’s habit of handling 
cows with ropes and horses. Your dairy- 
man handles his pets with a gentleness and 
a scientific skill that would have caused 
the cowboy no end of disgust. “Cows,” said 
the Gregg County Herald recently, “are very 
temperamental, and those who imagine they 
can take a herd of kine and jerk dividends 
from them ... will find themselves deal- 
ing with creatures which have little sense 
of responsibility and no interest in profits.” 

Lumbermen are taking a growing inter- 
est in this new kind of farming, and the 
scientific and labor-saving devices and farm 
- building plans are much to the front in the 
yards catering to the agriculturist. But 
naturally, the new agriculture comes slowly. 


Many farmers, wedded to cotton, for in- 
stance, are slow to change. Marketing facil- 
ities have to be created along with the 
newer production plans; and the one-crop 
farmer with his frequent discouragements 
remains a problem. . 

“This situation,” said Mr. Drake, as we 
sat in his handsomely paneled office in 
Austin, “is not quite what I should like to 
see. These discouragements have a bad 
effect upon the spirit of the farm people. 
It’s not precisely a matter of markets and 
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if age 

a BY 
From the Dallas News. 

Texas is gradually changing from a meat pro- 
ducer to the more profitable business of 
dairying 
prices; but when things go badly for a 
farmer he loses the incentive to do what 
he can. You can drive through long 
stretches of the country and not see a new 
roof. A farmer wants a tin of tobacco, and 
he’ll spend a whole day driving to a distant 
big town. He’ll spend some money he can’t 
well afford, going to the movies and hang- 
ing around the pool halls. A _ person 
wouldn’t begrudge him his little pleasure 
except that there is work at home crying 

out to be done. 

“You almost never see girls of 16 or 18 
helping on the farms. They rush away to 
business schools and get precarious jobs as 
stenographers. Maybe I’m getting old and 
grouchy, but I’m sorry to see home life 
thinning out at this time when intelligent 
work and planning could and should yield 
larger returns than ever before. It’s not 
only on the farms, nor is it only in Texas. 
The old Puritan pioneering spirit seems to 
be getting sadly diluted. It has some aspects 


that probably were not so good, but it did 
make the most of natural opportunities. 
Maybe this is just a period of change, and 
something new and quite as desirable will 
begin to show up;- but I’m old-fashioned 
enough to think some of the factors in mod- 
ern life are not very good foundation stones 
for the future.” 

This department has heard identical state- 
ments from thoughtful lumbermen in al- 
most every part of the country. 

The Calcasieu Lumber Co. has a line of 
seventeen yards. It has a beautiful gen- 
eral office in Austin and an excellent yard 
and planing mill. 


Pros and Cons of Financing 


At the yard of the Reinhardt Lumber Co. 
we talked with O. G. Deats. The season, so 
Mr. Deats said, is opening well. Austin is 
an attractive city and is the capital of the 
State and the home of the State university. 
So education and State politics are the 
major interests, though there is consider- 
able business. A good many large build- 
ings are going up, including, we are told, a 
projected 18-story hotel that will be built 
soon. The university under State law has 
accumulated some millions of oil money; 
and while there is some legal difficulty 
about spending it, ways are being found to 
utilize it to erect needed buildings. There 
are about 6,000 students in the university. 

“We have good building and loan asso- 
ciations,” Mr. Deats said, “and some of the 
local yards have devised ways of offering 
liberal financing terms. It’s a question if 
these terms are not too liberal. This financ- 
ing matter is a distinct business in itself 
and is more closely related to the real estate 
business than to lumber retailing. Not long 
ago a man came in here to see about build- 
ing a house. We talked with him off and 
on for a couple of days. We have our own 
drafting department and found a plan that 
suited him. Then we discovered that he 
had a $500 lot on which he had paid $100. 
He wanted us to clear this lot and build his 
house and let him pay the whole thing out 
by the month. We said we couldn’t do this. 
According to the plan he had fixed up, he 
could have lived in the house five years, 
paid the installments and at the end of that 
time could have moved out and still be well 


ahead over the payment of rent on a similar’ 


house. Well, the interesting fact is that he 
went elsewhere in town and found a dealer 
who accepted the business on these terms. 
. “It’s my observation that over-extension 
of financing service eventually blunts the 
edge of the market. We do some financing 
of a careful sort. But suppose all the yards 
take. all the offerings of this sort. After a 
time houses begin to come back. They’re 
in bad shape and have to be reconditioned 
at considerable expense. They’re distressed 
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property so far as the unwilling owners are 
concerned. Lumbermen are not real est>te 
men, so they are pretty sure to market these 
distressed houses at a low figure just to get 
out from under. Then where’s your market 
level that always has a large influence on 
new building? I guess this financing can 
be done safely on a more extensive basis 
than it used to be. But it calls for special 
knowledge and experience and what amounts 
to the organization of a new business. 


A General Purpose Department 


F. W. Sternenberg, of the Kuntz-Sternen- 
berg Lumber Co., is a good friend of this 
paper and especially of its managing edi- 
tor. He is a genial person and a widely 
known lumberman. This is a big yard and 
office, and the latter is beautifully designed 
and finished. The main office is done in 
gum, and the various private offices in 
other woods, thus serving as sales displays. 

One feature of the yard is a ladies’ rest 
room in an alcove off the lobby. This rest 
room has a handsome lavatory in connec- 
tion; and this rest room has proved very 
popular and useful as a means of catering 
to lady customers. They come in to wait 
for their families, and they find yard men 
sitting on the lobby benches; so they nat- 
urally go into this 
alcove, where they 
find comfortable 
chairs. There are 
architectural maga- 
zines and trade jour- 
nals on the table. In 
fact, this alcove is 
frequently used as a 
conference room 
where an entire fam- 
ily gathers about the 
table, looks at plans 
and arranges details 
of the new house. 

Mr. Sternenberg 
stated that the 
spring is opening up 
with a favorable vol- 
ume of business He 
likes the city and 
the class of people 
who live there. He 
mentioned  particu- 
larly the rapid development of roads 
in the State; which in Texas is most im- 
portant. Distances are long, and every- 
body depends upon cars. This means of 
transportation is being rapidly supple- 
mented by commercial airplane service and 
by privately owned ships. It will be some 
time, however, before the air paths cut in 
much on the road traffic. 

In the office of Nalle & Co. we failed to see 
Ernest Nalle. One of the office men said 
that trade was favorable. He added that 
whatever dealers thought about it, the pub 
lic is getting more and more insistent upon 
a financing service. Even wealthy people 
with the money to pay cash for their 
houses want to build them on time. They 
figure that they can use their own money 
in various business ventures to make it yield 
more than the interest they must pay on a 
house loan; and a house makes good secur- 
ity for a low-interest loan. So the demand 
for this financing includes nearly every- 
body; both those who can’t own a home 
unless they can pay for it out of wages or 
Salary and those who could pay but want 
to use their ready capital in business ven- 
tures. This means that the pressure for 








financing is likely to become so strong that 
all dealers will sooner or later be compelled 
to learn and to organize a new business. 

Many years ago this department stopped 
off in the city of Temple. About all we can 
remember of that earlier visit was the dis- 
comfort caused by the sudden striking of a 
norther that sent the temperature down 
many degrees in a few hours. In fact, there 
is probably little left in the city that would 
look as it did fifteen years ago. Temple has 
had a phenomenal growth, and at the 
present time it is building large structures 
at a rapid rate. It is getting a skyline; 
something that all Texas cities seem to take 
to as soon as they get firmly established in 
business. It always seems a bit odd to a 
visitor who has driven through endless miles 
of open country suddenly to come upon a 
city with skyscrapers towering upward; but, 
of course, there are potent economic reasons 
for this kind of building. 


A Great Line-Yard Company 


William Cameron & Co. have one of their 
many yards located in Temple. As most 
retailers know, this is one of the most pow- 
erful and brilliantly.managed lumber retail- 
ing corporations in the country. E. P. 


Hunter, the general manager, who is, of 





The Kuntz-Sternenberg Lumber Co., of Austin, Tex., believes in the efficacy of display and, in 


this instance, shows its large line of paints 


course, in the general office at Waco, started, 
we are told, as an office boy in the com- 
pany. Later he became a stenographer and 
now is general manager of the seventy or 
more retail yards that it owns. He has 
been a powerful factor in promoting mod- 
ern merchandising ideas, not only in his 
own company, but also in the entire South- 
west. 

The Temple yard of this company is the 
usual attractive and well kept plant which 
a person always sees bearing the Cameron 
name. F. J. Homeyer, the local manager, 
is a genial and most alert lumberman. He 
had many good words to say for his town. 
The perennial topic of financing came up, 
and with it was mentioned the associated 
topic of contracting. 

“As a corporation,” Mr. Homeyer said, 
“the Camerom company does not contract, 
nor does it have a financing department. 
But in practical ways we offer both these 
services to our customers. We find the jobs 
and make the sales, but the contract is al- 
ways made in the name of the carpenter. 
It happens right along that the owner does 
not know the carpenter who is going to 
do his work and does not see him before 


the work starts. Sometimes I wonder if 
our methods don’t make the carpenters lazy. 
They don’t do much searching for work but 
rather wait until we find them something. 
But, of course, this puts us in a position to 
control the business to the benefit of all 
concerned. 


Shipping a Bull by Airplane 


“These carpenters and contractors bring 
us the paper when the job is completed, 
and we find a market for it. We have con- 
nections with local loan companies, and we 
also place loans for private capitalists. 
Temple is not a city of massed wealth. We 
have few families of great wealth, but we 
have a good many with some surplus money 
which they want to loan out. They have 
gotten accustomed to look to us for suitable 
mortgages, and while it means some work 
and responsibility on our part, it comes out 
well. We find the money needed by our cus- 
tomers, and we keep local funds working 
at home. 

“Farmers hereabouts are in rather good 
spirits. Last year they had good crops and 
got good prices. This followed several years 
when they had not done so well; but last 
fall nearly all of them got square with the 
banks. I know of one tenant farmer who 
paid up $5,000, the 
sum that he owed 
his banker. That’s 
a pretty large sum 
for a tenant to pay 
off in one year. 
Dairying is getting 
well started here. 
You may have no- 
ticed that the Carna- 
tion people opened a 
big plant not long 
ago in a neighboring 
town and sent a 
young bull by air- 
plane from Wiscon- 
sin for the event. It 
was an advertising 
stunt, and the flying 
bull got lots of front- 
page notice. Dairy- 
ing brings in steady 
returns, and we ex- 
pect much from it.” 

At the Campbell Lumber Co.’s yard we 
met the local manager, J. B. Powell, and 
also E. M. Campbell. This company op- 
erates four yards, with headquarters in San 
Antonio. Here we heard more about 
Temple as “the best town in Texas.” Mr. 
Campbell told us that this is the “black 
waxy belt” of the State that produces cot- 
ton of a superior brand for export. As 
yet there are no oil fields near, but sooner 
or later there will be. This whole State 
seems to float on oil. 

We failed to find Wade Taylor, manager 
of the Temple Lumber Co. One of the office 
men said that sales were going well. He 
added that the people building the more 
modest houses’ had not yet quite gotten 
away from the earlier and simpler architec- 
tural traditions. The climate is mild, with 
normally but few days in the year below 
freezing. So in a former generation people 
built as simply as possible. At present the 
larger buildings are bringing visible object 
lessons in modern architecture; and these 
lessons are beginning to have their effect 
in suggesting that even modest houses can 
have attractive lines and more comfort 
against both heat and cold. 
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Retailers’ Idea Exchange 











HELPING HER HUSBAND 


How a Yard Manager’s Wife May Con- 
tribute to His Success 


[Somewhat abridged, the following is an ad- 
dress by Mrs. D. E. Allen, wife of the manager 
of the Long-Bell Lumber Co.’s yard at Wakita, 
Okla., delivered at a convention of that com- 
pany’s yard managers held at Oklahoma City a 
few months ago, her subject being, “How the 
Wife of a Yard Manager May Assist Her 
Husband.” | 

The wife who is capable and has the informa- 
tion can be of much actual assistance. It helps 
if she can occasionally make up a daily report, 
or if she can analyze the various accounts and 
assist during the invoicing season. Wives often 
prove to be better collectors than their hus- 
bands, due to the fact, I sometimes think, that 
the majority of men hate to admit that they 
are not in a position to take care of their bills, 
especially to a woman. 

If your husband happens to manage a one 
man yard and you are situated so you can, I 
would advise you to spend some of your spare 
time learning the lumber stock so that you will 
know where the various grades and kinds of 
lumber are kept, for it is often necessary for 
the manager to be away from the yard to call 
on a prospective customer. 

If you do not know how to figure lumber 
feet, I suggest that you learn so that you can 
sell lumber intelligently. You will really find 
it quite interesting. Women have entered every 
conceivable line of business and I have known 
of women who took over the management of 
the lumber yard when their husband passed on, 
which they could not have done if they had 
not spent time in the lumber yard. 

Doubtless some woman is thinking, I can not 
leave my home and little ones to assist in the 
lumber yard. There are a number of ways in 
which you can be of assistance. I believe the 
most important way is to always be ready with 
words of cheer and encouragement. Men are 
just big little boys. Tell them what fine fel- 
lows they are, and indeed they are fine fellows 
or they would not be holding their present 
positions. 

You may not realize the help you are to your 
husbands when you mingle with the people in 
your community socially. You may not be so- 
cially inclined, but you can cultivate a taste 
for such things. The good wife can often 
tactfully drop hints that will bear fruit in a 
business way. For instance, while playing a 
game of bridge, you might mention that your 
husband had just received some very interesting 
plans for homes, or you might speak about the 
“ready-built” ironing boards or other features. 
It is also possible to learn of prospective cus- 
tomers in such places, for a woman who is 
planning on putting in a new refrigerator or 
some other built-in feature will be talking to 
the other ladies about it, and if you are really 
interested in your husband’s, work, you will 
listen for all these things and be ready to 
report to him so that he can go out after 
the business. 

A woman who holds herself aloof from the 
people may be a great handicap to a man for it 
will not be long before the people in the com- 
munity will feel that she is stuck up or a high- 
brow. We should not only be nice to everyone 
and good mixers, but we must be loyal to our 
home town, if we expect the people of the 
town or city to patronize our company. We 
resent it when we hear of somebody who has 
gone out of town to buy the lumber for his 


house or has ordered a ready-cut house. We 
must patronize our home town merchants. If 
we do all of our shopping from mail order 
catalogs we can not expect to hold the patron- 
age of the town people. 

Then there is the wife who complains that 
her husband gives more of his time and atten- 
tion to his business than he does to her. If 
he has a twelve o’clock customer and it is nec- 
essary for him to be late to lunch the poor 
fellow is almost afraid to go home. She 
doesn’t realize that the twelve o’clock customer 
may be one of her husband’s very best patrons. 

I hardly think it possible that any woman 
could be foolish enough to be jealous of the 
lumber yard. If the man is going to make a 
success, he must be constantly thinking about 
it and planning for it. I can not understand 
why a lumberman’s wife should object to his 
pointing out new buildings and telling her with 
some pride that his company furnished the ma- 
terial for the building, and yet I heard a man- 
ager’s wife say that it made her sick to hear 
her husband say as he drove along the road, 





“I sold the bill of lumber for that barn or 
hen house.” 

There also is the woman who is always dis- 
contented. No matter where the place is in 
which she has to live she never likes it, she 
never has liked it and she never will like it, 
A discontented wife will eventually make a dis- 
contented manager, and a discontented manager 
is never a successful one. 

There is also the woman who insists on 
keeping up with the Joneses and if Mrs. Jones 
gets a new dress, she has to have one just as 
fine. If the Joneses buy a new motor car and 
if her husband can not provide her with one 
she nags him about the size of his salary. I 
believe the woman who acts in this manner 
does not realize what she might do. The aver- 
age man supports his family in the very best 
possible manner and in order to keep up with 
the Joneses I have known men to become dis- 
honest in their handling of the company’s busi- 
ness, thereby bringing ‘disgrace upon himself. 

Then there is the woman who refuses to en- 
tertain the guests of her husband. More or 





This Week’s 


Barn Model Helps Make Sales 


Some time ago Nason Bros., lumber retailers at Chesaning, Mich., 
designed a float for entering in a parade held at that time which not 
only admirably served that purpose, but has since proven a business- 
getter far beyond their expectations. 
model barn was designed and built to scale. Actual construction de- 
tals of a real barn were shown—as will be observed from the cut-away 
anes shown in the illustration. On the day of the parade, and fol- 


Timely Tip 


For use on the parade float a 



































the grounds. 


ican Lumberman representative. 








lowing that event, a picnic was held and the float was parked near 
Literature describing different items sold at the yard 
was distributed, and many good prospects were secured. The first 
season this model was shown five barns were sold as direct result of 
the display. The model is now on exhibit in front of the company’s 
shed, where it was observed and photographed recently by an Amer- 
The lumber yard is located on the 
main street, just at the end of the business district, and Robert Nason 
of the firm says that many farmers stop and look over the model, and 
then say that they want a barn just like it. 
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less frequently officials of the company visit 
the manager and he would so much like to 
bring them into the home. It does mean so 
much to a husband, and if you have never 
tried doing this, I believe you will find the 
effort well worth while because you will really 
be helping your husband, to say nothing of the 
warm glow of hospitality which you will 
experience. 


How Trucks Increased Business 


In response to a_ suggestion that the 
AMERICAN LUMBERMAN would be glad to 
learn of any ideas for the promotion of busi- 
ness, George E. Wightman, of the George 
Eddy Co., Limited, Bathurst, N. B., which 
concern operates two yards, both located in 
small towns with a mixed farming, lumbering 
and fishing territory, writes: 

“With the advent of good roads several 


A new shed is being erected by the Shull 
Lumber Co., at its Bala yards in the suburbs. 
A runway over which the lumber travels from 
the cars to the bins has also been installed. 

The J. Howard Coombs Lumber Co., of 
Westville, N. J., is building a new 2-story 
building which will be an office, display room 
and hardwood flooring warehouse. According 
to the plans, this will be one of the best of 
its type in South Jersey. Mr. Coombs op- 
erates another yard and headquarters at Pauls- 
boro, N. J. Sea ee2e2aeeaeaean 


Form New Retail Company 


Mexico, N. Y., April 22.—M. P. Neal and 
W. G. O’Brien, of Oswego, members of the 
Neal-O’Brien Lumber Co., have purchased 
from the Mexico Motor Car & Supply Co. the 
trestle, yards and land formerly owned by the 
Majestic Furniture Co. A new company is 




















A roving representative of the AMERICAN I.UMBERMAN passing the new office building of the 
Fulton County Lumber Co., at Wauseon, Ohio, one day this week stopped his car, said to him- 
self, “This looks good,” and unshipped his camera—with the result shown in the accompanying 


illustration. 


The center portion of the structure contains the general office, back of which is 


located the reception room. The most striking feature of the front is the two display win- 
dows, each with a generous expanse of plate glass, affording ample space for attractive displays. 
Behind the show window on the right will be located a private room where customers can be 
taken to inspect plans and talk over details of their proposed transactions. Back of the show win- 
dow on the left will be a store room for office supplies. The exterior wall of the central struc- 
ture (above the roof line), is covered with stained wood shingles, the interior space being 


devoted to storage of finish and similar items. 
with composition shingles of solid color, while that of the lower central part is laid with’ 


The roof of the. main. structure ts covered 


shingles of contrasting colors. 





years ago, we purchased a motor truck and 
secured the services of a good salesman to 
canvass for trade all through the country sur- 


rounding our yards as far distant as fifty miles. — 


Having the right kind of a salesman who could 
suggest to the people their requirements, and 
being able to deliver our goods right on the 
ground when wanted, put us right on the map. 
Our business has increased to such an extent 
that today .we are operating five trucks 
throughout practically the same territory. We 
find that our trucks are an advertisement for 
our business and a profitable asset.” 


Eastern Firms Make Improvements 


PHILADELPHIA, Pa., April 23.—The new 
home of the J. R. Quigley Lumber Co., at 
Gloucester, across the Delaware from this city, 
will be ready for occupancy June 15. The 
néw office and showroom, the last -word in 
lumber emporiums, has a frontage of 92 feet 
and a depth of 70 feet. The structure will be 
two stories high, with a 3-story tower in the 
center. Included in the building will be six 
show windows, offices, display rooms, a kitchen, 
rest and dining room for the girl employees, 
and a reinforced concrete vault for the records 
of the business. Special lights will be installed 
to light up the tower at night. Officers of the 
Quigley company are William C. A. Costello, 
treasurer and general manager, and H. M. 
Danielson, assistant treasurer. 





being formed by Messrs. Neal and O’Brien 
with Marshall Parker, of Mexico, for 15 
years manager of the Ames Mills in this vil- 
lage. The firm will be known as the Mexico 
Lumber & Coal Co. and will carry a complete 
line of lumber and building materials. Mr. 
Parker will be manager of the new firm. A 
modern office and display room is to be erected. 
Mr. Parker has had a wide experience in the 
lumber trade, through his long association with 
the Ames firm. RE ETA 


Veteran Retailer Revisits Yard 


ALBUQUERQUE, N. M., April 22.—J. C. Bal- 
dridge, founder in 1881 of the J. C. Baldridge 
Lumber Co., of this city, but who now lives 
in Hollywood, Calif., recegthy mas been visiting 
relatives and friends here.: Although in_ his 
eighty-first year, he was‘sten .mounted on a 
ladder, waiting on custom@rs;-to avoid conges- 
tion of Saturday afternoon buyers at the yard. 
Mr. Baldridge says that although there are 
some empty buildings in thé southern Califor- 
nia cities, many new ones aré going up—stores, 
office buildings and apartments—the growth in 
population seeming to absorb the increase in 


the number of buildings. Mr.- Baldridge for-- 


merly was a railway conductor, and a conduc- 
tor friend recently remarked to him, “Every- 
thing has changed but the passengers.” Mr. 
Baldridge replied that as to thg lumber busi- 
ness nothing seems to have c ed--but- the 
price. he 


KILLS ANTI-WOOD MEASURE 


Prompt Action Heads Off Threatened 
Drastic Zoning Ordinance 


Mapison, Wis., April 22.—Recently the lum- 
bermen of Madison, with the effective aid and 
co-operation of representatives of the trade ex- 
tension department of the National Lumber 
Manufacturers’ Association, succeeded in “nip- 
ping in the bud” a fire zoning ordinance which, 
if passed, would have greatly curtailed the con- 
sumption of lumber over a large area of the 
city, and entailed a loss to the lumber interests 
of many thousands of dollars annually. 

Fortunately, by prompt action in the way of 
showing the individual members of the com- 
mittee of the city council having the matter in 
charge just what passage of the proposed ordi- 
nance would do to home owners and business 
interests the ordinance was killed in the com- 
mittee and never got before the council. The 
story of how this was done incidentally illus- 
trates the valuable aid, which in one form or 
another is constantly being rendered to retail 
lumbermen by the trade extension committee of 
the National Lumber Manufacturers’ Asso- 
ciation. 

The’ local lumber and building material deal- 
ers were unaware of the provisions of the 
very drastic ordinance being considered in the 
committee of the city council, which would un- 
doubtedly have been recommended to that body 
for passage had not J. J. Fitzpatrick, of the 
lumber company bearing his name, chanced to 
notice a newspaper item to the effect that a 
committee meeting would be held on a certain 
date to take action on the proposed ordinance. 
Mr. Fitzpatrick immediately wrote the Na- 
tional Lumber Manufacturers’ Association re- 
questing that a representative be sent to Madi- 
son to assist the local lumbermen in this crisis. 

A good live committee of local lumbermen 
was organized, consisting of R. J. Connors, 
C. W. Davis, Mr. Kelly, Henry Loftsgordon 
and Mr. Fitzpatrick. This committee, with the 
effective assistance given by B. J. Westover, 
manager north central district, and E. J. Fisher, 
manager northwestern district, National Lum- 
ber Manufacturers’ Association, showed the 
members of the city council committee that the 
proposed ordinance was not at all necessary and 
that its passage would result in heavy loss to 
the business of Madison. 

The plan of campaign was to have each mem- 
ber of the lumbermen’s committee see the 
alderman for his ward and explain the injustice 
and loss that would result from passage of the 
ordinance. It was found, in every case, that 
the aldermen were glad to get the facts, and 
when they found out the true situation, they 
also were glad to kill the measure in the com- 
mittee. ; 

Mr. Fitzpatrick informs the AMERICAN LUM- 
BERMAN that one alderman did not even know 
that this ordinance would affect his own ward, 
or that if his own house was damaged by fire 
to the extent of over 50 percent he would have 
to tear it down and replace it by a new building 
with brick walls, or that, besides this, he would 
be out 50 percent of his insurance, on account 
of not having carried obsolescence insurance. 

It was, in short, just a case of getting the 
correct information to the aldermen having the 
matter in charge, and in doing this the co-opera- 
tion furnished by the trade extension depart- 
ment of the National Lumber -Manufacturers’ 
Association was: most. effective and appreciated, 
as its representatives were thoroughly in- 
formed with regard to zoning matters and in 
position to supply accurate information and 
convincing data. 

The active part taken by Mr. Fitzpatrick, 
whose concern—the J. J. Fitzpatrick Lumber 
Co.—is: sales representative- for several large 
mills in the West and South, also contrib- 
uted in no small degree to the victory. Nat- 
urally, Mr. Fitzpatrick is well pleased at the 
outcome. Commenting upon same, he said: — 

“We find that- we now have the aldermen 
and the council with us, and we are sure that 
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no further drastic legislation will come 
through prohibiting the use of wood. The 
building commissioner, also, has taken a dif- 
ferent attitude toward ordinances against the 
use of wood. In fact, at a recent meeting of 


the real estate board, he stated that a goed - 


edge-grain shingle, put on with zinc-coated 
nails, gives the average householder the best 
roof and the least trouble.” 


Schools Train Carpenter Apprentices 


OAKLAND, Ca.ir., April 20.—Retail lumber 
dealers and all others in any way identified 
with the construction industry are much inter- 
ested in the program for the training of car- 
penter apprentices that is being maintained by 
the Oakland. public schools. 

A co-operative agreement exists between the 
local unions of carpenters and the contractors’ 
association, by which the school selects and 
trains apprentices for the carpenter trade. This 
plan is working very well. 

Will C. Mathews, of the Central High School, 
says that the “very interesting and instructive 


booklet “Touch Wood,’ issued by the AMERI- 
CAN LUMBERMAN, has been found valuable in 
the training of apprentices.” 


Displaying Tools and Hardware 


The usual procedure in displaying tools, 
hardware, paint brushes and other goods that 
are shown under glass in a counter show case, 
is to lay them flat on the shelving so that it 
is necessary to look directly down upon them. 
The customer, of course, is considerably taller 
than the counter case, and therefore his glance 
must be downward to see what is contained 
therein. Where shelves are flat and horizontal 
the line of vision strikes the goods at an angle. 

A better method, because it much more read- 
ily attracts attention to the goods, is to display 
them on an inclined shelf. An AMERICAN 
LUMBERMAN representative recently noticed the 
latter method in use in the store of a city retail 
lumber dealer, and was struck by the obvious 
advantage in vision. Where the shelving slants, 
the surface of the shelves and the display are 
presented at a right angle to the line of vision. 





In this instance, the counter show case in 
the company’s sales room had been remodeled 
so that there was an inclined plane extending 
from the upper rear rail to the lower front 
rail. The various samples of tools were fast- 
ened on the surface, to keep them from sliding, 

Another advantage is that the total surface 
of the inclined shelf is in direct view, and 
moreover is larger than the area or shelving 
that would be in direct view if placed flat, 


Retail Firms Establish Exhibits 


OKLAHOMA City, Oxta., April 23.—Three 
local lumber concerns are represented in the 
new Builders’ Exchange exhibits established in 
the Commerce Exchange Building, this city. 
These firms are Carey, Lombard, Young & Co,, 
the Kiowa Lumber Co. and the Long-Bell Lum- 
ber Co. The purpose of these exhibits is to 
make it possible and convenient for prospective 
home builders, as well as the public, to examine, 
and also to have explained and demonstrated, 
the grades, characteristics and uses of the va- 
rious materials used in building construction, 


New Yard Attractive and Well Arranged 


DaLHart, Tex., April 22.—The new yard of 
the Foxworth-Galbraith Lumber. Co. at this 
place, which was completed and opened last 
month, is very well arranged and exceptionally 
attractive in appearance. 

In a general way, the construction and gen- 
eral arrangement is about the same as that 
which has been used by the Foxworth-Gal- 
braith company for some time when construct- 
ing new yards, although in this instance there 
are some variations in the front of the office 
and warehouse building. The accompanying 
photograph and sketch of the office, warehouse 
and yard layout, will afford a very good idea 
of the general arrangement of the plant. 

The building is 90 feet 








and private offices have oak floors and clear 
yellow pine trim, natural finish. 

Shelf hardware, surplus paint stock, nails 
and miscellaneous small items are carried in 
the warehouse directly back of the office. The 


stock of sash and doors is stored in the front 
of the building, at left of the driveway, with 
miscellaneous storage upstairs, used for roll 
roofing, building papers and other items. 

All heavier items are carried on the plat- 
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New office and warehouse building of the Forworth-Galbraith Lumber Co., Dalhart, Tex. 
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Showing layout of new yard of the Foxworth-Galbraith Lumber Co., Dalhart, Tex. 


form, which is on a level with truck beds, ex- 
cept cement, plaster and lime, which are car- 
ried in the space shown at the rear of the 
shed. The space under the truck level plat- 
form is utilized for storage of panel boards 
and corrugated iron. 

Moldings are end piled in the central part 
of the warehouse, just back of the hardware 


and paint storage space. 


The new plant was formally opened with a 
public “house warming” on March 9, at which 
time it was inspected by about 800 visitors, 
both local and from the outside community. 

The Foxworth-Galbraith Lumber Co., which 
is a line-yard concern, with general office in 
Amarillo, has been operating at this place since 
1901, and the business has expanded to such a 
point that new and enlarged quarters and 
facilities were deemed desirable. 

The resident manager is F. E. Beecroft, who 
has been located here for the last six years. 


Liberty Bell Framing Still Good 


PuivLapecpuia, Pa., April 22.—Another proof 
of the superior lasting qualities of wood was 
given recently when the historic Liberty Bell 
was repaired. A member of the Philadelphia 
Lumbermen’s Exchange, hearing that some re- 
pairs were to be made, wrote asking for the 
opportunity to supply suitable wood that might 
be necessary. He received a reply that the 
wooden portions of the bell structure were all 
in good order—only the metal needed atten- 
tion. 
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Labor-Saving Method of Storing Moldings 


Visibility and Accessibility of All Patterns and Lengths Prevent 
Accumulation of “Shorts” and “Odds” 


A rack for storing moldings which not only 
saves labor by showing at a glance all the 
lengths on hand, and making them readily ac- 
cessible with a minimum of effort, but which 
also is a real merchandising aid in disposing 
of odd moldings, left-overs of special patterns 
etc. is shown by the accompanying drawing. 

This rack was designed by C. Steve Roemer, 
of Roemer Bros., Bowling Green, Ky., who 
informs the AMERICAN LUMBERMAN that the 
idea for it struck him suddenly one day and he 
had it built on the 
spur of the moment, 
but does not think he 
could have improved 
it much even by long 
study, as it serves all 
its purposes admir- 
ably. 

Mr. Roemer had 
long desired to get 
away from the annoy- 
ances that are insep- 
arable from the stor- 
ing and handling of 
moldings in bins, 
where, he says, it al- 
ways was a trouble- 
some job to find just 
the length required. 
Moreover, the short 
lengths inevitably got 
shoved back out of 
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or pockets are very convenient for storing 
left-overs of odd moldings made for spe- 
cial orders, for which there is no ready sale 
unless so separated as to be readily available 
for sale for use on odd jobs. 

All of these bins are kept in use for just such 
odd moldings. When a customer wants a 
molding but does not know just what pattern, 
he is taken to the end bins, where very often 
will be found some of the odd moldings that 
are just suited for his particular job, and thus 
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sight and beyond 
reach, and as a con- 
sequence might re- 
main there ~ indefi- 
nitely instead of be- 
ing moved out as they 
should be. 

As to construction, 
the “rafters” as they 
might be called, are 



































of 2x4s, 16-foot. On 
these rafters are 
nailed strips of 1x4 
sheathing, against 
which the (end- 


at the top of the rack (X-fashion). He does 
not think that it would be worth the additional 
cost to build the racks more than 16 feet high 
just to take care of the extra long lengths. 
The “high points” of this form of molding 
rack, as summarized by Mr. Roemer are: The 
moldings are kept clean and in good order; all 
lengths are easily seen, with the shorts in 
front; with the moldings standing on end the 
number of pieces of each length are easily 
counted; employees’ time. is saved, and extra 
profits are made from 
the sale of odd mold- 
ings because of their 
A being so readily acces- 
sible for inspection; 
no more space is re- 
quired than by the old 
method. 


House Plan 
Competition 
During the last ten 
weeks more. than 20,- 
000 pupils who are 
taking architectural 
drawing in the High 
schools of Chicago 
have been engaged in 
a city-wide competi- 
tion, ‘wherein they 
have been drawing 
“plans of their future 
homes,” these includ- 
ing such subjects as 
bungalows, two-story 
residences and build- 
ing details, and mak- 
ing miniature houses. 
The various draw- 
ings and models made 
in this competition 











stacked) moldings 
rest. Most of the 
“bins” or divisions of 

















the rack are 2 feet 


were placed on public 
display in the Board 
of Education building, 
460 South State 
Street, Chicago, on 
Thursday of this 
week, this exhibition 
to continue for three 





wide. Some are wider 
and some narrower, 
but for general use 
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weeks. 
On the opening day 
a reception was held 





use Mr. Roemer con- i 
siders the 2-foot bins ne 





most adaptable. Ty 

The use of this 
rack enables one to 
see at a glance whether a certain length of 
molding of any particular kind is in stock. A 
practice is made of stacking the 16-foot lengths, 
of each pattern, at one side of the bin, the 14- 
foot lengths at the other side, and the 12-foot 
lengths in the center, with the shorter lengths 
on top. 

“Our experience under this system has 
been,” said Mr. Roemer, “that the short pieces 
of molding, for instance 4 and 6 feet, are al- 
ways staring you in the face, as they are the 

rst pieces in the bin. When a customer wants 
these lengths in any molding, or even a 2-foot 
Piece, it is right there in front if in stock at 
all, eliminating the need for cutting the desired 
length off of a longer piece. These bins, in 
fact, have reversed the old order for us, in 
a now we ‘have no shorts,’ and must make 

em, 

There will be observed horizontal rests in the 
end or gable angle of the rack. These bins 
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a 
Practical form of molding rack designed by C. Steve Roemer, Bowling Green, Ky. 


a good price is obtained for what really is 
waste or surplus material. These small bins 
or pockets are built in each end of the rack 
(the racks run about 26 feet in length) the 
“odds” being piled in from both ends. 

Mr. Roemer says that he kept account of the 
cost of the construction of the rack, which, 
of course, did not run to a very high figure, 
and to show how profitable the investment has 
proved he states that the odd moldings selected 
and sold in two weeks’ time out of these con- 
venient end bins, or pockets, more than paid 
the cost of the bins. 

The question may be asked as to what is 
done with 18- and 20-foot lengths, the side 
pieces or rafters of the rack being only 16 
feet long. Mr. Roemer explains that 18- and 
20-foot moldings do not usually constitute more 
than 10 percent of a shipment, and these lengths 
are taken care of by standing them on opposite 
sides of the bin so that they cross each other 


for the pupils engaged 
in the competition, 
their parents, mem- 
bers of the board of 
education and other 
school officials, about 400 persons being pres- 
ent. 

“It often happens,” said A. G. Bauersfeld, 
director of technical work in the High schools 
of Chicago, in a statement to the AMERICAN 
LUMBERMAN, “that persons inexperienced in 
building consult architects and contractors, 
have drawn plans according to hazy verbal de- 
scription and when the building is under way 
demand changes which add to the original cost 
estimate. Our graduates will not need to make 
these costly mistakes. The idea of planning a 
home and working out all the details is making 
a strong appeal in the schools. Fathers and 
mothers at home are bing drawn into confer- 
ences, and discussion is being developed in the 
family council.” 





THERE ARE more than 14,000 school houses 
in Illinois, having a total value, including fur- 
nishings, of $323,000,000. 
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Retail Company Displays Model of Yard 


Jouret, Ivt., April 22.—An exhibit of out- 
standing interest at the Joliet Home Builders’ 
Show held recently was a miniature reproduc- 
tion of the Alexander-Daley Lumber Co.’s yard 
here, which extends a distance of one-fourth 
of a mile along the Deep Waterway now being 
constructed. This replica accurately repro- 
duces the yard, on the scale of % inch to the 
foot. It shows the office, warehouses, lumber 
sheds, garage, barn, mill, coal bins, in fact the 


entire plant, all in their proper locations. The 
miniature buildings ‘were constructed of wall- 
board. The entire model was designed and 
constructed in every detail in the company’s 
office by its employees. The complete model 
occupied a space of i0 feet by 16 feet. During 
the show a miniature electric railroad, with 
switches into the plant, was operated. On each 
of the 27 cars of the train was a sign bearing 
the name of one of the contractors associated 








Model of lumber yard, accurately made to scale, shown at Home Builders’ Show 


Starts School of Front Office Etiquette 


The Elder Learns Why His Dealer Friend Adopted New Policy 


“I kind of got a look at myself last week,” 
said the dealer from two towns away as he 
sat down in the Elder’s office. 

“*Stoo bad,” said the Elder, noting his sub- 
dued appearance. “Must of made you sick.” 

“No,” said the visitor, “it didn’t exactly 
make me sick, but I’d hated to have yawned 
about then. I guess I did get one of those 
inferiority complexes; anyway something’s 
been hurting me ever since.” 

The Elder shook his head. 

“T don’t like to preach,” he said, “at least 
not more’n four-fifths of the time. But you 
poor fish who will drink radiator solution have 
got to expect hangovers.” 

“You've got me all wrong,” said the visitor. 
“T’ve been sober as a judge. I just drove to 
Chicago—” 

“Many a sober man drives to Chicago,” 
said the Elder, “but comin’ back he may be 
two other fellows.” 

“I was myself and not seeing double,” said 
the visitor. “But at that I saw enough. I 
got a flat tire on the way. I didn’t suppose 
they had a horse over that way any more, but 
there must be one, for I picked up one of his 
nails. While I was having the tube patched 
I strolled into a lumber office next to the tire 
shop. 

“I wish you could have seen that place. The 
office itself was pretty good; but sitting at the 
typewriter and not working was a flapper with 
a kind of a Hottentot permanent wave. She 
was one of these janes, if you know what I 
mean, whose clothes seem to go to their heads. 
Lounging over the table was an office sheik 
crooning a tune about the wedding of the 
painted doll. The two partners sat at a flat 


topped desk studying road maps. They seemed 
to know all the golf courses, road houses, 
stills and speakeasies on every route. I cer- 
tainly did get me an outline of far flung dis- 
sipation. 

“All this time I was leaning expectantly on 
the order counter. The wild waves gathered 
no moss, the sheik sang like a more or less 
mocking bird and the partners discussed ways 
and means of getting personally plastered. 
They saw me all right; but I guess they 
thought if they didn’t pay any attention I'd 
go away. When I didn’t, they picked up their 
maps, went into the private -office and slammed 
the door. 

“A man holding a statement and a check 
came in. He fidgeted at the counter and tried 
without success to flag the singin’ fool. 

“ ‘Say,’ he said finally, ‘does this qualified 
outfit want some money or don’t it?” 

“The sheik came over, friendly as a pickle 
and the mumps, took the check and receipted 
the statement without a word. He was turn- 
ing away, when he glanced at me. 

“*What’s your line?’ he asked, like a prose- 
cuting attorney. 

“T said I had no line, that I was a retailer 
waiting for my car to be fixed and had come 
in to pass the time of day. 

“*The buyer’s out,’ he said, just like that. 
Then he went back to the desk, winked at the 
girl and began thumbing through some papers. 
Naturally I left. But as I walked past the 


front window I noticed that the calf-club con- 
cert had been resumed. Can you bend that?” 

“No,” said the Elder, “I guess I can’t bend 
it. But you’ve got me all bothered. Where 
does this gettin’ a look at yourself come in? 


with the Alexander-Daley company. 

Following the close of the show this wonder- 
ful toy—if so faithful a reproduction of an 
up-to-date lumber yard may be thus designated 
—was sent to the Guardian Angels’ Home for 
Orphans, for the pleasure of the children living 
there. : 

Another interesting exhibit, from the lumber 
standpoint, was that of a small model house, 
designed by Arthur Leach, of Leach Bros,, 
retail lumber dealers, and entered in the show 
Ly that- firm. This model represented a cot- 
tage of the Colonial type, built of real lumber, 
on scale of 1 inch to the foot. The cottage 
was attractively designed and finely propor- 
tioned, being declared as perfect by the Joliet 
building department. Leach Bros., also showed 
other wood products, and explained their plan 
whereby anyone owning a lot may build a 
home on monthly payments. 

The Lyons Bros. Lumber & Fuel Co., had a 
nice display of wood products and mill special- 
ties, featuring in particular the many types 
of built-in conveniences that are so important 
a factor in the modern home. 

The building show, which opened April 9 
and closed April 13, was largely attended, as 
many as 2,600 persons viewing the exhibits in 
a single day. The displays covered about every- 
thing in the way of building materials and 
equipment, labor saving devices for the home, 
and in fact everything usually seen at expo- 
sitions of this character, there being more 
than thirty individual exhibits. 





You don’t sing to your 
stenographer. In fact, 
I think anybody who 
cared for singin’ would 
find means to stop you 
if you did start. And 
unless you’re a lot more 
subtle than the other ———-—— 
beasts of the field, road houses and liquid sins 
ain’t much up your alley. How come?” 

“I didn’t realize,” said the visitor in a pale 
voice, “how an order counter looks from the 
front when there’s an indifferent lot of lousy 
loafers behind it. I had a pleasant feeling of 
anticipation when I went in, but it dropped like 
a thermometer when a blizzard strikes. | 
got timid and wished I was to hek out of there. 
Then I got mad. Nothing would induce me to 
go back unless I could foreclose a mortgage 
on the dump and throw the whole bunch of 
bums into the alley. I wonder how often my 
customers have had those chills and fever 
when I was sunk to the cowlick in my own 
troubles and paid no attention to them when 
they came in. Believe me, I went home and 
started a school of front office etiquette. That 
bonehead stuff isn’t going to happen around 
my place in the future, not while I’m alive and 
conscious.” 

“You don’t care for snooty receptions?” 
asked the Elder. 

“T’'ll say I don’t,” said the dealer from two 
towns away. | 

“They ain’t just the likeliest victuals to fat- 
ten a customer on,” said the Elder. ‘“He’s kind 
of like the horse and the sawdust; apt to 
check out before he gets good and used to 
eatin’ it.” 
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‘Timbers for the “Constitution” Start East 


[See illustrations on front page] 


S:aATTLE, WasuH., April 20—Destined to 
take their place in the historic annals of the 
United States, four carloads of unusual Doug- 
las fir timbers left Seattle on April 15 for the 
Boston (Mass.) Navy Yard, where they will 
be used as masts and spars in the rehabilita- 
tion of the historic frigate Constitution. The 
shipment is routed over the Great Northern to ° 
Spokane, Northern Pacific to Minneapolis, 
Chicago & North Western Railway to Chicago, 
thence over the New York Central Lines to’ 
Boston. These timbers were cut from the 
Douglas fir forests of Washington and Ore- 
gon, a goodwill patriotic offering from loggers 
and lumbermen of these States presented’ to 
the Government through the West Coast Lum- 
bermen’s Association. Active in the move- 
ment to supply these timbers as a gift to the 
Government from the lumbermen of the West 
Coast was Myron C. Woodard, vice president 
for the Oregon district, of the West Coast 
Lumbermen’s Association. He is president of 
the Westport Lumber Co., Westport, Ore., 
at which plant the timbers were sawn, Mr. 
Woodard having demonstrated his patriotism 
by not only undertaking this work at a very 
low figure but in addition making a substantial 
contribution to the fund being raised by the 
association for this purpose. 

When the timbers were loaded, representa- 
tives of the British and American navies, after 
impressive ceremonies, shook hands in token of 
international goodwill. The timbers were 
christened with a bottle of water from the 
Columbia River, by little Miss Felker Morris, 
of Longview, Wash., great-granddaughter of 
Commander S. M. Morris, one of the famous 
commanding officers of the Constitution. 

Upon arrival of the timbers in Seattle, an- 
other impressive ceremony was held, when 
Col. W. B. Greeley, secretary-manager of the 
West Coast Lumbermen’s Association, for- 
mally presented the timbers to the Navy on 
behalf of the West Coast lumber industry. 
This ceremony occurred at the Great Northern 


Advices to the AmMERIGAN LUMBERMAN 
from the West Coast Lumbermen’s As- 
sociation are to the effect that arrange- 
ments-are being made to show the pub- 
lic the Douglas fir masts and spars for 
the “Constitution” at Chicago all day 
Saturday, May 4, under the auspices of 
the Navy. The cars will be located prob- 
ably at the team tracks of the Chicago & 
North Western Railroad or on tracks of 
the New York Central Lines. The tenta- 
tive schedule includes an all-day stop at 
Minneapolis on April 29; St. Paul, April 
30; Madison, Wis., May 2; and Mil- 
waukee, May 3. All lumbermen are 
earnestly requested to make arrangements 
to visit this exhibit while ‘the cars are 
spotted in their respective cities. 





depot in Seattle, the timbers being accepted 
by Admiral H. J. Ziegemeier, commandant of 
the Bremerton Naval Station of the United 
States Navy. In making the presentation, Col. 
Greeley delivered to Admiral. Ziegemeier a 
letter from J. D. Tennant, president of the 
West Coast Lumbermen’s’ Association, passing 
title of the timbers to the Navy. In his let- 
ter, Mr. Tennant said: 


It is a great pleasure for the lumbermen of 
the Douglas fir region in Oregon and Wash- 
ington to present to the United States Navy 
these four carloads of mast and spar timbers 
for the rehabilitation of the U. S. frigate Con- 
stitution, affectionately known as “Old Iron- 
sides.’ Through the patriotic interest and co- 
operation of the railroads these timbers will 
be delivered to the Navy Yard at Boston, Mass. 

When “Old Ironsides” was launched the trees 
from which this shipment was cut were grow- 
ing in the deep woods of the then little known 
Oregon country. They were part of. the 
natural resources of the great country behind 
the thirteen colonies, for which the Constitu- 
tion waged successful battle. It is proper, we 
think, that a portion of our enormous wealth 
of tall Douglas fir timber be fashioned now, in 


her restoration, into suitable masts and spare 
so that she may again feel the full force of 
favoring winds and proudly ride the waves. 

Live oak from Virginia and Georgia and 
white pine from Maine and New Hampshire 
were the principal timbers used in the original 
Constitution, She went down the ways an all- 
wood frigate and never in the history of the 
world has a people been better served by their 
forests than the early Americans by the ma- 
terial which went into the making of this sturdy 
warrior, It is our earnest wish and hope that 
the masts and spars made from these Douglas 
fir timbers will do their share to keep alive in 
the hearts of Americans the debt we all owe to 
“Old Ironsides.” : 


These presentation ceremonies were made 
more impressive by the presence of Captain 
J. V. Kleemann and Commander John B. 
Earle, of the United States Navy, a guard of 
marines and sailors, with a full band and 
stands of colors. Local patriotic bodies were 
in evidence, and Judge King Dykeman, chair- 
man naval affairs committee, Seattle Cham- 
ber of Commerce, presided over the ceremony. 


Continuing the spirit that prompted this gift 
from the lumber industry, the railroads of the 
country will transport the timbers to Boston, 
Mass., free of charge. En route, stops are 
planned at suitable towns and cities, to give 
the people a chance to see what the West 
Coast can produce in the way of timber and 
also to arouse renewed interest in the nation- 
wide drive for funds with which to carry on 
the rebuilding of “Old Ironsides.” Although 
Congress authorized the rehabilitation of the 
frigate, it appropriated no funds for the pur- 
pose, and these are being raised by popular 
subscription. 


The largest timbers in the shipment from 
which the masts and spars will be hewn are 
109 feet long and 18 inches square. Some of 
the smaller pieces are 100 feet long by 14 
inches square. The whole bill of material in- 
cludes more than forty pieces, all of them 
being sound, selected, close-grained yellow 
Douglas fir. 


Technical Problems of Wood Discussed 


Mapison, Wis., April 22.—“Small cuttings, 
known in the trade as dimension stock—mate- 
rial that goes into chairs, tables, and other 
pieces of furniture, turning squares, and the 
like—offer possibilities of a more profitable out- 
let for small hardwood logs than does the 
manufacture of standard lumber,” A. O. Ben- 
son stated at the Forest Research Conference 
in session at the Forest Products Laboratory, 
here, last week. 

Mr. Benson said that logging and milling 
studies conducted in the Lake States by the 
laboratory showed that cutting hardwood logs 
smaller than 11 inches in diameter into stand- 
ard lumber is unprofitable and he urged that 
sawmill operators turn their attention to the 
manufacture of small dimension stock, rather 
than lumber. 

C. C. Heritage, of the laboratory, outlined a 
method of manufacturing wood pulp that will 
increase the yield, decrease the waste and give 
a product of as high quality as that obtained 
by present chemical processes and that will at 
the same time practically eliminate stream pol- 
lution. Congress has appropriated $10,000 spe- 
cifically for this research, he said. 

B. M. Lindgren, of the bureau of plant in- 
dustry, told the conference that poor handling 
of lumber is one of the greatest contributing 
factors in the spread of sap stain, the presence 
of which in lumber results in sale prejudice, 
increases the cost of handling as a result of 
extra stock segregation and adds to the cost of 
grading also. Outlining a recent study in the 


South to determine the economic importance of 
sap stain both in the logs and in forest prod- 
ucts, Mr. Lingdren said he visited 29 softwood 
mills and 23 hardwood mills in Louisiana and 
adjacent portions of Texas and Mississippi. In 
the South sap stain occurs at different periods 
in the year, he explained, but at places north 
of the gulf region there is no distinct season 
during which stain is developed. Seasonal dis- 
tribution of stain in the South seems to become 
most pronounced between June and September, 
also in February and March. 

With respect to stain in lumber, Mr. Lind- 
gren said that the handling practices used at 
each mill were dependent upon the stock being 
manufactured. Four- mills had abandoned the 
steaming process because of unsatisfactory re- 
sults. In the pine mills the common practice is 
to kiln dry the No. 1 and 2 common lumber. 
Some mills kiln dry part of the lumber and air 
season the rest. A careful check was made 
of the soda dipping process used to prevent 
stain. It was found that the concentration of 
the chemicals varied from 3 to 7 percent and 
the temperature from 130 to 190 degrees F. 
This may in part account for the varied results 
obtained with soda dipping. A large quantity 
of material which has been exposed to stain is 
shipped unseasoned from the mill, Mr. Lind- 
gren said. It is loaded in open cars bulk piled, 
and in export shipment it is bulk piled in the 
vessel along with other material of various 
moisture content. It is planned to follow some of 
these shipments through from the mills to the 


‘various shipping points in order to suggest bet- 


ter practice for reducing the spread of stain in 
lumber. 

George M. Hunt told the conference that as 
a result of preservative treatment of crossties 
the number used per mile by the principal rail- 
roads decreased from 235 in 1905 to 182 in 
1927. The average life of a crosstie may be 
extended two to ten times its natural life, he 
said, depending on the kind of wood and the 
method of treatment. - 

Dr. G. J. Ritter told the conference that re- 
searches in the microscopic structure of wood 
that may have important applications in paper 
making, rayon manufacture, and other pulp us- 
ing industries are being carried on. By means 
of a carefully controlled process of chemical 
disintegration he has been able to show that the 
portion of the fiber previously recognized, as 
a fibril is only one of several layers. During 
his demonstration at the conference Dr. Ritter 
displayed photomicrographs of fibers that had 
been separated not only into various layers of. 
fibrils but in which the minute strands of the 
fibrils themselves had been separated to short 
lengths shaped like toothpicks. Further studies 
of the structure within the fiber, Dr. Ritter 
stated, are to make use of the X-ray, by which 
means, he hopes to determine the nature of the 
cementing substance between the bundles, in- 
formation that would probably throw much 
light on pulping processes. ; 

[Brief summaries of several earlier addresses 
before the conference were given in the AMERI- 
CAN LUMBERMAN of last week, page 53.—Edi- 
tor.] 
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National Production, Shipments and Orders 


Wasurncron, D. C., April 22.—The following statistics for the periods ended April 13, 1929, and April 14, 1928, were compiled by the Na. 


tional Lumber Manufacturers’ Association: 
ONE WEEK 


tUnits of production. 














Wo. Mill Production Shipments Orders 
Softwoods: 1929 1928 1929 1928 1929 1928 1929 1928 
Southern Pine Association.........ccccccscsee 141 . 104 64,556,000 63,910,000 71,504,000 67,217,000 66,365,000 73,121,000 
West Coast Lumbermen’s Association........ 206 113 196,204,000 123,040,000 132,030,000 196,150,000 144,230,000 
Western Pine Manufacturers’ Association.... 32 25 36,075,000 21,806,000 28,000 20,118,000 »160,000 18,818,000 
California White & Sugar Pine Mfrs.’ Assn... 18 16 14,871,000 12,020,000 18,111,000 20,650,000 18,377,000 16,955,000 
California Redwood Assn....... iteitieds ad@ece ° ae 13 8,675,000 6,581,000 7 »310,000 7,507, 6,707,000 
North Carolina Pine Association............ ae 37 10,714,000 5,198,000 8,667,000 5,540,000 8,485, 4,749,000 
Northern Pine Manufacturers’ Association.... 9 7 7,525,000 7,198,000 8,414,000 7,079,000 11,381,000 6,213,000 
Northern Hemlock & Hardwood Mfrs.’ Assn 30 17 3,792,000 2,093,000 3, 2,233,000 2,263,000 
Weta) OaktwWeeds 2. vsccccicccvicces coocne as 332 342,412,000 241,876,000 353,412,000 262,177,000 343,831,000 273,056,000 
ontheen tk lock 47+ 17 1 4,486,000 7 2,885,000 5,966,000 2,218,000 
orthern emlo & Hardwood Mfrs.’ Assn ’ s ’ ’ 1 IGG, 218, 
Hardwood Manufacturers’ Institute........... ¢ 357t 40,296,000 49,786,000 43,651,000 47,091,000 40,642,000 53,636,000 
I oe oe A ... 318t 50,542,000 54,272,000 51,297,000 49,976,000 46,608,000 55,854,000 
FIFTEEN WEEKES 
ny Associati 2157 1573 985,739,000 1,026,789,000 1,026,154,000 1,060,044,000 1,076,737,000 1,113,349,000 
t OCIATION....-. “eee e eee eee eee , ’ ’ ,’ ’ , , , , 
West Coast Lumbermen’s Association... 17,7907) ~~ ~1es6- 1'704,941,000 2/447,858,000 1,662,007,000 2,629,028,000 1,830,473,000 
Western Pine Manufacturers’ Association.... 537 461 411,709,000 263,464,000 468,123,000 362,642,000 513,628,000 385,859,000 
California White & Sugar Pine Mfrs.’ Asen.., 379 337 ~ 242,928,000 206,847,000 "389,445,000 351,624,000 391,711,000 351,436,000 
California Redwood Assn.......... ee 227. .....103,903,000 125,908,000 . 101,220,000 107,006,000 113,604,000 
North Carolina Pine Association....... See oec es §10- 349,758,000 92,583,000 141,000,000 94,147,000 131,186,000 92,325,000 
- Northern Pine Manufacturers’ Association.... 135 127 63,086,000 93,989,000 113,219,000 105,226,000 121,928,000 118,176,000 
Northern Hemlock & Hardwood Mfrs.’ Assn ©28 280 68,012,000 35,082,000 52,186,000 31,205,000 59,272,000 34,251,000 
Total softwoods ......cccccccccces re 6211 4,481,698,000 2,549,603,000 4,739,199,000 3,773,901,000 5,036,444,000 4,039,973,000 
Hardwoods: 
Northern Hemlock & Hardwood Mfrs.’ Assn 952+ 280 200,445,000 86,589,000 142,373,000 58,528,000 143,414,000 —_ 51,869,000 
Hardwood Manufacturers’ Institute...........4148¢  3861t 590,991,000 537,685,000  652/025,000 562,789,000 666,324,000 594,525,000 
I: oa did en dee cacevs teseveds 5100+ 791,436,000 624,274,000 794,398,000 621,317,000 809,743,000 646,394,000 





Hemlock and Hardwood 


OsuxosH, Wis., April 22.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the 
week ended April 13: 


Hardwoods Hemlock 

Units of 35,000 feet 
daily capacity .... 64 86 
Productive capacity... 13,459,000 18,096,000 
Actual cut log scale. 11,546,000 3,742,000 
Percent of capacity 85 20 
Shipments .......... 9,859,000 4,065,000 
Percent of actual cut 88 102 
Orders received ..... 8,221,000 3,599,000 
Percent of actual cut 76 -99 

Orders on hand end 
WOE. Sesesededeccse 65,049,000 23,848,000 


Lumber fabricated at mill and used in con- 


struction work is included in total orders and 
shipments. 


Production is based on mill log scale, and 
lumber cut overruns this by 20 percent. 





Western Pine Summary 


PorTLAND, OreE., April 20.—The Western 
Pine Manufacturers’ Association summarizes 
as follows reports for the week ended April 
13 from 32 member mills: Per: 


cent 
Percent Ship- 





Production— Carst Feet ofcut ments 
Normal* oe eos “eee evec eee 
PE ee ... 86,075,000 

Shipm’ts (car).1,321 34,364,000 
Local deliv... ... 764,000 on 
Tot. shipm’ts 35,128,000 97.37 

Orders— 

Cancelled ... 5 130,000 
Booked (car)1,246 32,396,000 
MOOS sk ewes’s ie 764,000 


Total orders. 33,160,000 91.92 94.40 
On hand end 
week ....5,644 146,726,000 sewie pane 
Bookings for the week by eartypere iden- 
tical mills were 98.72 percent of those for 
the previous week, showing a decrease of 
4,758,000 feet. 
?Car basis is 26,000 feet. 


*Normal takes into consideration mill capac- 
ity, number of months usually operated and 
usual number of shifts—reduced to a weekly 
basis which is constant throughout the year. 

During the week production was 110 percent 
of normal, shipments 107 percent of normal 
and orders 101 percent of normal. Average for 
the corresponding week of the preceding four 
years was as follows: Production, 97 per 
cent; shipments, 89 percent, and orders 85 
percent of normal. 

Production is so seasonable that during 
winter months actual production amounts to 
less than 50 percent of normal, while during 
peak summer months the production increases 
to well ever 100 percent of normal. 








West Coast Review 


[Special Telegram to Amertcan Lumperman] 
SEATTLE, WaASH., April 24.—The West Coast 
Lumbermen’s Association reports that 207 mills 
—all those reporting production, shipments and 
orders—during the week ended April 20 gave 
these figures: 
Production ....194,;947,000 
Shipments ....197,660,000 1.39 over production 
ee 220,439,000 13.07 over production 
A group of 259 mills, whose production re- 
ports for 1929 to date are complete, reported 
as follows: 
Average weekly operating capacity . 264,318,000 
Average weekly cut for sixteen weeks— 
Pee era es 197,062,000 
DE Ssacnsterevsnekvaccteenténes’ 184,965,000 
Actual cut week ended Apr. 20, 1929.216,738,000 
A group of 205 identical mills, whose pro- 
duction for the week ended April 20 was 193,- 
879,000 feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
Rail ...... 83,608,000 88,458,000 266,510,000 

Domestic 

cargo ... 75,881,000 92,439,000 326,034,000 
Export .... 26,184,000 27,759,000 255,006,000 
Local - 11,467,000 EF err 
197,140,000 220,123,000 847,550,000 


A group of 112 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1928 and 1929 to date, reported as 
follows: 


Week Aver. 16 Aver. 16 
ended Apr. weeks Apr. weeks Apr. 

20, 1929 20, 1929 21, 1928 
Production ..122,879,000 106,040,000 112,432,000 
Shipments ..126,680,000 108,422,000 109,240,000 
Orders ..... - 147,319,000 116,060,000 119,647,000 


North Carolina Pine 


Norrotx, Va.; April 22—The North Caro- 
lina Pine Association makes the following 
analysis of figures from seventy-three mills 
for the week ended April 13: - 

er- 


Percent Percent cent 
Normal Actual Ship- 





Production— Feet 


e Output Output ments 
Normal* ..11,748,000 Sei uh +e 
Actual ...10,714,000 91 jah 
Shipments 8,667,000 74 81 aes 
Orderst .... 8,485,000 72 79: 98 
Unfilled 


orders ..43,596,000 ws 


tAs compared with preceding week there is 
a decrease in orders of 33 percent, three less 
mills reporting. 

*“Normal” is based on the amount of lum- 
ine the mills would produce in a normal work- 
n y. . 





West Coast Analysis 


SeaTTLe, WasH., April 20.—The West Coast 
Lumbermen’s Association furnishes the follow- 
ing supplementary analysis of domestic cargo 
business for the week ended April 6: 

















Washington British 
and Oregon Columbia 
935 Mills 17 Mills 
Orders on hand first of 
week— 
Cebifornia ..cvscee 110,918,971 1,545,919 
Atlantic Coast ....145,602,721 20,077,038 
Miscellaneous 5,785,365 5,270,335 
WORE .vcccccvccodOaeeneert 26,893,292 
Orders received— 
Califormia. ...0.0-. 18,177,327 25,000 
Atlantic Coast .... 33,625,102 7,364,740 
Miscellaneous ... 13,960 2,906,368 
Tt! -cncnstecks 51,816,389 10,296,108 
Cancellations— 
eS eee 50,134 553,000 
Atlantic Coast . 8. eee 
Miscellaneous .... ..seeees 2,778 
. eer 506,662 555,778 
Shipments— 
CEEONTE wcccvecs ho 8: | eee 
Atlantic Coast .... 35,084,600 3,932,000 
Miscellaneous .... 444,338 1,044,303 
er 59,459,653 4,976,303 
Orders on hand end of 
week— 
Catifermia scccceve 105,115,449 1,017,919 
Atlantic Coast ....143,686,695 23,509,778 
Miscellaneous 5,354,987 7,129,622 
TE avscaenune 254,157,131 31,657,319 





Carolina Pine Costs 


Norrotk, VA., April 22.—The North Caro- 
lina Pine Association reports that in February 
the total cost of rough lumber, exclusive of 
stumpage, was $19.69 for mills doing their own 
logging, the range for these being from $15.50 
to $26; $30.60 for mills purchasing logs, and 
that the average for all mills was $19.97—the 
statement being based on 18 reports from 15 
members representing 20 mills. Average cost 
of logs for mills doing their own logging, ex- 
clusive of stumpage, was $8.79, made up of 
$6.56 for logging expense and $2.23 for log 
transportation; total cost of manufacturing for 
these mills was $5.59, made up of $3.53 for 
sawmill, 53 cents for dry kilns and $1.53 for 
yarding and shipping; total overhead averaged 
$4.28, made up of $1.35 for insurance and 
taxes, 97 cents for depreciation and $1.96 for 
general overhead, and selling expense amounted 
to $1.03. 
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National Analysis 


Wasuincton, D. C., April 22—The Na- 
tional Lumber Manufacturers’ Association 
jssued the following analysis for the periods 
ending April 13—orders and shipments being 
shown as percentages of production: 


One Week 15 Weeks 

Ship- Or- Ship- Or- 

Softwoods— ments ders ments ders 
Southern Pine ......111 103 104 109 
Tees CURES cccceccae 102 100 100 107 
Western Pine ..... oe, on 92 114 125 
California Pines ....122 124 160 161 
California Redwood... 86 87 97 109 
N. Carolina Pine .... 81 79 94 88 
Northern Pine ...... 112 151 179 193 
N. Hem. & Hardwood 83 63 77 87 


All softwoods ....103 100 106 112 
Hardwoods— i 


N. Hem. & Hardwood 75 58 71 72 
Hdw. Mfrs. Inst.....108 101 110 113 
All hardwoods ....101 92 100 102 
AN WEOED cocvsise 103 99 105 111 


For the periods ended April 14, 1928, ship- 
ments and orders made the following percent- 
ages of actual production: 

One Week 


F 
Ship- 


15 Weeks 
Y if A ‘\ 
Or- Ship- Or- 








Softwoods— ments ders ments ders 
Southern Pine....... 105 114 103 108 
West Coast oi ccccees 107 117 97 107 
Western Pine ...... 92 86 138 146 
California Pines ....172 141 170 170 
California Redwood..111 102 85 90 
North Carolina Pine.107 91 102 100 
Northern Pine ...... 98 86 112 126 
N. Hem. & Hdw..... 107 108 89 98 

All softwoods ....108 113 106 114 

Hardwoods— 

N. Hem. & Hdw..... 64 49 68 60 
Hdw. Mfrs. Inst..... 98 108 105 111 
All hardwoods .... 92 102 96 104 

AM WOOGR cccsvce 105 111 105 112 


Actual production reported in the periods 
indicated made the following percentages of 
the average production during periods of two 
to five years: 


1929 1928 

1 15 1 15 
Softwoods— Wk. Wks. Wk. Wks. 
Southern Pine ....... A 90 89 93 95 
Wremt COMM ccc cccss xX 114 97 113 108 
Western Pines ...... A 106 112 94 83 
=, eee A 81 102 88 108 
Calif. Redwood . A 109 91 91 109 
eS OS Cc 91 85 67 68 
Northern Pine ...... A 93 64 8t 98 
N. Hem. & Hdw...... Cc 81 102 89 
All softwoods ...... 104 94 100 100 

Hardwoods— 

N. Hem. & Hdw...... Cc 90 83 88 93 
Hdw. Mfrs. Inst..... C 83 80 67 68 
All hardwoods ..... 84 80 68 70 
BE WEG svsssacces ea 94 93 


A—Normal based on actual output for 
period of two to five years. 


C—Normal based on estimated mill capacity. 


X—West Coast normal for first part of 1928 
was arbitrary; the 1929 normal is based on 
capacity. 


California Redwood 


San Francisco, Cauir., April 20.—The fol- 
lowing information is summarized from the 
reports of 13 mills to the California Redwood 
Association for the week ended April 13: 


— Redwood White- 
Percent of wood 
Feet production Feet 








Production ..... 8,675,000 100 1,555,000 
Shipments ...... 7,454,000 86 1,541,000 
Orders— 
Received ..... 7,507,000 87 1,230,000 
On ham .ccce $4,191,000 .... 7,187,000 


Detailed Distribution of Redwood 
Shipments Orders 





Northern California*...... 3,004,000 2,092,000 
Southern California*...... 1,701,900 1,640,000 
DEE civicci'asusnaske 89,00 109,000 
RE Seeger aa - 1,676,000 1,839,000 
WU ea oar seas 984,000 1,827,000 

7,454,000 7,507,000 


TtWashington, Oregon, Nevada and Arizona. 
TAll other States and Canada. 


*North and south of line running through 
San Luis Obispo and Bakersfield. 





Data on Walnut 


The American Walnut Manufacturers’ As- 
sociation has compiled the following data: 


March, February, March, 
1929 1929 1928 
Lumber— 
Manufactured . 2,993,330 2,780,900 3,267,500 
Shipments .. 3,925,800 3,432,600 3,041,700 
Sere 10,710,600 11,654,000 13,326,500 
Logs— 
Purchases ..... 2,213,100 2,020,800 2,184,500 
Made into lumber 
and veneer .. 2,528,900 2,126,300 2,407,200 
| errr 1,047,800 1,263,100 2,951,400 





Distribution of Arkansas Pine 


LittLe Rock, Ark., April 22.—The Arkansas 
Soft Pine Bureau has prepared an analysis of 
the distribution of shipments by member mills 
between Jan. 1 and April 1. Of the total of 
1855 cars, 1601 cars averaged 23,801 feet a car, 
total contents being 37,338,000 feet of lumber, 
besides lath which equalled approximately 
302,000 board feet, and moldings which made 
about 268,000 board feet. The other 254 cars 
contained miscellaneous items. Figures show- 
ing the distribution of the total of 1855 cars 
by groups of States follow: 


Per Per 

No. cent No. cent 

cars total cars total 
So. Dakota , Pennsylv. 60 3 
Minnesota | er New Jersey 14 1 
Wisconsin . —_ New York 105 6 
Michigan 376 20 Connecticut 22 1 
Iowa 46 2 Rhode Is. 10 1 
Missouri 103 6 Mass. 70 4 
Illinois 124 7 Vermont S «es 
Indiana 91 5 New Hamp. 20 1 
Ohio 99 65 Maine 1 
"873 47 ~~ 330 18 

‘Tennessee 1 
Texas 214 12 i 
Oklahoma 130 7 Maryland 5. 
N. Mexico* 251 14 6 

Arkansas - +e Steen 9 ~ 
oeaee oe a Nebraska CS : 
604 33 Kansas 332 
Canada oa 41 2 


Lumber content of the 1855 cars containing 
37,338,000 feet has been analyzed as follows as 
to grade and average price: 





Average 
Grade Footage Percentage Price 

Bé&better,...... 10,195,000 27 $51.00 
OE ‘sp teense shes 761,000 2 45.00 
I eee 6,108,000 17 31.75 
Se a 14,987,000 40 23.75 
Pw eneakeeen 5,287,000 14 18.00 
37,338,000 100 $32.00 


Besides the above, there were amounts of 
three grades too small to be included in the 
averages: Select 27,000 feet, average price 
$50.50; “B,” 114,000 feet, average price $44.25; 
No. 4, 57,000 feet, average price, $11. 


West Coast Waterborne 


SEATTLE Wasu., April 20.—Waterborne 
shipments from the Northwest during the first 
three months of 1929, according to the report 
of the Pacific Lumber Inspection Bureau 
(Inc.), were 1.4 percent less than those of the 
corresponding period of 1928. Total domestic 
shipments were 3.8 percent less, there having 
been a decline of 0.6 percent in those to the 
Atlantic coast, and 0.6 percent in those to Cali- 
fornia, while there was a small gain of 1,156,- 
711 feet in shipments to eastern Canada. Tak- 
ings of miscellaneous domestic sales territories 
made a gain of 6,467,774 feet, represented prin- 
cipally by increased shipments to Hawaii, while 
smaller gains in those to the Panama Canal 
Zone and the Philippines were about offset by 
a decline in shipments to Alaska. Total for- 
eign shipments were 2.9 percent larger than 
those for the preceding year. A falling off in 
Japanese business was to a considerable extent 
offset by a gain in Chinese, the net loss being 
less than 4 percent. Shipments to Australia 
and New Zealand gained about 20 percent. To- 
tal shipments to South America, east and west 
coasts, gained about 21 percent. Those to the 
United Kingdom and Continent increased about 








22 percent. Oregon shipped 16.9 percent more 
than it did in the corresponding period of last 
year, while Washington shipments declined 7.5 
percent, and British Columbia, 3.9 percent. De- 
tailed figures follow: 








Domestic 
a er ee 
antic coast........ 427,957,335 430,387,998 
Eastern Canada..... 11,948,281 10,791,570 
CoAsTWISE— 
CORSOPMIR bcc iccces 320,375,725 856,960,640 
ME eas bined 396,382 2,960,081 
OTHER— 
Panama Canal Zone. 4,393,866 1,524,275 
Hawaiian Islands.... 23,770,412 18,707,436 
Philippine Islands... 1,775,569 805,212 
Unclassified <....éccces 201,662 73,113 
Total domestic ...... 790,819,232 822,210,325 
Export 
AUSTRALASIA- - 
eee 56,279,771 47,071,344 
New Zealand......... 4,995,043 4,122,466 
South Sea Islands... 299,677 1,795,352 
LATIN AMERICA— 
South America (east 
Se ee 22,974,725 14,795,291 
South. America (west 
| a 30,291,689 29,074,042 
Central America..... 798,903 73,440 
West Indies ........ 3,976,941 5,676,037 
PO. hai séicesxees 1,842,859 5,286,514 
ORIENT— 
| Ee 80,879,608 45,001,861 
OS Ee ee 199,733,145 246,245,363 
Pe ia ivciodinge snore 2,166,291 464,696 
United Kingdom & Con- 
PETE, CRS 61,328,203 50,217,230 
nw ree 5,336,114 6,482,035 
RR). . cathy aim sahiue'n ws tepeonioe en 1,149,573 
eee ee 1,794 48,892 
Total foreign .....«.. 470,904,763 457,504,136 


Districts of origin of shipments are given 
as follows: 





Lumber 
cot ~. Logs 
British Domestic Export and Bolts 
Columbia .. 76,262,495 76,875,314 31,167,743 
Washington .501,132,674 259,063,125 37,657,582 


Oregon ...:.. 213,424,063 134,966,324 11,194,373 
Totals ....790,819,232 470,904,763 80,019,698 


TRADE-MARK DEPARTMENT 


conducted by 


National Trade-Mark Company 


Washington Loan & Trust Building, 
Washington, D. C. 


We have arranged with the National Trade- 
mark Co., Washington Loan & Trust Building, 
Washington, D. C., to conduct this department 
for our readers. The trade-marks have recent- 
ly been passed for publication by the United 
States Patent Office and are in line for early 
registration unless opposition is filed. For 
further information address National Trade- 
mark Co. 

As an additional feature to its readers, this 
journal gladly offers to them an advance 
search free of charge on any mark they may 
contemplate adopting or registering. You may 
communicate with the editor of this depart- 
ment, or send your inquiry direct. to the Na- 
tional Trade-mark Co., stating that you are a 
reader of this journal. 


“OraNGE Biossom Branps,” No, 260,382.— 
Grove-Dowling Hardwood Co. Gulf Ham- 
mock, Fla. For yellow pine and hardwood 
lumber. 


“CasTEx,” No, 278,269.—Voight Co., Phila- 
delphia, Pa. For construction materials con- 
taining plaster, cement, sand, and the like rein- 
forced with fabric, metal, or wood. 


“FLAMETEX,” No. 275,011.—Bronston Bros. 
& Co., Inc., New York City. For wall board, 
calcined gypsum, composition board, plaster 
board, interior trim, window frames, wooden 
doors, brick, building timber. 

“Priast-O-San,” No. 277,767.—Patrick D. 
Mulligan, New York City. For inside plaster 
containing wood flour, sodium, flenoride, and 
cement. 

“M G,” with representation of two crowns, 
No. 263,554.—McDonald, Gattie & Co. (Inc.), 
Portland, Ore. For lumber. 
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Hardwood Problems of Furniture Makers 


Co-operative Effort to Get Higher Tariff Protection Suggested—Larger Use of 
Dimension Stock in Furniture Urged as 


The great peril facing the American furni- 
ture industry today and incidentally seriously 
threatening the consumption of hardwoods by 
that important factor, is a rapidly increasing 
competition from European manufacturers of 
furniture, it developed at the second general 
meeting of the National Association of Fur- 
niture Manufacturers, held at the Stevens Ho- 
tel, Chicago, on Wednesday and Thursday of 
last week. 

The situation in this respect was described 
as highly alarming by two authorities who have 
recently concluded personal investigations both 
here and abroad. The presentation of their 
data provoked a good deal of discussion from 
the floor, culminating in urgent demands for 
considerably increased import duties on all for- 
eign furniture as the only means of protecting 
the economic stability of the home industry. It 
was declared that the American furniture men 
must “fight for their lives” by banding solidly 
together in an aggressive campaign at Wash- 
ington for a protective tariff, and several of 
those present expressed the opinion privately 
that the lumber industry, and particularly the 
hardwood branch of it, with the large interest 
it has at stake in the matter, should rally to 
their assistance with all the influence it can 
command. 

The menace of this foreign competition was 
first pointed out by Robert W. Irwin, of the 
Robert W. Irwin Co., Grand Rapids, Mich., in 
his report as chairman of the tariff committee. 
Foreign competition heretofore, he said, has 
been largely confined to the’ more expensive 
pieces, which has been bad enough but not 
really destructive to the American industry. 
Worse things are coming, however, he declared, 
as several countries, notably Belgium and Italy 
with their very cheap labor and low manufac- 
turing costs, are awakening to their oppor- 
tunities in the American field and are now en- 
grossed in the work of duplicating American 
factories and methods with the particular view 
of entering the medium and lower-priced field 
here on an extensive scale. Within a very 
short time, declared Mr. Irwin, they will be 
prepared to put on the American market first 
class furniture, from the standpoint of con- 
struction and workmanship, and of distinctive 
American design, at prices that home manu- 
facturers can not even approach. 


Competition of American Furniture 

It has up till now been true, said Mr. Irwin, 
that European furniture would not stand up 
in American climate and under American con- 
ditions, with steam heated homes, and all that, 
so there was no immediate cause to be anxious 
about foreign competition in popular-priced 
lines. The reason was that Europeans con- 
structed their furniture from air dried lumber, 
which was entirely satisfactory in meeting Eu- 
ropean climatic and heating conditions, They 
found, however, that this same furniture, sound 
and staunch at home, shortly broke down when 
transferred to America, due to a considerable 
contraction of the air-dried wood in the new 
environment, loosening of the joints and gen- 
eral collapse. 

They have of late experimented considerably 
and have realized that they must kiln dry their 
material to a minimum moisture content; and 
many of them are installing large batteries of 
dry kilns for the sole purpose of manufactur- 
ing medium and low priced furniture of all 
descriptions for the American market. 

Another difficulty heretofore encountered 
has been that the foreigners were not suffi- 
ciently familiar with designs popular with the 
American public, but while re-equipping their 


factories they are at the same time carefully 
studying designs here or are importing from 
the United States competent designers pos- 
sessing all the knowledge which they them- 
selves lack. 

“In order for the’ American furniture in- 
dustry to save itself from the impending for- 
eign invasion,” said Mr. Irwin, “we must have 
the duty on furniture from abroad increased 
to two to three times the present figure, and we 
must fight unitedly and hard to get it.” 


Reports on European Survey 


Mr. Irwin called on J. M. Brower, of the 
Brower Furniture Co., Grand Rapids, for a 
survey of the data on this subject which he ac- 
cumulated during a recent two months’ study 
tour of Europe, during which he visited every 
furniture manufacturing center of note. Mr. 
Brower substantiated Mr. Irwin’s statements 
in every particular, declaring the problem fac- 
ing the American manufacturer to be “exceed- 
ingly threatening.” 

All factories of any importance in Belgium 
and Italy are completing important batteries 
of dry kilns with this American trade in view, 
he said. This is not yet general in France, 
though there, too, the manufacturers have an 
eye on the American popular priced market. 
All the European manufacturers are eager for 
knowledge of designs suitable for this country 
and snatch up every scrap of information with 
avidity. Belgium is rapidly coming to the 
front as a furniture exporter to the United 
States due to its great success in duplicating 
American styles. With the new introductions 
in manufacturing processes, they and the 
Italians can easily produce furniture that will 
prove most acceptable to the American public, 
at very low cost, which would permit them 
under the present light tariff to undersell us 
very considerably. 

The furniture so far exported to America 
has consisted mostly of reproductions of styles 
centuries old and has had appeal only to a 
certain class of buyers. Now, however, they 
are introducing all the» popular American 
styles, either through the help of their own 
men who have spent considerable time doing 
research work in America or of imported de- 
signers, which, at the prices they will be able 
to sell at, will lay America at their feet. 

In Czecho-Slovakia, said Mr. Brower, the 
furniture is made mostly by apprentice labor- 
ers paid 7. cents an hour. After four years 
of apprenticeship these men become master 
craftsmen in the Belgian factories at 11 cents 
an hour. The master carver in a Belgian fac- 
tory is paid $1.80 a day, and his men are all 
on the 11i-cent-an-hour basis. They operate 
modern carving machines with a tremendous 
production; but the product is sold over here 
as hand carved. 


Growth of Foreign Competition 


Italy, continued Mr. Brower, is wide awake 
to its opportunities and is aggressively after 
the furniture business in this country. Czecho- 
Slovakia is specializing in producing bent wood 
chairs and its competition is proving ruinous 
to the chair industry in the United States. 
The Czecho-Slovakians, however, are not con- 
tent with this, but are merely waiting for 
someone to come along with an exhaustive 
knowledge of American designs, markets and 
conditions. Then they will start out big. 

In France the furniture shops are practi- 
cally all small, employing an average of 
twenty persons each, and are besides dismal 
and dirty. They specialize in “antique” furni- 
ture, which is sold to this country to the tune 
of millions of dollars and is admitted to the 
United States duty free on the manufacturer’s 
bare statement that the pieces are “more than 
one hundred years old.” ‘This spurious an- 
tique furniture is cleverly made and exceed- 
ingly hard to detect, as practically all of it 
is made from planks and timbers salvaged 
from old bridges and old barns and what not 


Economy 


—anything that is plentifully weather-beaten, 
The manufacturers and commissaires have 
scouts out all the time looking for old struc- 
tures about to be razed, from which they can 
obtain aged wood. Besides they have devel- 
oped varnishes that are extremely deceptive, 
All of which of course constitutes a serious 
offense not only against the gullible American 
buyer, but against the American Treasury and 
the entire American furniture industry. 

Walk up Madison Street or Fifth Avenue in 
New York or along Michigan Avenue in Chi- 
cago and you will find pretty nearly every 
store window filled with this stuff. It looks 
pretty good but, aside from its spuriousness, 
it will never stand up due to the conditions 
under which it is made. The girls who make 
the finest inlay work on this furniture are 
paid $2 to $2.50 a week, and I found that 
their rate of production is simply astonishing, 
but it will take some real money to buy these 
same pieces of furniture at retail in this 
country. 

Modern conditions and practices prevail in 
Belgium, but have not made as much head- 
way in Italy, though some of the largest fur- 
niture factories are located there. The reason 
is that hand work persists in that country. 
Whereas the Belgian has no compunction 
about running a carving machine, the Italian 
will not do it; he thinks too much of his art. 
In Italy I have watched girls, paid 8 to 11 
cents an hour, weaving cane chair webbing 
by hand. At the speed it is done, we in this 
country could not possibly get machine woven 
webbing nearly as cheap. This is merely an 
illustration proving that they have the ad- 
vantage of us from every angle. There is fur- 
thermore a mistaken idea that the efficiency 
and rate of production abroad is low. I found 
the contrary to be true, especially in France, 
The explanation seems to be that if a worker 
loses his job, he will never be able to get an- 
other one. 

Speaking of the elimination of lumber 
waste, Mr. Brower further told how the ma- 
terial is handled abroad, in contrast with the 
wasteful methods in use in this country. 
When a log is cut, he said, the boards are all 
kept together and delivered to the manufac- 
turer as a unit. This enables him to match 
grains in a way impossible in this country. 
There are no rip- or cut-off saws in use around 
the plant. The cutter will lay the planks out 
and fit his patterns on them in such a way 
that every square inch of clear lumber is cov- 
ered. Sometimes there are a good many pat- 
terns on one plank, all so closely together as 
to allow a very slight kerf. If there is a knot, 
he will select a pattern that will curve around 
it. He will then trace his outlines and the 
pieces are sawed out with a %-inch band saw 
with a very thin kerf. 


Speaks on Elimination of Waste 

The feature at the closing session Thursday 
afternoon was an address by Axel H. Oxholm, 
director of the National Committee on Wood 
Utilization, Department of Commerce, Wash- 
ington, D. C., who spoke on “Eliminating 
Waste in the Manufacture and Sale of Fur- 
niture.” 

Mr. Oxholm referred first to the fundamental 
purpose of his committee to promote commer- 
cial reforestation; hence its interest in the 
proper utilization of wood on the assumption 
that if it can sell the wood-using industries 
on the idea of full and economic utilization it 
will create a condition making reforestation 
activities feasible. He indicated the many im- 
portant benefits to the manufacturers them- 
selves of scientific utilization, and declared him- 
self to be helping the reforestation movement 
along by “appealing directly to the pocket- 
book.” The raising of new timber crops is de- 
pendent on the intelligent use of the raw ma- 
terial, was his big point. 

“Real economical use of wood depends on 
intimate knowledge of its characteristics,” said 
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Mr. Oxholm, continuing by outlining the 
many contributions to scientific literature on 
the subject and other data and means of in- 
formation and propaganda made available by 
the National committee. He explained the va- 
rious wood-using methods which might be 
adopted in furniture plants and referred also 
to what the lumber manufacturers are doing 
to eliminate waste. He described among other 
things recent introductions of Scandinavian 
machinery that has caused enormous savings, 
so far especially in connection with crating 
lumber, sawing it so smoothly that there re- 
mains no longer any need for surfacing one 
side and edge. 

Further he said: If we could educate con- 
sumers to use these smooth saws instead of 
the old type we would save 110,000,000 feet in 
one year in crating lumber alone. This led to 
the question, “What do you do with box and 
crating lumber after you are through with 
it?’ The lumber of this type which is wasted 
in one year could, if converted into building 
lumber, build a city four times the size of 
Washington, D. C. There are 1,200 different 
uses for old crating lumber, and in the 
interest of wood conservation he urged a close 
study of this angle. 


Urges Cutting of Small Dimension Stock 


Mr. Oxholm further advocated strongly the 
cutting and use of small dimension stock. 
Many furniture manufacturers, he said, refuse 
to interest themselves in dimension stock be- 
cause they say art is involved in furniture 
construction and art can not be standardized. 
My observations prove conclusively that it can 
without any detrimental effects whatsoever. 
German furniture manufacturers pay great at- 
tention to dimension stock. In this country, 
the designer seems to be the person who runs 
the whole plant and he gets away with any- 
thing he chooses to do. In Germany, the 
designer is expected to produce so much from 
a given amount, and he does it. 

The lumber mills are pretty much discour- 
aged over the small dimension business be- 
cause they get orders for only the hard di- 
mensions and the furniture manufacturers 
make the easy ones themselves. To build up 
this very important branch of the industry, 
it is essential that this business be placed on 
a fair basis. The mills must have the easy 
dimensions as well as the hard ones if they 
are going to have any success. 


Mr. Oxholm denied emphatically that he was 
opposed to hardwood lumber standardization, 
as he had been misrepresented as being. “My 
committee is most heartily in favor of this 
movement, but has not taken it up as yet for 
the reason that the American Lumber Stand- 
ards program has not yet gone through. 
Standardization is as much for your protec- 
tion as for the protection of your customers, 
and I believe there is an excellent opportunity 
for the furniture industry in that connection.” 

The principal part of Mr. Oxholm’s address 
concerned itself with methods of retailing fur- 
niture, pointing out its vitally important bear- 
ing on the welfare of the industry, and indi- 
rectly on the lumber industry and all along 
the line for that matter, even touching on such 
apparently remote subjects as commercial re- 
forestation. Mr. Oxholm stressed the need 
of a more intimate knowledge of furniture 
design and construction on the part of the retail 
salesmen, to whom the great majority of con- 
sumers turn for advice in the furnishing of 
their homes. 

Your great trouble today is that your fur- 
niture is sold by retail salesmen who are not 
capable of swinging the deal, Mr. Oxholm 
stated, and then described some of his per- 
sonal experiences in retail furniture stores 
and the tricks often resorted to by ignorant 
salesmen who have not intelligence enough to 
conclude a sale honestly. 

If I judged the furniture industry by what 
I have seen and read in the papers (referring 
evidently to the sensational type of adver- 
tising often used), I would not have much 
respect for it. The average salesman simply 
does not know anything about what he is sell- 
ing, and consequently can not render your 
customers the service that is imperative to 
build good will. Your dealer should have as 
his salesman, not an average real estate 
peddler or promoter, but a man who knows 


your line and has a feeling for the artistic, 
who is capable of imparting to the customer 
an appreciation of furniture and thereby culti- 
vate your market intelligently. If you will 
concentrate on educating the retail salesman 
and forget the public for a little while, you 
will be benefitting your industry a great deal. 

I am wondering if the question of design 
will not influence the future of your industry 
to a very important extent. The taste of the 
American public has undergone remarkable 
changes during the last few years, but the 
majority of the furniture manufacturers have 
not kept step with the changing conditions, 
but are still recopying old styles and are not 
catering to the craving for new and more 
artistic lines. I can not understand why you 
persist in holding four shows a year when 
you have nothing new to show and your de- 
signs are the same year by year and for nov- 
elty you have to rely on gross exaggeration 
of insignificant changes. 


The Question of Trade Practices 

Another speaker was S. F. D. Meffley, sec- 
retary of the National Plywood Distributers’ 
Association and of the Wholesale Sash & Door 
Association, who spoke on “What Can Be 
Done about Trade Practices?” 

“What is economi- 
cally sound is ethical- 
ly sound,” declared 
Mr. Meffley, “and 
there is less danger in 
business being misun- 
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derstood if in the for- 
mulation of principles 
the quality of an act 
is measured not by 
ethical but by eco- 
nomic standards. 

“There is a question of how far members of 
an industry can go in agreeing among them- 
selves in the adoption of uniform practices, 
but they will be safe if they call the Federal 
Trade Commission into its councils, for a trade 
practices conferences--which they can safely 
do without ‘bringing the Government into pri- 
vate business.’ The success of the movement 
depends on the extent to which the entire in- 
dustry gives its sympathetic and active co-op- 
eration for the solution of problems that are 
common to all.” 

Comments on Business Conditions 

Comments along the convention lobbies anent 
business conditions, trends and prospects in 
the furniture industry following the adjourn- 
ment harkened back to Mr. Oxholm’s speech. 
Several leading manufacturers commented on 
the truth of what he had said regarding retail 
merchandising methods, declaring their slip- 
shodness to be at the bottom of the unsatis- 
factory condition in which the furniture in- 
dustry found itself today. 

It seems peculiar that at this time, when 
other lines of business seem to be enjoying a 
trend on the part of the public toward higher 
quality goods, the demand from the retail fur- 
niture dealer is constantly for low-priced mer- 
chandise, stated one. The answer is that the 
retail furniture man is selling on price only, 
advertising “remarkably low” prices to bring 
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crowds to his store, and each store competing 
to undersell the other. A few stick to the 
good old policy of selling quality and service, 
but with the majority of them the problem 
seems to be how to build bigger volume by 
offering cheaper prices, and consequently 
cheap furniture. It is a situation beyond the 
control of the manufacturer. Disregarding 
prices and profits and taking into consideration 
volume alone, business is pretty good and 
there is a good deal of furniture being sold 
throughout the country. The southern furni- 
ture manufacturers, who as a rule produce the 
cheapest lines, are busy night and day on 
orders, and their northern competitors are also 
fairly busy, though generally working only 
straight schedules. As far as improvement is 
concerned, that rests with the retailer, so far 
as we can see it now. When his salesmanship 
improves, and he becomes a merchandiser in 
the true sense of the word, then the entire 
furniture industry will sit pretty. General 
economic conditions are favorable to such a 
change, 


There have been no notable changes in fur- 
niture styles, except that the modernistic styles 
have been simplified and are no longer as flashy. 
This is in response to the growing public revolt 
against the fantastic modernism which was all 
the rage only a short time ago. Designs at the 
May show, it is said, will be essentially the 
same as at the November show. 

Walnut remains the favorite wood for bet- 
ter class furniture, but there is in evidence a 
considerably stronger trend toward fancy 
veneers in rare and exotic woods. Importations 
of these are increasing. Maple is winning 
headway in early American furniture, which 
continues’ to grow in popularity, especially in 
the East. 

A feature of particular interest is that oak 
is again coming into its own. More of this 
wood is now being used than for a long time, 
it was generaly reported, and this trend is 
expected to continue. New finishes are largely 
responsible for this “come-back,” it was said. 
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Faithful to Firm’s Interests 


Wausau, Wis., April 22.—Jake Waubejay 
of the Pottawatomi nation is a hero. 

The aged Indian’s faithfulness to the inter- 
ests of a lumber company which employs him 
frequently near Soperton, Wis., was displayed 
vividly in a recent incident reported by Tom 
McAllan, section foreman for the lumber com- 
pany. 

Jake is seventy-five years old. He is nearly 
blind and, as a result of an old illness, is very 
deaf and is practically without use of speech. 

Recently Tom McAllan and his crew were 
rumbling home on a gasoline car at the close 
of a chilly day’s work. Looking ahead, the 
a gaa saw some object lying across the 
rails. 

“Look out,” he called. 

The object did not move. A closer view re- 
vealed the body of a man stretched across the 
track. “It’s some lumberman sleeping off a 
drunk,” thought McAllan. 

When the gasoline car drew nearer, the 
figure rose up suddenly. The man began to 
wave down the car and to make odd motions 
with his hands which corresponded to exag- 
gerated breaking of huge matches. Then the 
foreman understood. Arriving a moment later, 
the foreman found that a piece had been broken 
out of one of the rails. 

The old Indian had stumbled onto the break 
and feared that the gap would wreck a train. 
Not knowing from which direction a train 
would come and being unable to see or hear, 
he had stayed on the tracks most of the after- 
noon hoping to detect the approach of a train 
by the vibration of the rails. 

There is no question, states McAllan, that 
Jake prevented a wreck. A squaw who lives 
nearby where the incident occurred, told the 
lumber foreman that she had seen Jake lying 
on the track for two or three hours but sup- 
posed that he was drunk and was afraid to 
approach him. 

Jake Waubejay has lived near Soperton for 
twenty years. He lives by doing odd jobs for 
the lumbermen. 
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Hardwood Manufacturers Are Optimistic 


Trade Picking Up Again 

Mempuis, TENN., April 22.—Demand for 
southern hardwood continues good, and prices 
are firm. While for a short time the demand 
seemed to fall off slightly, there has been a 
revival. The report of the Hardwood Manu- 
facturers’ Institute for the week ended April 
16 gives sales as 97 percent; shipments, 88 per- 
cent; and actual production, 87 percent, of 
normal, Analysis shows that southern territory 
made a better average in orders than did other 
territories, and that production was lower. 
Production in the South has been greatly cur- 
tailed by heavy rains and high water. Weather 
conditions have recently been a little more fav- 
orable, and a few mills are preparing to resume 
operations. Some mills that would be able to 
start cutting, find logs extremely scarce, and 
will be unable to increase production promptly. 

Demand is still coming from all groups of 
consumers. The automobile trade leads by a 
wide margin. A let-up in demand from the 
furniture manufacturers is being offset by 
better demand from flooring factories. Floor- 
ing business is reported considerably better. 
There is a good demand from interior trim 
plants, and from sash and door manufacturers. 
Export business has shown considerable im- 
provement during the last few weeks, and has 
reached a nice volume. 

H. Greenwalt, vice president and general 
manager of the Murray Body Corporation, 
Memphis, was elected to active membership in 
the Lumbermen’s Club of Memphis, at its meet- 
ing last Thursday. Eugene Horan, now hard- 
wood sales manager for the Kirby Lumber Co., 
Houston, Tex., was made an associate member. 


Trade Is Optimistic 


LouisviL_e, Ky., April 22.—The hardwood 
market has remained firm all along the line. 
Demand is good. While production has been 
increasing, and there has been some accumula- 
tion of automotive woods, holders are not 
showing any inclination to do other than main- 
tain prices. Flood reports from the upper 
Mississippi Valley, above Cairo, have indicated, 
to at least some holders, that production in the 
lower valley during May and June may be 
curtailed considerably. There has been a lot 
of talk regarding the danger of small pro- 
ducers cutting prices to get business, but they 
are finding a ready market with larger jobbers, 
who know that there will be an active demand 
a little later on. The lumber trade is opti- 
mistic. There has been good export demand 
for oak, poplar and gum principally, with some 
ash and other woods. Domestic demand for 
walnut has been better. Red and white oak, 
elm, magnolia, hard and soft maple, beech, 
gum, birch, ash, and some other woods have 
been moving. While automotive woods have 
not been quite as active as they were earlier 
in the year, they sell fairly well. Flooring oak 
has been slower than most items, and interior 
trim has not been taking a normal amount of 
material. However, demand from furniture 
and radio plants has gained a trifle. 

Prices are just about the same as they have 
been, inch stock quotations at Louisville being: 

Poplar, FAS, southern, $85; Appalachian, 
$95; saps and selects, $65 and $70; No. 1 
common, $48@55; No. 2-A, $36@38; 2-B, 
$26@27. Walnut, FAS, $240; selects, $165; 
No. 1 common, $95; and No. 2, $40. Sap gum, 
FAS, $58; common, $44; quartered sap, FAS, 
$61@62; common, $46@47; plain red gum, $96 
and $50; quartered red, $98 and $52. Cotton- 
wood, $51, $37 and $33. Ash, $75, $49 and $29. 
Southern red oak, $67.52 and $42; southern 
white, $83, $54 and 44. Appalachian oak, red, 
$85 and $55; white, $96 and $58; quartered 


white, $130 and $75; 
$60. 

The John I. Shafer Hardwood Co., South 
Bend, Ind., has straightened out its differences 
with the city, which at first was not inclined 
to issue a building permit for its new yard 
buildings etc., on account of zone restrictions, 
but decided that the section in question is as 
much industrial as residence, and issued permits. 

The May Hardwood Co., Louisville, has 
finally secured all permits etc. for trackage into 
its new Highland Park yard, while ordinances 
were put through for closing unnecessary alleys 
and streets, which will never be needed in an 
industrial district, such as that in which the 
property is located. Use of the yard will start 
shortly, and in the meantime construction of 
office and other buildings will be started. 


Threat of Floods Makes Prices Firmer 


Burrato, N. Y., April 22.—Hardwood trade 
has continued in steady volume at the local 
yards, and prices are firmer in a good many 
items, and are likely to go higher still, it is 
said, on account of flood conditions in the 
South. Reports are received from Mississippi 
Valley points that much curtailment of output 
has occurred. 

An increase is being shown in the number 
of building permits in this city, in spite of the 
unusual amount of rainy weather. Trade is 
on the gain, and lumber prices generally show 
a stiffening tendency. 

The Ralph C. Angell Lumber Co. has two 
canal fleets leaving New York early this week 
with over 2,500,000 feet of lumber for Syra- 
cuse and Rochester. A emg fleet of 1,500,000 
feet will start forward this week with the ar- 
rival of a cargo from the Pacific coast. This 
lumber will be for the above two cities and 
Buffalo. A good’ share of the lumber is 
hemlock. 

The West Seneca Lumber Co. is sponsoring 
a home remodeling entertainment to be given 
in Memorial Hall, Lackawanna, N. Y., on the 
evening of May 3. It will be presented in con- 
nection with the home modernizing movement 
in that city. The film “Lumbering in the Pa- 
cific Northwest” will be shown by the Long- 
Bell Lumber Co., and a number of speakers 
will be on the program, including Marion Allen, 
of the Weatherbest Stained Shingle Co., who 
will give crayon illustrations of the remodeling 
of old homes. 

H. K. Nygaard, of Chicago, has become the 
manager of the Home Modernizing Bureau of 
the Niagara Area, succeeding L. S. Bullis. 

Orson E. Yeager has been appointed a mem- 
ber of the ways and means committee of the 
Buffalo Lodge of Elks. 

An educational crusade on the subject of 
cancer is to be carried on in this city next 
month, and a special gifts committee has been 
appointed, of which three lumbermen are mem- 
bers—Ganson Depew, H. E. actin d and 
Horace F. Taylor. 


Demand Good; Dry : Dry Stocks Scarce 


PittspurcH, Pa., April 23.—Appalachian 
hardwoods are still very active, and the mills, 
on account of being short of dry lumber, are 
hoping for good weather. Oak and maple 
flooring continue in very active demand, and 
at much stronger prices. Local firms report 
their most active item to be hard maple, with 
demand for ash also better. These, together 
with beech and some of the higher grades of 
oak, seem more in demand than other items. 
Wormy chestnut continues to move very slowly, 
as do higher grades of poplar. The mills ap- 
pear to have again an accumulation of some 
of the lower grades, as the industrial concerns 
are not using this stock as freely as heretofore. 


quartered red, $110 and 


Make Auto Dimension Bodies 


LouisvitLe, Ky., April 23.—The automotive 
woodwork business has become a very big one 
in Louisville. It recently became known that 
the W. R. Willett Lumber Co. was cutting 
some dimension hardwood stock for use of 
body companies. This is a relatively new line 
with the company. 

The Chess & Wymond Co., which two years 
ago began to devote its manufacturing facili- 
ties to automobile dimension stock, is now 
nearing an output of 5,000,000 feet a month, 
and expects to be up to that figure before 
long. The company has been buying consider- 
able quantities of hardwoods in the last few 
months, and has been considering plans for 
starting operations again at its mills in Lou- 
isiana. 

The Mengel Co. is reported to be up to a 
monthly capacity of about 17,000,000 feet of 
hardwoods for body construction. 

Across the river at New Albany, Ind., the 
Kahler Manufacturing Co. is producing a con- 
siderable amount of automotive woodwork 
each month. 

One of Louisville’s well known hardwood 
consuming plants, it is reported, is planning to 
change over and throw all of its facilities into 
completed body parts for automobile manu- 
facturers. 


Many Items Hard to Secure 


Warren, ArkK., April 22.—Sales of hardwood 
continue to expand with the result that mill 
stocks are not as well assorted as usual. Sev- 
eral items of hardwood flooring continue ex- 
tremely scarce, particularly red oak. No. 1 
and better length oak flooring is available in 
smail quantities only; mills are reluctant to 
accept orders even for deferred shipment. A 
few of the larger concerns have found it neces- 
sary to put their planing mills on partly night 
runs to take care of rush orders. Very little 
rain has fallen in this district the last two 
weeks, but while logging operations may soon 
be resumed in some lowland sections, other sec- 
tions will require a few weeks’ additional sun- 
shine. 


Demand Slower; Supplies Scarce 


BrooKHAVEN, Miss., April 22.—The hard- 
wood market seems to have slowed up just 
a little, but orders have been fairly plentiful. 
Production is off somewhat, on account of 
shortage of logs, and across the river from 
Natchez, in territory that produces so much 
hardwood, logs are going to be short for some 
time, for the river gauge at Natchez now 
stands at 52 feet, and all tributaries are going 
to back up over the lowlands and make logging 
very difficult. A break in the levee near Knowl- 
ton’s Landing, near Helena, Ark., is threat- 
ened, and there is quite a heavy production 
of hardwoods in lowlands around there. Ash 
production has been very light, with inquiry 
good, and large cutting orders being offered, 
but the mills can not accept any business on 
account of uncertain log supply. Beech stocks 
are extremely low, but supply of logs is just 
a little better. The Pacific coast market for 
beech is very good. Cypress has shown just 
a little more activity, but stocks are fairly 
low. Quartered black gum stocks are small 
and the market is firmer. Plain and quar- 
tered red gum stocks are low, and there is 
little activity in these items. Plain sap gum, 


4/4 No. 1 and better, is still in good demand, 
but, there are no stocks in this territory. There 
is a little surplus of 5/ and 6/4 No. 1 common 
and selects, but these thicknesses are not in 
such strong demand. Quartered sap gum stocks 


For Current Market Prices on Hardwoods See Pages 87 and 88 
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are fairly low, and prices are firm. Magnolia 
js extremely firm, with cutting orders on hand 
to take about all the production possible in 
the next few weeks, due to scarcity of logs. 
Plain red and white oak stocks have been moy- 
ing fairly well, the white better than the red. 
Stocks are very low, and export demand is 
quite good. All quartered white oak surplus 
has been sold. Poplar continues to sell ex- 
tremely well in No. 1 and lower grades, but 
uppers are still draggy. Inquiry for poplar 
is still heavy, and that for lower grades is 
much larger than supply. Sycamore stocks are 
low, but demand is dull. Tupelo demand is 
very light, but so are stocks. 


Maple Scarce and in Active Request 


E.txins, W. Va., April 22.—Lumbermen in 
this section report that certain hardwood items 
are active, and believe that the market has 
undergone some improvement in recent weeks. 
There is certainly greater demand for various 
grades of maple, and the principal trouble is 
in filling orders and in taking care of in- 
quiries, owing to the lack of sufficient dry 
stock. Chestnut—and particularly sound 
wormy—is in greater call, probably because 
southern floods have made gum rather scarce. 
The lower grades of oak are moving fairly 
well, but there is not such a well defined de- 
mand for better grades. Inquiry is becoming 
a little larger. There has been no general 
change in prices, except of maple, which is be- 
coming stiffer because of its scarcity. 


Inquiries More Plentiful; Prices Firm .- 


CINCINNATI, Onto, April 23.—Wholesalers 
regard the hardwood outlook as more promis- 
ing than for several months, because of the 
volume of inquiries, which indicate that retail 
yards and industrial consumers are preparing 
to enter the market for future needs. It is 
believed that these buyers will send in repeat 
orders for one or two carloads, rather than 
take any large amount at a time. The inquiries 
cover delivery over three to four months, and in 
some instances over a six months’ period. An 
encouraging feature is that intending buyers 
are more willing to pay list price the wholesal- 
ers have been asking, so that the entire market 
has a firmer to stronger tone. Most inquiries 
are from consumers who have not been in the 
market with any degree of regularity for many 
months, some of them not since last season. 

Automobile woods bulk largest in current 
-orders, most of the demand being for 4/4 and 
thicker No. 1 and FAS hard and soft maple; 
soft elm, ash and gum. Many orders are for 
single carlots of 8/ and 10/4, and a few for 
12/4 oak and ash. From the furniture trade 
there is a fair demand for walnut Nos. 1 and 
2 common, and a larger call for sap gum, sound 
wormy chestnut, 2-A poplar and sound wormy 
oak. The box trade is taking 2-B and C pop- 
lar. Plain oak is in demand for flooring. There 
is a good demand for gum and oak squares. 
The export inquiry is a little more encouraging, 
but orders are said to be slow in developing. 
Poplar, oak, walnut and ash are wanted in fair 
sized lots. 


Pine and cypress are in somewhat better de- 
mand, because of the opening of the building 
season. Dimension and finish are not so active, 
but for cypress outside finish the demand is fair. 
Pacific coast woods are fairly active, but the 
general building trade is not ready for them 
yet. Prices are a trifle firmer. 

A. R. Hill, president Buckeye Incubator Co., 


; Springfield, Ohio, announces that a merger has 


been formed with the United Producers Co., 
manufacturer of radio cabinets. The Buckeye 
plant at Springfield will be largely devoted to 
the production of radio cabinets as soon as ar- 
rangements can be completed for the change. 
A division of the business will, however, con- 
tinue the production of incubators. 


Logs Scarce, But Weather Improved 


Macon, Ga., April 22.—Hardwood mills 
throughout this territory are still running on 
short time, the supply of logs being limited. 
Shipments continue in excess of production. 
There has been a steady demand, with no les- 
sening in the volume of business during the 
last few days. Manufacturers say that as 
usual the gums are in the best demand, but all 
woods are included in orders. The weather has 
been dry in most sections of the State this 
month, so it may not be long before logging 
operations will be up to normal again. Planing 
and trim mills at most of the hardwood plants 
are running to capacity. Most mills will shut 
down on Friday, Southern Memorial Day, and 
will not open until Monday. 


An Unusual Philippine Operation 


Port Lesak, CotTasato, P. I., March 25.— 
The Port Lebak Lumber Co., which has main 
office, and saw and planing mills, at Manila, is 
conducting logging operations here under very 
unusual conditions. Cotabato is a southern 


At Palembang, on the Palembang River, 
shown in photograph No. 1, all the work is 
done on contract by the Moro tribesmen, this 
camp being that of Mr. Cherniguin, a Russian 
logging contractor. Every man in camp is 

















1—Moro loggers at Palembang camp jacking dao log on to car; Mr. Cherniguin at the side. 
2.—General Superintendent J. Seibert, and logging inspector, arrive at above camp with body 


guard—one Moro with spear and two with other weapons, panabas. 


3.—Palemberg River and 


rafts. 4.—The log pond at Port Lebak. 5—Loading lumber on the steamship “Salvager.” 
6.—Company launches. 


Province of Mindanao Island, the most south- 
erly of the larger Philippines. Port Lebak is 
about half way down the west coast of Cota- 
bato, in an exposed position on the Celebes 
Sea. The timber country back of the port is 
largely rough, and inhabited by Moro tribes. 
The company logs here lauans, bagras, guigo, 
ipil, aranga, dao and other Philippine woods. 


his own boss, and does just as he pleases, 
Time means nothing to these Moros, and the 
sun is the main factor in determining their 
day, there being no watch on the job. As 
there are several hundred men, there is rather 
steady production, however, and some logs are 
always waiting for delivery. 

The unusual condition under which opera- 


tions are conducted is shown in photograph 
No. 2. This camp sends its logs by rail to the 
landing or rafting-out place. The general su- 
perintendent is just arriving in camp on an 
inspection trip, accompanied by a logging in- 
spector, and they have an armed guard, because 
the longshore Moros who do the logging fear 
the long haired Manobos, who are bow and 
arrow men that live in the hills. The Filipino 
logging inspector is sent out by the company 
to check up on each man’s logs with the head- 
man or chieftain of the tribe. 


The log pond at Port Lebak is shown in 
photograph No. 4. Most of the logging is 
done along quite small rivers or creeks. Tim- 
ber that will float can therefore be made up in 
rafts of three or four logs only, as shown in 
photograph No. 3, which are brought out into 
the bay for towing to the mill by the two small 
launches operated by the company, shown in 
photograph No. 6. In several parts of the 
company’s concession, all the timber is non- 
floating, so that large rafts of floaters must be 
provided to string up the sinkers and bring 
them to the mill. The sea is often very rough 
and it is then impossible to tow rafts; they are 
broken up, the sinkers being completely lost, 
while the floaters can be recovered from the 
beach in a day or so. The house on the edge 
of the log pond, with double stairs, is the 
social hall for employees, where the company 
provides equipment for indoor games such as 
volley-ball, also pool tables, etc., so that the 
men have an opportunity to pass pleasantly the 
evening hours, and are therefore more content 
in their lonely situation. 


The timber loading dock and vessel being 
loaded, are shown in photograph No. 5. Here 
uptodate methods are in use. The timber to be 
loaded is arranged in sling-loads, 600 to 800 
feet to a sling, with an open space below each 
load and also between the piles. The vessel 
starts at one end of the dock, its tackle reach- 
ing everything within 60 to 70 feet, and moves 
along the dock as it loads. 

The big log shown in picture No. 1 is a dao, 
which grows with a buttress 12 to 14 feet 
high, this buttress providing fine table tops, of 
good figure, and having varied shades of 
coloring. 
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Annual of Millwork Cost Bureau Is Held 


Cost Knowledge Stressed as Foundation of Profit—Financing 
Plan for Retail Dealers Explained 


The fifteenth annual convention of the Mill- 
work Cost Bureau was held in the Congress 
Hotel, Chicago, on Thursday and Friday of 
last week, April 18 and 19. 

In his opening address President Charles A. 
Rinehimer, of the Rinehimer Bros. Manufac- 
turing Co., Elgin, Ill., said that during the last 
year the bureau has carried on its usual activi- 
ties and made definite progress in the face of 
distressed conditions in the industry. 

“In spite of the general reports of large 
building volume in the year just passed,” said 
he, “we find generally a decrease in volume and 
number of operations, due to a highly com- 
petitive condition, a mania for volume, a total 
disregard in many cases of the foundation of 
business—costs—and a lack of co-operation. 
Despite our fifteeen years of hammering on 
the theme ‘Know your costs,’ many yet grope 
in the dark and at their own annual meetings 
offer various excuses for poor financial show- 
ing, possibly all the time hiding the fact that 
no cost system is in operation, or if there is 
one, that it is not properly utilized. But we 
must be undaunted in our efforts to spread 
the gospel of knowledge of costs, the basis of 
this bureau, which information is so easily 
workable and economically installed. Until we 
all adopt measures of thorough knowledge of 
operation accounting, we can hardly hope to 
compete with those industries which have made 
and are making great strides in the science of 
merchandising.” 

Mr. Rinehimer referred to the increased at- 
tention that has been given to group meetings, 
saying that today there are more groups and 
estimators’ clubs than at any time in the past, 
resulting in increased “cost consciousness” and 
interest in the subject. While conducting such 
work taxes the bureau staff, he felt that the 
increased effort necessary was justified by the 
interest thus fostered in the fundamentals of 
the bureau. 


Should Keep Profit Goal in View 


Too many of those engaged in the millwork 
industry have forgotten that the primary aim 
of business is profit, he continued. Millwork 
operators, both large and small, to insure a 
satisfactory return on their investment must 
check their personnel, make equipment more 
productive, make sure that purchases are meet- 
ing thir own particular demand, and take into 
account the fact that changes and competition 
have greatly altered the success formula. 

Most of the unfavorable conditions in the 
industry, he said, can be corrected by a thor- 
ough knowledge of costs, and by financial 
statements, both monthly and’ annual, that lit- 
erally “talk” and present an accurate picture 
of the business. “Do you have prepared at 
least once during the year,” he asked, “data 
which clearly portrays the reasons for lack of 
turnover and poor margins, why factory 
expense has changed, or why office or ware- 
house has changed its percentage with respect 
to sales?” 

Mr. Rinehimer expressed profound regret 
that the millwork industry, as a whole, is not 
participating in the fine program of publicity 
for the promotion of wood. “Concerted ef- 
fort,” said he, “can bring about a start at least 
in correcting many prevalent evils in our in- 
dustry, and this bureau stands ready to assist 
in any matter that will promote the solving of 
our mutual problems.” 

The annual report of Secretary O. L. Apple- 
ton covered the activities of the bureau since 
the last meeting, and showed the organization 
to be in very satisfactory financial position, and 
having a membership now in excess of 600 
millwork manufacturers. An interesting item 
of the report was that during the year members 


have enrolled 211 of their employees in the 
estimators’ correspondence course, and between 
80 and 90 of these students completed the 
course during the year. The bureau also now 
has 588 enrollments in its detailers’ and billers’ 
correspondence course, an increase of over 100 
enrollments over last year. 


Must Educate the Public 


The assembled millwork men next listened 
with marked appreciation to an address by 
Axel H. Oxholm, director of the national com- 
mittee on wood utilization, of the Department 
of Commerce, Washington, D. C., in which the 
speaker showed how the work of that commit- 
tee is related to the millwork industry, and 
offered a number of constructive suggestions. 
He referred briefly to the use of grade-marked 
lumber as a means whereby millwork manu- 
facturers might protect themselves against sub- 
stitutions and misrepresentations with regard 
to their product after it has left the jurisdic- 
ion of the producer. 

“We are trying to work together for a 
wiser use of wood,” said he. In that connec- 

* tion he -referred to the 
possibilities latent in 
the idea of fabricated 
lumber, and also to 
the importance of ed- 
ucating the public to 
a taste for good de- 
sign in millwork. 


“The people should be 
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made to realize that 
a door is more than 
just something that 
opens and closes; that 
it has a function of 
beauty and fitness, as 
well as one of utility, 
to perform,” said he. 

“You millwork producers have a great op- 
portunity for cultivating the tastes of the pub- 
lic,” continued Mr. Oxholm. “It is to be 
said, in this connection, that the tastes of our 
people are developing. With the material needs 
of the great majority of the population satis- 
fied, they now are reaching out for better 
things. In this fact lies opportunity for the 
producers of quality woodwork.” 

Mr. Oxholm said that too much millwork is 
bought, by the ultimate consumer, on the basis 
of price only. In this connection he again 
stressed the importance of educating the public 
to want woodwork that embodies quality and 
proper architectural design and that fulfills the 
requirements of good taste for the uses to 
which they are to be put. 

He said that in his trips abroad he has found 
that the American millwork industry and its 
products are highly regarded, and especially 
referred to the fact that American-made doors 
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lead in consumption in the United Kingdom. 

In the course of his remarks Mr. Oxholm 
referred briefly to the campaign being spon- 
sored by the national committee on wood util- 
ization for enlisting the boys of the country 
in the making of various articles from second- 
hand boxes and packing cases, thus inculcating 
a taste for making things of wood, as well as 
affording valuable manual training. He said 
that this movement is receiving the support of 
numerous organizations interested in the wel- 
fare of boys, such as the Boy Scouts, as well 
as of civic clubs, manual training, teachers, etc,, 
in a most gratifying degree. 


Sees Necessity for Group Action 


The Thursday afternoon session opened with 
an interesting talk by John N. Van der Vries, 
representing the Chamber of Commerce of the 
United States, who discussed some of the eco- 
nomic trends of the day that are being viewed 
with deep interest, if not with concern, in many 
quarters. 

He stressed the necessity of group effort and 
co-operation in meeting certain of these new 
problems. He pointed to the fact that the new 
competition is between groups and industries, 
rather than between individuals in the same 


_line of business as in the past. Associational or 


group advertising, representing an industry, 
was cited as one form of effective group 
activity. 

Illustrative of the changed conditions under 
which business and industry must function to- 
day, Mr. Van der Vries said that one-third of 
the total population of the country today is 
dependent upon industries which did not exist, 
or which—as in the case of the automobile— 
were in their infancy, at the opening of the 
century. 

Not only are great changes apparent in the 
field of production, the speaker continued, but 
they are equally apparent in the field of mar- 
keting. Every scheme has been tried, or is 
being tried, to increase consumption, and speed 
up the marketing process. In this evolution 
the mail-order house, the department store, the 
chain store, and even direct selling from door 
to door, are playing important parts. In view 
of all these conditions the speaker again 
stressed the importance of both producers and 
distributers studying conditions and trends, 
and working together as organized groups to 
conserve and advance the interests of the indi- 
vidual members of such groups. 


Explains Time Payment System 


The next speaker was G. A. Pettibone, of the 
Merchants & Manufacturers Securities Co., 
Chicago, who showed how retail lumber deal- 
ers may increase their business by selling con- 
struction and repair jobs on time payments. 

At the outset Mr. Pettibone said that finan- 
cing in so far as the lumber business is con- 
cerned is yet in the embryonic stage, and-prob- 
ably will have to go through considerable evo- 
lution and development before it becomes the 
effective agency which he believes it can and 
must be made for the advancement of the 
retail lumber business. 

He proceeded to explain the “mechanics” of 
the financing plan offered by his company, 
which details have been covered in previous 
reports of addresses made by Mr. Pettibone at 
a number of the retail lumber conventions held 
during the last few months. 


Briefly, the plan contemplates financing 


building and repair jobs up to about 85 percent 
of the total value; the remaining 15 percent 
being covered by the lot, which must be owned 
clear, unless the prospective builder is able to 
put in an equivalent amount in cash. 

A first mortgage is obtained for whatever 
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amount can be secured on that basis, say 50 to 
g0 percent. With that part of the financing 
Mr. Pettibone’s company is not directly con- 
cerned, as its business is confined to second 
mortgages. However, the first mortgage in- 
terest—reduced to a monthly basis—is figured 
into the general proposition, and the collection 
of such interest is looked after by the finan- 
cing company. 

The interest rate on the second mortgage is 
the same as on the first, 6 percent, but there is 
a commission, or service charge, of 5 percent 
per annum on the second mortgage, this charge 
being added to the face of the loan. 

The whole proposition, including both first 
and second mortgage financing, as well as a 
small charge for protective life, sickness and 
accident insuranee, is then reduced to a 
monthly payment basis. 


“Monthly Payments” Is Magic Key 


In other words, in selling a job under this 
plan, the customer is told that the house that 
he desires, or the remodeling job that he is 
interested in, can be had on the basis of his 
paying “so much per month,” this amount in- 
cludes the gradual amortization of the second 
mortgage, as well as interest on the entire 
indebtedness. When the second mortgage has 
been paid off, the remaining (first mortgage) 
indebtedness when due can be taken over by 
the building and loan association, or readily re- 
financed. 

Mr. Pettibone stated that it has been his ex- 
perience that the greatest volume of business 
created under this plan has not been new con- 
struction, but repairing and remodeling. He 
said that over 60 percent of the business that 
comes to his concern from lumber dealers 
represents repair jobs ranging from $150 to 
$500. 

Mr. Pettibone pointed out that under this 
plan the lumber dealer receives payment imme- 
diately for materials and labor, pays the con- 
tractor off and is clear of the deal, instead of 
having the shoe on the other foot and being 
obliged to await the convenience or pleasure of 
the contractor or owner, as is too often the 
case. 

In turning second mortgage paper over to 
the financing corporation the lumber dealer as- 
sumes a contingent liability in that he signs an 
agreement to take back any paper on which 
payments are hopelessly defaulted. Merely 
temporary defaults are taken care of by waiv- 
ing the defaulted payments for the time being 
and carrying them forward to the end of the 
loan period, in order that the debtor may not 
become discouraged by accumulated arrears. 
This provision of course applies only to those 
who are temporarily unable to meet current 
payments. Mr. Pettibone introduced figures 
showing that the percentage of loans that are 
actually defaulted and have to be thrown back 
on the dealer has been almost infinitesimal. 

G. F. Burruss, of the Indiana Lumber & 
Manufacturing Co., South Bend, Ind. then 
spoke briefly on instalment financing and other 
phases of retail distribution, and a paper on 
the same general theme prepared by Charles 
Paul, of the Standard Sash & Door Co., St. 
Louis, was read by J. P. Larson, of that city, 
Mr. Paul being unavoidably absent. 7 


Outlines Set-Up for Listing Bureaus 


Secretary O. L. Appleton next presented a 
plan, illustrated by charts, of organization and 
method of operation and financing of listing 
bureaus. This plan was prepared by Mr. Ap- 
pleton in collaboration with S. O. Hall, who 
1s operating what is said to be the largest and 
probably the most successful listing bureau in 
the country. 

This subject of the establishment of listing 
bureaus is a particularly live one in the mill- 
work organization, the board of directors at 
its meeting on Wednesday of last week having 
authorized the bureau “to actually promote, es- 
tablish and operate listing bureaus in every 
locality where such service is required.” In 
concluding his explanation of the plan as 
charted Mr. Appleton stated that, in view of 
the bureau having endorsed and approved the 


action of the board of directors in the above 
particular, it is now prepared to come into 
any market, handle the preparatory measures, 
make a survey, and if accepted promote, estab- 
lish and operate a listing bureau. 

In the course of his remarks Mr. Appleton 
said that there appears to be no good reason 
why every city having two or more mills can 
not merge its estimating department to advan- 
tage—in other words, establish a listing bu- 
reau. The greatest reason why more cities 
have not taken that step, said he, is that there 
has been no available reference to the experi- 
ence of successful listing bureaus, and no me- 
dium through which that experience could be 
applied to the varying conditions existing in 
widely separated markets. That lack is now 
supplied by action of the directors and of the 
bureau, as above stated. 

The annual banquet of the bureau was held 
on Thursday evening, this event consisting of 
an elaborate repast, interspersed with enter- 
tainment features. 

The Friday sessions were devoted to discus- 
sion of technical subjects pertaining to the 
operation of woodworking plants, accounting, 
buying policies, merchandising of products, in- 


action of business, including election of of- 
ficers. 


Election and Other Business 


Other than advancing the date of the annual 
meeting one month, so that hereafter it will be 
held in March instead of April, and authoriz- 
ing the bureau to establish and operate listing 
bureaus ‘(as previously mentioned in this re- 
port) there were no resolutions other than 
those of a routine character—continuing pres- 
ent committees, conveying expressions of ap- 
preciation etc. 


The election resulted in Charles A. Rine- 
himer, of the Rinehimer Bros. Manufacturing 
Co., Elgin, Ill., being unanimously .chosen to 
succeed himself as president. Other officers 
elected were: 

Vice Presidents—U. Morgan Davies, Morgan 
Co., Oshkosh, Wis.; P. F. Conway, Danville 
Lumber & Manufacturing Co., Danville, Va.; 


E. R. Jones, Victoria Lumber Co. (Ltd.), 
Shreveport, La. 
Treasurer—J. A. Loetscher, Farley & 


Loetscher Manufacturing Co., Dubuque, Iowa. 
Secretary—O. L. Appleton, Chicago. 
dustrial relations etc., together with the trans- 


Central Kansas Dealers Meet 


SALtnA, Kan., April 22.—For the first time 
in its history, the Central Kansas Lumbermen’s 
Association, at its ninth annual meeting in 
Salina on March 18 and 19, chose a central 





Cc. R. BLACK, 
Corning, Ark.; 
Delivered Address 


J. N. ELLIOT, 
Salina, Kan.; 
Secretary 


theme and arranged its entire program around 
it. And the theme was the modernization of 
homes. 

t introduced a complete novelty by present- 
ing on the same program two rivals in roof 
construction, A. J. Wartes, of the Red Cedar 
Shingle Bureau, of Dallas, Tex., who told of 
the merits of red cedar shingles; and Frank 
J. McGinley, president American Asphalt Roof 
Corporation, who presented his company’s 
products. Mr. Wartes emphasized the plan of 
re-roofing over old roofs with new wood shin- 
gles. He cited the history of three large line- 
yard companies in Kansas City, showing that 
business in wood shingles has increased consid- 
erably over that of 1927. Mr. McGinley said 
he knew of cases where asphalt shingles had 
lasted 20 years, and added, facetiously, that he 
didn’t care to have them last any longer; at 
the end of 25 years any house should have 
a new roof. He emphasized the advantage of 
color. 

The acting mayor of Salina, Charles Dodds, 
gave the opening address of the meeting, and 
Glenn C. Taylor, of Taylor & Sons Lumber 
& Implement Co., Lyons, made a _ response. 


Frank E. Fitzgerald, association president, did 
not make any address but conducted the entire 
meeting. 

Burdett Green, district manager National 


Lumber Manufacturers’ Association, Kansas 
City, talked on “The Modernization Cam- 
paign.” He presented the “Transformation” 


film and told of some things being done and 
results achieved by various modernization bu- 
reaus, Louis Rosner, sales manager Lone Star 
Cement Co., Kansas City, Mo., spoke on. the 
use of cement in modernization. 

The nearly four hundred in attendance went 
to a banquet in the Masonic Temple, and to a 
dance later at Memorial Hall, headquarters of 
the two-day meeting, at the end of the first 
day’s sessions. There was no formal speech 
at the banquet. The evening was purely one 
of fun. 

“The Mystery Man in the Lumber Business” 
was the subject of the address given by Charles 
R. Black, Corning, Ark., president Southwest- 
ern Lumbermen’s Association, which has been 
reported in previous issues of the AMERICAN 
LUMBERMAN, 

Harry Turner, Topeka, Kan., at the second 
morning’s session talked on “The Profitable 
Merchandising of Coal,” and Paul E. Kendall, 
of the Long-Bell Lumber Co., Kansas City, 
Mo., gave a talk on advertising and its rela- 
tion to the modernization campaign. 

Douglas Malloch, the Lumberman Poet, of 
Chicago, IIll., of the AMERICAN LUMBERMAN, 
spoke at the afternoon session on the closing 
day. 

The second day’s session closed with the 
election of officers. F. C. Utt, of the Utt Lum- 
ber Co., Salina, was elected president; John 
Houston, Newton, first vice president, and 
D. D. Spurrier, Concordia, second vice presi- 
dent. Directors chosen were A. L. Scott, To- 
peka, and Emil Brettman, Wichita. 

The convention passed a resolution author- 
izing the appointment of a committee of three 
to sit in with the committee of three appointed 
by Gov. Clyde Reed, of Kansas, on tax matters. 
The governor’s committee will investigate taxes 
with a view to revision, possibly at a special 
session of the legislature in the fall. It is 
understood that the association committee to 
be named by the new president will consist of 
J. W. Berry, Manhattan; N. O. Swanson, Kan- 
sas City, ad A. L. Scott, Topeka. 

A resolution adopted recommends that lum- 
ber dealers encourage the building of more 
storage bins on farms, which by aiding mar- 
keting will be a measure of farm relief. 
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Arkansas Dealers Seek the Key to Profits 


“Constructive Ignoring of Destructive Com petition” Is Advised—Retailer-Manufacturer 
Urges Loyalty to Lumber as Major Source of Yard Profits 


Littte Rock, Ark., April 23.—President M. 
B. McLeod, of Warren, called the twenty-first 
annual convention of the Arkansas Association 
of Lumber Dealers to order this morning in 
Hotel Marion. In his informal address he sug- 
gested a plan of internal reorganization for the 
association for the purpose of bringing to 
bear upon association work some of the unused 
power of the membership. Briefly, the plan is 
to divide the State into a suitable number of 
districts, allow each district to elect a director, 
make this director chairman of the district and 
give him the responsibility of holding four 
local quarterly meetings each year. The presi- 
dent thought that these local meetings, devoted 
to a short but intensive discussion of local mat- 
ters, would strengthen the general organization 
and would bring the power of group action to 
bear upon important local matters that often 
can not find a place in the program of the 
general convention. Mr. McLeod stated the 
association is growing in strength. He com- 
mended the loyal support of the salesmen who 
hold associate memberships. He also acknowl- 
edged the gift of one of the famous White 
House gavels, brought to the association 
through the good offices of O. O. Axley, of 
Warren. 

Secretary L. P. Biggs, of Little Rock, in 
an informal statement, amplified the president’s 
suggestions about reorganization. 

C. N. Hauck, of Marianna, made a motion, 
which was carried, that a committee be ap- 
pointed to consider the plan of reorganization 
and report to the convention before final ad- 
journment. The president appointed a commit- 
tee of ten for the purpose. J. W. Wilson, of 
El Dorado, was made chairman. 


Discusses Remedies for Improving Business 

Charles R. Black, of Corning, president of 
the Southwestern Lumbermen’s Association, 
then spoke on the subject, “The Mystery Man 
in the Lumber Business.” He stated that, taken 
as a whole, the lumber business seems to be 
ill. It is an inherited trouble. It is neither 
organic nor malignant, but seems to be a weak- 
ness due to long dissipation of powers. The 
remedy probably is a proper diet. 

This is an era of speed and change, and 
some lumbermen despair of keeping up with 
the pace. But other industries, under the same 
general conditions, seem to make progress and 
to gain in power. 

The dissipation seems to be in the fields of 
fundamental principles, ethical practice, public 
good will, capital investment and the lumber- 
man’s own time and opportunity. Mr. Black 
suggested a period of intense thought and 
analysis. The object is to find the mystery 
man; the man who can find the magic formula 
for restoring the power of the industry. Some 
people expect an expert to appear at the con- 
vention with this magic formula. Some ex- 
pect the Federal Reserve system to destroy 
speculators and restore the good old times. 
Some hope that Congress will plunge the chain 
stores into permanent bankruptcy. But, while 
many men appear on convention programs with 
sound discussions of the practical aspects of 
business, the mystery man does not appear. 
Experts can tell the average good dealer little 
about the fundamentals of his business which 
he does not already know. These principles 
are plain, simple and fixed. 

Each Dealer His Own Mystery Man 

This kind of search for the mystery man 
is largely a chasing of rainbows. The way to 
find this mystery man is for each man to say 
to himself that his business is his own creation, 
his contribution to the welfare of his commun- 


ity, the barricade between himself and failure. 
He himself is his own mystery man. 

The diet he must prescribe to himself is a 
diet of net profits. He might do all the things 
suggested by the experts, but if he provided no 
plan for net profits he must fail. An expert 
is an ordinary man with extraordinary common 
sense and a capacity to explain its application. 
The things he tries to explain in his conven- 
tion speeches are simple. Business consists of 
buying and selling. The difference between 
buying price, including the cost of doing busi- 
ness, and the selling price is the profit. The 
message of the expert is to employ common 
sense and to sell at a profit. 

Some dealers say that if the expert knew 
local competitive conditions he wouldn't talk 
of making a profit. Mr. Black believes that 
too much attention is given to competition. The 
man who knows his own costs and will make 
his sales on that basis and will ignore competi- 
tion so far as setting prices is concerned will 
make a profit. He will sell much more than 
he believes possible. His price-cutting com- 
petitors will learn from his methods or will 
eventually go out of business. It may be hard 


to do, but this constructive ignoring of de- 








M. B. McLEOD, L. P. BIGGS, 
Warren, Ark.; Little Rock, Ark.; 
Retiring President Secretary 


structive competition will bring its desired 
reward. The mystery man who must accom- 
plish these changes is the dealer himself. Let 
him use good common sense and sell at a profit. 


Retailer-Manufacturer Talks 


O. O. Axley, of Warren, himself a retailer 
as well as a manufacturer and vice president 
of the Southern Pine Association, commended 
Mr. Black’s speech highly. He urged dealers 
not to forget, in their new role of building ma- 
terial merchants, that they are lumber dealers. 
Lumber is their profitable material. Substitutes 
have their uses, but they often attempt to 
supplant lumber for purposes which they do 
not fit. The mystery man sometimes runs off 
after volume without considering the diet of 
net profits with sufficient care. Sometimes he 
sells the wrong grades for given purposes. He 
sells green lumber. Cheapness becomes a vice. 

Mr. Axley stated that the Southern Pine 
Association has recently adopted a moisture 
content rule to correct some abuses. This as- 
sociation wants to sell trade-marked and grade- 
marked lumber to assure quality. Quality 
lumber may cost more, but the quality is there, 





and quality carries with it the possibility of fair 
and honest profit. 

The president appointed the following com. 
mittees: Resolutions—J. M. McLeod, F. L, 
Perry and H. W. Scull; nominations—R. . 
Sutton, C. N. Houck and H. D. Swayze. 


TUESDAY AFTERNOON 


At the afternoon session the secretary of the 
Arkansas State Chamber of Commerce made 
a brief statement of the big campaign that is 
going forward to utilize the natural resources 
of the State and of its citizenry. A motion 
by C. R. Black was carried, endorsing the 
program and pledging the association’s support. 

L. C. Oberlies, of Lincoln, Neb., who is to 
be the speaker at the banquet tomorrow eve- 
ning, was introduced and made a short speech 
commending the beauty as well as the business 
possibilities of the State. E. E. Woods, secre- 
tary of the Southwestern association, was also 
introduced. 

Harry J. Colman, of Chicago, made the one 
formal address of the session. He presented 
the charts prepared by the Lehigh Portland 
Cement Co., showing the rapid changes in com- 
mercial and social conditions that have oc- 
curred in the last quarter of a century. Mr. 
Colman made his usual powerful address, ana- 
lyzing business practices in the light of statis- 
tical findings and common sense. He drew 
on his vast fund of experience in pointing out 
the short-sighted practices of price cutting and 
struggle for volume at the expense of profits. 
He closed with his striking chart of figures, 
showing the disastrous effect of cutting a bill 
5 percent in order to attract volume, and espe- 
cially showing the positive losses caused by 
such cuts when volume is declining. He showed 
that such cuts do not stimulate building, do not 
reduce costs and simply dissipate profits. 

This evening a Hoo-Hoo dinner is being 
held, at which A. A. Hood, former Snark of 
the Universe, who is scheduled to address the 
convention tomorrow, will be the principal 


speaker. 
FINAL SESSION 
[Special Telegram to AmeRICAN LuMBERMAN] 

LittLE Rock, Ark., April 24.—At the final 
session of the Arkansas convention, held this 
forenoon, the one address was on instalment 
selling, by A. A. Hood, of Chicago. The gist 
of the address was leadership, which was de- 
fined as infinite capacity for hard work and 
constructive thinking. While every other line 
has expanded during the last quarter of a cen- 
tury, the consumption of lumber has declined 
40 percent per capita. All other lines have 
adopted a system of deferred payments. A 
profitable volume will be the salvation of the 
lumber business, and it can be won through 
dealer-controlled, non-competitive business se- 
cured by sale of complete units sold direct to 
the consumer on convenient terms. Instalment 
selling has proved to be safe and economically 
sound. Mr. Hood devoted the remainder of 
his address to a careful and detailed analysis 
of instalment selling in the lumber business. 
He outlined methods and rules, and described 
the precise benefits that arise through national 
financing. The audience followed his address 
with care and expressed appreciation. 

Secretary E. E. Woods, of the Southwestern 
Lumbermen’s Association, was introduced and 
made a brief address devoted chiefly to a dis- 
cussion of the opportunities of modernization. 

The committee on reorganization made 4 
lengthy report recommending that the State be 
divided into eight districts, each electing one 
director. The secretary is to be the managing 
director. Each district is to hold four quarterly 
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meetings on specified dates under the chairman- 
ship of the director. The report was adopted. 

The resolutions committee thanked the speak- 
ers and others aiding in making the convention 
a success. It endorsed the work of the State 
chamber of commerce and thanked the Lehigh 
Portland Cement Co. for lending Mr. Colman 
as a speaker and commended the company’s ed- 
ycational work among the dealers. 


Officers Elected 
The nominating committee, in putting the 


Associations Plans and 


April 29—National Committee on Wood Utiliza- 
tion, Department of Commerce, Washington, 
D. Cc. Annual. 


May 6—Cincinnati Lumbermen’s Club, Cincinnati, 
Ohio. Annual. 


May 9-10—Florida Lumber & Millwork Association, 
Orlando, Fla. Annual, 


May 11—Southwest Missouri Retail Lumber Deal- 
ers’ Association, Joplin, Mo. Annual, 


May 14-16—Associated Cooperage Industries of 
— ao Jefferson Hotel, St. Louis, Mo. An- 
nual. 


May 15—Southern Cypress Manufacturers’ Associa- 
tion, Mason Hotel, Jacksonville, Fla. Annual. 


May 17-19—Lumbermen’s Club of Arizona, Nogales, 
Ariz. Annual. 


May 20—Loyal Legion of Loggers and Lumber- 
men, Portland, Ore. Semi-Annual meeting, 
board of directors. 


Aug. 29-30—Carolina Retail Lumber Dealers’ Asso- 
ciation, Wrightsville Beach, N. Summer 
meeting. 

SHE SES G24422281 


South Jerseyites Elect 


PHILADELPHIA, PA., April 22.—At the annual 
meeting of the South Jersey Lumbermen’s As- 
sociation held at the Hotel Cumberland in 
Bridgeton, the following officers were elected 
for the fiscal year: 

President—Charles R. Getsinger. 

Vice-president—Warner Underwood. 

Treasurer—E. L. Warren. 

Secretary—L. M. Kimball. 

Director of Pennsylvania Lumbermen’s As- 
sociation—C. S. Hughes. 

Executive committee—E. J. Tyler, chairman; 
F. M. Hankins, and Ed. Miller. 


President Charles Getsinger thanked the as- 
sociation for re-electing him, and stated that 
the goals for 1929 would be fifty active mem- 
bers, 100 percent membership in the State as- 
sociation and complete unit organization. 


Date for Carolma Summer Meeting 


Cuartotrte, N. C., April 22.—The Carolina 
Retail Lumber Dealers’ Association will hold 
its summer meeting at Wrightsville Beach, N. 
C., Aug. 29 and 30, according to announcement 
by Victor Wheeler, executive secretary of the 
organization. J. A. Atwater, of Burlington, 
N. C., president, will preside over the business 
sessions. The vacation idea will be stressed 
at this meeting. 


(‘ga@@eaeaneaaant 


Southern Cypress Annual Date 


JACKSONVILLE, Fxia., April 22.—Announce- 
ment is made by J. R. Black, secretary-manager 
of the Southern Cypress Manufacturers’ Asso- 
ciation, this city, that the organization’s twenty- 
fourth annual meeting will be held on May 15 
at the Mason Hotel in Jacksonville. 


Arizona Meeting Place Changed 

PHOENIX, Ariz., April 22.—R. V. Baker, sec- 
retary of the Lumbermen’s Club of Arizona, 
with headquarters here, announces that it has 
been necessary to change the meeting place for 
the annual convention from Douglas to No- 
gales, Ariz. The date for the meeting, how- 
ever, will be the same as originally announced— 
May 17, 18 and 19. Secretary Baker advises 
that the change in meeting place was necessi- 


new organization in effect, nominated the fol- 
lowing officers, who were elected: 

President—C. C. Curl, Helena, Ark. 

Vice president—E. C. Conrad. 

Treasurer—G. C. May, Little Rock, Ark. 

Managing director—L. P. Biggs, Little Rock, 
Ark. 

Directors—J. W. Wilson, El Dorado; J. F. 
Heinz, De Queen; J. H. Harris, Wynne; C. R. 
Black, Corning; H. F. Rieff, Little Rock; O. J. 
Vaughan, Charles Lipscomb, C. N. Houck, 
Marianna. 


Executive committee—E, C. Barton, Jones- 


tated by the fact that the new hotel in Doug- 
las will not be completed in time for the meet- 
ing and that the present hotel accommodations 
would not be adequate to take care of the 
crowd expected. 


Texas-Louisiana Mill Managers 


Beaumont, TEX., April 22.—The Texas- 
Louisiana Mill Managers held an interesting 
session at the La Salle Hotel here Saturday 
and took up several matters which might be 
considered side lines. The discussions centered 
largely around problems met in the manufac- 
ture of poles and piling, grade-marking of 
lumber and new grading rules. Galveston was 
selected for the next meeting to be held next 
month and the program to be given on that 
date was discussed. 


Officers will be elected at the forthcoming 
meeting in May and topics to be discussed then 
will be physical examination for all prospec- 
tive employees, taxation and lath. The speak- 
ers at the May meeting will be P. A. Bloomer, 
of Fisher, La., E. J. Booth, Watson Walker, 
S. B. Crawford and A, E. Hickerson. 


P. A. Bloomer and Joe Richardson led the 
discussion Saturday on piling. 
Those present were: 


P. A. Bloomer, Fisher, La.; W. B. Few, Mont- 
rose, La.; W. R. Cousins, Beaumont; Joe Rich- 
ards, New Willard; F. D. Wherritt, of Hous- 
ton; P. T. Sanderson, president, of Trinity; 
Watson Walker, Diboll; H. T. Roehl, Lufkin; 
H. G. Temple, Pineland; J. B. Channing, 
Orange; E. S. Proudhome, Hemphill; H. A. 
Maas, Keltys; J. H. Keneson, Doucette; A. E. 
Hickerson, Conroe; W. J. Dunnam, Fostoria; 
Frank Sims, Beaumont; W. P. Gregory, Jasper; 
Theo. Browning, Houston; A. A. Few, Jasper; 
Cecil Smith, Dewyville; Gerald Few, Jasper; 
R. B. Ridley, Houston; J. W. McKee, Haslam; 
F. E. Tuxworth, Honey Island; J. C. Dionne, 
Houston, Tex.; S. B. Crawford, Oakhurst, La.; 
W. G. Petty, Montrose, La.; J. F. Judd, St. 
Louis, Mo., and H. H. Rhodes, Slagle, La. 


Buffalo Exchange Committees 


Burrato, N. Y., April 23.—President Harold 
Hauenstein, of the Buffalo Lumber Exchange, 
last week appointed the following standing 
committees for the fiscal year 1929: 


Membership—Elmer J. Sturm, chairman; 
William L. Blakeslee, George W. Little, C. R. 
Kelleran, Benson H. Briggs. 


Unloading—Henry I. George, chairman; H. 
E. Montgomery, A. J. Elias, Burton H. Hurd. 


Arbitration—R. EB. Fairchild, chairman; 
John H. Wall, William L. Henrich, Harry L. 
Vetter. 


Outing—William P. Betts, chairman; C. 
Ashton McNeil, Fleming Sullivan, John H. 
Wall, Eugene W. Carson, Gerard Zimmermann, 
Oliver J. Veling, Horace F. Taylor, jr., Orson 
E. Yeager, jr. 


Finance—H. L. Abbott, chairman; Ganson 
Depew, Fred M. Sullivan, B. H. Hurd, Horace 
F. Taylor. 


Transit privilege and transportation—Harry 


J. Bryant, chairman; Orson B. Yeager, J. D. 
McCallum. 


boro; J. W. Trieschmann, W. C. Chamberlin 
and M. B. McLeod, Warren. 

Little Rock was selected as the meeting place 
of the next convention. Following the intro- 
duction of the new officers, the convention ad- 
journed, 

The convention banquet will be held this 
evening in the Marion Hotel. J. B. Webster 
will be toastmaster and L. C. Oberlies, of Lin- 
coln, Neb., will be the speaker. There will be 
vaudeville entertainment and the picture, “The 
Transformation,” will be shown. 


A ti 1 ti 
Program — Astor H. Weaver, 
Laurence L, Hurd, H. A. Plumley. 


chairman; 


At last week’s meeting of the exchange 
Charles N. Perrin gave a report of the pro- 
ceedings at the convention of the National- 
American Wholesale Lumber Association. 


Spring Meet of Long Island Dealers 


New York, April 22.—The spring meeting 
of the Long Island Dealers’ Association will 
be held Wednesday, May 1, at the Hempstead 
Country Club. Representatives of the gypsum 
products industry, the roofing industry, whole- 
sale lumber distributers and others will address 
the members. 

An opportunity also will be provided for the 
dealers themselves to express their opinions 
and George Bahr, the secretary, anticipates, in 
view of rapidly changing conditions in the ma- 
jor lines of lumber and other building material, 
that it will be one of the most informative and 
valuable meetings the association has ever 
staged. 


Penn County Group Organizes 


PittspurGH, Pa., April 23.—Lumber deal- 
ers of Crawford County, at a meeting last 
Thursday evening in the Kepler Hotel, Mead- 
ville, formed a county association affiliated 
with the Retail Lumber Dealers’ Association 
of Western Pennsylvania, the members of the 
county association all being members of the 
State association. The new association is 
launched with a membership of eighteen firms 
and twenty-four individuals. Officers were 
elected as follows: 

President—C. R. Hartman of 
ville Lumber Co. 

Vice President—P. A. Morrison, of the W. 
E. Morrison & Co., Meadville. 

Secretary-treasurer—Roy Devore, of the C. 
C. Devore Lumber Co., Meadville. 


the Mead- 


Officials of the State association present at 
the meeting were President A. M. Haines, of 
Connellsville; Vice President F. A. Moesta, 
Kittanning; Director Hart B. Daugherty, In- 
diana, Pa., and Secretary R. F. McCrea, Field 
Secretary M. W. Dickey, and Auditor F. R. 
Dague, of State association headquarters in 
Pittsburgh. Some of the State association of- 
ficers spoke briefly. 


Told About Credit Service 


PHILADELPHIA, Pa., April 22.—The credit 
service taken on by the National Hardwood 
Lumber Association has exceeded the antici- 
pated results by more than 100 percent, accord- 
ing to Frank F. Fish, secretary of the asso- 
ciation, who addressed members of the Phila- 
delphia Wholesale Lumber Dealers’ Association 
at their regular luncheon meeting Monday. He 
further stated that expansion of the service is 
contemplated so as to include a department of 
discounts such as is furnished clients by, banks. 

Mr. Fish explained that non-members of the 
hardwood association are quoted the same 
rates as members by the credit service. The 
service, he added, also maintains a department 
of fraud prevention which has done fine work 
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in detecting hidden assets. Research work of 
that type, he stated, will be initiated against 
a firm on petition of two or three members 
of the service. 

Mr. Fish’s talk was followed by reports of 
delegates from the local association who at- 
tended the National-American convention at 
Washington. These included Edward F. 
Magee, S. S. Rutherford, J. A. Finley, John 
I. Coulbourn, F. A. Dudley, Owen M. Bruner, 
Charles F. Kreamer, George W. Butz., jr., Hor- 
ace Hazard and Walter Mingus. 


To Discuss Pertinent Subjects 


Toronto, Ont., April 22.—The Eastern 
Ontario Branch of the Ontario Retail 
Lumber Dealers’ Association has _ selected 


May 9 as the date of its next meeting, 
which will be held at the La Salle Hotel, 
Kingston, Ont. A new clean yard contest is 
being planned by the Eastern association this 
year, and the details will be announced and 
discussed at the Kingston meeting. F. A. Row- 
latt, manager of the White Pine Bureau, will 
be present to tell of the work of the bureau. 
Other matters to be discussed will be group 
insurance, the conditional sales act, incorpora- 
tion of branch associations, workmen’s compen- 
sation, the hardwood flooring situation, the 
trade ethics conference, tariff legislation, the 


Lumbermen’s 


Hear Talk on Forestry 

New York, April 23.—The Nylta Club staged 
one of its most memorable meetings last Friday 
evening in the National Republican Club, when 
former presidents of the New York Lumber 
Trade Association were the guests of honor. 
C. Price-Green, commissioner of the depart- 
ment of natural resources of the Canadian Na- 
tional Railways, was the speaker of the eve- 
ning. Mr. Price-Green devoted much of his 
talk to the subject of forestry. 

The former presidents of the association who 
attended were John F. Steeves, Richard S. 
White, James Sherlock Davis, Joseph F. 
Murphy and Everett L. Barnard, all veterans 
of the lumber industry. Frank R. Niles, the 
incumbent, also was present. Each of the for- 
mer executives spoke briefly in praise of Nylta 
and its purposes. 

All of the past presidents of Nylta were 
also present, including Mr. Niles, Frederick J. 
Bruce, Jack Paterson and Frank Williams. 
Temple Tweedy, Nylta’s present executive, was 
master of ceremonies and he also presided at 
a dinner preceding the meeting. Nylta’s of- 
ficers were present to a man and about 200 
members also turned out. 

Mr. Price-Green was introduced by Thomas 
M. Ralston, of the Indiana Flooring Co., who 
was instrumental in bringing the distinguished 
Canadian to New York. 


Roofer Producers Optimistic 


Cotumsus, Ga., April 23.—Lumber market 
conditions are sound, and though unfavorable 
weather has hindered building and made de- 
mand dull, livelier trade is in prospect, accord- 
ing to lumbermen here Tuesday attending the 
regular meeting of the Roofer Manufacturers’ 
Club. About thirty members were in attend- 
ance. Reports showed less stock on hand than 
in some time, and it is believed that prices will 
soon be stronger. Speakers asserted that it is 
nothing short of business suicide to cut timber 
while prices for roofers are around $17 and $18. 

Closer co-operation between members and 
with. wholesalers was urged in brief speeches 
by Hugh Thurston, Thomaston, Ga, former 
president; by President C. R. Mason, of Mad- 
ison, Ga., who presided; by C. B. King, and 
by C. H. Rawson, of the Frost-Davis Lumber 
Co., Montgomery, Ala., and New York, who 


standard millwork design book, the plan book 
service, and the publications of the Dominion 
Department of Agriculture which are available 
for the use of retail lumber dealers. 

At the annual meeting of the Toronto Hoo- 
Hoo Club, No. 53, which was held recently, 
officers were elected for the present year as 
follows: President, K. M. Brown; first vice 
president, J. A. Rowland; second vice presi- 
dent, Charles Macabe; secretary-treasurer, G. 
B. VanBlaricom; executive committee, D , 
Van Wart, Marshall Eaton, J. F. Wachter, 
A. R. Stinson and Charles Irvin. W. B. Ten- 
nant, the retiring president, was recommended 
for Vicegerent Snark. 


Willamette Dealers Organize 


PorTLAND, Ore., April 20.—Lumber dealers 
from ten Willamette Valley towns participated 
in the organization of the Willamette Lumber 
Dealers Institute at Salem Wednesday night, 
April 17. William Liljequist, of Salem, was 
elected president; Charles Gabriel, treasurer, 
and L. R. Schoettler, secretary. The directors 
are O. J. Myers, Salem; William Liljequist, 
Salem; Clayton Morse, Dallas; L. P. Cum- 
minsky, Monmouth; and C. E. Brandeberry, 
Albany. Meetings will be held on the second 
Monday of each month. The next meeting 
will be at Salem. 


Club Activities 


opened the discussions with an address on mar- 
ket conditions. This subject took up most 
of the time of the meeting. 

By resolution adopted at the executive ses- 
sion, President Mason appointed A. C. Alex- 
ander, of Waverly Hall; W. E. King, of Cuth- 
bert, and Leon Clancy, of Albany, former sec- 
retary, as a membership committee. Efforts 














Living in a wood-built bungalow and using a 


- large quantity of wood in his greenhouses, Lewis 


Carnehl, of Cook County, Illinois, raises vege- 
tables, flowers and an interesting family, as 
indicated in the accompanying photograph 
which shows this farmer, his wife and their 
six children. While much is heard in these 
modern days of farming under glass, wood 
is a necessity, for generally the sash are of 
wood and all of the plant beds also are of 
wood. Pecky cypress largely is used in the 
construction of the plant beds and benches in- 
side the average greenhouse, and a large 
amount of this material goes into this sort of 
construction every year 





will be made to bring every lumber producer 
of this section into the club within the next 
few months. The next meeting will be a din- 
ner at the Ralston Hotel, Tuesday, May 21. 
President Mason made a report on the re- 
cent meeting of the National-American Whole- 
sale Lumber Association in Washington, D. C., 


i 
to the effect that there is increasing co-operg. 
tion between producers and wholesalers, 

The meeting adopted a resolution in whic, 
high tribute is paid to the late Lee Long, of 
Greenville, Ala., elected one of the vice pregj. 
dents at the January meeting. This was pre. 
pared by a committee appointed at the lay 
meeting, consisting of H. Dixon Smith, of Co. 
lumbus; M. Bracey, and J. A. Cook. 

Most of the time of the short executive ses. 
sion was taken up with discussions of arbj. 
tration and advertising. It was evident more 
consideration will be given to advertising anq 
publicity. 


Southeastern Wisconsin Club Meets 


Oconomowoc, Wis., April 22.—The first 
meeting of the Southeastern Wisconsin Lum. 
bermen’s Club that was ever held at Oconomo- 
woc was called to order in the club dining 
room of the Majestic Hotel by President R. 
A. Lamp, of Waukesha. Dinner was served 
at 6:30 p. m., after which matters of routine 
business received attention. 

The principal speaker of the evening was 
President Benjamin F. Springer, of the Wis- 
consin Retail Lumbermen’s Association, who 
discussed promotional activities in the State, 
credits and problems of the day. President 
Lamp suggested a program of club activities 
for the coming season, especially with the 
thought in mind of carrying the club’s work 
into every section of the club’s large territory. 

The evening wound up with a great deal of 
fun and sprightly entertainment which had 
been arranged for in advance by lumbermen of 
Oconomowoc, including Forest D. and James 
Matheson and George C. Chase. 


Estimating Materials Is Club Topic 

MiILwaukKE#E, Wis., April 22.—An open forum 
of discussions relative to problems of “listing 
materials for jobs” constituted almost the en- 
tire program of the Eastern Wisconsin Lum- 
bermen’s Club, which met at the Republican 
Hotel, Milwaukee, April 23. 

The session was begun with short remarks 
by President Otto E. Lay, of Kewaskum, Wis., 
and Secretary A. T. Jacobsen, Menominee Falls, 
Wis., after which Martin F. White, a registered 
architect associated with the Wilbur Lumber 
Co., West Allis, delivered a comprehensive talk 
on the principal topic of the meeting, including 
such matters as the reading of blueprints and 
estimating of materials. 

Nearly all questions asked received the at- 
tention of Mr. White, athough all the other 
members participated, and solutions were pro- 
posed for posers which perplexed many of the 
members in connection with prospective jobs. 


Lumber Course Grows in Interest 


CoLumBus, Onto, April 22.—With interest 
in the extension course in lumber education, 
sponsored by the Wholesale Lumbermen’s Club 
of Columbus gradually expanding, many lum- 
ber associations are writing in to the committee 
on arrangements for information on the set-up 
and methods of organizing the course. This 
brought out at the eighth lecture in the course 
held at the Neil House, April 19, when E. C. 
Callanan, manager of the wholesale depart- 
ment of the W. M. Ritter Lumber Co., and a 
former president of the club, reported the pub- 
licity given the course at the annual conven- 
tion of the National-American Wholesale 
Lumber Association at Washington, D. C., re- 
cently. 

Benjamin R. Ellis, field representative of the 
Southern Cypress Manufacturers’ Association 
was the lecturer, last Friday, on the subject of 
the growing, logging, manufacturing and curing 
of cypress. 





ILtinors manufactures ukuleles for Hawaii, 
guitars for China and banjos for Dixie. Chi- 
cago is the largest musical instrument market 
in the world. 








April 
—_ 








, 1929 
Opera. 


which 
ng, of 
presj- 
S pre- 
€ last 
of Co. 


€ ses- 
arbj- 
more 
g and 


ets 


first 
Lum- 
10Mo0- 
lining 
nt R, 
erved 
Dutine 


was 
Wis- 
who 
State, 
ident 
Vities 
1 the 
work 
itory. 
al of 
had 
en of 
ames 


pic 

orum 
sting 
: en- 
um- 
lican 


arks 
Wis., 
‘alls, 
ered 
nber 
talk 
ding 
and 


at- 
ther 
pro- 








April 27, 1929 


AMERICAN LUMBERMAN 


65 





Lumber News From Pacific Coast 


Timber Sale Depends on Railroad 


SEATTLE, WaASH., April 20.—Withdrawal by 
the Federal forestry officials of plans to sell 
timber on the Queets, Hoh, and Bogachiel 
watersheds until a common carrier railroad is 
built from Grays Harbor north to the Hoh 
River on the Olympic peninsula was announced 
at Hoquiam last Monday following a hearing 
of lumber interests with C. M. Granger, Fed- 
eral forest supervisor of the district. On this 
assurance Grays Harbor lumbermen withdrew 
a request for allocation of 17,500,000,000 feet 
of timber in the Olympic national forest. 

The Government took the stand that more 
complete use of forest products, especially 
hemlock and spruce for pulp making, must be 
provided before timber cutting in the national 
stands can be permitted. Harbor lumbermen 
believe this is tantamount to approval of the 
proposed 60-mile extension north from Grays 
Harbor. The Northern Pacific and the Union 
Pacific are now seeking permission from the 
State and Interstate Commerce Commission to 
construct this line. 

At the Hoquiam hearing northwestern Wash- 
ington interests were represented by T. F. 
Trumbull, of Port Angeles, of the Bloedel Don- 
ovan Lumber Mills, and W. G. Abel, of Mon- 
tesano, representing the Simpson Logging Co., 
of Shelton. The northern lumbermen are in 
agreement that the Quinault, Queets, and 
Humptulips timber is tributary to Grays Har- 
bor, but will fight for the timber north of the 
Hoh River. They particularly were opposed 
to allocation of timber to Grays Harbor. 

Mr. Granger stated at the hearing that cut- 
ting of timber in Federal forests, according 
to Government policy, will have to be done on 
the sustained yield basis. 

The Grays Harbor allocation committee was 
composed of W. C. Mumaw, C. G. Blagen, 
Frank H. Lamb, William Corkery and W. H. 
France. 


Agree on Joint Set of Grading Rules 


PorTLAND, Ore., April 20.—The grading rules 
committees of the California White & »Sugar 
Pine Manufacturers’ Association and the West- 
ern Pine Manufacturers’ Association at a meet- 
ing held at Bend, Ore., on April 16 authorized 
the immediate publication of a joint set of 
grading rules, recently approved at the general 
meetings of each association. 


Francisco, Calif., or the Western Pine Manu- 
facturers’ Association at Portland, Ore. 

This action, which will unify the grading of 
California pines and Inland Empire woods for 
the first time, is an important forward step 
that will undoubtedly redound to the benefit of 
the soft-textured pine interests and be helpful 
to the lumber trade generally. 

The representatives attending the Bend meet- 


Lecture on Fire Prevention 


Vancouver, B. C., April 20.—Owing to the 
very light precipitation in British Columbia to 
date, weather authorities predict that the com- 
ing season will be a very hazardous one from 
a fire standpoint. In order to mitigate the dan- 
ger arising from carelessness with fire in the 
woods, the Canadian Forestry Association has 














Start of the two lecture parties on their 13,000-mile tour of British Columbia in the interest of 
fire prevention 


ing were W. G. Kahman, chairman, California 
pine grading committee; C. Hornibrook, W. P. 
Sexton, V. E. Johnston and B. Scott, for the 
California Pine association, and M. T. McGol- 
drick, chairman of the western pine grading 
committee; Ben Hamilton, E. F. Tobin, and 
N. L. Cary for the western pine association. 


(@gf2@@e@¢e220822 


Los Angeles Firm Incorporates 


Los ANGELES, CALir., April 20.—The George 
F. Weis Lumber Co. has been incorporated 
here with a capital stock of $100,000 and will 
operate in future under name of George F. 
Weis Lumber Co. (Inc.), with main office and 
yard at 829 E. 59th- Street. The company 
conducts a general wholesale and retail hard- 
wood lumber business and will also deal ex- 
tensively in all of the West Coast woods. 
George-F: Weis, president of the incorporated 
company, is a native of Memphis, Tenn., and 
was reared there. For a number of years he 
was engaged in the hardwood industry in the 
South. Thomas G. Ross, secretary and treas- 
urer of the company, has had a thorough 











Joint grading committee, representing the California White & Sugar Pine Manufacturers’ Asso- 


ciation and the Western Pine Manufacturers’ Association. 
Hamilton, C. Hornibrook, M. T. McGoldrick, V. E. Johnston. 


Bottom row, left to right: Ben 
Top row, left to right: B. 


Scott, W. P. Sexton, W. G. Kahman, E. F. Tobin and N. L. Cary. : 


These rules will become effective July 1, 1929, 
and supersede the current rules of the two 
associations. 

Copies of the new rule books may be pro- 
cured from either the California White & 
Sugar Pine Manufacturers’ Association at San 


schooling in West Coast woods, having spent 
several years in the industry in the North: 
west and the last five or six years in the Los 
Angeles district. The company plans to handie 
dimension and glued-up stock also, as well as 
hardwood flooring and panels. 


already started aggressive and far-reaching 
campaigns designed to carry the message of 
forest fire prevention into every community in 
the Province. 

Campaigns for the current season were offi- 
cially inaugurated by C. A. Cotterell, vice 
president of the association, and the board of 
directors at a meeting held in Vancouver on 
April 10. Two lecture parties traveling in spe- 
cial auto trucks have already started out on a 
13,000-mile tour of the Province. Each truck 
is a complete unit, being equipped with mov- 
ing picture machines, films, lighting plant and 
publicity matter, and each is in charge of an 
official forester. 


Completes New Plant 


GLENDALE, OreE., April 20.—The Glendale 
Lumber Co., of this city, for more than a score 
of years the principal industrial plant here and 
operating continuously a sawmill plant during 
that time, has recently completed a new plant, 
which will take the place of the older one. This 
is the newest addition to the list of modern 
sawmill plants along the Pacific coast. A. A. 
Snyder, president and general manager of this 
company, has operated in Glendale ever since 
he was a boy, and the continued growth of this 
business is a tribute to his ability as a lumber 
manufacturer. In addition to Mr. Snyder the 
personnel of the company is Fred Fisher, sec- 
retary; M. D. Zwight, treasurer; and C. A. 
Thomas, superintendent. 

The new plant has three times the capacity 
of the former plant. It is equipped with mod- 
ern machinery, including a band mill, carriage, 
steam feed and log turners, transmission ma- 
chinery, and edgers. The mill foundations 
were heavily constructed on an ideal site for a 
sawmill, and the operation is backed up with 
an adequate supply of timber to last for many 
years. The mill will have an annual capacity 
of 25,000,000 feet. 

The company’s timber supply, always the 
most important feature of any operation, is 
about one-third high grade California white 
and sugar pine, the latter forming the largest 
percentage of the pine. The balance is Doug- 
las fir. The company-.in manufacturing its fir 
cut especially for structural timbers, long joist 
and long dimension, as the timber is admirably 
suited for these purposes, being a sound, tight- 
knotted grade. White and sugar pine is manu- 
factured in all grades, but as it is particularly 
large the company caters especially to heavy 
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750,000 Railroad Ties 


National Forest Timber 
FOR SALE 


LOCATION AND AMOUNT. All the mer- 
chantable live timber marked or desig- 
nated for cutting on an area embracing 
about 8,300 acres in Townships 13, 14, 
and 15 S., Range 5 E., Montana Meridian; 
Township 14 N., Ranges 44 and 45 E., 
Boise Meridian, South Fork of Madison 
River Drainage, Madison and Targhee 
National Forests, estimated to be 750,000 
railroad ties, more or less, of lodgepole 
pine and an unestimated amount of 
Englemann spruce and douglas fir rail- 
road ties. 

STUMPAGE PRICES. The lowest rates con- 


sidered, 10c each for standard railroad 
ties and 3c each for railroad ties of 
smaller size. In addition to stumpage 


payments a deposit of 2%c per tie must 
be made to cover cost of slash disposal 
to be done by the Forest Service, and a 
further deposit of 2.2c per tie on the first 
450,000 ties cut must be made to cover 
the cost of constructing a road from the 
townsite of West Yellowstone to Timber, 
by the Forest Service. 

DEPOSIT. $2,500 must be deposited with 
each bid to be applied on the purchase 
price, refunded, or retained as liquidated 
damages, according to conditions of sale. 

CONDITIONS. Each bidder must submit 
with his bid a statement of his financial 
resources, including the funds available 
for use on this project, and, before final 
award, the person or company submitting 


the most acceptable bid will be required 
to show that he has immediately avail- 
able or will have available as needed suffi- 


cient funds to provide the improvements, 
equipment and working capital necessary 
to enable him to meet the requirements 
of the agreement. 

FINAL DATE FOR BIDS. Sealed bids will 
be received by the District Forester, Mis- 
soula, Montana, up to and not later than 
2:00 P. M., July 1, 1929, and will be 
opened immediately thereafter. 

The right to reject any and all bids is 


reserved. 

Before bids are submitted full informa- 
tion concerning the character of the tim- 
ber, cenditions of sale, deposits, and the 
submission of bids should be obtained from 


the District Forester, Missoula, Montana, or 
the Forest Supervisor, Sheridan, Montana. 
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T HE relative merits and costs of various types 
of construction are fully explained in the 
Hool and Johnson 2-volume “‘Handbook of Build- 
Ing Construction.” Covers fully principles, 
methods, costs, etc. Illustrated, 1474 pages, 
$10.00 postpaid. Address American Lumberman. 
431 So. Dearborn St., Chicago, Ill. 


pattern lumber and factory grades, cutting 
largely 10/4, 12/4 and 16/4 shop and selects. 

In addition to being engaged in the manu fac- 
ture of lumber, the company is also engaged in 
the retail business, not only at Glendale, but 
with yards at Stockton and Lodi, Calif. 

Although the sawmill plant has been in opera- 
tion since the latter part of March, the formal 
opening will not be held until May 1. That is 
to be a gala day for southern Oregon, as on the 
day Glendale will stage a jubilee, marking the 
opening of the new mill at that place. This is 
to be a real May-day celebration, in which 
many other communities of the district will 
take part, the city of Roseburg having planned 
to send at least a thousand people to Glendale 
for this event. A full day’s program, which, 
in addition to the usual picnic, Maypole, base- 
ball games, and other entertainment, will in- 
clude a trip through the new sawmill plant, is 
an indication of the community’s realization of 
the importance of this new industry to their 
welfare. 


Hoo-Hoo 


Tell Benefits of Hoo-Hoo Membership 

SEATTLE, WAsH., April 20—A vivid picture 
of what a large and enthusiastic Hoo-Hoo 
membership can do for a community and the 
lumber business was painted here at noon 
Vednesday by Melvin M. Riner, of Kansas 
City, Snark of the Universe of Hoo-Hoo, in 


es 


Reforest Because in Industry to Stay 


PorTLAND, Ore., April 20.—Franklin w, 
Reed, of Washington, D. C., industrial for. 
ester for the National Lumber Manufacturers’ 
Association, was in Portland this week jn 
connection with a national survey he is mak. 
ing of the reforestation practices of the prin- 
cipal timber operators. At the same time, 
Arthur C. Horner, of San Francisco, manager 
of the western division of the association and 
in charge of trade extension work on the Pa. 
cific coast, was here. They made their head- 
quarters in the offices of E. T. Allen, forester 
for the Western Forestry & Conservation As- 
sociation and advisory forester for the Na- 
tional Lumber Manufacturers’ Association. 
Larger lumber operators show an increasing 
tendency to provide ways and means to refor- 
est, Mr. Reed believes. He says he has found 
a marked change in the views of the lumber 
manufacturers in the last five or six years, 
They are now apparently in the industry to 
Stay. 


Activiti 
He asked the men present to plan a serviceable 
program right away. He instanced an actual 
co-operative effort in Oregon through which 
a fire chief, openly against shingle roofing, be- 
came deaf and dumb at a fire chief’s convention 


when it was brought home to him that 60 per- 
cent of his State’s payroll came from lumber. 








Above picture shows officers and directors of the Buffalo Hoo-Hoo Club, taken at a meeting 
when final arrangements were perfected for the Hoo-Hoo entertainment held on April 16, 


report of which was printed in the April 20 issue of the AMERICAN LUMBERMAN. 


From lefi 


to right these are Harry L. Abbott, Nelson T. Montgomery, Charles J. Ambs, Oliver J. Veling, 
Harry E. Gosch, Franklin A. Hofheins, Fred M. Sullivan, and L. N. Whissel. 





an address before fifty lumbermen, at a lunch- 
eon at the Olympic Hotel arranged by the 
West Coast Lumbermen’s Association. 


Introduced by Col. W. B. Greeley, secretary- 
manager of the association, Mr. Riner prefaced 
his speech with an analysis of his own busi- 
ness and the difficulties it confronts. He 
stressed fellowship among lumbermen instead 
of the feeling that others in the industry were 
competitors. He complimented work of the 
association and paid tribute to President Hoo- 
ver’s efforts to standardize lumber. 


He outlined two great needs; one, the neces- 
sity of the consumer having a real knowledge 
of lumber and, second, the need for co-opera- 
tion among individuals in association work, for 
“out of association comes the industry.” He 
traced the history of Hoo-Hoo and told of some 
of its outstanding accomplishments. 

Parson P. A. Simpkin, chaplain and field 
worker of Hoo-Hoo, followed with a short 
but fiery talk in which he declared that what 
the lumber industry needs is brains and work. 


Efforts of the two speakers have resulted in 
local activity to make more effective the local 
Hoo-Hoo group, which about four years ago 
had nearly 300 active members. 


SASS E2224448: 


Oakland Club Meeting 


OAKLAND, Catir., April 20—Hoo-Hoo Club 
No. 39 held the best meeting of the year here 
last Monday night at the Athens Athletic Club. 
President H. S. Morton opened the meeting 
but turned the gavel over to C. I. Gilbert. This 
was father and son night, and the youngsters 
thoroughly enjoyed. themselves. William N. 
Friend, postmaster of Oakland, gave a talk on 
“Bringing Up Father.” F. L. Parker, who re- 
cently returned from Honolulu, told about the 
good time he had on the trip. A. B. Johnson, 
jr.. gave a brief account of the concatenation 
held in San Francisco last month during the 
visit of the Snark of the Universe. Special 


entertainment added to the merriment of the 
occasion, and the prizes were distributed among 
the sons present, 
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Lumber News of the East 


Announces Retirement from Business 


New York, April 22—Joseph F. Murphy, 
one of the veterans of the New York lumber 
trade and one of the best known figures in the 
industry in the East, announced today that his 
firm, the J. F. Murphy Lumber Co., will retire 
from business on July 1 next. Mr. Murphy 
said he would take a rest of at least two years 


‘and might return to the lumber business at the 


end of that time. 
The firm’s decision to retire from business 
resulted from the city’s acquirement of the 
lumber yard site, located at the foot of Thirty- 
fourth Street, for purposes of constructing the 
new overhead automobile highway. The com- 
pany had leased the site from the New York 
Central Railroad, which turned it over to the 
city. The plans for the highway so divided 
the Murphy property that no room would be 
left for lumber sheds. 
Strangely enough, 
when the firm moved 
to the present location 
eight years ago, it was 
compelled to vacate its 
old property at 520-524 
Thirty-fourth Street by 
the construction of a 








JOSEPH F. MURPHY, 
New York City; 
Who Will Retire I'rom 
Business 





new building. The com- 
pany was organized, 
with Mr. Murphy as 
president, twenty - two 
years ago and opened 
its first establishment 
at Fifty-eighth Street 
and Eleventh Avenue. 

Mr. Murphy was born on Thirty-fourth 
Street and entered the lumber business forty- 
four years ago with the old firm of G. L. 
Schuyler & Co., where he remained for seven- 
teen years. Subsequently he was employed by 
John C. Orr & Co., leaving that firm to start 
his own business. 

Mr. Murphy served three terms as president 
of the New York Lumber Trade Association 
and has been extremely active in the organiza- 
tion’s affairs before and after his terms of 
office. 

I don’t like to quit the lumber business, 
Mr. Murphy told a representative of the 
AMERICAN LUMBERMAN today. I have found a 
great deal of pleasure in the hard work that 
my duties have required. While I retire with 
regret, I nevertheless believe that a man ‘vho 
has had a measure of success and can afford 
to do so, should spend his latter years in 
leisure. I have no immediate plans for re- 
suming business, but I am leaving the coor 
open so I may return if I desire to do so. 





Mr. Murphy said it would require several 
months to clean up the business and at the end 
of that time he planned to take a long trip. 


Returns From European Trip 


PHILADELPHIA, PA., April 22—Thomas E. 
Coale and G. H. Hervey, president and vice 
president of the Thomas E. Coale Lumber Co., 
are again mingling with the trade in this terri- 
tory after their return from an extended trip 
to Europe. 

They spent a week in Germany, studying con- 
ditions there as applying to the American hard- 
wood trade and report that they found the 
quantity now being used small as compared to 
that in previous years. Some American hard- 
woods are being sold, however, and they booked 
some business while there. From Germany they 
went to Holland, where they found a lot of 


American hardwood being used, but prices being 
paid are not very satisfactory to the American 
shipper. However, they succeeded in booking 
orders for a few cars, at satisfactory prices. 

A short visit was made in Antwerp, from 
which point Mr. Coale and Mr. Hervey went 
to Paris for a short rest period and then to 
London. Here the Thomas FE. Coale Lumber 
Co. is represented by Robert McLean and a 
number of customers who are well pleased 
with the stock shipped them by the Coale com- 
pany. From London, Mr. Hervey and Mr. 
McLean went up into Scotland and also visited 
Liverpool, Manchester, Hull and other cities, 
during the course of which trip a number of 
nice orders were booked. Mr. Coale, because 
of an illness, did not accompany them on this 
part of the journey but remained in London 
for treatment, as a result of which he reports 
his physical condition better than it has been 
for a long time. 

Mr. Coale’s many friends throughout the 
lumber industry will be glad to learn of the 
success of his trip to Europe and of his im- 
proved physical condition. 


Building Officials in Conference 


PittspurGcH, Pa., April 23.—More than 300 
building officials, representing nearly 200 of 
the principal cities in the United States, are 
in attendance at the fifteenth annual conven- 
tion of the Building Officials’ Conference of 
America being held this week at the William 
Penn Hotel here. Robert Knight, deputy 
building commissioner of Chicago, is presi- 
dent of the conference. There are a large 
number of building materials exhibits at the 
hotel in connection with the convention. 


Africans Urge Retaliatory Tariff 


Wasuincton, D. C., April 23.—The whole 
world is interested in the proposed changes in 
present American tariff rates. This is shown 
from the following editorial, published in the 
Nigerian Daily Times, Lagos, West Africa: 


We understand on the best authority that in 
October next the American Government in- 
tends to impose heavy duties on palm oil and 
palm kernel oil imported into the United 
States. It is needless to say that the proposed 
tariff will have a most disturbing effect on 
the world market in palm oil and palm kernels, 
and this, in its turn, will seriously affect 
prices of palm products in this country. 

We think our Government should take im- 
mediate steps in this matter with the American 
Government and, if the latter insists upon 
carrying out the proposed tariff, then to make 
it quite clear that we shall retaliate by im- 
posing a duty on American cars and lorries 
and American timber, in both of which we are 
doing a large and growing business with the 
United States. 


John K. Gordon, Washington representative 
of the Bureau of Raw Materials for American 
Vegetable Oils and Fats Industries, comment- 
ing on the matter, says: 

These people on the west coast of Africa 
have very little with which to pay for exports 
from the United States except palm oil and 
palm kernel oil. It is just possible that some 
of our people may be able to heip to keep a 
duty from being placed on these two articles 
and if so it is obvious that it will be mutually 
beneficial. There is no question of competition 
of these West African products with American 
products, as our oil and fat supply in this 
country is being used entirely for edible pur- 
poses, whereas the importations from the 
West Coast of Africa are altogether for in- 
edible usage. They are used in the manufac- 
ture of soap, tin plate, rubber, stearic acid, 
roofing pitch, lubricating grease etc. 


Sea eae aeaeeaaeaaaanae 
THE GREATEST distance manufactured gas is 


piped in Illinois is 85 miles, from Joliet to 
Harvard. 








Rust-Owen Lumber Co. 


DRUMMOND, WIS. 





Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods. 


White Pine Pattern, Flask and 
Shop Lumber our specialty 











Drewed “EXTRA STANDARD” 








JACKSON & TINDLE, Inc. 


Mills at Pellston and Munising, Mich., and Jacksonboro, Ont. 


MICHIGAN HARDWOODS 
Good, Well Assorted Stock 
DRY PINE and HEMLOCK 
Prompt Shipments. 


Main Office, BUFFALO, N.Y. 


Sales Office: 605 Murray Bidg.,Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7. 


IMENSION LUMBER 


AND 


MAPLE FLOORING 
25/32 x 2% Face in 
First, Second and Third Grade. 
Brown Lumber Company 


Main Office: MANISTIQUE, MICH. 
Branch Office: 
1402 Eaton Tower, Detroit, Mich. 

















Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 


17 17 
VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 


























Manufacturers of 17 different species 
of Northern Hardwoods 
17 17 
2 a 
Surface Measure 


| ESTIMATOR 


Anew gublicaice covering in the most complete 
manner the whole field of surface measure as ap- 
plied to rapid oomneting of contents of fractional 
sizes of lumber, veneer, fibre boardand stock used 
in the manufacture of interior and exterior finish, 
els, doors, sash, blinas, door and window 
‘ames, etc.,etc. Send for circular containing 
sample pages. 


Pocket Size (454 x 6%4’’) $5.00, Postpaid. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 
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This Idea 
Is Worth 
DOLLARS 


and Cents 


eciFice TION 

PROTECTION 
POLICY 
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Think of the sales getting in- 
ducement of being able to say to 
your customers, “The Home WE 
offer you is backed by a specifica- 
tion protection policy which 
guarantees you in black and white 
that materials and construction 
will be exactly as represented.” 

You can do this by using the 
Specification Protection Policy 
illustrated above. This covers the 
history of the home from the 
excavation of the foundation, 
thru every step in construction, 
to the finished job. 

In selling his home the owner 
has a decided advantage in that 
this policy gives him definite, 
convincing proof to offer buyers 
regarding all materials and con- 
struction. 

Customer confidence in you is 
half the sales battle. This policy 
creates it. Start offering a Pro- 
tection Policy today with every 
house bill you sell. You'll find 
this idea worth real dollars and 
cents in the extra business it’ll 
bring you. SEND NO MONEY! 
JUST MAIL THIS COUPON. 
AMERICAN LUMBERMAN, 

431 South Dearborn St., CHICAGO, ILL. 

Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 


to remit 50c to cover cost of this sample or 
return same to you. 











Lumber News From South 


Consumer Solves Crating Problem 

New Orteans, La., April” 22.—A unique 
plan by which the Advance Rumely Co. of 
LaPorte, Ind., manufacturer of power farming 
machinery, saved several thousands of dollars 
when it was found impracticable to provide 
warehousing facilities has been called to the 
attention of the Southern Pine Association. 

A large order for farm machinery was re- 
ceived for shipment on a specially designated 
date. As the order was not for a standard 
lot of material, it was found impracticable tu 
provide adequate storage facilities for the short 
time needed before crating the machinery for 
shipment. 

The problem was solved in a satisfactory 
manner by crating the machinery as it was 
manufactured and then storing it on the load- 
ing dock until the entire order was ready for 
shipment. 

When investigating this incident, Reding Put- 
man, field representative for the Southern Pine 
Association, reported that officials of the Ad- 
vance Rumely Co. stated that an added advan- 
tage was found in the fact that by crating 
immediately on manufacture the machinery 
handling costs were lowered.~ It remained in 


ager of the Gloster Lumber Co., that short 
straw pine will attain sufficient growth from 
a seedling in fifteen years to become merchant- 
able timber. 

When his observations convinced him that 
growing timber as a crop was not only prac- 
tical but profitable, Mr. Anderson presented his 
plan to his company, with the result that it was 
decided not only to block off holdings of the 
company in units for the production of more 
timber, but to organize associate companies for 
the purchase of additional land, One of these 
is the Southern Forests Products Co., which 
purchased a block of 21,000 acres for the grow- 
ing of timber and started putting a plan for 
reforestation into effect. The plan is simplicity 
itself, being only “keep out the fires and let 
nature do the work.” Dairying is to be en- 
couraged and hunting prohibited, 


Fills Unusual Cypress Order 


NASHVILLE, TENN., April 22.—Wood is play- 
ing an important part in connection with the 
construction of the Parthenon, a building in 
Centennial Park, this city, which was orig- 
inally constructed in the ’90s as part of a tem- 
porary exposition group but which has been 





[ 











Crating saved need for a special warehouse for this large order of farm machinery while await- 
ing shipment 


better condition than if it had been stored 
before crating. 

Some of the crates, built of southern pine, 
were exposed to the weather for almost a 
mouth before shipment. On examination, how- 
ever, 1t was found that the machinery was in 
perfect condition in spite of several heavy snow- 
stormis and continual rains. 

The Advance Rumely Co. uses approximately 
3,000,000 feet of southern pine each year for 
export crates alone. No. 2 common shortleaf 
is used for sheathing and No. 1 common long- 
leaf southern is required for the framing. 

Recent industrial investigations by the South- 
ern Pine Association have disclosed that ap- 
proximately 90 percent of all heavy machinery, 
including automobiles, trucks, tractors, and 
threshing machines, is shipped in containers and 
crates built of southern pine. 


Perfects Reforestation Plan 


Jackson, Miss., April 22—With the timber 
supply of Mississippi fast disappearing, the 
question of replacing its greatest natural re- 
source is becoming more and more pressing. 
One large lumbering concern of southwest 
Mississippi, the Gloster Lumber Co., of Gloster, 
with holdings of almost 100,000 acres in three 
counties, has set itself to the task of indefinite 
operation of its plant by growing crops of tim- 
ber through a carefully worked out plan of re- 
forestation which includes a program for fire 
prevention and game conservation. It has been 
definitely established by B. E. Anderson, man- 


left standing and is now being made into a 
permanent building to be used for a municipal 
art gallery. The work is under the direction 
of Mr. Hart, of Hart, Freeland & Roberts, 
architects and contracting engineers. Mr. Hart 
is a member of the American Institute of Ar- 
chitects and is supervising architect of the 
work being done on the Parthenon. His aim 
has been to make the complete building as 
nearly an exact replica as possible of the orig- 
inal Parthenon at Athens. His research has 
established the fact that the original building 
had a marble slab roof, supported by large 
wooden beams, these beams being of cypress 
or cedar of Lebanon. He therefore has de- 
cided to use cypress for the ceiling beams and 
the framework supporting the glass lights be- 
tween the beams. His idea was to use tide- 
water red cypress in one-inch stock to build a 
three-sided false beam to enclose the steel 
channels which will actually support the roof. 
The architect desired to avoid any end joints 
by using stock 34 feet long, as he believes 
that end joints would destroy the effect of a 
continuous solid beam. 

An inquiry as to a source of supply for this 
lumber was sent to the National Lumber Man- 
ufacturers’ Association, which immediately sent 
one of its field men to make an investigation. 
Through J. O. Kirkpatrick & Sons, at Nash- 
ville, a quantity survey was made and a list 
of the quantities and sizes of lumber required 
was prepared and sent to the Southern Cypress 
Manufacturers’ Association. While cypress 
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lumber is not sawed in length as long as 34 
feet and as all of this material had to be spe- 
cially sawn and kiln dried, it was necessary 
to find a mill that had unusual facilities for 
taking care of an order of this kind. The as- 
sociation was able, however, through the co- 
operation of M. L. Fleishel, president of the 
Putnam - Lumber Co., to have this bill made 
a special order at the great plant of that con- 
cern at.Shamrock, Fla. The logs were care- 
fully selected and the lumber manufactured in 
the pine mill of the company and then put into 
the dry kilns. Some exceedingly difficult me- 
chanical problems have been encountered in the 
manufacture and kiln drying of this lumber, 
and there probably is not another mill in the 


country that could have handled this schedule 
as it is being handled there, the particular 
arrangement of the mills and the unusual facili- 
ties provided there making it possible to fill 
almost any requirement in either cypress or 
pine. This lumber is now in the process of 
drying at Shamrock, Fla., and soon will be 
shipped to the millwork plant of J. O. Kirk- 
patrick & Sons, who will complete the mate- 
rial for use in this interesting building. 

In addition to the cypress for the beams and 
other purposes, Tennessee red cedar is to be 
used for the moldings, thus carrying out the 
architect’s idea of a reproduction of cypress 
and cedar as used in the original Parthenon 
in Athens. 


Facts in the Lumber Business 


(Continued from page 45) 


certain what price consumers of lumber for its 
various purposes can afford to pay for lumber, 
before they can afford to use some substitute 
material? Or for that matter to ascertain in 
each important consuming industry what satis- 
factory substitutes, if any, are available? 


Relative Position of Lumber 


Thirteenth: Exactly what substitutes for 
lumber are available in each of its important 
uses? In what markets and in what volume 
are these substitutes available, and at what com- 
parative price differentials? We are making 
substantial headway in the study of lumber and 
substitutes in terms of their comparative phys- 
ical and mechanical properties. It is important 
that the industry have also a similar comparison 
of lumber and its substitutes in terms of avail- 
able supply in important markets and in terms 
of comparative prices. 


Fourteenth: What, in terms of specific con- 
sumer’s uses, are the sources of lumber demand? 
We know from actual catalog that there are 
between 4,000 and 5,000 distinguishable con- 
struction or industrial uses for lumber. How 
do these uses rank in importance? What grades 
do they use? Which are the most solidly forti- 
fied against encroachment by competing mate- 
rials? Which uses of lumber are wavering? 
Which are lost? 

There are 48 wood-using industries using an- 
nually ten million feet or more of lumber, in- 
cluding softwoods and hardwoods. The wood 
box and crating industry is the largest; then 
furniture and automobile body manufacture. A 
study of the comparative position of lumber 
and substitutes for lumber, in each of these im- 
portant wood-using industries aggregating now 
over ten million feet of annual lumber consump- 
tion and potentially an even larger volume, 
would undoubtedly add greatly to the ability of 
the lumber industry to keep its products in ex- 
tensive and profitable use in these industries, 
and in a satisfactory assortment of grades. 

All of these prospects, and many others which 
might be added thereto, are, I know, of little 
account, and all of these prospective possibili- 
ties will continue to be of interest largely on 
paper, if the lumber industry does not keep its 
production in control. Notwithstanding that 
the lumber industry is becoming more and more 
of a wood conversion industry and less and less 
of an exclusively sawmill business, sawed lum- 
ber is, and will continue for a long time to 
come, the back-bone of the lumber business. 
The meat packing industry went through the 
same period of transition many years ago. The 
diversified utilization of packing house by- 
products is now concentrated in a relatively 
small number of plants strategically located and 
in highly centralized ownership and control. 
But there are hundreds of slaughter houses 
whose facilities do not enable them to compete 
with the meat-packers in by-products utiliza- 
tion, but who are able, nevertheless, because of 
local advantages, to maintain themselves in com- 
petition with the products of the distant meat- 
packer. 


Peril of Self-Complacency 


A parallel development, I believe, is likely to 
characterize the years ahead in the lumber busi- 





ness. There is an opportunity for real economic 
statesmanship in the lumber industry. Much 
can be done now to find the underlying trends 
and currents to which the lumber industry, if 
it is to continue as a vital part of American 
industry, must adjust itself. The operating 
head of one of the greatest modern industrial 
enterprises, the Radio Corporation of America, 
recently said: “The greatest danger to any in- 
dustry in the world is self-complacency.” The 
lumber industry must not permit itself to be- 
come the victim of such a fault. 

The physical possibility of more extensive 
utilization of the by-products of logging and 
lumber manufacture has long been recognized. 
The limiting factor has been the opportunity 
for profitable marketing of by-products. With 
the vast increase in the past decade in the di- 
versification of American industry, the con- 
stant advance in purchasing power, and the im- 
provements in the facilities for the transporta- 
tion of commodities, the economic possibility 
of successful marketing of the by-products of 
the lumber industry, seems to deserve more ex- 
tensive study than it has had. The National 
Committee on Wood Utilization, organized by 
Mr. Hoover, as secretary of commerce, has 
stimulated thought, interest and action in this 
direction. Increasing interest is manifest within 
the lumber industry itself in the physical and 
economic possibilities of the utilization of its 
by-products, constituting in volume 60 percent 
of the standing timber which it uses. 


Diversified Wood Utilization Prospects 


The physical analysis of wood is of course a 
new conception to most lumbermen. But if 
there is in the wood cell the vast potential 
wealth which the scientists say is there, then 
that industry is merely blind which closes its 
eyes to the possibilities of industrial progress 
thus opened. 

Nearly all of the mechanical characteristics 
and many of the chemical properties of .wood 
are derived from its fiber substance, cellulose. 
Wood cellulose chemistry has already produced 
finer “cotton” than cotton itself. An acre of 
land in timber will produce four times as much 
cellulose annually as will the same acre of cot- 
ton. Wood cellulose has produced a hard “rub- 
ber,” as resilient, more impervious to moisture, 
more shock resistant and apparently more dur- 
able than rubber itself. Wood today is the 
source of over 60 percent of the rayon which 
in turn is making life miserable for silk. Some 
of the sharpest competition which lumber is 
meeting today is from fiber boards. But wood 
makes the best fiber boards known, and if prop- 
erly organized and developed can meet this 
competition on more than equal terms. 

Many lumbermen who expect to be in busi- 
ness for only a few years more may of course 
discount the importance of such prospects as 
these. But those who have large timber hold- 
ings or who expect to continue for a substantial 
period, or who contemplate perpetual. operation, 
may not wisely do so. Some I am aware will 
describe these prospects as imaginative; or as 
impractical. The same was said in the meat- 
packing business when enterprising packers be- 
gan to develop methods of saving everything 
but the pig’s squeal. Today the scoffers are out 
of business and the dividends of the meat-pack- 


Dependable Protection at 
low cost coupled with a 


long record of successful 
and satisfactory service 
makes the Lumber Un- 
derwriters a very desir- 
able exchange for Lum- 
bermen. 


— 


‘LUMBER ° 
UNDERWRITERS 


A.B.BANKS & CO., Mars. 


LITTLE ROCK . ARKANSAS 


WEEDS need not 


cause fires....destroy 
them this easy way !!! 


Simply dilute 1 gallon of Wilson’s Weed Killer to 40 
gallons of water and just sprinkle around your lumber 
piles and buildings. .. at the mills or in your yards. One 
good application a year is sufficient. This is cheap fire 
insurance! Send in a trial order today! 1 Gallon $2.00; 
5 Gallons $8.00; 10 Gallons $15.00; 25 Gallons $30.00; 
50 gallons $50.00; freight allowed on 5 gallons or over, 
East of the Mississippi River. 




















Booklet mailed on request. 


Department R 


SPRINGFIELD, NEW JERSEY 


| Fix Your Credit tout 


in Advance 


You can state pretty accurately every 

item in your over-head expense but one 

—your credit loss. That you can only 

guess at. And how often you miss the 

mark, you, only, know! Because of pres- 

ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyhoiders 
The American Credit-Indemnity Co. 
OF NEW YORK 
511 Locust St. 220 So.State St. 537 Mer. Exch. Bidg, 
St. Louis, Mo. Chicago, Ill. San Francisco, Cal. 
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Do You Want New Customers? 
Here’s the Way To Get Them 


Install a Foley Automatic Saw Filer and file 
their saws for them. Your old customers will 
come back oftener and it will bring new ones 
in. And saw users will buy lumber. 


FOLEY«incSAW FILER 


Lumber yards have found a Foley Saw Filing Service 
increases their business. Lumber buyers use saws, and 
they’d like to have SHARP saws. 

The Foley files all kinds of hand saws, band saws 
%” to 4%” wide and cross-cut circular saws 3” to 
24” diameter, with standard 3-cornered taper files. It 
AUTOMATICALLY makes every tooth uniform in size, 
height and spacing at the same time it files. Every 
tooth cuts—that’s why Foley Filed saws cut better and 
stay sharp longer. 


Write for complete information 

about the Foley Automatic Saw 

Filer, and how it will increase 
your business. Do it NOW! 


FOLEY SAW TOOL CO., Inc. 


127 Main St., N. E., Minneapolis, Minn. 











Wire Rope for 
Logging 


By whatever method logging is 
done, the best means is HERCU- 
LES (Red-Strand) Wire Rope. It 
has been successfully used for such 
work ever since logging has been 
done with mechanical equipment. 
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Established 1857 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York, Chicago 


Denver 
San Francisco 
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ers are paid by the by-products. The late Dr. 
Steinmetz, wizard of the General Electric Co., 
was “panned” as a crank’ when years ago he 
predicted the wide ramification and diversifica- 
tion of the domestic and industrial uses of elec- 
tricity. But the facts have already exceeded 
his own predictions. 


Looking Ahead 


In the automobile industry the greatest 
progress has been made by institutions which 
have deliberately sought the facts by which 
they could visualize the prospects of their in- 
dustry for many years ahead. The Studebaker 
Corporation with the background of a great 
business built on horse-drawn vehicles, saw 
with the advent of the automobile the prospect 
of the inevitable decline of a major part of its 
oldest and most time-honored business. It 
saw which way the tide was running and ran 
with it, not against it. As a result it is 
today one of the few great motor companies 
which have successfully weathered the storm of 
the “New Competition.” 

The General Motors Corporation, probably 
the world’s greatest industrial enterprise, with 
the aid of intensive economic investigations, has 
already planned its production schedules fifteen 
years ahead. The Ford Motor Co. is known to 
have its schedules of production and distribution 
of both motor-car and aircraft visualized ahead 
for a quarter of a century. Ford, a few years 
ago when he produced over half of the automo- 
bile output, tried to stick to his old-fashioned 
model, to force his own preferences upon a 
buying public which did not care to submit to 
dictation, and to go against the current in the 
automobile world. All he did was to lose— 
perhaps only temporarily—his dominant position 
in the motor world. 

The lumber industry is, I believe, confronted 
with a parallel prospect. There are many lum- 
bermen who still believe that a way can be 
found, and should be found, to compel the 
American people to buy lumber and use lum- 
ber, made and sold the way it was made and 
sold twenty-five years ago. Mr. Ford had the 
same idea with his old model T. 


Economic Statesmanship in Lumber Industry 


The lumber industry cannot itself determine 
and control these economic changes and cur- 
rents. It can influence them only in part. What 
it can determine and can control, if it will, is 
the extent to which and the manner in which 
it will conform itself to these changing condi- 
tions. The first step to that end is the ascer- 
tainment of economic facts. I am not speaking 
of those facts, important as they are, which 
show day by day, week by week, or month by 
month, the changing current relations of lum- 
ber supply and demand, production and con- 
sumption, new business and stocks. I am speak- 
ing of those facts which, if accurately developed, 
properly understood, and intelligently followed, 
will determine the fundamental long-time status 
of our industry. It is not wise merely to fight 
the ripples or the waves on the surface of the 
sea and ignore the tides. We should first know 
which way the tide is running. 

Statesmanship, it is said, is finding out which 
way God Almighty is going and then getting 
things out of His way. 


Building Takes Upward Turn 


A decidedly encouraging turn in the nation- 
wide building situation is indicated by the lat- 
est monthly building survey of S. W. Straus 
& Co., which says in part: 


Official reports of building permits issued in 
582 cities and towns made to S. W. Straus & 
Co. for March, 1929, were $407,365,423, com- 
pared with $254,456,185 in February, a gain of 
60 percent. The normal gain from February 
to March is 57 percent, thus tending to indi- 
cate an upward trend which should soon mant- 
fest itself in actual building activities. Elim- 
inating New York City’s figures the March 
gain over February was 59 percent, which 
compares with a normal seasonal variation 
of 56.4 percent. 

In the twenty-five cities of the country 


showing the greatest amount of building the 
total of permits issued in March was $287,. 
627,874, compared with the February total of 
$174,128,635, a gain of 64 percent. 

Comparison of the figures for March with 
those of the same month last year gives q 
similar indication of an upward trend in 
building. In the twenty-five leading cities the 
gain over March, 1928, was 18 percent, and 
over March, 1927, 21 percent. In 350 cities 
the gain was 10 percent. 

Due to local conditions in some sections of 
the country, however, the entire list of 582 
centers revealed a gain over March, 1928, of 
only 2 percent, although it is to be borne in 
mind that last March the same cities reported 
a loss of 4 percent from the same month in 
1927, and of 8 percent from March, 1926. 

Also, it may be pointed out that monthly 
building permit records, as compared with the 
same months of the previous year, have shown 
a constant downward trend since July, 1928. 
These monthly losses were as follows: Feb- 
ruary, 1929, 20 percent; January, 11 percent; 
December, 1928, 11 percent; November, 14 per- 
cent; October, 1 percent; September, 10 per- 
cent, and August, 11 percent. 


Makes and Sells Bird Houses 


Fred Bestman, son of a Cook County (IIli- 
nois) farmer who owns a roadside stand, made 
an odd winter use of his father’s selling place, 
having converted one of the buildings into a 
carpenter shop. There he spent the winter 

















months building bird houses and is now en- 
gaged in selling them to automobile people over 
the same tables used to sell seasonable vege- 
tables. During the winter he cut up large 
quantities of lumber and fashioned it into bird 
houses of all shapes and sizes, and priced them 
as shown in the picture. They readily sell for 
from $1 to $25, and attract many autoists who 
travel along the highway, which is Ballard 
road, one of the most important in the county. 


Wood Sash for New Building 


MINNEAPOLIS, Minn., April 22.—Work has 
just started on the largest apartment building 
yet erected in this thriving city at a cost of 
$1,500,000. The building will contain 170 
apartments of two to five rooms each. The 
structure will have a frontage of 245 feet and 
a depth of 138 feet and will be six stories high. 
The plans provide for a shop arcade and garage 
in the basement for tenant cars. 

J. W. Simcoe, of the central division, Na- 
tional Lumber Manufacturers’ Association, has 
been advised by Mr. Anderson, of the Ander- 
son & Nelson Construction Co., general con- 
tractor for the job, that the building will be 
equipped with wood sash, frames, doors and 
trim throughout. A final decision has not yet 
been made on flooring, but it is probable wood 
will be used. 

The Twin City Building & Investment Co. 
is the builder. Martin Lindquist is the archi- 
tect. 
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North Pacific Coast Forest Figures 


Forest figures for the north Pacific coast 
district, comprising Oregon and Washington, 
will be found in a new statistical bulletin pre- 
pared by the Forest Service, Department of 
Agriculture, copies of which may be obtained 
by writing to the District Forester, Postoffice 
Building, Portland, Ore. 

The north Pacific district—Forest Service 
district No. 6—administers twenty-two national 
forests, with a total area of 22,921,771 acres. 
Some 217,000,000,000 feet of standing timber 
js contained within the boundaries of these for- 
ests. In the bulletin are 50 tables giving de- 
tailed figures of national forest areas, standing 
timber, and of national forest activities, such 
as timber sales, grazing, recreation, planting and 
special uses. The bulletin likewise gives infor- 
mation concerning glaciers, thermal springs 
and highest peaks, and historical data on the 
forests. 

The figures were compiled by forest officers 
of District No. 6. 


Wood Utilization Committee Annual 


Col. R. P. Lamont, secretary of commerce 
and chairman of the National Committee on 
Wood Utilization, will be the principal speaker 
at the annual meeting of that body, scheduled 
to be held in the Commerce Building here 
April 29, beginning at 9:30 o'clock. 

The new chairman will outline his views con- 
cerning the activities of the national committee 
and indicate ways in which its program for 
the promotion of greater utilization of wood 
may be developed. 

N. Max Dunning and Leroy E. Kern, archi- 
tects, will outline the views of the construction 
industry on the Wood Construction Manual to 
be issued by the committee next month. Both 
Messrs. Dunning and Kern are members of 
the control committee which guided the prep- 
aration of the book. Dudley F. Holtman, as- 
sistant director of the committee, construction 
engineer, who. had immediate charge of com- 
piling the manual, will discuss it in detail. 

During the meeting Ray M. Hudson, as- 
sistant director of commercial standards of the 
bureau of standards, will discuss standardiza- 
tion, its effects in various fields and particularly 
its effect on wood utilization. 

The afternoon session of the committee will 
be opened by Maj. R. Y. Stuart, chief of the 
Forest Service and vice chairman. He will 
discuss the relation between forestry and wood 
utilization. 

Col. D. H. Sawyer will explain the commit- 
tee’s drive to insure a greater use of grade- 
marked lumber. Since the committee’s efforts 
in this connection apply particularly to the 
value of grade marking to the consumer, Col. 
Sawyer will deal with the project from that 
point of view. 

The placing of chemically treated lumber in 
the hands of the average consumer is another 
of the principal projects of the commitee. The 
activities of the committee along this line will 
be discussed by A. R. Joyce, chairman of the 
wood preservation group of the committee. 

An important feature of the annual meeting 
will be a discussion of the report of a special 
research committee of the American Society 
of Mechanical Engineers on reducing waste by 
improvement of design and use of woodwork- 
ing saws and knives. This discussion will be 
led by Thomas D. Perry, consulting engineer 
of Boston. 

Other speakers include A. Trieschmann, of 
Chicago, chairman of the subcommittee on gang 
sawing of lumber, who will discuss the tests 
of Scandinavian gang saws now being made 
by the committee on the West Coast; William 
F. Chew, of Baltimore, who will outline the 
results of the committee’s experiments in the 


use of end-matched lumber for building and 
construction purposes; J. P. Hummell, chair- 
man of the subcommittee on non-utilized wood 
waste in Virginia, who will tell how sawmill 
waste is now being used in his State as a 
result of the committee’s recent survey, and 
C. C. Sheppard, of Clarks, La., whose subject 
will be the importance of seasoning lumber 
and the question of guaranteeing a definite 
moisture content in lumber. 


Cedar Chest Output Increases 


A special canvass made by the Department 
of Commerce shows that during the calendar 
year 1928 manufacturers of cedar chests re- 
ported an output of 770,160, valued at $9,277,- 
101. The average price per chest was $12.05. 

In 1927 manufacturers reported a total of 
712,384 cedar chests, valued at $9,831,940, the 
average being $13.80. 

The largest volume reported was in 1926, 
when 889,625 chests were turned out, valued 
at $10,007,317, with the average price $11.26. 

In 1921 the number manufactured was 192,- 
063, valued at $3,630,113, at an average of 
$18.90. The following year the number had 
jumped to 347,008, valued at $5,629,755, with 
the average price $16.22. The number increased 
sharply until 1926, dropped back considerable 
in 1927 and took another strong upward turn 
last year. 


Value of Paper Products 


The Department of Commerce announces 
that data collected in the biennial census of 
manufactures taken last year show that the 
value of converted paper products produced in 
1927 aggregated $742,789,398. Of this total 
$611,884,689 represented the value of these 
products made in the converted paper products 
industries and $130,904,709 the value of such 
commodities made as secondary products in 
other industries. 
reported as the value of miscellaneous prod- 
ucts. 

Boxes and containers, paper and paperboard 
produced in 1927 were valued at $326,990,004; 
paper bags, $69,612,287; envelopes, $54,437,- 
286; coated book paper, $40,725,170; wall paper, 
$29,984,612; waxed paper, $27,577,399, etc. 


Logging of Wind-Thrown Timber 

The Department of Agriculture announces 
publication of Technical Bulletin 104-T, “De- 
terioration of Wind-Thrown Timber on the 
Olympic Peninsula, Washington.” J. S. 
Boyce is the author. Mr. Boyce has made a 
thorough study of the down timber in this area 
that resulted from the violent windstorm of 
Jan. 29, 1921. 

He finds that logging of wind-thrown tim- 
ber has something of the nature of a race be- 
tween the loggers and the destructive forces 
of nature. The logging is also likely to be 
more expensive than when the trees are cut 
in ‘the usual manner. The salvage value of 
wind-thrown timber depends on the varieties 
present in the forest and on the speed with 
which they may be removed. 

Mr. Boyce made his first examination in 
August, 1921, following the 140-mile an hour 
blow. He made further examinations in 1922, 
1923 and 1924 and a final survey of deteriora- 
tion in 1926, when the timber had been down 
for five years. He found that western hemlock 
and silver fir had deteriorated. rapidly, fol- 
lowed by Sitka spruce, whereas Douglas fir 
and particularly western red cedar had de- 
teriorated slowly. 

For the first three seasons, he states, most 
of the loss was occasioned by ambrosia beetles 
and blue stain in the sapwood. From the 
fourth season on decay became important, so 
that by the summer of 1926 the sapwood of 


all species had been virtually destroyed and 


In addition, $15,408,050 was, 
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The Most 
Profitable Lumber 
for Dealers 


When you adopt Golds- 
boro, N, C., Pine as your 
general yard and_ shed 
stock, you have many ad- 
vantages. 


This lumber is naturally 
suited to both interior and 
extérior uses in home 
building. Its soft texture, 
beautiful figure and careful 
milling attract trade for 
dealers. Its long service 
and economy make satis- 
fied customers. 


Take advantage of our 
mixed car service and or- 
der just the quantities you 
require. We also ship by 
water to East Coast points. 














Johnson & Wimsatt 


WASHINGTON, D. C. 














FIGURE 
Any House 


in % Minutes 


With the wonder book, “ Automatic 
Building Costs,” you can figure the 
cost of any house, frame, brick, or tile, 
any price,in 5 minutes. Simple to use, 
absolutely reliable. Sounds unbeliev- 
able, but it’s true. 


We will send this book for 10 days 
FREE examination to any * accredited 
lumber dealer. If you don’t think it 
will save you 10 times its cost the 
first year, return it and the trans- 








action is closed. 


SEND NO MONEY 
Just Mail This Coupon 


S-- 


American Lumberman 
| 431 South Dearborn St. | 
Chicago, Illinois. 
Send “Automatic Building Costs.” After 10 days 1 | 
will either return the book by parcel post insured or 
remit $15 in ful] payment. | 


* Subject to approval of the management. 
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in addition considerable heartwood of Sitka 
spruce, silver fir and western hemlock had 
been rotted. Decay was retarded by the high 
moisture content of the wood in the down 
trees, resultant from the normal heavy rain- 
fall in the region. 

The total loss estimated in the summer of 
1926 as based on the board-foot volume had 
amounted to 26.6 percent in western red cedar, 
34.5 percent in Dougals fir, 43.6 percent in Sitka 
spruce, 73.5 percent in silver fir and 91.9 per- 
cent in western hemlock. The loss is also cal- 
culated on the basis of cubic-foot volume. 

From the standpoint of utilization, said 
Mr. Boyce, western hemlock and silver fir 
were already complete losses; and Sitka 
spruce, with the exception of the very large 
trees, would be so in three or four years 
more, whereas Douglas fir and western red 
cedar would contain merchantable values for 
a long time. 





Trade Conditions the World Over 

WASHINGTON, D. C., April 22.—Capt. E. A. 
Selfridge, lumber trade commissioner, cables the 
Department of Commerce from London that the 
British lumber trade during the January-March 
quarter did not show the anticipated general 
improvement. 

Although the need for cheap houses maintains 
a good demand for European softwoods, the 
outlet for higher grades remains limited. There 
has been a decreased demand for American 
hardwoods, with supplies fairly moderate and 
little change in values. 

Swedish and Finnish shippers have sold con- 
siderable quantities of this year’s production to 
the Continent, the United Kingdom having 
bought Russian stocks heavily owing to more 
favorable Russian prices. 

The general plywood market has been rather 
inactive, but prices have been steady. Offers 
of some species are scarce, shippers holding for 
higher prices, which buyers at present are not 
inclined to meet. 

H. C. MacLean, commercial attache, Paris, 
reports that the French lumber markets at 
Paris, Havre and Marseille were all quiet dur- 
ing March, with French colonial hardwoods 
least inactive. All indications point to increased 
activity in the near future, however, particularly 
for finishing woods, in view of the unusually 
broad building program calling for pine, oak 
and colonial hardwoods. Rising prices are fore- 
seen. The furniture industry is recovering after 
an extended calm period. 

It is estimated in the Argentine trade that 
imports for January, February and March were: 
Pitchpine, 6,500,000 feet, 13,000,000 feet and 
9,000,000 feet, respectively; Pacific coast woods, 
7,500,000 feet, 6,000,000 feet and 5,000,000 feet, 
respectively, of which Douglas fir comprised 
4,000,000 feet, 4,000,000 feet and 5,000,000 feet, 
respectively. 

Imports of Brazilian Parana pine into Argen- 
tina in January were 4,000,000 feet, in February 
3,500,000 feet and in March 8,000,000 feet. Total 
imports of oak for the quarter were 700,000 feet. 

Argentine crops and general conditions are 
favorable, with continuing active demand stimu- 
lating considerable competition. 

Outstanding events of the quarter were heavy 
importations of staves, despite low prices of 
wine, which may depress future demand, large 
purchases by meat packers of Parana pine and 
European spruce, also some West Coast spruce 
and hemlock, and large orders for implement 
handles, which are mostly American. 

Douglas fir lumber, log and timber exports 
from the United States last year totaled 1,358,- 
783,000 feet, an 8 percent gain over the 1,263,- 
248,000 feet in 1927, according to preliminary 
figures of the Department of Commerce. Of 
the 1928 total, 809,557,000 feet was shipped out 
of ports or across border points in the Wash- 
ington customs district and 496,126,000 feet 
from Oregon ports. 

As compared with 1927, there were three large 
net increases in quantities shipped abroad—to 
Japan, China and the United Kingdom—and a 
half dozen or more instances where smaller 
1927 markets took over 100 percent increases 
in 1928. On the other hand, there were two 
quite heavy decreases—Australia and Peru—and 
several others of 3,000,000 feet or more each. 

Europe as a whole took a 50 percent increase 
over 1927. Shipments to the United Kingdom 
were nearly twice as large as in 1927 and four 


Ship and Boat Building Data 


Data collected in the biennial census of map. 
ufactures taken in 1928 show that establish. 
ments engaged primarily in ship and boat build. 
ing and repairing reported for 1927 a combined 
output valued at $211,127,067, an increase of 
19.2 percent as compared with $177,181,960 re. 
ported for 1925, the last preceding census year, 

The report covers 758 wooden vessels of 
5 gross tons and over, aggregating 134,681 
gross tons, the value of work done on which 
in 1927 was $11,089,010. Boats of less than 


5 gross tons were valued at $8,581,990. The 
work done on wooden vessels under construc. 
tion but launched prior to the beginning of 
after the close of the year was $3,789,913. The 
amount reported as received for repairs on 
wooden vessels was $27,770,203. 


times those in 1926, while increases to Germany, 
Belgium, France and Italy have been in simi- 
larly large proportions. 

The value of Douglas fir lumber, logs and 
timber shipped out of the United States last 
year was $25,400,896, as compared with $27,- 
132,091 in 1927. Exports of treated timber, pil- 
ing, poles, railroad ties, and of manufactures, 
particularly doors, probably were worth an ad- 
ditional $4,000,000. Prices were somewhat lower 
in 1928 than in 1927. 

Total exports of southern pine were some- 
what smaller in 1928 than during the year be- 
fore. Last year’s exports were 876,071,000 feet, 
valued at $36,140,939, as compared with 896,- 
902,000 feet. valued at $38,705,117 in 1927, and 
717,893,000 feet, valued at $31,293,752, in 1926. 

Economic conditions in Cuba and the in- 
creased import duty in Mexico are believed to 
be two chief factors in the slight reduction in 
exports, according to A. E. Boadle, of the lum- 
ber division. 

Exports of sawed southern pine timber (un- 
treated) decreased by 17,655,000 feet under the 
1927 figures, while the average value based on 
customs declarations at port of shipment de- 
creased by $2.81 a thousand feet. Rough lum- 
ber exports increased 10,177,000 feet in quantity, 
while the average value was $40.84 compared 
with $42.86 in 1927. Dressed lumber exports 
declined 11,991,000 feet, with a slight increase 
in value, averaging $41.54 against $41.32. 

Europe held its position as the principal gen- 
eral foreign outlet for southern pine, taking 
345,863,000 feet, or about 39 percent of the total 
exports, as compared with 347,480,000 feet in 
1927. Latin America took 303,930,000 feet, or 
5,331,000 feet less than in 1927. The West 
Indies took 140,989,000 feet, a reduction of about 
20,000,000 feet under 1927 exports. Exports to 
Canada were 40,828,000 feet, against 34,671,000 
feet the year before. Africa took 33,233,000 feet 
against 36,823,000 feet in 1927. 

Argentina still retains its position as the 
largest individual foreign market for southern 
pine, taking last year 207,586,000 feet, or 2,185,- 
000 feet more than in 1927. The United King- 
dom, second largest individual buyer, took 112,- 
301,000 feet, or 4,229,000 feet less than in 1927. 
The Netherlands took 75,216,000 feet, or 5,090,- 
000 feet more than the year before, displacing 
Cuba in third place. 

United States imports of softwood lumber last 
year totaled 1,372,405,000 feet, against 1,633,- 
785,000 feet in 1927. Canada furnished 1,311,- 
975,000 feet, against 1,592,971,000 feet the 
preceding year. Shipments from Soviet Russia 
were 23,884,000 feet, compared with 5,592,000 
feet in 1927. 

Imports of hardwood flooring last year totaled 
2,925,000 feet, against 3,460,000 feet in 1927, 
Canada also furnishing the bulk of it. Total 
imports of hardwood lumber were 55,518,000 
feet, compared with 69,491,000 feet the year 
before. Canada furnished 52,915,000 feet last 
year and 65,806,000 feet in 1927. 


DeFEAT OF A BILL in the Maryland legisla- 
ture, which would have greatly increased the 
maximum weekly benefits payable by employers 
under the Workmen’s Compensation Act, was 
gratifying to the Baltimore Lumber Exchange 
and other business organizations, because of 
the beJief that it would drive industries from 
the State. 
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I think the trees along the road 
Must wish for those old days 
When heavier perhaps our load 
But quieter our ways. 
The cars go speeding past them now, 
Nor ask them why they grew, nor how, 
Tear up the valley, up the grade, 
And seldom pause beneath their shade. 


Once gaunt old horses climbed the hill 
And lingered at the top 

A little while their lungs to fill, 
But now men never stop. 

The trees might stand no longer there 

And who would miss them, who would care? 
Men have no time in times like these 
For friendly hearts or friendly trees. 


Yet some time, when they reach the town 
And find it hot and hard, 
From some great house they may look down, 
Long, long, long afterward, 
And wish again that they might know 
The shaded way they used to go, 
May think of things they hurried past, 
And wish they had not gone so fast. 


We See b’ the Papers 


The modern home is more modern than 
home. 

It was farm relief that put the late in legis- 
lation. 

The trouble with a. political machine is that 
it won’t work. 

About the easiest job we know of is the 
office seeking the man. 

The Government to the oil producers: “Con- 
serve oil, but you mustn’t.” 

Evidently the oil industry must take into ac- 
count both the law and the profits. 

Here once the embattled farmers stood, and 
also at the Kansas City convention. 

They’re off in both leagues. In fact some of 
them are not only off—they’re awful. 

Paul Revere could have saved himself a lot 
of work if he had had a sending set. 

We used to raise the flowers; now we hustle 
around and raise the price for them. 

Funny, how we all want to park our cars and 
never seem to want to park ourselves. 


One way the oil industry could curtail pro- 
duction would be to hire some men we know. 


Hornsby made five hits in four times at bat 
the other day. The fifth was with the fans. 


The path of glory used to lead but to the 
grave. Now it leads mostly to State’s prison. 


Imagine how a mother crow must feel when 
She raises them up and finds they are all flap- 
pers. 


: Now a car has been invented that will run 
sideways—probably by some fender manufac- 
turer. 


One nice thing about people who get onto 
the first page is that they get off from it just 
as fast. 

In the old days a criminal used to try to find 
a hole in a wall; now he tries to find one in a 
statute. 

If you don’t think Chicago is the packing 
center of the world, attend one of our pri- 
Maries. 

There are 24,493,124 motor vehicles~in the 
United States, most of them parked in front of 
our house. 

All we know is that, in an American home, 
a daughter takes precedence over a mother 
every time. 

It now appears that Chicago spent some of 





its 1929 taxes in 1927. But what about that 
radio you bought? 

The flapper’s motto appears to be, “Hose 
are hose and skirts are skirts, and never the 
twain shall meet.” 


The Prince of Wales has been invited to join 
the Socialist party. Well, if he does, we bet 
he’ll be the life of it. 


Brig. Gen. Lord will resign as director of 
the budget July 1. Most men’s wives have 
given up the idea, too. 

The stock market to the Federal Reserve 
Board: “You made me what I am today, I 
hope you’re satisfied.” 


Fashion decrees that men’s clothing shall 
match their hair. If some fellows try it they'll 
be arrested, that’s all. 


Paris has a typist who has worked fifty 
years. And most of the rest of them will be- 
fore they get caught up. 

We hope that England will forget that it was 
a man named Dawes who rode and spread the 
alarm. Most Americans have. 

Someone advocates letting youth settle its 
own problem, but, in that event, we fear that 
the problem will settle youth. 

We love and trust our fellowman, but never- 
theless the National Cash Register made $1,- 
819,809 in the first quarter of 1929. 

As_we understand it, the two things that 
Mr. Hoover especially wants to do is to im- 
prove our waterways and our liquor ways. 

A camera has been perfected that will photo- 
graph the inside of a man’s stomach. There 
ought not be much trouble in getting the evi- 
dence now. 

Last year the General Electric Co. paid its 
employees $58,000 for suggestions. Most of us 
get plenty of them at home for which they 
don’t charge us a cent. 

We wish that criminals would give the pub- 
lic the same break that the police do. The 
police are always glad to tell the reporters what 
they think and what they intend. 

An ad declares that “442 of the 451 impor- 
tant Hollywood actresses use Lux Toilet Soap.” 
That there are 451 important actresses in Hol- 
lywood, or even 45, or even 4, will be news to 
most of us. 





Between Trains 


NazaretH, Pa.—Gene Grace, who runs the 
steel works over at Bethlehem, was in New 
York today on business. 

Fred Martin showed us how guitars are 
made, but we think he was stringing us. We 
always supposed that guitar was a disease. 
Anyway, we know a saxophone is. 

The sidewalks are being widened on S. Main 
Street, although a lot of our citizens think 
that prohibition is here to stay. 


Ames, Iowa—A number of agricultural stu- 
dents were in town Saturday night judging 
calves. 

Farmers hereabout are busy shelling their 
campaign promises, and they are not turning 
out anything like some thought they would. 

Judge T. G. Garfield has set on eight dif- 
ferent benches this year. Reminds us of 
Roge Hornsby. 

Story County celebrated its diamond jubilee 
the other day, having been settled 75 years ago. 
There was a good deal of settling going on 
around here about that time, but now most 
things are bought on installments. 

Dean Marston has been nominated for pres- 
ident cf the American Society of Civil Engi- 
neers, and being nominated is the same as 
running for office in Texas on the Democratic 
ticket. Or was, 

Kelly, near here, claims to be the only Nor- 
wegian town in the world with an Irish name. 








You 
Want 


Satisfied 
Customers 


Then, the Meadow River items 
listed below are the products for 
you to sell. All of these items are 
produced from famous West Vir- 
ginia timber—the cream of the 
stumpage in the Appalachian dis- 
trict. 


Meadow River manufacture is 
well equal to the best. We take a 
great deal of pride in turning out a 
superior product—expertly ma- 
chined, accurately graded, carefully 
handled and loaded. 


. Good dealers everywhere will be 
exceptionally well pleased with the 
satisfaction they can give custom- 
ers with 


Meadow 


River 
BRAND 


FLOORING— 


Red Oak Maple 
White Oak Birch 


FINISH AND TRIM— 


Chestnut Birch Ash 
Oak Poplar 


MOULDINGS— 


Oak Poplar Basswood 
Chestnut Birch 


STEPPING AND RISERS— 
Oak Birch 


BEVEL SIDING— 


Poplar 


Beech 


We will welcome your inquiries. 


“THE MEapow RIVER 
LUMBER CO. 


RAINELLE WEST VIRGINIA 
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fhe Aristocrat of Structural Woods 


—the material 
that’s easy to sell 
because of its ex- 
ceptional strength 
and durability. 


R.W. WIER 
Lumber Company 


FirstNstionl , HOUSTON, TEXAS 


Distributors:— WierLong Leaf Lumber. 
Mills :~Wier.gate, Texas 
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Standard Lumber Mills 


Healey Building, ATLANTA, GA. 


SOUTHERN HARDWOODS 
Long and Short Leaf Pine 


Logs, Piling, Crossties. 
From— Georgia, Alabama, Mississippi, Louisiana 



















CORPORATION 
PLYWOOD OF 
RECOGNIZED QUALITY 


NDON, WISCONSIN 
NEW LP » Latest Price List 
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Rough Lumber Carload Rates 
WASHINGTON, D. C., April 22.—The Inter- 
state Commerce Commission has handed down 
a decision in Docket No. 19,135—S. J. Peabody 


Lumber Co. vs. Pennsylvania Railroad Co. et - 


al.—finding that rates on rough lumber in 
earloads from Columbia City, Ind., to Buffalo, 
N. Y., and from Columbia City and Bourbon, 
Ind., to Belding, Mich., on shipments moving 
in 1925 were not unreasonable or otherwise 
unlawful. 

At the same time the commission finds that 
the assailed rate of 25.5 cents a hundred 
pounds from Columbia City to North Tona- 
wanda, N. Y., was unreasonable to the extent 
that it exceeded 18.5 cents prior to Aug. 15, 
1925, and 20.5 cents thereafter, and that it is 
and for the future will be unreasonable to 
the extent that it exceeds or may exceed the 
contemporaneous rate from Cincinnati to 
North Tonawanda. -As to these shipments 
reparation is awarded, the amount to be de- 
termined in accordance with Rule V. 

Commissioner Brainerd in a separate opin- 
ion takes the ground that the finding of un- 
reasonableness as to North Tonawanda should 
be made with respect to the assailed rate to 
Buffalo. Commissioner Farrell concurred in 
this view. 

Commissioners Meyer, Lewis, Woodlock and 
Taylor dissented. 


Hearing Date Postponed 


WASHINGTON, D. C., April 22.—The Inter- 
state Commerce Commission has postponed 
to a date to be later announced hearing in 
Docket No. 21,999—West Coast Lumbermen’s 
Association and others—now assigned for 
Seattle on April 29 before Examiner Pyle. 

Hearing in No. 22,087—California White & 
Sugar Pine Manufacturers’ Association—as- 
signed for hearing at the same time, is like- 
wise postponed. 


Week’s Revenue Freight Loadings 


WASHINGTON, D. C., April 24.—Revenue 
freight loadings for the week ended April 13 
amounted to 971,730 cars, distributed as fol- 
lows: Forest products, 69,237 cars; grain, 34,498 
cars; livestock, 24,210 cars; coal, 139,476 cars; 
coke, 11,564 cars; ore, 15,121 cars; merchandise, 
266,755 cars; miscellaneous, 410,869 cars. 


Creosoting in Transit Charge 

WASHINGTON, D. C., April 22.—Division 4 of 
the Interstate Commerce Commission has 
handed down a decision in Docket No. 19,805, 
holding that the transit charge of 2.5 cents 
a hundred pounds on lumber, piles, cross ties 
and other forest products from various points 
in the Southeast stopped in transit at points 
in Alabama, Florida, Georgia, Kentucky, Mis- 
Sissippi, South Carolina, Tennessee and Vir- 
ginia for creosoting, and reforwarded to in- 
terstate destinations, are not unreasonable. 
The complaint of the Southern Creosoting In- 
dustries is dismissed. 

In this territory the transit charge for this 
purpose was 1 cent a hundred pounds from 
June 1 to Sept. 30, 1917. From Oct. 1, 1917, 
until Aug. 25, 1920, it was 2 cents. On Aug. 
26, 1920, as a result of the general increase 
in rates at that time, it was increased to 2.5 
cents, the present prevailing rate. 

Division 4 points out that the general prac- 
tice and desirability of tréating forest prod- 
ucts with preservatives are matters of com- 
mon knowledge. Since 1909 the increase in 
the use of forest products so treated has 
been large. In that year there were 64 treat- 
ing plants in operation throughout the United 
States and they treated approximately 76,000,- 
000 cubic feet of material. In 1926 there were 
180 plants, which treated approximately 289,- 
500,000 cubic feet, an increase of about 281 
percent. These figures include all materials 
treated with all kinds of preservatives, the 
most important being creosote oil. 

An exception is made in those instances 
where switching charges in addition to the 
2.5-cent transit charge are assessed and col- 
lected. In such instances the stop-off charge 
of 2.5 cents is and for the future will be un- 
reasonable to the extent that it fails to in- 
clude all the necessary switching service to 
and from the respective plants. Generally, 


however, the 2.5-cent rate is held not to be 
unreasonable. 

Commissioner Woodlock concurred in the 
finding that the transit charge in and of itself 
is not unreasonable, but holds that it should 
not include the switching charges in those 
instances where they are not absorbed. He 
holds that the switching charge is a separate 
and distinct charge and “in no way is it con- 
nected with the transit charge.” As he views 
the matter, the switching charges as such 
“are not here under attack.” 


Southern Hardwood Traffic Activities 


MEMPHIS, TENN., April 22.—J. H. Townshend, 
secretary-manager of the Southern Hardwood 
Traffic Association, announces that carriers 
propose to establish a rule providing for a 
maximum switching absorption of $7 a car on 
competitive traffic at Memphis. He advises 
that he is making a check of records of mem- 
bers to see whether this will increase transpor- 
tation charges at Memphis for shippers, and 
if it does will file protest to the proposed new 
rule. 

Mr. Townshend also advises that, effective 
April 25, the Alabama, Tennessee & Northern 
Railroad will publish reduced rates on lumber 
in carloads, to Memphis from Calvert, to Coch- 
rane, Ala., inclusive, of 18% cents a hundred 
pounds, and from Russwood, to Shepards, Ala., 
inclusive, of 17 cents a hundred pounds. The 
new rates represent reductions of 2 to 4 cents 
a hundred pounds, 
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Want Payment Time Extended 


CINCINNATI, OHIO, April 23.—Efforts are be- 
ing made by the Ohio Manufacturers’ Associa- 
tion, the Ohio Industrial Traffic League and the 
National Industrial Traffic League to obtain 
from the Interstate Commerce Commission a 
ruling whereby the railroads will be allowed to 
extend the time for the payment of freight bills 
from 48 hours to 10 days. The industries claim 
that very often they are not able to check their 
goods before they have to pay freight bills. The 
change would be extremely beneficial to lumber- 
men, especially those dealing in transit or con- 
signment cars and wholesalers and commission 
men are interested in the action. Samuel Hern- 
don, president of the Ohio Industrial Traffic 
League and manager of the traffic department 
of the Cincinnati Chamber of Commerce, went 
to Washington last week to appear before the 
Interstate Commerce Commission in behalf of 
the Ohio manufacturers and shippers to obtain 
the extension. 


Railroad Freight Car Purchases 


In the latest issue of Railway Age, inquiries 
and orders for railway cars are reported as 
follows: 

INQUIRIES—Union Pacific, 500 automobile box 
cars of 50 tons capacity. 

OrpDERS—Northern Pacific, 200 automobile cars 
of 40 tons capacity and 300 automobile cars of 
50 tons capacity from the Pacific Car & Foun- 
dry Co.; Canadian National, 1,000 automobile 
cars of 40 tons capacity with side and end doors 
from the Pressed Steel Car Co., and 1,000 auto- 
mobile cars of 40 tons capacity with side doors, 
from the Pullman Car & Manufacturing Cor- 
poration; Chesapeake & Ohio, 577 steel hopper 
bottom gondola car bodies of 70 tons capacity 
from the Richmond Car Works, Inc. 








Trouble and Litigation 


FALCONER, N. Y., April 23.—The property 
of the Peterson Planing Mill Co. was sold on 
April 15 to the National Chautauqua County 
Bank, which held a mortgage. A large tract 
of land and several buildings used by the 
cempany before its bankruptcy were included 
in the sale. 


BALTIMORE, MD., April 22.—Chapman A. 
Peck and Herman J. Hughes have been ap- 
pointed receivers to take charge of the assets 
of the Lewis Waggner Co., dealer in lumber 
and ship ceiling stocks. "Judge William C. 
Coleman, in the United States District Court 
on April 15, appointed Edward Brennan 
receiver to take charge of the assets of Theo- 
dore Mottu, individually, and trading as Theo- 
dore Mottu & Co. The defendant was adjudged 
an involuntary bankrupt on March 14 last. 
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Uses Six Trucks in Delivery Service 


Six trucks are operated by the Cloverdale 
Hardware & Lumber Co., Cloverdale, Ind., which 
includes the cost of delivery in the price 
charged for the lumber and other building 
materials. The delivery equipment of the 
Cloverdale company consists of one 1-ton In- 
ternational, one 1%-ton Dodge-Graham, one 
2-ton Nash, one Ford with capacity of 1% to 
2 tons, and two light Ford trucks. “For our 
general use,” states J. E. McCoy, manager of 
the Cloverdale Hardware & Lumber Co., “we 
find the 1%- to 2-ton size truck, with cord 
tires, satisfactory and economical. The aver- 
age life of our trucks is from three to four 
years.” 


Finds Tractor Logging Is Economical 


One of the prominent manufacturers of long- 
leaf yellow pine which has found “Caterpillar” 
tractors advantageous in its logging opera- 
tions is the E. E. Jackson Lumber Co., of Ri- 
derwood, Ala. In commenting on this matter, 
J. D. Keys, logging superintendent of the 
Jackson company, states: “We are using 40 
head of mules and three 5-ton Thirties in our 
operations here, and log about 3,500,000 feet a 
month, Our timber is situated in as rough a 
country as there is in Alabama or Mississippi. 
My idea is to replace the mules as fast as 
they ‘play out’ with ‘Caterpillars.’ One reason 
for this is that good mules are hard to find, 
and the price is almost prohibitive. I find it 
more satisfactory to use ‘Caterpillars’ on ac- 
count of the labor; just a few minutes’ in- 
struction, and the ordinary man will handle a 
‘Caterpillar.’ The most important thing is to 





have a minute’s trouble, and can safely say 
that the equipment will handle any logs that 
grow in this country. 

“I do not find the ‘Caterpillar’ equipment 
hard to keep up. The last one I purchased 
last fall has not lost a minute’s time on ac- 
count of repairs; in fact it has not been ad- 
justed since I put it to work. I never have 
a factory man come out and work on them, 
doing all my repair work with my own labor. 
I consider the ‘Caterpillar’ the best piece of 
machinery ever put on a log job in a rough 
country.” 


Motor Vehicle Registration Gains 


Americans are still taking to the improved 
highways. The total registration of motor 
vehicles in the United States during 1928 was 
24,493,124, a gain of 1,359,883, or 5.9 percent, 
over the number registered in 1927, according 
to the bureau of public roads, United States 
Department of Agriculture. These figures in- 
clude passenger automobiles, taxicabs, buses, 
motor trucks and road tractors. In addition, 
148,169 trailers and 117,946 motorcycles were 
registered. New York led the States with 
2,083,942 vehicles registered. California was 
second with 1,799,890. Other States with more 
than a million motor vehicles registered were 
Ohio, Pennsylvania, Illinois, Michigan and 
Texas. 


Tractors Cut Cost of Blazing Trails 


tractors have been found eco- 
nomical for constructing roads and trails 
in the forests of the Pacific Northwest, 
thereby enabling forest 


Crawler 











wardens to get to the 
scene of an _ incipient 
forest fire quickly and 
extinguish a blaze be- 
fore much damage has 
occurred to the stand- 
ing timber. The ac- 
companying illus- 
tration depicts one of 
the two Cletrac ‘20’ 
models owned and 
operated by the 
Klamath Forest Pro- 
tective Association in 
the State of Washing- 
ton, and used for fight- 
ing forest fires. 

The tractors are 
utilized for clearing 
the right of way and 
blazing trails through 
the forest as a means 
of back-firing in the 
battle against forest 
fires when they get 
under way. According 
to the Cleveland Trac- 
tor Co., of Cleveland, 








One of the Cletrac model “20” tractors utilized by the Klamath Forest 
Protective Association for clearing right of way and blazing trails in 
the State of Washington 


keep them well oiled and the bearings cleaned, 
and then work them. 

“We have been using ‘Caterpillars’ for over 
a year, and are well pleased with them, This 
equipment has been employed in the roughest 
country in which I have ever logged, and in 
Places I could not get a mule. Now I am 
using them in the swamps, and find they are 
just as useful there, for in places where teams 
mire down and have to be pulled out the 
‘Caterpillar’ goes right on through and brings 
out a good load. 

“On the haul I am now on, from the track 
back half a mile I get from 10,000 to 15,000 
feet per machine per day. I am skidding flat 
on the ground; take from two to four logs at 
a trip, unless the logs are extra large, say 
from 600 feet and larger, then I use a 12-inch 
tire bummer. One ‘Caterpillar’ loaded an oak 
log on a bummer and pulled it to the skidway. 
The log scaled 1,936 feet, which is the heavi- 
est log IT have handled so far, but I did not 


Ohio, manufacturer of 
Cletrac crawler. trac- 
tors for farm and in- 
dustrial uses, the two 
“20” models employed 
by the Klamath Forest 
Protective Association in its operations have 
been able to reduce the cost of building these 
trails from $100 a mile to approximately $10 
a mile by the use of these tractors. 


ONE OF THE leading new sources of freight 
income for railroads comes from the shipment 
of motor vehicles and other motor transporta- 
tion products, according to the annual report 
of the Southern Railway. Fairfax Harrison, 
president of the road, comments on the situ- 
ation in his report as follows: “While the auto- 
mobile has taken from us a substantial part of 
our passenger revenue, it has at the same time 
made a large contribution to our freight reve- 
nue, no less than 15 percent of which last year 
was derived from the transportation of auto- 
mobiles and parts, oil and gasoline, road-build- 
ing materials and other commodities which 
moved by rail to supply demands created by 
the widespread use of the automobile.” 
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Floors 
That Stand Wear 
and Tear In 
Public Buildings 


The durability of flooring is 
tested by the constant tread of 
little feet in the school room, 
the shuffle of feet in the ball- 
room, public building, hospital, 
and store building. It is in just 
such places where Maple, Beech 
and Birch flooring have proved 
their long life and low replace- 
ment costs. 





Probably 20% or better of all 
Maple, Beech and Birch flooring 
sold has been manufactured by us. 
Our flooring is truly the “Old Re- 
liable” in every sense of the word 
because it sells readily for the dealer 
and never fails to give satisfactory 
service to the builder. 


Send us the coupon below and 
keep in touch with our offerings 
in big value flooring. 


We also manufacture Hard 
and Softwood Lumber, 
Lath and Poles 


Grand Rapids Trust 
Company 
Receiver for William Horner 
Perkins Bldg., Grand Rapids, Mich. 
Plant: Newberry, Mich. 


Grand Rapids Trust Co. 
Receiver for William Horner 


Perkins Bldg., Grand Rapids, Mich. 


Gentlemen: — Please send me your 
latest stock list of ‘‘Old Reliable’’ 
Hardwood Flooring. 


I would like to receive future lists as 
they are issued. This will not obligate 
me in any way. 
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Depend onUs 
toDeliver 


When you need lumber in a 
hurry—one board or a carload 
—just take down your tele- 
phone and call 


Grand 0240 


We have 27 R. R's to ship over and 
we have the facilities for prompt 
handling of orders. Never disappoint 
your customer. We'll get the stock 
to you if it’s at all possible. 


How can we serve you today? 


Serele 


LUMBER CoO. 
St. Louis, Mo. 











GULF RED CYPRESS 
COMPANY 
Distributors of high class Gen- 
uine Tide Water Red Cypress. 
Straight or Mixed Cars. Annual 

capacity of our mills 
150,000,000 feet Cypress 
50,060,000 feet Southern Hardwoods 


13th Floor Barnett National Bank Bidg., 
JACKSONVILLE, FLORIDA 











Yellow Pine 


Timbers, Lumber 


Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 


























White Pine 
LONG and SHORT LEAF 


ALSO) Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 


IDAHO 
MINNESOTA 
WESTMONT 




















Business Changes 


CALIFORNIA. Oakland—Sequoia Mfg. Co. suc- 
ceeded by Grabe & Priester Planing Mill. 

Wasco—King Lumber Co. will move to new loca- 
tion on Front St. 

ILLINOIS. Beecher City—H. H. Engel  suc- 
ceeded by O. J. Hanson. 

Chicago—National Door Manufacturers’ Associa- 
tion moving to Y. M. C. A. Bldg., 19 S. La Salle 
St., Suite 1521. 

Mount Prospect—Albert Wille succeeded by Al- 
bert Wille Lumber & Coal Co., incorporated with 
capital of $50,000. 

KENTUCKY. Jeffersontown—The Continental 
Lumber & Mfg. Co. has taken over the assets of 
the Myrtle Lumber Co. and is moving consolidated 
business headquarters to 2138 S. Floyd St., Louis- 
ville, Ky. 

LOUISIANA. Delhi—Baxter-Wolf Lumber Co. 
succeeded by Baxter Lumber Co. 


Sicily Island—Brooks-Wright Lumber Co. mill 
sold to McKeithen & Biggs, of Grayson, La., who 
will operate it, cutting pine instead of hardwood. 

MICHIGAN. Chesaning—F. G. Swartzmiller 
Lumber Co. succeeded by Swartzmiller Lumber & 
Grain Co. 

MINNESOTA. Minneapolis—Curtis-Yale-Holland 
Co. changing name to Curtis-Yale-Purvis Co., Mr. 
Purvis, formerly sales manager, acquiring an in- 
terest. 

Weaver—Weaver Lumber Co. sold to W. G. Gage. 

MISSOURI. Gerster—Gerster Lumber Co. suc- 
ceeded by Hurley Lumber Co. 

NEBRASKA. Clarkson—Nye & Jenks Grain Co. 
sold to Joyce Lumber Co. 


NEW YORK, New York—Harmon-Leftwich 
Lumber Co. will move into new headquarters in 
the Graybar Bldg. 

New York—Pacific Atlantic Lumber Corporation 
has announced its removal on May 1 to the New 
York Central Bldg., 230 Park Ave. 

NORTH CAROLINA. Smithfield—J. O. Herring 
succeeded by R. K. Herring. 

NORTH DAKOTA. Stanley—Stanley Implement 
& Lumber Co. succeeded by Will Lumber Co. 

OHIO. Toledo—O. W. Schultz Lumber Co. suc- 
ceeded by Schultz Lumber Co. (Inc.). 

OKLAHOMA, Ada—C. M. Mays Lumber Co., of 
Sulphur, has acquired the yard of the Weleetka 
Lumber Co. 

PENNSYLVANIA. Altoona—Blair Building Ma- 
terials Co. succeeded by General Builders’ Sup- 
ply Co. 

Altoona—yYard of J. A. Elder & Son taken over 
by Penn Builders (Inc.). 

Brookville—J. G. Lucas Lumber yard sold to 
Brookville Lumber Co., Mr. Lucas, who is one of 
the pioneers in the lumber business in Jefferson 
County, retiring on account of age. 

Pittston—English & Durland changing name to 
Durland Lumber Co. 

TEXAS. Center Point—J. R. Wallace Lumber 
Co. sold to Alamo Lumber Co. 

Temple—C. W. Barrett & Son succeeded by Tem- 
ple Home Builders (Inc.). 

WASHINGTON. Edmonds—Cecil A. Rose has 
sold his interest in the Oakland Shingle Co. 


WISCONSIN. Burlington—The entire plant of 
the Bernhard Ferring Co., manufacturer of church 
furniture and altars, is to be moved from Chicago 
to Burlington, where it will occupy the building 
formerly occupied by the Burlington Basket & 
Veneer Co., which is to be remodeled and mod- 
ernized. 

Ladysmith—A. M. and A. A. Myhres, of Still- 
water, Minn., who operated there under name of 
Stillwater Woodworking Co., have leased the Lady- 
smith plant of the Menasha (Wis.) Woodenware 
Co. and will transfer all their machinery to it, 
where they will manufacture a line of cabinet and 
millwork. 

Racine—R. G. Baker Mfg. Co. and Green-Case 
(Inc.) have merged under name of Baker-Case 
Mfg. Co. 

WYOMING. Newcastle—W. H. Coles Commer- 
cial Co, succeeded by Sedgwick Hardware & Sup- 
ply Co. 


Incorporations 


CALIFORNIA. Los Angeles—Geo. F. Weis 
Lumber Co., incorporated; capital, $100,000; old 
concern. 

San Anselmo—San Anselmo Lumber Co., incor- 
porated. 

DELAWARE. Wilmington—tTriple Ex Corpora- 
tion, incorporated; capital, $250,000. 

Wilmington—Martin Veneer Corporation, incor- 
porated; capital, $350,000. 

FLORIDA. Homestead—Brooker Lumber Co., 
incorporated. 

Stuart—Cass Lumber Co., incorporated. 

IDAHO. Winchester—Craig Mountain Lumber 
Co., increasing capital to $1,100,000. 

ILLINOIS. Springfield—Castelman Bros. Timber 
Co., incorporated; capital, $10,000; will have offices 
in Ferguson Bldg. and deal in mining timber, rail- 
road ties and all kinds of lumber. 

INDIANA. Fort Wayne—Arnold Lumber Co., in- 
corporated; capital, $5,000. 

KENTUCKY. Loulsville—Columbia Hardwood 
Lumber Co., incorporated; capital, $15,000. 


MASSACHUSETTS. Waltham—tTravis & Galla. 
gher, incorporated; capital, $20,000; sash, doors, 
millwork and lumber. 

MINNESOTA. St. Paul—Central Warehouse 
Lumber Co., incorporated; capital, $100,000; arti. 
cles filed in South Dakota, with $50,000 capital to 
be used in Minnesota; Asa G. Briggs, St. Paul, 
secretary and Minnesota agent. 

MISSISSIPPI. Rexville—Bay Coast Lumber Co,, 
incorporated. 

NORTH CAROLINA. Goldsboro—M. E. Robin- 
son, incorporated; capital, $50,000; lumber. 


OHIO. Versailles—George H. Worch Lumber 
Co., incorporated; capital, $30,000; to deal in all 
kinds of lumber and building supplies. 

Zanesville—Morris Lumber Co., incorporated; 
capital, $25,000. 

RHODE ISLAND. Providence—Albert S. East- 
wood Lumber Co., incorporated. 

SOUTH CAROLINA. Columbia—Jolly Lumber 
Co., incorporated. 

TEXAS. Bryan—Bell Lumber Co., incorporated; 
capital, $5,000. 

Fort Worth—Bucy-Ingram Lumber Co., increas- 
ing capital from $100,000 to $150,000. 

San Antonio—Ruix Street Lumber Co., incorpo- 
rated; capital, $10,000. 

WASHINGTON. Arlington—White Horse Shin- 
gle Co., incorporated; capital, $3,000. 

Northport—Smelter Eddy Timber Co., incorpo- 
rated; capital, $50,000. 

North Bend—North Bend Timber Co., increasing 
capital to $400,000. 

Seattle—Service Lumber Co., incorporated; capi- 
tal, $85,000; old concern. 

Spokane—Maple Street Lumber Co., incorporated; 
capital, $15,000. 

Tacoma—Tacoma Alder Lumber Co., increasing 
capital to $20,000; sawmill. 

Tacoma—City Lumber Co., incorporated; capital, 
$50,000. 

WISCONSIN. Manitowoc—L. J. Nash-Forest Cor- 
poration Farm, incorporated; capital, $250,000; to 
deal in timber, lumber and cordwood. 

Merrill—Merrill Handle Co., increasing capital 
from $30,000 to $150,000. 

Underhill—Underhill Land & Lumber Co., incor- 
porated; capital, $75,000; will operate saw and 
planing mill and retail yard; succeeds Underhill 
Lumber Co. 


New Ventures 


ALABAMA. Warrior—J. M. Steverson has started 
a planing mill. 


ARIZONA. Tucson—Corpstein Bros. have started 
a lumber yard. 

IDAHO. Lewiston—Carpenter Lumber Co. has 
engaged in lumber and building material business 
at 1003 Snake River Ave. 

KENTUCKY. Pikeville—Mullens & Profitt have 
started a sawmill. 


LOUISIANA. Alexandria—Davidson Bros. have 
begun a retail lumber business. 

Lake Charles—Calcasieu Lumber & Development 
Co. recently began business. 

MASSACHUSETTS. Haverhill—Arnold & Co. 
(Inc.) have begun business here handling lumber 
and other building supplies. The capital is $25,000 
and the officers of the company are John H. Oxley, 
of Haverhill, President; Thomas H. Arnold, of 
Paistow, N. H., treasurer, and Mary L. McCarthy, 
of Haverhill, clerk. 

MISSISSIPPI. Greenwood—R. A. Vinton Lum- 
ber Co. has started in business here. 

NEW JERSEY. Elizabeth—W. Frank Hopping, 
formerly of the Heidritter Lumber Co., has or- 
ganized the firm of W. Frank Hopping (Inc.) to 
engage in the lumber business at 230 Broad St. 

OKLAHOMA. Drumright—Home Lumber Co., 
new concern, L. E. Shanks and associates. 

OREGON. Klamath Falls—The Walker-Hovey 
Logging Co. has engaged in the logging business 
here. 

PENNSYLVANIA. Meadville—F. J. Devillars 
has started a retail lumber business. 

Huntingdon—Huntingdon Woodcrafters’ Corpo- 
ration opening a retail lumber yard and a manu- 
facturing plant for furniture and wood novelties. 

TEXAS. Robert Lee—W. E. Newton Lumber 
Co., new concern. 

WASHINGTON. Snohomish—Cascade Lumber & 
Fuel Co. will open a retail yard. 


New Mills and Equipment 


GEORGIA. Cogdell—Davis & Stobbs Lumber Co., 
which lost its plant by fire recently, is making 
plans for the erection of a new mill at Waycross, 
Ga. The mill will have a daily capacity of about 
35,000 feet. 


ILLINOIS. Karnak—Main Bros. will rebuild 
sawmill recently destroyed by fire. 

IOWA. Fairfield—Heston & Anderson, manufac- 
turer of woodworking machinery, has let the con- 


tract for a $35.000 factory and office building on 
Sixth St. 


MINNESOTA. Winona—Standard Lumber Co. 
will rebuild its 84x182-ft. lumber shed and will re- 
model another shed into a warehouse. 

MISSISSIPPI. Heldelberg—J. A. Huff, of Pop- 
larville, is erecting a sawmill on a tract of timber 
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ten miles west of here, and will manufacture pil- 
ing, poles, lumber and ties. 

NORTH CAROLINA. Charlotte—The Shambow 
Shuttle Co. is reported to be planning establish- 
ment of a branch shuttle factory here. 

VIRGINIA. Clarksville—The Burton Ginning & 
Mfg. Co. plans adding machinery for manufacture 
of keg staves. 

WASHINGTON. Kelso—Copeland Lumber Co. 
has begun erection of a 50x100 ft. office building. 

WISCONSIN. Hatley—Knoke Lumber Co., of 
Appleton, will open a new sawmill at Hatley and 
is adding to the fleet of motor trucks, also. 

New London—The Edison Wood Products (Inc.) 
will erect a three-story veneer plant. 


BRITISH NORTH AMERICA 
ONTARIO. Milton—A. W. Merkley, retail lum- 
ber dealer, has taken down his planing mill and 
is erecting a new one. 


Casualties 


LOUISIANA. Alexandria—Dauterville Lumber 
Co., loss by fire in lumber sheds, office and stock, 
$20,000. 

Red Gum—aAlexander Bros., loss by fire in saw- 
mill; no estimate of loss, but hardwood mill is 
reported destroyed. 

NEW YORK. Buffalo—Niagara Box Co., plant 
damaged by fire; loss, $13,000. 

New York—J. M. Saulspaugh’s Sons. suffered 
damage by fire. 

WASHINGTON. Synarep—The sawmill of Harry 
Cubbage has been burned. 


HYMENEAL 


REED-PETERSON. Mrs. A. F. Peterson of 
Aberdeen, Wash., has announced the engage- 
ment of her youngest daughter, Patricia, to 
Sol Simpson Reed, son of Mr. and Mrs. Mark 
E. Reed of Shelton, Wash. The wedding is 
to take place in June. Miss Peterson is the 
daughter of the late A. F. Peterson, one of 
the best known lumbermen of Grays Harbor. 














RUSHMORE-OPIE. Mrs. George T. Howe 
of Tacoma, Wash., has announced the mar- 
riage of her daughter, Mrs. Hazel Howe Opie, 
to Samuel Willis Rushmore, of Plainfield, 
N. J. The wedding took place April 15 at 
Washington, D. C. The bride is the daughter 
of the late George T. Howe, of the firm of 
Scott & Howe, of Tacoma, one of the pioneer 
timber companies of the Pacific Northwest. 


MBENEFEE-EASTON. Announcement of the 
engagement of Miss Mary Elizabeth Easton, 
prominent Oakland, Calif., girl, to L. B. Mene- 
fee, jr.. son of Mr. and Mrs. L. B. Menefee 
of Portland, Ore., was made last week. The 
wedding is to take place May 25 in St .Paul’s 
church, in Oakland, and will be one of that 
city’s notable social events. Mr. Menefee is 
associated with his father in the lumber busi- 
ness in Portland. Miss Easton is the daugh- 
ter of Mr. and Mrs. Giles Nelson Easton, of 
Oakland. 


JONES-RODDIS. Miss Sara Frances Roddis, 
daughter of Hamilton Roddis, president of 
the Roddis Lumber & Veneer Co., Marshfield, 
Wis., was married on April 16 to Henry Stew- 
ard Jones, of Mobile, Ala., by Rev. Phillip B. 
Franklin of Marshfield. Following a month’s 
tour on the Pacific coast, the couple will make 
their home in Marshfield. The bride is a 
graduate of Grafton Hall, Fond du Lac, and 
studied at Newcomb College, New Orleans, La. 
Mr. Jones graduated from Purdue University 
= one and is a son of Harry S. Jones, of 

obile. 


HYDE-LYNCH. Milo W. Hyde, secretary- 
treasurer of the Lumbermen’s Club of Mem- 
phis, was married Wednesday, April 17, to 
Miss Lorretta Lynch, daughter of Mr. and 
Mrs. W. M. Lynch, of Memphis. The wed- 
ding took place at the home of the bride’s 
parents. Milo W. Hyde, partner in the Hyde- 
Williams Lumber Co., of Memphis, is the son 
of C. W. Hyde, president of the Hyde Lumber 
Co. After a short honeymoon trip the young 
couple will be at home in their new residence 
which is under construction in Chickasaw 
Gardens, Memphis. 


BRIGGS-TAYLOR. Following a large num- 
ber of social affairs in their honor, Miss Althea 
Taylor, daughter of Horace F. Taylor, presi- 
dent of Taylor & Crate, Buffalo, N. Y., and 
Ernest R. Briggs, alse of Buffalo, were mar- 
ried on April 20 in Westminster Presbyterian 
Church, Rev. S. V. V. Holmes officiating. The 
maid of honor was Miss Mary Louise Hubbell, 
Columbus, Ohio, and the bridesmaids were 
Mrs. Howard Kellogg, jir., Miss Jean McDonald, 
Mrs. Howard W. Phillips, of Medina, Miss 
Alice Potter, of Boston, and Miss Margaret 
Critchlow and Miss Virginia Colgan, of Colum- 
bus, Ohio. James A. Purdy was best man and 


ushers were F. Chase Taylor, Horace F. Tay- - 


lor, jr., Shirley G. Taylor, jr., Karl Hinke, 
Jerry Edwards, Samuel Wettlaufer, Howard 
Kellog jr., and Howard W. Phillips. 





OBITUARY 


SETH BE. BARWICK, of the Long-Bell Lum- 
ber Co., of Longview, Wash., died at his home 
in that city on Saturday afternoon, April 20, 
at 3:30. Mr. Barwick. had been slightly indis- 
paeee for a short time 

ut had been to the 
office on Thursday and 
appeared well on Sat- 
urday at lunch time. 
News of his sudden 
death came as a great 
shock to his many 
friends in the lumber 
world. He was widely 
known and popular 
among lumbermen, who 
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are deeply grieved at 
his passing. Mr. Bar- 
wick has been in the 
lumber business all of 
his life and had been 
associated with the 
Long-Bell Lumber Co. 
for sixty years. His 
only other lumber con- 
nection was with the 
Herman Hettler Lum- 
ber Co., of Chicago, 
with which he was as- 
sociated for about a year, and his first posi- 
tion was in the lumber department of the 
Chicago, Milwavkee & St. Paul Railroad. For 
over fifty years Mr. Barwick was representa- 
tive of the Long-Bell Lumber Co. in Chicago 
and numbered many warm friends among the 
Chicago lumbermen. In 1924 he was trans- 
ferred to Longview, Wash., where he was 
given a unique position, that of entertaining 
visitors and buyers and arranging programs 
of entertainment etc. While in Chicago Mr. 
Barwick served for a while as secretary of 
the Lumbermen’s Association of Chicago, and 
in 1917 was secretary of the Southern Illinois 
Retail Lumber Dealers’ Association. Funeral 
services were held at Longview and the body 
was brought to Chicago for burial. 

Services were held in Chicago on Friday 
afternoon, Aprii 26, in the chapel of the Mc- 
Neil funeral home, witn burial at Arlington 
Cemetery, Elmwood. Mr. Barwick is survived 
by a widow and one son, William E., who is 
also well known in the lumber trade and 
served in France with the 20th (Forest) En- 
gineers. 








WILLIAM E. JAMES, for thirty_ years 
identified with the lumber business in Georgia 
and widely known through the South, died at 
a private hospital in Macon, on Saturday, 
April 20, after anu illness of several months. 
Mr. James waz 53 years of age. He was presi- 
dent of the James-Kingman Lumber Co. Mr. 
James was a brother of L. P. James, former 
State senator and himself a lumber manufac- 
turer, operating as the James Lumber Co. 
Mr. James was born in Jones County, Ga., on 
Nov. 25, 1875. ‘The family moved to Macon 
about fifteen years ago. He is survived by 
his widow, who was Miss Annie Drew Chiles, 
of Clinton. Ga., and one son and two daugh- 
ters, W. E. James, jr., Mrs. Walter Thames 
and Miss Annie Drew James, all of this city. 





JOHN HENRY TODD, well known in New 
York lumber trade, died Wednesday, April 10, 
at his home, 454 Sixth Street, Brooklyn, N. Y. 
Mr. Todd was born in New York City, a son 
of the late Thomas Todd, and had lived in 
Brooklyn for fourteen years. He was a sales- 
man for the Barker, Bond Lumber Co. and a 
member of the Nylta Club. He is survived 
by his mother, Mrs. Kate Todd, and a sister, 
Mrs. G. H. Davis. Funeral services were held 
Saturday night, April 13. Burial was in Clin- 
ton, N. J. 


NELSON E. BELL, aged 60, a member of 
the firm of Young & Schmidt, retail lumber 
dealer of Pittsburgh, Pa. was slain in the 
office of the company on Friday, April 19, and 
a partner, John L. Schmidt, is said to have 
confessed to the murder. The slayer is be- 
lieved to be mentally deranged. Mr. Bell had 
entered the businuss omy a short time before 
and was treasurer of the company. 





WILLIAM CALHOUN, aged 60, lumberman 
of the eastern Kentucky hardwood regions, 
died at his home near Etty, Ky., on Friday 
night, April 19, after a brief illness. Mr. Cal- 
houn had been engaged in the lumber busi- 
ness since early manhood. A widow and sev- 
era] children survive. 
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Our strong, durable structural material is cut 
from Genuine Calcasieu Long Leaf Pine. You 
know that this timber has long been famous 
for its dense, heavy resinous fibre. 


“LUTCHER” stock has been preferred by 
the most exacting architects, engineers and 
builders for years because it meets all tests and 
specifications. 


The next time you want accurately milled, 
strong, durable structural material write 
“LUTCHER?” into your specifications and send 
your order to us. It’s trade marked for your 
identification and as a guarantee of quality. 


Remember, we ship by rail or water direct 
from our mills. 


JeLutcher& Moore 
Lumber Company 


ORANGE, TEXAS 
































Mills at Orange, Texas; Lunita, La. 
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Virgin Long Leaf Yellow Pine 
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RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 
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The Lumberman’s Actuary 


By JOHN W. BARRY 


The new eighth revised 
edition has 604 pages. 
It shows at a glance 
the value of any num- 
ber of feet at any 
price between $6 and 
$150 per thousand feet. 
Thus: at $6, $6.25, 
$6.75, $7 and so on to 
$100; at $101, $102 and 
so on to $125; and at 
$125, $130 and $135 
and so on to $150. 
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It also shows the total 
feetage in any num- 
ber of pieces from 1 to 
2,000; for all thick- 
nesses, as 1 inch, 1%, 
1%, 2, and up to 12 
inches, and for any 
width from 2 to 24 
inches, 


It contains tables for figuring the cost of 
any quantity of lath or shingles at $4 to 
$15.75 a thousand. It is used for figuring 
moldings, lumber bills, car freights, car in- 
voices, yard inventories, odd sizes, wages etc. 
The Actuary does a man’s work and does it 
accurately. 


One feature of the book is the specially de- 
vised, linen faced cut-in index which brings 
all sizes and prices under the eye at a glance. 
All lengths on the one page. 


In addition the Lumberman’s Actuary has a 
table of measurements of wall board in 32- 
and 48-inch widths, a table showing the square 
feet in the ceiling and four walls of rooms 
of various sizes and tables estimating the 
quantities of various items of lumber, shin- 
gles etc. required for the covering of given 
surfaces; a table of area of openings, weights 
of lumber etc. 


Useful tables of nails, kinds and quantities 
required for various work, and a number of 
other tables of information which the retail 
lumberman or builder often require are in- 
cluded. 

The Actuary when closed is 4% inches x 8% 
inches x 1 inch, a handy pocket size. 


P Eighth Revised Edition, bound in Leather, 
wedi postpaid, $10 
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Illustrations of sample pages for the asking 
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Tacoma, Wash. 


April 20.—A general discussion of business 
conditions occupied most of the regular ses- 
sion of the Tacoma Lumbermen’s Club yester- 
day. Lee Force, manager Douglas Fir Ex- 
ploitation & Export Co., discussed the export 
market. Mr. Force said the Australian strike 
and the new Japanese tariff have disrupted 
these two markets for the time being. Re- 
ports by the members of the club showed rail 
trade to be brisk, with prices firm. Inter- 
coastal demand was reported to be fair. Local 
demand is stronger. 

The club decided to investigate the proposed 
advance in insurance rates on cargo ship- 
ments to the North Pacific, which are alleged 
to be discriminatory. A committee, composed 
of John EB. Manley, Paul H. Johns and Jerome 
Hill was named to conduct the investigation. 

W. L. Rawn reported that the club’s tariff 
committee has filed its briefs with Congress. 

President Karl B. Kellogg is still absent in 
California, and Vice President W. Yale Henry 
presided. 

Cargo shipments of doors from Tacoma dur- 
ing March totalled 70,055, of which 16,803 
were taken by the domestic market, and the 
rest by foreign countries. Box shook ship- 
ments were 3,547 tons, of which 3,045 tons 
were exported. Wood pulp shipments totalled 
4,700 tons. 

Maj. Everett G. Griggs will be renominated 
for the post of director of the United States 
Chamber of Commerce, which he has held for 
the last two years. T. A. Stevenson, secre- 
tary of the Tacoma Chamber of Commerce, 
left for the Bast this week, and one of his 
missions is to further the candidacy of Maj. 
Griggs. The annual convention of the cham- 
ber will be held at Washington next Saturday. 

Loyal Legion of Loggers & Lumbermen 
representatives from five districts of western 
Washington will meet here today preliminary 
to the annual convention to be held at Port- 
land in May. Two thousand members will 
unite for a stag party tonight, at which the 
Four L band will appear for the first time 
as a uniformed organization. Many leading 
operators will take part. 

The John Dower Lumber Co. has opened 
a new retail yard at Sumner, nine miles from 
Tacoma. 


Minneapolis, Minn. 


April 23.—Recovering from a _ setback 
brought on by the recent big snowstorm 
throughout the southern part of the State, 
lumber business generally, and particularly 
trade in white cedar and millwork, again has 
become active. The State highway depart- 
ment reports that many country roads are 
now opened up to truck travel. There is con- 
sequently increased demand for posts. Poth 
post and pole’ prices are firm. Many orders 
are for rush shipments to small town re- 
tailers. The demand for 3-inch posts con- 
tinues less than that for the other sizes. 
Telephone and power companies are doing 
considerable repair work and new construc- 
tion. Most millwork manufacturers now re- 
port a quickening in orders, although some 
still find the market as dull as it was dur- 
ing the winter. Prices generally are firm. 
Regardless of the amount of new construction, 
dealers declare, there will be many sales as 
a result of modernizing and remodeling work. 
However there is reason to believe that the 
new building work will be in excess of normal 
rather than below it. The spring call for 
lath in the Twin Cities has begun to make 
itself felt, large supplies of jack pine having 
dwindled considerably, and balsam have also 
sold. The slack demand during the winter 
failed to push down quotations. Sales of 
northern. pine are ahead of shipments and 
production. The only difficulty in this market 
is the unsatisfactory assortment of dry mill 
stocks, as dimension stuff, boards and timbers 
are in short supply. 

Last Wednesday there were six cars of 
lumber on the tracks of the Minnesota Trans- 
fer Railway Co., as compared with four the 
week before. Of these four, all but one were 
moved during the previous seven days, and 


that has been there since March 4. A week 
ago Wednesday there was one car of shingles 
awaiting orders; last Wednesday there were 
four, all recent arrivals. Lumber dealers in 
the midway report increased activity, par- 
ticularly in orders from yard men. 


The Minneapolis office of the Trade Exten- ° 


sion Bureau, National Lumber Manufacturers 
Association, has been moved from the fifth floor 
of the Lumber Exchange Building to the eley- 
enth floor, next to the office of the Northern 
Pine Manufacturers’ Association. E. J. Fisher, 
representative of the bureau in the district, stil] 
is in the hospital, recovering from an accident. 

George H. Chamberlain, formerly associated 
with Simons Millwork (Inc.), and Smith & Wy- 
man, Minneapolis, is now representing the 
Charles R. McCormick Lumber Co. in North 
Dakota and parts of northern Minnesota. 

J. G. Wallace, Dalkena Lumber Co., Minn- 
eapolis, has returned from a tour of South 
America. 


Milwaukee, Wis. 


April 22.—Retail yards have been unable 
to stay out of the market any longer, not- 
withstanding their attitude that prices are too 
high, and have found it necessary to replace 
stocks, which were at a low point. Building 
operations have been started on a large scale. 
The volume of buying done by retailers so 
far has been disappointing to the millmen, 
though amount of figuring now being done in- 
dicates an increase. Box factories and other 
industrial concerns have bought almost their 


seasonal requirements. Manufacturers of trim — 


are buying from hand to mouth. Hardwood 
mills have begun to ship in volume, much 
of the stuff being ordered green. Prices on 
hardwoods remain generally firm. Wisconsin 
flooring manufacturers are finding it neces- 
sary to delay shipments, due to volume of 
orders and difficulty in securing dry maple. 


Warren, Ark. 


April 22.—Orders booked by Arkansas soft 
pine mills during the last two weeks exceeded 
production by a good margin, and also ship- 
ments. Very few surplus items remain and 
total stocks are unusually low. 

Prices continue to firm up on all upper grade 
items. Bé&better 1x4-inch flat grain flooring 
again holds the $1 advance made the first of 
the month, as do 1x6-inch B&better drop sid- 
ing and %-inch B&better ceiling. Prices on 
both 3- and 4-inch B&better edge grain floor- 
ing have strengthened, 3-inch selling close to 
$65, mill; and 4-inch at $62, with “C’” $10 to 
$12 less. In 4-inch, No. 2 edge grain averages 
around $30, mill, with flat grain $3 to $4 
less. Practically all items of 1l-inch No. 2 
and 3 have moved up $1. Several sales of 4- 
inch No. 2 averaged $22.50, mill basis; and 
6-inch, around $24.50 and $25, while 8- and 
10-inch boards and shiplap bring close to 
$26. In No. 2, 12-inch is fairly plentiful ex- 
cept in 10-, 12- and 20- foot. The 20-foot is 
scarce and brings $32, while other lengths 
range down to around $28 to $29. No. 3 boards 
have moved in large quantities. The 8- and 
10-inch are selling at $20, mill, with a few 
mills asking 50 cents and $1 more. Other 
items of No. 3 are in proportion. A few mills 
hold a slight surplus of 12-inch No. 3, which 
sells for 50 cents to $1 over the 10-inch price. 
No. 3 4-inch continues very scarce and sells 
around $17. No. 2 dimension is hard to secure, 
especially 2x4-, 6- and 8-inch, with stocks of 
2x10- and 12-inch limited. No. 1 dimension 
is a little more plentiful, though stocks run 
largely to 14- and 16-foot, the supply of 10- 
and 12-foot being limited, and 18- and 20- 
foot hard to find, especially in 2x4-, 6- and 
2-12-inch. The mills have less No. 3 dimen- 
sion than for many months, and some ask 
$17 for random widths and lengths. 

No. 2 lath are not often found available 
for straight carloading, usual limit being 30,- 
000 or 40,000 a car. No. 1 lath are a little 
more plentiful, but at $4.60, mill basis, are 
moving about as fast as they accumulate. 
Last week several wholesalers visited mills, 
trying to buy special tobacco and fencing lath, 
but met with little success. 

Orders for Bé&better finish, casing, base 
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and moldings continue plentiful, with prices 
satisfactory. Price advances of the last thirty 
days have met with little resistance. The 
mills producing wrapped trim are receiving 
a good supply of orders. 

Several concerns requiring No. 4 boards 
for dunnage are having considerable trouble 
placing orders at $2 over prices prevailing 
last year. Several offers of $12, mill, have 
recently made the rounds. Railroads in the 
Southwest have been accumulating good 
stocks of grain doors. Several inquiries are 
already out for No. 3 boards for grain doors. 

Good weather has permitted the upland 
woods to dry out and pine logging conditions 
are easier than for several months. Bottom 
lands are still too wet. 


Birmingham, Ala. 


April 20.—There has been some revival of 
building of cottages by smaller investors 
and several large contracts have recently 
been let for public and commercial struc- 
tures, but very few $5,000 to $8,000 resi- 
dences are being started, and these are the 
kind that bring most business to the retail 
yard. Prices have shown little change re- 
cently. All 3-inch flooring except No. 3 has 
stiffened; in 4-inch, No. 3 has been reduced 
50 cents to $1. Timbers and railroad stocks 
are in good demand, and several mills are 
out of the market because of their heavy 
order files for special cutting, which is 
bringing good prices. Railroads came into 
the market this week for about 4,000,000 
feet. Production of the “peckerwood” mills 
has been curtailed because labor is going 
to the farms. Stocks at the larger mills 
have been increasing, but needed replenish- 
ment.- Buyers are rather slow in taking 
dimension, except on specification. Nos. 1 
and C and No. 2 boards have. been hard to 
secure, and bring strong prices. More 
progress is now being made in air drying. 
S2S&CM and S4S kiln or air dried 6-inch has 
been moving freely, air dried at $20 and 
kiln dried at $22. Shiplap is slow, and many 
mills are running S4S and kiln dried stock 
into drop siding, largely V-joint. The 10- 
inch siding is selling freely, and a few yards 
have stocked both 10- and 12-inch. Whole- 
salers have been busy with northern and 
eastern business, and that from railroad and 
car building companies. 

Dr. Allen G. Loehr, executive secretary 
Alabama Lumber & Building Material Asso- 
ciation, is making a trip among dealers out- 
side of Birmingham. He recently arranged 
a conference on brick that has widened 
the retail handler’s profit margin. The asso- 
ciation is now conducting a study of costs 
which is disclosing facts surprising to some 
members. There are reports of an impend- 
ing merger of a good many of the smaller 
yards of the city, which would greatly im- 
prove conditions in the field. 


Norfolk, Va. 


April 20.—The North Carolina pine market 
has not been very active. Some items that had 
been very quiet have been showing more ac- 
tivity. The weather has been a little unset- 
tled, so shipments have not been heavy. Some 
planing mills in North Carolina that buy rough 
stock have been running overtime. Transit 
shipments to some sections have disrupted 
prices, and influenced buyers to hold off, while 
other sections are buying as fast as lumber is 
needed. ‘Prospects for the immediate future 
are rather bright. . 

There has been a better demand for 4/4 
edge No. 2 and better, band sawn. Sales of 
circular stock have been light, mills having 
little to offer, and buyers holding off for lower 
prices. Edge 4/4 No. 3 continues rather quiet. 
No. 2 and better 4/4 stock widths, dressed, 
continue in brisk demand, and band sawn 
Stock widths have been moving better in 
Straight cars. Mixed cars of rough circular 
Stock widths have not been selling easily. 
Yards seem to feel that price may weaken. No. 
3 4/4 stock widths have been rather quiet. 
No. 2 and better 5/4 and thicker have been 
inquired for a little more, but orders have not 


been developing very rapidly; the 6/4 seems 
to be more popular than other thicknesses. 

Sales of 4/4 edge No. 1 box, kiln dried rough, 
have been better, most new business being 
for water shipment. Box makers are taking 
in a little more stock and show interest in 
good air dried edge box rough, but are offer- 
ing low prices. Demand for dressed and re- 
sawn stock has fallen off. No. 1 4/4 stock box, 
rough and dressed, has been moving along 
very nicely. The small mills have disposed 
of a lot of stock and are apt to pay more 
attention to prices. Edge 4/4 No. 2 box contin- 
ues rather quiet. No. 2 4/4 stock box, dressed, 
continues in good demand, and many mills 
are pretty well sold up. Edge box rough, 51 
and 614, are in better demand, but prices are 
weak. Box bark strips, 4/4, rough and dressed, 
are in good demand at steady prices. 

There has not been very much activity of 
late in dressed lumber. More material could 
be sold if yards and others were willing to 
take a chance on credits. Prices of flooring 
ete. remain practically the same. Kiln dried 
roofers have been moving very well. Air 
dried have not been very active, and 6-inch 
can be bought at $19 f. o. b. cars Georgia 
main line rate. Some buyers are looking for 
prices to be 50 cents less than the above. 


Macon, Ga. 


April 22.—Satisfactory business was _ re- 
ported by roofer manufacturers throughout 
this territory during the week, there being 
some improvement in volume. Plenty of in- 
quiries were coming in, mostly from the 
East. A good local demand also continues. 
No material change in the price has been 
noted in some time. 

Southwest Georgia and southeastern Ala- 
bama longleaf mills will be closed Southern 
Memorial Day, April 26, and many will re- 
main down until Monday. The demand for 
longleaf continues good, at generally satis- 
factory prices. Railroads are reported to be 
placing some good orders. Much material is 
being taken by the Central of Georgia Rail- 
way’s creosoting plant in this city. 


Brookhaven, Miss. 


April 20.—The pine market has shown a 
very decided pick-up. Last week there was 
more snap to it than for some time. There 
was a slight easing off in prices here and 
there, especially on 1x8-inch No. 2 shortleaf, 
but practically all surplus has now been sold. 
Shipments are increasing, as a good supply 
of orders is coming to hand. Business is as 
brisk as it should be, however, because a 
good deal of sales territory is uneasy over 
threatening floods. The export market is hold- 
ing up quite well; some nice orders were re- 
ceived last week. Of sawn timbers, exporters 
do not have anything like as much in booms 
as they had last year. Foreign business may 
increase in May and June. The mills have 
an excellent file of orders for domestic tim- 
bers. 

Demand for 38-inch flooring appeared much 
better. Of No. 2 only is there a heavy stock. 
Prices are holding firm. No. 3 sold well and 
is oversold. Sales of 4-inch flooring have been 
exceptionally active, and it is firm. The 4- 
inch No. 1 flooring has been selling in large 
quantities; No. 2 has moved well, stocks be- 
ing low with some mills oversold; B&better 
has sold well and has stiffened to around 
$40, mill. Stocks of all grades of 4-inch rift 
are light. A number of patterns of B&better 
drop siding are much oversold and inquiry 
is strong. No. 1 in several patterns had been 
draggy, but sold better last week, and stocks 
are reduced. The oversale on No. 2 drop sid- 
ing is being caught up with; it is usually 
in strong demand. Of ceiling, 1/2x4-inch, 
practically every grade is sold out, and prices 
have been advanced. No. 2, 5/8x4-inch ceiling 
has sold quite well, and Bé&better, fairly well, 
but No. 1 is slow. Partition, 3/4x4-inch, has 
sold quite well and stocks are lower. Bevel 
and square edge siding have been selling 
fairly well. Moldings have sold in heavy 
volume, and most mills are greatly oversold. 
B&better finish has been selling in heavy 
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Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER fists: 


TIMBER CO. 
OSTRANDER, WASH. 
“The original long timber mill.” 














Our Specialty— SOFT TEXTURED. 


California White Pine 


BEVEL SIDING MOULDINGS 
BUNGALOW SIDING 


Prompt Service. Straight or Mixed Cars. 
We KNOW our service and quality will please. 


ELLINGSON LUMBER CO. 
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volume, and shortleaf mills have had a reg- 
ular deluge of orders for 6-, 8- and 10-inch 
widths, with very little of other widths avail- 
able. Certain widths of thicker sizes are over- 
sold, and prices are being advanced. No. 1 and 
C finish also sells freely, and stocks are ex- 
tremely low, except that there is a heavy 
stock of 2x8- to 12-inch. 

No. 2 longleaf fencing, 4-inch, is still over- 
sold, but shortleaf is available. No. 2 fencing 
and flooring, 6-inch, are oversold in both long- 
leaf and shortleaf, and have been sharply 
advanced. There were heavy sales of 8-inch 
No. 2 shortleaf; 10-inch stocks have been 
greatly reduced; there are fair stocks of 12- 
inch, but Oklahoma trade takes good quan- 
tities. In No. 2 longleaf, 8-inch sold in sub- 
stantial quantities but stocks are still large; 
10-inch is much oversold, mostly for export; 
stocks of 12-inch are low and it is extremely 
firm. No. 2, 5/ and 6/4, sold well. In No. 3 
fencing, 4-inch is in low supply and it is very 
firm; 6-inch fencing is much oversold, and 
flooring has sold heavily, but stocks remain 
large; the 8-, 10- and 12-inch remain over- 
sold—stocks of 8- and 10-inch longleaf boards 
and shiplap getting lower each week; 12- 
inch boards are selling well. Large quantities 
of No. 4 boards are being inquired for by 
grain door operators, but mills here are over- 
sold. This is the busy season for box fac- 
tories, and they are finding it difficult to 
satisfy both truck growers and industrial 
users. 

No. 1 longleaf and shortleaf dimension have 
been selling well and stocks are badly broken, 
and those of No. 2 dimension are even lower, 
while No. 3 has been in good demand. 

Lath hold extremely firm, No. 1 kiln dried 
selling at $4, mill, and No. 2 are oversold, 
price being $3.25. Upper grades of pine 
shingles have sold fairly well. 


Jackson, Miss. 


April 22.—All southern pine shipping de- 
partments have been busy, and available 
stocks of dry lumber have been further re- 
duced. Some pine manufacturers are com- 
plaining about not being able to get orders 
to fit stocks, but this complaint is not general. 

All grades of 4-inch flooring have sold 
easily and are bringing good prices for prompt 
delivery. Flat grain 3-inch flooring is strong 
in all grades except Nos. 2 and 3. Edge grain 
is very strong, some mills reporting oversales. 
Finish demand has shown some improvement, 
and a number of plants have further reduced 
their stocks of B&better and “C”. 

Longleaf boards, both Nos. 2 and 3, are 
quite strong, and the mills report having no 
stock available for immediate shipment. 
Shortleaf boards are moving nicely, but there 
is some surplus stock. 

Timbers are very strong, especially larger 
sizes in longleaf, and all mills are quoting list 
and over, with shipment according to their 
ability to make it. The small sizes have moved 
in better volume, and there is not as much 
competition for orders. Dimension has been 
produced in some volume during the last two 
weeks. Stocks available for quick shipment, 
however, have declined about 12 percent, with 
some items oversold. 

Wholesalers seem to be faring nicely with 
their transit cars, and reported a heavy vol- 
ume of sales last week. 

Hardwood manufacturers have been able to 
operate their plants steadily for the last week. 
Good order files are maintained by the larger 
shippers. Export demand has shown quite an 
increase, and some large orders were booked 
last week. Logs are now coming into the 


market, 
Shreveport, La. 


April 22.—For the first time this year, the 
pine lumber market has appeared weak. De- 
mand has been slow and mills require orders. 
Some have turned out a flood of transits, and 
it is reported that northern wholesalers have 
too many of them. They are therefore being 
sacrificed and offers and counter offers have 
resulted in a somewhat lower price level on 
Straight cars. There is a demand for such 
loads, but they have gone forward too fast. 
A considerable number of direct orders are 
coming along all the time. Some shipments 
are going to Oklahoma and Texas, but volume 
has been less than in previous weeks. As a 
rule when demand is slow in one buying sec- 
tion, there is a corresponding activity in an- 
other, but this week it has been slow all 
around. There have been some very heavy 


rains and local storms, but the weather has 
been rather favorable for logging. Stocks in 
this section are fairly well rounded, and 
nearly all items can be supplied promptly, 

There is good demand for about all the dry 
hardwood to be had in this section, and prices 
are quite steady. 


St. Louis, Mo. 


April 22.—While no appreciable demand for 
southern pine has come from city retailers, 
companies here expect that these consumers 
will show greater interest as soon as the 
weather becomes more suitable for building, 
Industrial demand can stand a great dea] 
of improvement. Country retailers are already 
doing a nice volume of business and are ex- 
pected to be in the market for substantial 
stock replenishments in the near future. At 
present, they are buying a fair quantity of 
boards and dimension. The abundance of 
transit cars continues to affect mill shipment 
business, but prices are not softening. 

St. Louis hardwood yards report they are 
selling a fair volume of lumber and are 
maintaining stocks of such items as sap gum 
and red gum, 4/4 FAS plain white oak and 
quartered white oak. Buying here is mostly 
in mixed cars. The market is strong. 


Duluth, Minn. 


April 22.—Increases in shipments of mixed 
ears of northern pine are reported, though 
building has been slow in starting in some 
parts of sales territory. A pick-up in inquiry 
for box lumber is a trade feature, with sales 
by box factories on the increase. 

The Scott-Graff Co.’s sawmill has begun 
its season’s operations. Its cut is expected 
to reach 4,000,000 feet, or around 2,000,000 
feet more than last year. Increased business 
in the interior finish and other departments 
is necessitating the employment of night 
crews. Sufficient large outside contracts 
were reported to assure capacity operations 
during the present season. 

The Virginia & Rainy Lake Co. is operat- 
ing at capacity, with day and night shifts. 
The company’s Pelican River log hoist has 
started loading logs for shipment to the mill, 
and the Elbow Lake one will start loading 
immediately after the Pelican Lake has 
completed shipping. 

William J. Hermes, manager Giesen Lum- 
ber Co., Superior, has accepted a’ position 
with the Weyerhaeuser interests at Minne- 
apolis, and will leave within two weeks to 
take over his new duties. Mr. Hermes was 
honored by the Hoo-Hoo Club at a dinner 
at the Hotel Androu, Superior, last week. 


Philadelphia, Pa. 


April 22.—The lumber market has been fair- 
ly active during the last ten days, with both 
softwoods and hardwoods in better demand. 
With dwelling permits on the increase, smaller 
yards are reporting more business, and it has 
been predicted that spring volume will at least 


+ equal that of last year. A marked advance in 


maple flooring prices was reported this week, 
with the leading distributors quoting $3 to $5 
increases. 

The Tilghman Lumber Co., which has oper- 
ated for forty years in North Carolina, is 
opening a new mill in Fair Bluff, N. Cc. It 
will be modern in every respect, being equipped 
with a single band and re-saw and complete 
planing mill. It will increase the company’s 
daily capacity 120,000 feet. 

Walter Turner, of Vineland, well known in 
South Jersey lumber circles, is a candidate 
for the New Jersey assembly from Cumber- 
land County at the primaries in June. Mr. 
Turner was formerly a member of the as- 


wea Pittsburgh, Pa. 


April 23.—Bad weather last week had its 
effect on business. Rather unusual for this 
time of year was a 7-inch snow in the Alle- 
gheny Mountains, accompanied by a high 
wind, which caused the snow to drift badly. 
Retail dealers report, however, that the out- 
look continues very encouraging. They say 
that home building has been holding up well. 

Wholesalers report that eastern hemlock 
seems to be in greater demand than at any 
time in several years. There is only a little 
stock available, and prices tend to strengthen. 
Southern pine is coming in for its share of 
business, and while there are considerable 
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offerings of No. 2 and better dimension and 
No. 2 boards and roofers, there is very little 
dry stock available, and mills are not offering 
any special inducements. Fir continues: in 
very strong position. All the white pines are 
very active, and a good deal of business has 
been placed by the small yards. Prices are 
holding strong, and the mills generally are 
making advances on items of which they are 
short. 

E. H. Picket, formerly head of the Picket 
& Volk Lumber Co., wholesaler, and more re- 
cently local agent for Robert R. Sizer & Co., 
New York City, has embarked in the whole- 
sale lumber business under his own name, 
with offices on the fourth floor of the Empire 
Building. 


New York, N. Y. 


April 22.—Many lumbermen feel that con- 
tinued rain has discouraged buying. Whole- 
salers are growing restless, wondering when 
the spring buying season will start in earn- 
est. It is probable that demand for fir has 
suffered more than that for any other lum- 
ber. It is certainly a fact that yards are 
not stocked up, as a general thing, to the 
extent usual at this time of year. 

Black and Yates (Inc.), importers and dis- 
tributers of Philippine mahogany, recently 
received one large shipment and another is 
due this week. The two shipments total ap- 
proximately 1,000,000 feet. 

The Cathcart Lumber Co., recently organ- 
ized by the brothers, Ernest W. and Leonard 


Angell Lumber Co., has joined the sales staff 
of Cooney, Eckstein & Co., and will cover 
northern New Jersey territory. 


Jacksonville, Fla. 


April 22.—Volume of business in all south- 
ern woods continues steady. Orders having 
been coming in very satisfactorily, although 
there has been no notable increase recently. 

Inquiries for cypress have gained materialiy, 
and have been such as to arouse confidence. 
A number of inquiries are being received from 
sections that have up to this time been pre- 
vented from buying from the Southeast by 
unfavorable freight rates. Since many larger 
Mississippi Valley mills have completed their 
operations and do not have low grade stock to 
offer, consumers are looking to Florida and 
Georgia for their requirements. The demand 
for cypress has covered all grades and thick- 
nesses, and has tended to keep mill stocks 
balanced. Bookings have been running heavier 
to lower grades, such as Nos. 2 and 3 common, 
box and pecky, along with “C” and “D” finish. 
There has also been the usual steady demand 
for all thicknesses of tank grade. There have 
been sufficient sales to move accumulations of 
high grade finish and also factory grades. 
Mills manufacturing random widths and 
lengths only have had some difficulty keeping 
their selects moving at a satisfactory price, 
and have at last come to accepting orders for 
specified widths. This is also true of FAS at 
some mills. There is no doubt that mills 
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B. Catheart, has started in the wholesale 
business at 1819 Broadway. Ernest Cathcart 
is well known in the metropolitan district. 
Leonard Cathcart got his lumber training in 
Canada. 

W. T. Martin, who represented Hoban, 
Hunter & Feitner Co. on Long Island for 
fifteen years, has gone into the wholesale 
business on his own hook, with headquarters 
at 59 Monroe Street, New Rochelle, N. Y. 

Latham Bros., Mineola, Long Island, have 
just taken occupancy of their new office on 
Jericho Turnpike, Mineola. The new yard is 
practically complete, and it gives the Latham 
firm a place among the most progressive 
dealers on Long Island. The plant is mod- 
ern in every way and laid out especially for 
efficiency in handling lumber. 

S. E. Slaymaker & Co. have announced the 
removal of their office to the New York Cen- 
tral Building, 230 Park Avenue. 

Charles Loughran has been appointed man- 
ager of the Great Neck Lumber Co., recently 
taken over by the Manhasset Lumber & Sup- 
Ply Corporation. 

John §S. Gormley, formerly with the Gor- 
don J. McDonald Lumber Co., recently joined 
the forces of May & Knauth, Woolworth 
Building. 

H. B. Ellis, treasurer Garretson-BPllis Lum- 
ber Co., with offices here and in Springfield, 
Mass., is on a trip to the Pacific coast. 

Leslie BE. Senft, formerly of the Babcock- 


separating their widths are having much the 
better of the market, and those able to accept 
orders for specified lengths are just that much 
better fortified against competition. 

Florida longleaf mills have been receiving 
an excellent volume of orders and have just 
about as much special cutting as they can take 
care of. Orders cover yard sizes, railroad tim- 
bers and export items, so that business is of 
an attractive nature. Practically all southern 
trunk line railroads are actively in the market 
for all sizes of timbers. There is a steady 
demand for car flooring, ceiling, lining, deck- 
ing and like items. About the only worry now 
is in regard to shed stocks. Florida yards are 
buying very lightly, and there is not enough 
building planned to indicate a betterment in 
yard business. However, manufacturers are 
holding the manufacture of shed stocks down 
to a minimum. The roofer manufacturers are 
enjoying a fair demand for their stocks, the 
supply of which has recently increased with 
the return to their banks of the rivers in 
Georgia and western Florida. Kiln dried short- 
leaf finish is in good call. 

There is a continued demand for magnolia, 
maple and ash, and poplar sales are showing 
some improvement. There does not seem to be 
as much demand for red and sap gum and 
tupelo, so mills are not putting forth very 
much effort to get out any of this slow mov- 
ing stock. 

John J. Earle, well known Florida lumber- 
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Pacific States 
tacoma, T umber Co. 


WASH. 
sr tr er ee 


Manufacturers of 


Douglas Fir, West Coast Hemlock 
and Red Cedar products 


REPRESENTATIVES: 
Ss. B. Marvin, 518 Peoples Gas Blidg., 
Chicago, Ill. 


K. J. Clarkson, 833 McKnight Bldg., 
Minneapolis, Minn. 


Jas. A. Harrison, = O. Box 745, Sioux Falls, 
D. 


Frank Probst, “3 O. Box 1187, Fargo, N. D. 
O. G. Valentine, P. O, Box 171, Denver, Colo. 
H. E. Wade, 1330 J St., Lincoln, Neb. 
Associated Lbr. Service, 815 Lemcke Bldg., 
Indianapolis, Ind. 
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Lumber Co. 


Pondosa 
Pine 


Dry Selects 


General Offices and Mills: 
Shipments via N. P. Mi ] M ont. 
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SLL 3 


We cut our own 
timber, in a modern 
Band Mill, equipped with latest 
type Kilns and High Speed Planers. 


Our Specialty is Shop : 


(Strong to Edge Grain) 


Also Spruce Finish S4S 


(13/16 x 1/2” Off in Width) 
Capacity 150,000 Ft. 
8H " 


WINCHESTER BAY LUMBER co. 
REEDSPORT, OREGON 

















HIGH LNE STRUCTURAL 
DOUGLAS FIR 
Lighter, Stronger Stringers. 


ERNEST DOLGE, Inc. 
TACOMA, WASH. 
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SALES AGENTS: | 


| Griswold-Gri ;, 
cain Reakey Co, Service 


Evergreen — Quality 


| Ties, Plank 
FI Long Joists 
| Timbers 


Long Dimension 
Give us a trial. 


TheGriswold LumberCo. 


| Failing Bldg., PORTLAND, ORE. 











CAR CARGO 





Willapa Lumber Co. 
Fir 


Spruce 
Hemlock 


Our Specialty 
Vertical Grain Uppers 


Carefully dried—Well manufactured. 
Mills: - - RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE, 
Chicago Representative 
Western Wood Products Co., 2251 S. Loomis St. 


Old 
Growth 
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Put 
“Come on Home” 


y in your 
Home Town Library 


“Come on Home,” by Douglas 
Malloch, “the Lumberman ig 
should be in every public library 
in America. 

Wouldn’t you like to be the one 
to put it in the library in your 
home town? (It ought to be in 
the high school library, too.) 

For $3.00 we will send you, post- 
paid, three copies—one for your- 
self, one for the library, and one 
for the high school. (Regular 
price, $1.25 a copy.) 

Can you think of as fine a thing 
to do, at so little expense?—any- 
thing so likely to delight librarian, 
Soadhene and pupils, and to pro- 
mote a love of home in your home 
town? 


Address the Publisher, 


Awericanfumberman 


431 South Dearborn Street, 
Chicago, Ill. 


(If you prefer, and will send us the names 
and addresses with order, we will send the 
books for library and high school direct, 
with a letter from us saying they are a gift 

from you.) 























man, has been appointed sales manager of the 
Pitch Pine Products (Inc.), of Tampa. 

Tom Griffin, until recently connected with 
the Jacksonville office of Pine Plume Lumber 
Co., is now located in Atlanta, working in con- 
junction with the Jacksonville office of Hirsch 
Lumber Co. 


Kansas City, Mo. 


April 23.—Orders for lumber have been less 
numerous, probably due both to bad weather 
and recent advances in prices, aS many re- 
tailers jumped into the market recently to get 
in ahead of the rise. Friday and Saturday 
showed a little increase over earlier days of 
the week, and sales managers think demand 
will soon get back to normal. Big mills here 
report that their volume so far this month 
shows about a 25 percent increase, and they 
are quite confident over the outlook. Farm 
prospects continue very good, but conditions 
in the oil fields are rather spotty. Business 
conditions in the Southwest are quite satis- 
factory. 

William M. Kirby, for several years man- 
ager of the credit department of the Dierks 
Lumber & Coal Co., left Saturday for Detroit, 
where he will open a branch office for the 
Dierks company, specializing in sales to in- 
dustrial consumers. 


Laurel, Miss. 


April 22.—Yard stocks at the pine mills have 
dried out nicely, after the severe rains, and 
mills are taking advantage of good weather 
to push their shipments. Orders continue to 
come in steadily, and while there have been 
no price advances, the present list prices re- 
main firm and are easily obtained. No. 2, 
6-inch center matched is bringing $24, f. o. b. 
mill, and 8-inch No. 2 shiplap, $25 to $25.50. 
The export market was exceedingly quiet, very 
few orders being placed. 


Portland, Ore. 


April 20.—The fir lumber market is grad- 
ually improving, many dealers here report- 
ing a good volume of business at stronger 
prices. The weather has been unfavorable 
for the opening up of building activities 
throughout western Oregon, but now it is 
becoming more summer like, with good crop 
prospects and a rapid revival of retail trade 
is looked for. The western pine market is 
firming up, shortage of dry stocks of a 
number of items making it difficult for mills 
to ship mixed car orders. The spruce market, 
which showed a little weakness two weeks 
ago, has taken on strength as volume of 
business has increased. 


Toronto, Ont. 


April 22.—Conditions in the lumber business 
in Ontario are excellent, and indications all 
point toward a good demand during the spring 
and summer months. Yards in practically all 
parts of the Province are selling more lumber 
than is usual at this time of year, as the 
weather has been mild during the last month. 
Many large contracts have now been let, so 
there is a good demand for special cutting, 
such as timbers, dimension etc. Yard demand 
for dressed lumber, finish and uppers seems 
to have dropped off a little of late, owing to 
the fact that dealers are all getting in ship- 
ments, or are waiting for cars now on the 
way. The greatest difficulty of the whole- 
saler is getting shipment. There is a short- 
age of dry lumber at the Coast, and the new 
lumber is not yet ready for loading. Conse- 
quently, the wholesaler is not accepting or- 
ders on which quick shipment must be made. 
Prices in all lines are firm, and the indica- 
tions are that they will remain so. The de- 
mand for shingles is good, at fair prices. 

Building permits for March set a new high 
record in Canada. Th? total value was $24,- 
056,656, more than double the February figure 
and 59 percent higher than the total for March 
of last year. All Provinces except British 
Columbia reported increases, the greatest be- 
ing that of Quebec. 

The wholesale lumber dealers of Toronto 
entertained their salesmen at a dinner at the 
Prince George Hotel, on April 22. After the 
dinner, the relationships of salesmen with 
their customers and with their employers 
were discussed. Among the wholesalers who 
spoke were A. C. Manbert, of the Canadian 
General Lumber Co.; D. C. Johnston, of the 





Union Lumber Co., and H. J. Terry, of Terry- 
Nicholson-Cates (Ltd.) 

Z. Mageau, head of the Mageau Lumber Co., 
Field, Ont., has returned after spending g 
couple of months at Miami, Fla., greatly im. 
proved in health. The sawmill at Field has 
been started on the season’s run, and wil] 
have an output about 25 percent larger than 
that of last year. 

Rufus E. Dickie, head of the Canadian Lum- 
ber Co., Stewiacke, N. S., who is a former 
president of the Canadian Lumbermen’s Assgo- 
ciation, was in Toronto on a business visit 
last week. He reports that dry stocks in 
Nova Scotia are very scarce, and that the 
weather during the last month has been idea] 
for getting out logs. He is expecting a steady 
market and a good year’s turnover. 


Boston, Mass. 


April 23.—Very bad weather and a local 
holiday interfered with lumber business here 
last week. Demand for eastern spruce frames 
was very fair, nevertheless, and the base 
price is firm at $42. The Madawaska mill 
has shut down for a brief period, and sey- 
eral smaller mills that could saw an easy 
frame schedule have closed for want of logs, 
The Woodstock Lumber Co.’s mill at Eagle 
Lake began sawing last week. For the 
random lengths of spruce, the market is 
about steady, but demand is nothing like 
it was in the old days before big cargoes 
of Coast lumber were coming here by way 
of the Panama Canal. 

One cargo of softwood and one of hard- 
wood lumber from Nova Scotia, a shipment 
of teak plank and flitches from Singapore, 
and 21,000 bundles of lath, 4,184,881 feet of 
fir and hemlock, and 435,000 railroad ties from 
New Westminster, B. C., comprised local 
arrivals of foreign lumber last week. 

The Woodstock Lumber Co. of Boston, is 
now operating a concentration and dressing 
yard at Charny, Que. 


Seattle, Wash. 


April 20.—‘‘All export markets seem very 
quiet,” said C. W. Spence, of the West Coast 
Lumber & Trading Co. “The volume of busi- 
ness is below that of last year. March and 
April have not been as good as January and 
February. The best market is on the east 
and west coasts of South America. Japanese 
demand is uncertain, due to the new tariff; 
Australia has a bad labor strike, and Euro- 
pean buyers appear to be holding out for lower 
prices. California is the best domestic mar- 
ket, and fair prices are being received.” From 
the mill man’s standpoint, the market is 
steady and mill operators are optimistic, 
asserted Edward S. Beal, of Klement & Ken- 
nedy Lumber Co. 

Two wholesale distributing yards have been 
established in New York by the United States 
& Foreign Sales Corporation, of New York. 
Robert Adair, manager of the Seattle office of 
the company, made the announcement. ~ This 
corporation confines its lumber business to in- 
tercoastal shipments and for this purpose 
maintains offices in Seattle and Portland. Mr. 
Adair stated that establishment of the yards 
is meeting with fine support, especially from 
the one thousand four hundred retail yards 
catered to. These yards have been forced to 
buy lumber for their requirements for ninety 
days ahead and so they often purchased 
transit lumber not needed. Their method of 
purchasing slowed down turnover and tied up 
capital. 

A number of changes are announced in the 
cargo department of Weyerhaeuser Mill A, at 
Everett. C. B. Shary, who has been with the 
company for twelve years, has been trans- 
ferred to the Tacoma office, where he will have 
charge of cargo shipments. Establishment of 
a central sales office in the Tacoma Building, 
to handle all orders for the Weyerhaeuser fir 
mills, in charge of J. E. Morris as manager, 
is also announced. Clarence Callow, of 
Everett, will succeed Mr. Shary. Mr. Callow 
has been employed in the rail department of 
Weyerhaeuser Mill B, having been connected 
with the company for about twelve years. He 
will assist R. W. Hunt, who has charge of 
the cargo department. Ralph Boyd will also 
go to Tacoma, to take charge of all dock work 
for the company at all branches. Mr. Boyd 
has been dock foreman at Everett. All these 
changes are effective May 1. 

F. T. Jenkins, eastern Canada manager of 
James D. Lacey & Co. (Canada) (Ltd.), with 
headquarters at Montreal, is spending several 
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\.- 
weeks on the Pacific coast investigating and 
studying western timber cruising and map- 
ping methods, with especial reference to the 
combination of aerial and ground work. Mr. 
Jenkins is considered a leader in the develop- 
ment of aerial mapping methods. 


Vancouver, B. C. 


April 20.—General market conditions look 
excellent. Mills are fully booked up with 
practically all the cutting business they can 
handle for thirty to forty days. Owing to the 
extended strike of timber workers in Aus- 
tralia, not much business is expected from 
this quarter for July-August shipment. 
Japanese business is coming along in excep- 
tionally good volume. There are orders for 
large quantities of ties and crossing timbers 
offered by the British railways, but as large 
tidewater mills are fully booked up, they are 
not accepting any. Most of them are being 
placed with smaller mills. The demand for 
clears from Germany still continues very 
strong, with the supply of suitable clear logs 
still very short. The timber cttting business 
for shipment to eastern Canadian points con- 
tinues in good volume, and mills are cutting 
all they can conveniently handle. 

All signs indicate an upward revision of fir 
log prices in the Coast district. Unsold stocks 
are lower than for the last two years. More- 
over, production has not increased, as it was 
expected to. A considerable number of sales 
of off-grade logs have been reported recently 
at standard price. Mill consumption of fir is 
probably higher than it was at this time last 
year. The cedar log market continues ex- 
ceedingly good. There are practically no un- 
sold stocks of cedar logs at Vancouver and 
Victoria, and a number of camps have their 
output sold ahead for several weeks. Hem- 
lock logs are in good demand. 


Los Angeles, Calif. 


April 20.—The wholesale market remains 
firm, with demand steady. Stocks are low. 
The sash and door situation continues un- 
settled, because of over-production. Building 


volume in Los Angeles is substantially ahead 
of 1928 totals. January, February and March 
all showed increases, and in April there has 
already been a heavy increase in volume of 
permits. 

Twenty-two acres of land on Alameda Street 
have been sold to the W. E. Cooper Lumber 
Co. The property is served by the Southern 
Pacific railroad. The deal involves more than 
$100,000. 


Spokane, Wash. 


April 20.—Inland Empire price cards show 
no fiuctuations since new lists appeared 
April 1. Steadiness seems to characterize the 
market. 

“The prospects for the coming season ap- 
pear to be very favorable to the white pine 
lumber manufacturer,” is the reported state- 
ment of W. M. Leuthold, of the Deer Park 
Lumber Co. in discussing the meeting held 
this week in the Davenport Hotel by twenty 
leading manufacturers of white pine lumber 
in the Inland Empire. 

It is reported that 10,000,000 feet of logs 
are headed toward the forebay of the Clearway 
Timber Co., forty miles north of here. This 
is 2,000,000 feet more than last spring’s total. 

That the Spokane Hoo-Hoo started some- 
thing when it underwrote the home modern- 
ization movement in the Inland Empire, is 
evidenced by the fact that the Sunday Spokes- 
man-Review of April 21 carried a 16-page sec- 
tion given wholly to modernization, 

At the Friday noon Hoo-Hoo meeting, the 
retailers “ran the show.” Hilarity was the 
note of the day, and, except for the announce- 
ment by R. L. Bayne, of the Timber Products 
Bureau, who invited the members to sit in at 
its weekly meetings on Wednesday, the entire 
program was given over to the enjoyment 
of songs, parodies, and stunts. During the 
next three weeks, the manufacturers, the 
wholesalers, and the railroaders will in turn 
have charge of the programs. 

Arthur M. Sowder, forester with the exten- 
sion service of the University of Idaho, on 
Wednesday addressed the Coeur d’ Alene 
Kiwanis Club on the development of farm 
forestry. 


Co-Operation Continues 


Wasuincton, D. C., April 23.—Co-operation 
of the Federal Government with the lumber in- 
dustry as organized today continues along lines 
approved by President Hoover when he was 
secretary of commerce. This is shown by the 
following exchange of letters between Maj. R. 
Y. Stuart, chief of the Forest Service, and Wil- 
son Compton, secretary-manager of the National 
Lumber Manufacturers’ Association. 

In a letter to Dr. Compton, the chief forester 
Says: 

In regard to the proposed phraseology (con- 
tained in previous correspondence) concerning 
the permanency of the timber supply, the For- 
est Service naturally does not wish, nor would 
your association desire it, to assume the role 
either of censor or of sponsor for any public 
statement you wish to make. The Service is 
sympathetic with your drive to establish the 
idea of wood as a perpetually renewable re- 
source. It does not believe the best interests 
of forest conservation will be served by a 
policy of timber hoarding. On the contrary, 
good markets are essential to make forestry 
profitable. On the other hand, we believe that 
the work of forest perpetuation is only begun 
and that over-statement of the _ results 
achieved to date tends to make the public with- 
hold support from the vital work that remains 
to be done. 

As to American Lumber Standards, here 
again we are in favor of the widest use of 
these standards and will continue to encourage 
their adoption. We feel, however, that these 
standards are susceptible of considerable im- 
provement and that a large proportion of 
lumbermen also have this feeling. For ex- 
ample, as you know, the Forest Service has 
advocated going further than the present 
standards go in basic grades for yard lumber, 
in the basis for thickness measurements, in 
certain seasoning definitions, in working 
Stresses for structural timbers, in the nomen- 
clature of species and in other recommended 
practics. 

That the lumbermen did not find it possible 
to incorporate all of these recommendations 
in full is perfectly understandable. 


Our position, then, is that while the Forest 
Service does not regard these standards as 
fully meeting the needs of the situation, we 
advocate their use as a move of outstanding 
importance and entertain the hope that as 
time goes on they can be improved in a num- 
ber of respects. 

As to grade-marking, this is another thing 
we believe in and have advocated for many 
years. Trade-marking will apparently be a 
helpful influence toward getting lumber stand- 
ards adopted, but is a practice with which the 
Forest Service is not so closely concerned. 


In reply Mr. Compton said: 

I believe we understand the views of the 
Forest Service in these matters, and, as you 
know, we are attempting to accommodate our 
activities accordingly and to encourage other 
agencies within the lumber industry to do like- 
wise. We shall always appreciate and we 
shall profit by the constructive criticism of 
the United States Forest Service. 

May I add a comment on one item, namely, 
trade-marking. It is clear to me that the 
Forest Service should not, as a public agency, 
concern itself with merely proprietary brands 
or trade-marks. 

The dependability of grade-marks is not, 
however, separable from the dependability of 
the institution which certifies or guarantees 
the correctness of the marking.. An industrial 
association which organizes itself in such man- 
ner as effectively to guarantee the integrity 
of the marking of standard lumber branded 
with its registered brand, the use of which 
is available to any lumber manufacturer who 
is willing to conform to the American Stand- 
ards, and is willing to submit his performance 
to such policing as may be necessary to in- 
sure the observance of these standards, is, I 
believe, deserving of the interest of public 
agencies. 

SPEAR BEEAAB: 

Tue WEEKLY index of wholesale commodity 
prices of the Harvard Economic Society has 
risen to 97.6 for the week ended April 17, 
1929, from 97.4 for the week ended April 10, 
1929, 
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Garage under same roof. 
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THE CLASSIC OF THE LUMBER BUSINESS 


As long as there is a lumber industry, lumber- 
men, and others as well, will read and re-read “In 
Forest Land,” by Douglas Malloch, “the lumberman 
poet.” Into it the poet laureate of the lumber 
business has put the humor, philosophy and senti- 
ment of the woods and the lumber-camps. If you 
know these things, how you will enjoy this book! 
$1.25, postpaid. American Lumberman, 431 8, 
Dearborn S8t., Chicago, Ill. 
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Dimension Stock 


Kiln Dried, glued and machined to sizes, saves 
money to any manufacturer. Woodworkers 
find our booklet, “The Story of Dimension” full 
of profit making ideas—it is free for the asking. 
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WEST 48TH PLACE, CHICAGO 


Collections 


If you can’t collect it let the 


RED BOOK 


people handle it for you. They are the 
people for intelligent collection service. 
Rates low for results obtained. 


No charge if no collection, unless spe- 
cial services rendered. 
Ask Department 3 
49-l giving rates. 


Use Clancy’s Red Book Service for ac- 
curate credit ratings. 


LUMBERMEN’S CREDIT 
ASSOCIATION 


608 So. Dearborn St., CHICAGO 
Eastern Headquarters: 35 S. William ‘St., NEW YORK CITY 
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Special department handling export lumber shipments 
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Joseph Mueller, 
Lumber Co., of Milwaukee, paid his first busi- 
ness visit to Toronto, Ont., last week. 


representing the Johnson 


F. B. Pryor, sales manager for the W. M. 
Ritter Lumber Co., Columbus, Ohio, called 
upon the trade in Toronto, Ont., last week. 


Robert Blackburn, wholesaler of Milwaukee, 
accompanied by Mrs. Blackburn, was in Seattle, 
Wash., last week. Mr. Blackburn stopped at 
Victoria, B. C., and will go on to Oregon and 
California. 


C. A. Espeland, formerly branch manager of 
the Leland, Iowa, yard of the Thompson Lum- 
ber Co., of Minneapolis, Minn., has been trans- 
ferred to the Watson, Minn., yard of the com- 
pany as manager. 


C. D. Hudson, vice president of the Western 
Pine Manufacturing Co., Spokane, Wash., spent 
several days in Chicago this week conferring 
with Baxter, Robison & Montgomery (Inc.), 
local representatives. 


A. B. Schellin and William G. Palmroth, 
University of Washington students, will be the 
first to graduate into technical positions in 
China. They will leave Seattle in June for 
Shanghai to join the staff of the China Im- 
port & Export Lumber Co. 


V. J. Euler, of the V. J. Euler Lumber Co., 
spent several days last week visiting among 
the northern hardwood mills. He reports dry 
stocks at most mills very scarce, adding that 
the new stocks will not be in shipping condi- 
tion until about the middle of June. 


J. A. Grefe, sales manager of the Underwood 
Veneer Co., Wausau, Wis., made a business 
trip to Chicago last week for the purpose of 
getting a line on northern hardwood condi- 
tions in local territory. He stated that his 
company had little dry lumber to sell. 


Frederick Hoote, representing C€. Noel- 
Legh Co. (Ltd.), Liverpool England, was in 
Cincinnati, Ohio, last week with his wife and 
was entertained by J. J. Linehan, secretary- 
treasurer of Mowbray & Robinson Co. Mr. 
Hoote is a lumber exporter whose firm does 
a large business in this country. 


S. E. Moreton, vice president and general 
manager of the J. J. Newman Lumber Co., 
Brookhaven, Miss., and Mrs. Moreton. are 
visiting their son, Fred, who is a studerit at 
Georgia Tech at Atlanta, and graduates fr.m 
that institution this spring Mr. Moreton has 
promised Fred a trip to Europe as his grad- 
uation present. 


W. Granville Taylor, president of the Na- 
tional Lumber Exporters’ Association, is on a 
trip to Europe, and, according to present calcu- 
lations, will not return for another month or 
more. Mr. Taylor, who makes his headquarters 
at Asheville, N. C., landed in Naples and at 
last accounts was expected in Paris. He is look- 
ing after business and also enjoying a vacation. 


P. L. Musick, treasurer and general manager 
of the Hilgard Lumber Co., spent last week in 
southeastern Alabama visiting several of the 
company’s mill connections. He reports 
weather conditions have recently improved 
which enables mills to operate on regular 
schedule and ship orders more promptly. Most 
of the manufacturers feel optimistic over pros- 
pects for good business in the near future. 


The Lester Lumber Co., formerly of Tuske- 
gee, Ala. recently has moved it office to 
Montgomery, Ala., where it will have office 
and yard combined, on North Court Street, 
the site formerly occupied by the Conifer Lum- 
ber Co. L. L. Shertzer, president of the 
Lester Lumber Co., announces that there will 
be no change in the business except the addi- 


————— 


tion of planing mill facilities and a storage 
yard. 


A. J. Gram, of the Gram-Willis Lumber Co, 
returned last Saturday from a month’s visit to 
the company’s operations at Portland, Ore. 
“Our shipments in April will be twice as heavy 
as any month the company has been in busj- 
ness,” said Mr. Gram. “The demand for spe. 
cial cut stock and industrial lumber is very 
good, and new firms are constantly turning 
to the West Coast for their requirements,” 
Among the products in which the Gram-Willis 
Lumber Co. specializes are aircraft spruce, 
parts for electric refrigerators, kitchen table 
parts and ironing boards. 


Herman H. Hettler, president of the Herman 
H. Hettler Lumber Co., has been elected to 
the board of trustees of the Chicago World’s 
Fair Centennial Celebration, being one of five 
other Chicagoans appointed during the last 
week, bringing the total number of trustees 
to 51 members. In addition to being head 
of the lumber firm bearing his name, Mr, 
Hettler is also vice president of the Chicago 
Surface Lines, director of the Republic Realty 
Mortgage Corporation, member of the advisory 
board of the Illinois Manufacturers’ Associa- 
tion and of the advisory board of the Salvation 
Army. 


The many friends in the lumber trade of 
W. G. Hollis, secretary for many years of 
the Northwestern Lumbermen’s Association, 
Minneapolis, Minn., will be interested to know 
that he has become a stockholder in and elected 
vice president of the Triple Insulaire Co. of 
Milwaukee, Wis., producer of a specially de- 
signed insulating material. While Mr. Hollis 
will spend much of his time at headquarters 
of the company in Milwaukee, he will main- 
tain an office in Minneapolis at 501 Lumber 
Exchange Building. This new insulating ma- 
terial, which was described in a recent issue 
of the AMERICAN LUMBERMAN, is rapidly com- 
ing into favor, and Mr. Hollis, who was in 
Chicago this week, is quite enthusiastic over 
the outlook for business in that particular 
line. 


Charles E. Mapel, secretary of the Pacific 
Door & Sash Co., of Los Angeles, Calif., was 
a Chicago visitor during the week. Mr. Mapel 
has been spending some time in the East, sizing 
up business conditions and making arrange- 
ments for a wider distribution of the product 
of his company, and was on his way back to 
headquarters. He reports having found the 
business outlook quite encouraging and is re- 
turning to the home office feeling quite opti- 
mistic over the outlook for an extension of the 
company’s already large business in the East 
and middle West. The Pacific Door & Sash 
Co. has designed and is placing on the market 
exceptionally beautiful and attractive doors of 
Philippine mahogany, which are meeting with 
much favor among architects and builders 
wherever introduced. 


Represents Southern Manufacturers 


An office has been opened recently at 962 
Builders Building, 228 North LaSalle Street, 
Chicago, by Otto Weaver, to represent 
Weaver Bros., of Shreveport, La. Mr. Weaver 
handles the products of Weaver Bros., con- 
sisting of yellow pine and southern hardwoods 
in the northern consuming territory. Weaver 
Bros. are among the older manufacturers in 
the South, starting in Georgia. In 1898 they 
moved to Alabama, two years later building a 
mill at Weaver Spur, about 60 miles from 
Shreveport, La., where headquarters of the 
concern are located. The firm of Weaver 
Bros. is composed of T. L. and S. P. Weaver, 


Otto L. Weaver being a son of T. L. Weaver. 
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Appointed Sales Promotion Manager 


According to announcement made this week 
by the Chicago Mill & Lumber Corporation, 
Harry D. Thorn has been appointed. manager 
of advertising and sales promotion of the in- 
Tentative sales pro- 


sulating board division. 
motion work is already 
under way by this divi- 
sion in preparation for 
a campaign which is to 
start simultaneously 
with production of the 
product in early fall at 
the new mill now un- 








—— 


HARRY D. THORN 
Chicago; 


Manager Insulating 
Board Sales Promotion 








der construction at 
Greenville, Miss. 

Mr. Thorn was grad- 
uated in forestry from 
the University of Mich- 
igan in 1921, following 
service in the Aviation 
Corps during the World War. Since 1921 he 
has been actively engaged in advertising and 
sales promotion work in the building material 
field. Mr. Thorn will be located at the com- 
pany’s headquarters in the Conway Building, 
Chicago, and will work in unison with the ef- 
forts of O’Neill Ryan, general sales manager. 


Reports Increased Activity 


James W. Sewall, consulting forester of Old 
Town, Me., reports a picking up of business 
after what has been an unusually quiet winter. 
His organization has recently had¢cruisers at 
work in western Ontario, and at present is 
cruising 250,000 acres in Maine. Mr. Sewall 
is also doing considerable forest planting this 
spring, having started that work in New Jersey, 
and proposing to continue northward with the 
season. The depression in pulp and lumber 
circles which has been so severe during the 
last few months inevitably affects forestry and 
cruising work, which suffers in common with 
all research. It is hoped that the increased 
activity noted with regard to the Sewall or- 
ganization may be slightly indicative of a 
change for the better. 


Changes in Lumber Firms Offices 


The necessity for larger quarters is one of 
the main reasons for numerous changes in lo- 
cations of local lumber concerns, the majority 
of these changes occurring on or about May 1. 
Some of the prominent firms which will occupy 
new quarters next week are listed herewith, 
together with former and new location and 
telephone number: 

Weyerhaeuser Sales Co., from 208 8S. La 
Salle Street to 1206-9, 307 N. Michigan Ave- 
nue; Central 2565. 

Peavy-Wilson Lumber Co., from 111 W. 
Washington Street to 915 Glengyle Place; 
Long Beach 9070. 

Redwood Sales Co., from 360 N. Michigan 
Avenue to 1725, 400 W. Madison Street; Cen- 
tral 6910. 

Gram-Willis Lumber Co., from 228 N. La 
Salle Street to 866-74 Larrabee Street; Diver- 
Sey 6306. 

Inland Empire Lumber Co., from 111 W. 
Washington Street to 1606, 8 S. Michigan Ave- 
nue; Central 5691. 

Bloedel Donovan Lumber Mills, from 902, 
360 N. Michigan Avenue to 803, 360 N. Michi- 
8an Avenue; State 4325. 

N. T. Hand, from 5 N. La Salle Street to 303, 
85 S. Dearborn Street; Franklin 1388. 

Richard Cortis Lumber Co., from 5 N. La 
Salle Street to 714, 308 W. Washington Street; 
Dearborn 3721. 

Northern Hardwoods Sales Co., from 2101, 310 
8. Michigan Avenue to 1127, 310 S. Michigan 
Avenue; Wabash 1303. 








A. E. Boatright Lumber Co., from 1758, 111 
W. Washington Street to 1826, 111 W. Wash- 
ington Street; State 7728. 

Dollarhide Lumber Co., from 111 W. Wash- 
ington Street to 1716, 308 W. Washington 
Street; Franklin 2504. 

Raymond Yates & Co., from 407 S. Dearborn 
Street to 1117, 19 S. La Salle Street; Harrison 


Timber Land Sales 


SHREVEPORT, LA., April 22.—The P. W. 
Holliday Sons Co. (Ltd.) has sold the mer- 
chantable timber on 3,800 acres of timber land 
in Iberville Parish, to the Brewer-Nienstedt 
Lumber Co. of Saginaw, Mich., according to 
advices from Plaquemine, La. The price was 
$7.50 per thousand feet for oak, sycamore and 
elm; $9.50 for gum; $14 for cypress; $11.50 
for cottonwood; $10 for ash and $5 for tupelo 
and other cooperage timber. The company 
was given seven years to remove the timber. 





RHINE, GA., April 22.—The Beechwood 
Band Mill, of Cordele, Ga., has purchased from 
the Telfair Lumber Co. its holdings of timber 
said to be worth $500,000 on the east side of 
the Ocmulgee River near here. The company 
plans to build a mill along the tracks of the 
Seaboard Air Line Railway. 


ELKINS, W. VA., April_23.—The properties 
of the Whitmer-Parsons Pulp & Lumber Co. 
were bid in at a special master’s sale by Hugh 
Pritt, former superintendent of the Parsons 
plant, and associated with him in the purchase 
of the properties were Mrs. Pritt and C. W. 
Minear of Parsons and George Davis and John 
O. McNeeley of Hendricks. The properties 
were bid in for $36,000 and include two large 
tracts of land in Grant County and on the 
headwaters of Red Creek in Tucker County, 
along with all the pulp mill holdings in Par- 
sons, consisting of the pulp mill site, equip- 
ment, grounds and all the company’s real 
estate and personal property, including four- 
teen residence proper‘ies. The new company 
is to be known as the Parsons Realty & Ma- 
chinery Co. and a charter of incorporation 
has been applied for under the company’s new 
name, 





Develops Sharpens and Gummer 


A new improved circular saw sharpener 
and gummer has been developed by the Foley 
Saw Tool Co. (Inc.), of Minneapolis, Minn. 
This machine, which is known as Model HG- 
10, has several exclusive features that allow 
better work to be done on it. The machine is 
semi-automatic and will sharpen and gum 
cross cut and rip circular saws from 8 to 60 
inches in diameter. 
While the machine is 
hand operated, the 
depth of the gullet 
and shape of the 
teeth are controlled 
automatically, so that 
perfectly round saws, 
with teeth that are 
precisely even in 
height, can be ground. 
With these features, 
the saws sharpened on 
this machine will cut 
better, faster, cleaner 
and truer, and will 
also stay sharp 
longer. Teeth of any 
size, hook or bevel 
can be ground, and 
the arrangement for 
beveling has a wide 
range to permit the 
grinding of a greater 
bevel when desired. 
Each and every tooth 
can be given identi- 
cally the same bevel 
and hook. 

Another special feature enumerated by the 
manufacturer is the adjustment to keep the 
grinding wheel perfectly centered over the 
saw as the wheel wears down. This prevents 
one side of the saws from becoming higher 
than the other, and insures better cutting 
saws. The Foley automatic saw sharpener 
and gummer requires floor space only 18x24 
inches. It is supplied either with individual 
%4-horsepower motor, or for belt drive from 
line shaft. The machine will be found valu- 
able for woodworking factories, industrial 
plants, repair shops, mills etc., and those in- 
terested can secure complete information re- 
garding this new circular saw sharpener and 
gummer by writing the Foley Saw Tool Co. 
a 11 Main Street, N. W., Minneapolis, 

nn. 





Foley Circular Saw 
Sharpener and 
Gummer 








L t | figure your 
2 any ¢& er invoices ! 
Figuring invoices on . 
lumber is never a matter 
of arithmetic.—when 2&8 
Meilicke Lumber Calcu- 
lator is used. 

This is not a general 
calculating device which 
can be used for anything. 
It talks in board feet, 
and gives costs and ex- 
tensions per thousand. 


This ad pinned to 
your letterhead will — 
bring you one on ten- ] 
day free trial. 










Meilicke Systems, Inc. 
3472 North Clark St., Chicago, IIL 3 








# eilicke. 





Time Saving Devices 





The Proper Card for You 


Your business is vastly too important to 
be represented by anything less than a 


Wiggins Peerless Patent 
Book Form 


Many of America’s largest card users com- 
pliment the skill and care exercised in 
engraving a Wiggins Plate by 
using Wiggins 

exclusively. Ask 
for tab of speci- 








mens; detach 

them one by 

one and observe ROTEEL COMPANY 
their clean-cut OITTSBUROH. PA 


PLOHER OUILOIND 
CcHICAsO 


The John B. Wiggins Company 
Established 1857 

Engravers Plate Makers 

1108 South Wabash Avenue 


Die Embossers 
CHICAGO 
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Following are f. o. b. 


Plooring | Finish, All 10-20’ 
1x3” E.G.— — Rough: 
B&Btr, 10-20’. O66. 54 Me” wcesacer 50.00 
No. 1, 6-20’.. 45.41 | B&bettel Surfaced: 
ix3” F.G.— = eer 50 
B&Btr, 10-20’... 40.30 | 1x6 <ouneue 51.85 
No. 1, 10-20’... 32.30 | Se” saeeeeue 4.08 
No. 2, 6-20’. 22.50 | 1x5” and 10” 58.70 
1x4” E.G.— | jxis ite 70.39 

Btr, 10-20’ 65.25 x4, i? y 
No. 1, 6-20".... 42.75 | 5/4x0, 10@13* 74.42 
1x4” F.G.— 6/4 & 8/4x4, 
B&Btr, 10-20’ 41.84 | 6&8 stone Gee 
No. 1, 10-20’... 36.07 | C Surfaced: 

No. 2, 10-20’... 25.39 EE Savigéects 44.64 

Ceiling ae 44.23 
x4", 10-20’— | ine 43.90 

33.92 | 1x5 and 10”.. 52.88 
Noo ll 77 | E12"... 225 60.00 
Pe: \Besakadaeas 20.37 Casing and Base 

Partition | B&better: 
1x4”— | ©. OC vices 58.11 
i aaa 37.00 8” wa eee seees 60.81 

Drop Siding 5 and 10 68.87 
1x6”, 10-20’— Jambs 
=» 40.19 mehotters 
ih: h. tramned ae 38.44 | 1% } a” & 2x4 
No. 2 - 86.00 


eweeeseus 26.39 | eevee 


| 


| 


SOUTHERN PINE 


Pencing, 815, 10-20 Plaster Lath 
No. 1— No. 1, %”, 4’.. 3.98 
1x4” 2... cee $4.17 No. 2, %”, 4’.. 3.40 
— = Pree ss No. 1 Dimension 
OO as 21.59 S1S1E 
a” cinvaeke 23.25 Short- Long- . 
Nowe 17.22 oe 
vont teens . 2x 4”, 10.28.19 30. 
a ..pxsianan 18.44 12’ -28.93 30.50 
Boards, S18 or 82S 16’.30 ’ 
No. 1, (all 10- 20"): 18&20’.33.44 34.49 
fadoborne 4.69 | 2x 6”, 10’.24.22 29.63 
110” iicoaue 42:00 12’.26.27 26.67 
SY cc nneed 52.0 16’.27.94 28.81 
No. 2 (all 10 to 20°): 18820". 29.20 31.11 
» Se 25. 2x 8”, 10’.28.78 28.50 
izio” Sine kanide 38:77 12’.26.53 33.00 
Re ° xak ween 31.02 16’.27.90 30.54 
No. ee (all 6- 20’): on 18&20’.27.71 31.76 
errcreee . 2x10”, 10’.28.67 32.25 
TR ety 12’.29.85 32.43 
x coceese Be 16’.30.00 35.86 
=> | A aa a6 18&20’.29.05 34.36 
as 2x12”, 10’.36.00 37.75 
Byrkit Lath 12’.37.36 38.75 
4 and 6’....... 13.75 16’.38.56 45.42 
8 and 10’...... 15.81 18&20’.34.53 44.50 








This Week’s Lumber Prices q 


mill sales prices as reported from Kamsas City, Mo., for the week ended April 20: 





- Mo. 2 Dimension Shiplap 
S1S1E 7, m all 10-20’); 

Ot O,. Be esceve eet Bee. Sicneews 34.17 
ee - 26.38 daa veg 41.50 
eT 28.20  - - »(10- 20’): 

18&20’...... 29.02 aeoee we 25.43 

Oe Oo miencoes 21.83 ini it ia a al 25.40 
Dr hiveas 22.09 “~ % 2 (all 6-20’): 
| Ey ) a: rrr ere - 19.47 

P Paar + A oa ea ey 1x10” rere 19.92 

x 8”, aris ee hr tiie ° Longleaf zim 
Pi cace 24.90 | Nol ae Ean 
ee 24.66 S4S, 20’ a 

a 25.33 under: 

Out0", 10°.....% 23.49 je 30.78 
BS cesese 25.61 OE sc naoans 34.47 
16’...... 28.70 Be ein mwa 44.38 

18&20’ errr 26.00 Car Material 

Ss Geinsce 28.50 

se 24.46 (All 1x4 & 6”): 

_— .. 31.50 = 9 and 
tad © , Patan ahanance. tial 52.79 
pee 31.50 10 and’ 20°. "* 44°99 
No. 3 Dimension 12 and 14’... 30.00 

SM eo edrawers - 18.36 | No. 1— 

SE teagan c 16.38 9 & 18’...... 40.81 
WE « dsiineswe 17.26 be as gets ee 
Stringers 3 & 1¢...... 35.25 
Sq. E., 26 to 28’ 65.00 | No. 2 random.. 23.5§ 





ENGELMANN SPRUCE 


Prices f. o. b. Chicago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling: 


Inch— 4” 6” 8” 10” 12” 
Seer, 620" .951.08 $56.00 $56.00 $72.00 $87.00 


btr.,* 6-16’. 49.00 54. 4 67.00 82.00 
No. 1, 6-16’. 60.00 58. $ 5 
41. 30 41.50 49.00 


No. 2, 8-16’. 
No. 3, 8-20’. 37.50 87.50 38.50 
No, 4, 4-20’. 35.50 35.50 36.60 
5" &6/4— 4”&wadr. 4,6&8” 10” 12” 
Dé&btr., 6-16’..... $67.00 $69.00 $72.00 $82.00 
No. lé&btr., 6-16’. 64.00 66.00 69.00 79.00 
Be: Be GONG ce sews 60.00 62.00 65.00 76.00 
For 5/&6’4 in No, 2, 4-, 8- or 12-inch, add 
$6; 6-inch, $9; 10- inch, add $8; in No. 3, all 
widths, add $6; No. $4. 


$Furnished when available. 
*Contains 40 to 50 percent Dé&better. 
Specified lengths—In Dé&better, No. 1 and 
better and No. 1, add for 16-foot, $5; for other 
lengths, including 18- and 20- foot, $2. In No. 
2, add for 18- and 20-foot, $2; other lengths, $1. 
Bevel siding, %-inch, odd lengths, 3- to 20- 
foot, but not over 20 percent shorter than 
10-foot: 
D&btr., 4-inch..$28.00 3B, 4-inch. scoenei 00 
6-inch.. 31.00 GONG. coccee 1.00 


Spruce ane pine lath, 4-foot; No. 1, sass No. 
.45. 


4, 





RED CEDAR SHINGLES 


Seattle, Wash., April 20.—Eastern prices, 
four or five bunches, f. o. b. mill, are: 


First Grades, Standard Stock 


Mixed with 
Straight lumber or 
cars shingles 
Extra stars, 6/2.....$2.50@ 2.75 $ 2.80 
Extra clears, 5/2... 2.90@ 3.10 3.15@ 3.25 
— sastawekees 3. oe 4.00 4.00@ 4.10 
ED as od weet ate 3.9 4.00 
Perfections ........ 4. 0e 5.10 5.00 
EE vice ie acai 11.50@11.75 12.00 
Dimensions, 5” 5/2.. 3.75@ 3.95 


Pirst Grades, Rite-Grade Inspected Stock 


EXxxtra clears, 6/2.... 2.80@ 2.85 
Extra clears ...... 3.45@ 3.65 
DE: ¢eecececon sy rt td 4.10 
DE vecéibsseced 
Perfections £000 5.05 
Second Grades, Standard Stock 

Common stars, 6/2.. 1.05@ 1.15 1.20@ 1.26 
Common stars, 5/2.. 1.65 
Common clears . 2.05@ 2.10 2.15@ 2.30 

British Columbia Stock, Seattle Market 
tt svegees eters 3.90 
i: ceees seeae 4.25 
ascend o8% ° tt 
Perfections ...... 26 
Royals (No I's)... 13.38 








INLAND EMPIRE PINES 


Portland, Ore., April 20.—The Western Pine 
Manufacturers’ Association has prepared the 
following list of average selling prices f.o. b. 
Spokane, as shown by orders reported by 
members during week ended Wednesday, 
April 17. Reports of prices shown on S2S in- 
clude sales of stock worked other than S2S on 
which the prices have been reduced to an 
$28 basis by using the working charges shown 
in the Western Pine Manufacturers’ Associa- 
tion lumber price list of July 15, 1926. Prices 
of selects and random length larch and fir 
include sales of specified length stock with 
the prices reduced to the random length basis 
by using the sorting charges from the same 
list. Averages include both direct and whole- 
sale sales. Where prices shown are net to 
wholesaler they have been increased by 5% 
of the estimated mill price. RL means ran- 
dom length. AL means all lengths, regard- 
less of whether random or specified lengths 
are called for. Quotations follow: 


Pondosa Pine 


Feet Average 
Sold Price 
5,500 1x8” No. 1 common S2S AL... 38.11 
566,500 1x8” No. 2 common S2S AL... 26.05 
565,500 1x8” No. 3 common S2S AL... 21.25 
637,500 4/4 No. 4 common S$2S RW RL. 15.76 
82,000 1x6” D select S2S RL......... 43.75 
10,000 5&6/4x4”&wdr D sel S2S AL... 55.75 
61,500 1x6” C select S2S RL......... 61.81 
20,000 5&6/4x4”"&wdr C sel S28 RL.... 65.63 
49,000 6” C bevel siding.............. 35.17 

166,000 nels No. 3&btr shop S2S— 
a a a ee a 37.75 
No. 2 CREATE RRS Ree aoe wae Ben 27.70 
SE R66 neeemiwrelh«wascneddieere 21.33 

Idaho White Pine 
13,500 1x8” No. 1 common S2S RL... 45.00 
58,000 1x8” No. 2 common S2S RL... 34.00 
129,500 1x8” No. 3 common S2S AL.... 23.79 
38,000 4/4 No. 4 common S2S RW RL. 19.43 
24,500 1x6” D select S2S RL.......... 48.14 
7,500 5&6/4x4”"&wdr D sel S2S RL... 76.00 
§,00C 126” C select S28 RL.......... 76.50 
2,000 5&6/4x4”"&wdr C sel S2S RL... 95.50 
GOUO G6” C BOVE SIGIR... ccccccccce 43.00 
Larch and Fir 

47,500 2x6” 16’ No. 1 dimension....... 19.74 
7,500 2x10” 16’ No. 1 dimension...... 22.02 
10,000 1x8” No. 3 common 82S RL.... 19.50 
6,500 4” C&btr vert. gr fig RL...... 41.17 
19,000 6” C&btr D/S or rustic RL.... 30.22 





POPLAR BEVEL SIDING 


Louisville, Ky., April 22.—Poplar bevel sid- 
ing prices have been quite steady, and demand 
is relatively good, though a little shading is 


=e at times on surplus items. Quotations 
ere: 

No.1 No. 2 

FAS Select com. com. 

OS Pr Te ee - «$50 $40 $30 $24 

ae svaceses Ee 38 28 22 


4-INCR ..cccccccccccs OO 36 24 18 





DOUGLAS FIR 


[Special Tciegram to AMERICAN LuUMBERMAN] 
Portland, Ore., April 23.—F. o. b. mill prices 
on actual sales of fir, April 19, 20 and 22, 
direct only, reported by West Coast mills to 
the Davis Statistical Bureau, were as follows: 


Vertical Grain Flooring 


B B&btr Cc D 
ee $41.25 $43.00 $30.25 wea 
i. tkeescknimoe ie intea 42.00 nar one 
SPU” ln evccece 40.75 

Plat Grain Flooring 
Dt gaceeuS weds 24.00 19.25 
ME” eitcinccns 36.75 31.75 
Mixed Grain a 
Se” ascswbtenas $16.25 
‘Coiling 
Pe” Jccenevows wit 25.75 19.75 
Be écewtneenws or 24.50 19.50 
Drop Siding, 1x6” 
SA Sere 35.25 29.25 Pe 
a ear 35. ~ 30.75 To 
Ge £64 abadkkwkmes nia 19.50 
Pinish, Kiin ‘Driea ont Surfaced 
1x6” 1x8” 1x12” 
PE cceeuaad: waneee $46.25 $49.00 $58.25 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
DA ead ne di 6edea $18.25 $18.50 $19.50 $25.25 
eee 13.00 13.75 14.75 15.00 
ree 11.00 10.00 10.00 ene 
Dimension 


12’ 14’ 16’ 18’ 20’ 

No. 1, 2” thick— 
4” $19.50 $19.50 $21.50 $22.25 $22.0 
6” 18.50 18,25 20.00 20.25 20. 4 $23. 25 $25. 00 
8” 19.00 19.00 20.25 20.50 20.50 24.00 25.25 
10” 19.50 19.75 20.25 20.50 20.75 22.75 25.00 
12” 19.50 19.50 20.25 21.00 21.25 24.50 25.75 


22&24’ 26-32’ 


2x4”, 8’, $19.25; 10’, $19.25; 2x6”, 10’ $17.50 
Random— 2x4” 2x6” $x8° 2x10” %3xi3* 
No. 2 ...$10.50 $12.00 $12.00 $11.75 $14.50 
No. 3 ... 9.25 10.50 ate tare ton 
No. 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced.......... $21.25 
6x5 to 12x12” to 40. rough ..........¢- 18.75 
5x5 to 12x12” to 40’, surfaced.......... 20.00 
Pir Lath 

i, F. See. GM, pew csconccedsakewnes $ 3.50 
B&better, Flat Grain Car Siding, 9 5 

RPP a er he en 36.5 
__—_eteahncten eeepc ape i eins 38.50 





SOUTHERN PINE TIES 


NWew York, April 22.—Following are quota- 
tions on southern pine railroad ties f. o. D, 
New York: 


All 8’ 6”— Sa Heart 
ia ara wi melded alle em ce ai $1.35 $1.70 
Mn” Lccadervancedeinnsseaasenea 1.25 1.60 
De  ‘Wewd eae eaten ee eabe eles eee 1.05 1.40 








No. 


PRPS Mere 
Misinmso Sos 
Mawes Soo 


ices 

22, 
3 to 
Ws: 


6.25 


~32’ 


erm as a «¢ a4 '0 
- aM aarSswso. 
*- eo tonmcos. 
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[Special telegram to American LuMBERMAN] Seattle, Wash., April 20.—Prices for red Following are carlot quotations, Chicago 
Pp a, Ore., April 23.—The following are | cedar siding in mixed cars, new bundling, | basis, on oak flooring: 
prices for mixed carlots prevailing here today: | 8- to 18-foot f. 0. b. mill: }$x2\%” X1%"” %x2” %x1%” 
= Factory stock— lst qtd. wht...$124.00 124.00 0 73.00 
Mie ee ew! - $88.00 @ 35.00 Bevel stain, Kom, wp» |.ist atd. red... 91.00 " 86.00 +7800 68:00 
x4—10” cocoe Caee 5/4 - 84.00@35.00 ee ee ee : $2800 $25. 00 $18. 00 ‘2nd qtd. wht... 84.00 74.00 63.00 63.00 
Bape stains" 400 S74 2: arangagss | gineh Soo goa “Begg “HESS | Ene ste ree: Tray eGo Ga eg eh 
Oz6-, Fiat gr. 27.00 Lath ..... Oe oD | G-inch ...:....- ++ 35.00 31.00 28:00 ist pin. red... 80.00 71:00 60:00 87.00 
Vert. gr. 31.00 , Fe box 18. 00@19. 00 Clear Bungalow Siding 2nd pln. wht... 77.00 64.00 50.00 46.00 
-inch -inch | 2nd pin. red. 76.00 64.00 47.00 49.00 
8-inch ...... eee cceereeees + -$47.00 39.00 | 3d wht........ 66.00 56.00 37.00 40.00 
WEST COAST LOGS LO-inCh «1. seeeeeeeevess +++ 56.00 8.00 | 3d red......... 66.00 56.00 37.00 40.00 
L2-IMCH eee ee eeeeeeeeece -+ 65.00 ++++ | Fourth ....... 81.00 26.00 16.00 15.00 
[Special telegram to American LuMBERMAN] Clear Finish, 8- to a ye R » %x2” %4x1%” 
— - or oug DE RT hb feces eid caeace® o a 
© ~~ ppeaantmertva teeming’ €. droit 5.00 $°71-00 | ist gta. reds... 20202000252. SOLO “108.80 
Fir, yellow: No. 1, $22@28; No. 2, $16.50@ | ixia- to 1ges...022220005055 9000086600 | fot ae wR ee ITI BRO Bebe 
17.50; No, 3, $1 @12:50: Peelers, oss. 1x20- to 24”.......... veeeee 105.00 101.00 | Ist pin. red......---..... 00000. 73.50 75.50 
} sw 315018. Clear Ceiling or Flooring, One Side V or B nd pin. wht..... Se 69.50 69.50 
1x3 and 4-inch, ot C0 Sl vce caaes cee ) 1h 2 4 ae ae: 67.50 67.50 
Hemlock: Vaaretes. $10@12 3rd. wht 48.50 48:50 
Meet No. 1, $26@32; No. 3. $20@24: No. a Disgpunt, on eon ton ord be Terr rrrrr ere eee ee ee ee 48.60 18°60 
° a e rom x an un er rrr reTT TTT? (lh Ne - A Be, eee eewee eee eenennee . . 
Made from other sizes.......... 40% POE! Sowebediwwers dike Geee isis 17.50 17.50 
- rms 2 ‘Wash, Apzil, 20 arith - ee For — feet or more, additional dis- 
r: 3, WOE Soumbsedeencatcetes FEE BPR 
pe a of No. 2, logs only, so: lum- Clear Lattice, 848, 4- to 16’ “ MAPLE FLOORING 
ber logs, e 
“Hemlock: . 2, $12@14; No. 3, $12@13. 1%” 100 a ee. Sales by Michigan and Wisconsin flooring 
Spruce, No. 1, $24; No. 2, $18; No. 3, $12. 1%" i a es el aa at i i i eoccccece yr mills of maple flooring, as reported to the 
————- Ne ee oe aoe me? "50 Maple Flooring Manufacturers’ Association, 
Vancouver, B. C., April 22.— Latest log mar- eee eee ee ee eee eee eee er eer eee eres . 


ket quotations are as follows: 

Fir: No. 1, $20; No. 2, $15: No. 3, $10. 

tag Sorted firsts and seconds: No. 1, $22; 

$15; No. 3, $10. 

“oe shingle booms, $26; $20 and $11; 
lumber logs, $28 and 

Hemlock: yt 

Spruce: $27 and $14 

Pine: $25, $19 and $12. 


NORTHERN PINE 


Duluth, Minn., April 22.—Following are 
prices on northern white pine f. o. b. Duluth:™ 


Common Rough Boards and Fencing— 





10&12ft. 14 ft. 16 ft 

eo) Sw wekman es $47.00 $47.00 $51.00 
1x 5 or 6”... 49.00 49.00 51.00 

i 53.00 53.00 51.00 

Se. wkhen wie 60.00 57.00 56.00 
ee 82.00 80.00 80.00 

ee a eS errr 36.00 36.00 41.00 
1x 5 or 6” 37.00 37.00 40.00 

SS ere 40.00 39.00 38.00 

|) ree 42.00 40.00 38.00 

SO 51.00 47.00 46.00 
ee: Sf oe 28.00 28.00 29.00 
1x 5 or 6” 30.50 30.50 32.00 

ee sasews 32.00 32.00 32.00 

| Meee 33.00 32.00 32.00 

, oo 35.00 34.00 34.00 


For all white pine (Pinus Strobus) Nos. 1 
and 2, add $1; for S1S or S2S add $1. For 
resawing add $1. S4S. add $1.50. TWlooring, 
4- and 6-inch, ya $1.50 to price of fencing. 
Ceiling, %- and %-inch. same price as floor- 
ing. Drop siding. add 50 cents; partition, add 
$1: well tubing, D&M and beveled, add $2, to 
price of flooring. 

No. 4, mixed, 6-foot and longer, 4-inch, $26; 
6-inch, $28; 8-inch, $29; 10-inch, $29; 12-inch, 
$30; 1x4-inch and wider, $28.00. 
No. 1 Piece + sislz=— 


12’ 14’ 16’ = 18&20’ 
2x 4” ...$35.50 $33.50 $32.50 $33.50 $35.50 
2x 6” ... 33.50 33.50 32.50 32.50 34.50 
2x 8” ... 35.50 35.50 33.50 33.50 35.50 
2x10” ... 37.50 38.50 38.50 38.50 39.50 
2x12” - 88.50 89.50 39.50 39.50 40.50 


No. 2 piece stuff, $3 less than No. 1. For 
rough, deduct $1. For D&M, add $1.50. 
Siding 4- and 6-inch, 4- to 20-foot— 


Canadian 

Bé&btr D E &btr. 
ae $41. 00. $35. 0 $25.00 $15.00 $32.00 
ee 45.00 40.00 30.00 18.00 34.00 





WISCONSIN HEMLOCK 


. The following are f. o. b. mill prices: 
No. 1 Hemlock Boards, os mee 


8 12&14’ 16’ 
ee eer $28.00 * 8. 00 $30.00 
SO Pe he 31.50 32.50 34.00 
et eee 32.50 33.50 35.00 
ET 5.5 atic dans slaw 35.00 36.00 37.50 
SE ~9.% mkich bee stata 36.00 37.00 38.50 

For merchantable $1S deduct $2 from price 
of No. 1; for No. 2, deduct $4. 


For shiplap or flooring, add 50 cents to 
Prices on No. 1 boards. 
Crating stock, 81 or 2S, 6” and wider, 6’ and 
longer, No. 2, $28; No. 8, $23. 
No, 1 Hemlock, $1S1E— 
10’ 12’ 14’ 16’ 


2x 4” - - 0S 00 $32.00 $32.00 $31.00 $33.00 
2x 6” 30.00 31.00 31.00 31.00 32.50 
2x 8” 31.00 32.00 32.00 31.00 32.50 
2x10” . 31.00 34.00 35.00 85.00 34.00 
2x12” 31.00 35.00 35.00 35.00 35.00 


For No. 2 dimension, deduct $3 from price 
of No. L. 








ARKANSAS SOFT PINE 


Following are averse sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the week ended April 13: 


Plooring 

1x3” 1x4” 
Edge grain—Bé&better......... $63.00 $64.00 
Flat i a ted bareeegeo 43.25 42.00 
eA ae cise 35.25 
Ne Re res 25.25 

Partition and Siding 
Boston partition, B&better, 1x4”........ $35.50 


Drop siding, B&better, ey 41.75 
Pinish on ee 
Finish, 1x5&10” B&bett 5 
Finish, 5/4x5&10” Babetter SE 67.00 
Case and Se 7a eee 72.00 
Discount on moldings, 154” and under.. 35% 
1%” and over... 23% 
Boards and Shiplap 


Boards and shiplap, re Ms a ewe d% « $35.00 

gi eee 27.75 

Shiplap, 1x8”, No. 2) Leh AF ant da ike ances out a aGN 25.50 

SO: “HU 5. BIS Dien adecn<cnivedeovs 19.00 
Dimension 

No. 1, 2x eS Oe $26.50 

2x 4”, I 2 |. a aes. 29.00 

Se te 31.50 

No. 2 ox oe! a ee eee 23.75 

Lath 
ek Be BCP cctvcins (seeks ebeeabeease $ 4.45 





NORTH CAROLINA PINE 


Norfolk, Va., April 22.—Following are typi- 
cal average f. o. b. Norfolk prices made dur- 
ing the period April 15 to 30, as reported by 
the North Carolina Pine Association: 


NEY ai, dia vd a eee Sele oils dik ae ea wie 47.10 
i GEES Pee ie eee hr Sha 32.50 
ee Oe oe ee ere ere rer 26.30 
ge SS ee ee rt ee ee eee 8 22.25 
No.1 No. 2 
B&better No.1 box box 
REE acwcukaand PE. eget ( whens | weed 
TM as Wah ad toes ees Sey 
gill SE See 48.35 $38.70 $26.75 $24.00 
al re ees A ee Hee 
Meee 4 Yo ie ws cat 49.80 39.90 26.85 24.30 
a ees 52.70 43.15 28.45 24.60 
oo: ae ee 67.80 47.45 30.55 26.95 
Edge— 
pS eee eee eee $50.50 
OTTO Oe ree am 66.20 
NS IY so is ws n'y bin.» a tw te 70.60 
I ia... sna wees Sareea aa 53.15 
Bark Strips— 
EE, UES an-).0 6.9.00 2 enn whe eeenenees $33.50 
Dressed 24%” 3” & 
Flooring— Width Wider 
I Soe tg p piele aan $42.40 $40.80 
No. 3 COMMMOR. .....cecive 37.95 37.40 
B&better #§-inch ......... 41.60 anal 
Box bark strips, dressed or resawn...... $19.15 
B&better bark strip partition........... 34.90 
ot, gals 
Roofers resse rie 
i RR, pee ERR Se SU 28.25 $20.80 
2 Ln Sake CRE OS OREO We 28.60 21.40 
BT aisle sinhiobite a Sawa water 29.20 21.70 
et Pas Aa re $1.35 23.45 


*F. o. b. Macon, Ga. 





averaged as follows, f. o. b. cars footing mili 
basis, during the week ended April 





MFMA tee hy MFMA 

First Second Third 

Grade Grade Grade 

ee ott teach Winkle dal $82.82 $65.88 $47.01 
APPALACHIAN HARDWOODS 
Cincinnati, Ohio, April 22.—Average whole- 


sale prices, carlots, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods today: 


4/4 5/4&6/4 8/4 
QUARTERED WHITE OAK— 
i SE R & Poe der $1500335 $155 @165 
Selects ...... 105@11 115 115@120 
No. 1 com 80@ 88 te 90 90@ 95 
No. 2 com.. 45@ 50 54@ 59 55@ 60 
Sound wormy. 45@ 47 54@ 59 57@ 62 
QUARTERED RED OAK— 
.. Peer $115@120 
No. 1 com.. 65@ 70 
No. 2 com. 45@ 50 
PLAIN WHITE ‘AND Rep OAK 
i ae $1 00@110° $110@ 120 $130@135 
Selects ...... 75@ 80 + 4 85 100@105 
No. 1 com 60@ 68 68 73 85@ 92 
No. 2 com.... 40@ 45 48@ 55 55@ 58 
No. 3 com.... 26@ 28 27@ 29 33@ 38 
Sound wormy 49@ 51 59@ 62 62@ 67 
Basswoop— 
arr $ 78@ 80 $ 78 80 $ 88@ 93 
No. 1 com.. 57@ 60 62 67 70@ 75 
No. 2 com.. 32@ 35 37@ 42 42@ 47 
CHESTNUT— 
1, er $ 80@ 85 $ 95@100 $105@113 
No. 1 com.... 48@ 54 54@ 59 60@ 65 
No. 3 com 22@ 23 23@ 24 23@ 24 
Sd. wormy and 
No. 2 com. 82@ 34 36@ 38 38@ 40 
No. 1 common 
& Better, 
soundwormy 35@ 38 388@ 40 40@ 42 
BrrcH— 
ere $100@110 $105@115 $110@120 
No. 1 comm 
and sel 60@ 65 65@ 70 70@ 75 
No. 2 com 35@ 37 40@ 42 42@ 44 
BEECH— 
 aPeeere $ 60 65 $ 65@ 70 $ 70@ 75 
No. 1 com.... 40@ 43 45@ 48 45@ 50 
No. 2 com.... 25 28 28@ 30 30@ 33 
PoPLAR— 
Panel & No. 
rin & a $140 $150 $160 
veemne +s 105 120 130 
Saps & Sel. 80 95 110 
W Betvecsees 60 65 
We DB Biwiace $ 38@ 41 45@ 47 47@ 49 
TS vas ees 30@ 32 33@ 385 5 
MAPLE— 
WD os snuiced ¥ $ 80@ 85 $ 85@ 90 $ 95@100 
No. 1 common 
and sel..... 651 56 9 70 78@ 82 
No. 2 com.... 34 39 0@ 45 47@ 61 





BLACK WALNUT 


Cincinnati, Ohio, April 22.—The following 
are Gi prices on American black walnut, 


neinnati: 
“i. wide: 4/4, $245; 5/4, $250; 6/4, 
$258 / $265. 
FAS, 10” and wider: 4/4, $275; 5/4, $280; 


6/4, $285; 8/4, $295. 
Select: 4/4, $165; 5/4, $170; 6/4, $175; 8/4, 


ry 1: 4/4, $95; 5/4, $115; 6/4, $125; 8/4, 
14 
No. 2: 4/4, $42.50; 5/4, $45; 6/4, $50; 8/4, $55. 
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Following are prices of northern hardwoods, f. o. b. Wausau, Wis.: 

AsH— Sort MAPLE— HARD mente oT . 
. .2 No. 3 4/4 65.00 65.00 45.00 26.00 20.00 el. 

W/4...8 78.00 3 60.60 $58.00 $44.00 $21.00 5/4 70.00 60.00 50.00 33.00 21.00/48 «- $e 6s 00 $ 30 0 3 8 00 3 i av 

5/4 85.00 70.00 65.00 21.00 6/4 82.00 72.00 60.00 35.00 21.00 6/4 by ery be re he ry be a = 

6/4 -- 105.00 90.00 65.00 i 00 21.00 8/4 . 94.00 84.00 69.00 39.00 21.00 8/4 ++ 105.00 85.00 70.00 38.00 209 

8/4 . 110.00 95.00 75.00 45.00 22.00 Rex Iss 10/4 : 115.00 95.00 $0.00 50.00 30.00 

BircH— 4 17.00 52.00 27.00 19.00 12/4 ... 125.00 105.00 90.00 65. se eal 

4/4 90.00 70.00 45.00 30.00 20.00 ‘/¢ 82:00 57.00 30.00 20.0 16/4 ... 170.00 145.00 130.00 

5/4 93.00 73.00 654.00 38.00 21.00 6/4 $5.00 60.00 30.00 *20.00 Add for 8-inch and wider, $42; 10- inch per 

8/4 100.00 80.00 72.00 47.00 21.00 49/4 100.00 80.00 52.00 .... Regular "stock contains 50 taeine or more 

10/4 110:00 100.00 90.00 60.00 eee 12/4 110.00 90.00 57.00 *30.00 14 and 16 foot, and the following eee wee 
12/4 115.00 105.00 95.00 60.00 eee ” S “ of 12- inch and wider, 4/4, 10 percent; 5/, 6/ 

3/4 79.00 64.00 38.00 24.00 ; *Bridge plank. and 8/4, 20 percent; 10/ to 16/4, 30 percent. 

- 0-i cong = ee ‘as tee 8- ~ naff war. Bassween— Harp MAPLE RouGH FLooRING Stock— 

For 10-inc wdr., a nc a 

4 4/4 75.00 63.00 52.00 32.00 24.00 No.1 No.2 No.3a 
add $15; for 5-inch & wdr., 8-foot & lgr., add 5/4 1700 67.00 5200 34.00 26.00 —_ om can 
$2. 6/4 $2.00_ 73.00 654.00 36.00 26.00 4/4 .......ccccccccccce $48.00 $33.00 $28.00 

Price of No. 2 and better, 4- and 6-foot 9/4 oe 6WN GO 6 OO PS gcc ns cccccanecese 48.00 38.00 28.00 

lengths, $32. For select red, add $15. 10/4 90.00 80.00 65.00 45.00 Ligite sities 
Rough birch, 6- to 16-foet, ant-ineh, oie a 12/4 100.00 90.00 75.00 65.00 a FAS Sel. No.1 0.2 No. 
clear, $80; one and two ace clear xo- : 4/4 62.00 47.00 42.00 26.00 19. 
inch, two face clear, $90; one and two face 5 S10. 5/4. "S30. ‘or on pane my FAS. ga5: 5/4 + e500 S500 46:00 *80.00 eT} 
clear, $70; run of pile, $68. No. 1, . 0. 6/4 70.00 60.00 650.00 85.00 22.00 
Sorr ELM— On ne nd two face ajear, 6- to 16- foot, 1x4- 8/4 eee 80.00 eeee 60.00 40.00 25.00 
FAS Sel No.1 No.2 No. 3 inch, $65: 1x5-inch, $75 5/4 No. 2 com. & better...... 52.0 owes 

4/4 68.00 58.00 48.00 26.00 2200 ». 4.) -END Driep WHITE MaPLE— 

5/4 72.00 62.00 50.00 28.00 24.00 FAS No.1 
6/4 . 83.00 73.00 60.00 30.00 23.00 4/4 -- 100.00 80.00 65.00 40.00 Se! eee $100.00 $3 86.00 
8/4 88.00 78.00 65.00 36.00 23.00 5/4 105.00 85.00 70.00 42.00 i, Ce catedeiae eaeenesa hed 110.0 90.00 
10/4 95.00 85.00 70.00 40.00 -oe 6/4 .- 110.00 90.00 75.00 45.00 20.00 TD cieneanwsueat coccetece 115.00 95.00 
12/4 100.00 90.00 75.00 45.00 8/4 -: + oo. ee YC hlrhlLlhUr Ll CU Yer eereeee eo See 107.00 

Following were sales prices of southern hardwoods during the week ended April 16, Chicago basis: 
FIGURED RED GuUM— MIXED OAK— - 
4/4 5/4 $ 8/4 4/4 5/4 6/4 8/4 

Qtd. FAS. .132.50 | *) See ee es Pee ee Seay. SR BETS ocndawdoncds “deddswraveve ob echeestue 

Pin. FAS. 10:3 DDE Scatisaracte cevacenabesd <oeehbveners PorLaR— 
Rep GumM— Pin. FAS.. 83.00@ 99.75 98.00 105.75 108.75 

Qtd. FAS... 98.75@100.00 103.75@110.50 ............ 108.00 Saps .... 62.25@ 65.00 70.25 OO aa ee 
Sie, See EURO BASE 6c codec swans  dgoaceccecss 63.00@ 68.00 Saps&sel.. 64.00@ 65.00 69.00 = .........0.. 0 bee 

ee a es vekenteweeee  Saeeee ew emmee No. 2-A.. 36.50@ 47.25 40.00@ 40.25 ............ 43.00 
No. 1&sel. 51.75@ 57.50 67.25@ 65.25 66 66.00 No. 2-B.. 29.50@ 30.75 31.00 31.00@ 32.25 31.00 
Pe. Daves CCRC E a. GLE “GED “DEUED  ccccdcastscva sueeadondsts  Biscsc GE | fw edetekeaes  aoueliakacese “ecco 

Sap GumM— AsH— 

Qtd. FAS.. 64.75@ 66.50 64.75@ 65.50 ............ 66.50@ 70.00 ee I Te eel! ee ES 101.75 @122.00 
No. 1&sel. 49.00@ 50.00 49.25 49.75@ 50.50 52.75@ 56.25 No. 1&sel. 50.25@ 53.75 57.50@ 61.50 67.50@ 71.75 65.00@ 77.25 
RESO Re ee eee ae eee 31.75 No. 2..... 30.25@ 37.75 7.50@ 38.50 38.50 35.50@ 57.00 

Pin. FAS.. 61.75@ 62.50 63.504 64.75 63.00 ps Ne Sort MaPLy WHND— 

No. 1é&sel. 43.00@ 48.50 46.50@ 48.25 48. oc tte seers BE Mitek. cnc cewdsdde, a nivckitive 83.50@ 84.75 

oe soos BRO, ee Fee ee sa By MN cencsvedcive ovebavinégdécs .dtdecent.. ee 
; . ia ie te mee 8 0m SET ee es eb Biss s thesaedeetbee * sesndo wissen . cadoiitesdil 49.75@ 43.75 
T'uPELO— Beecs— 

Pin. FAS. 48.256 48.75 Sigg CCU Tot grtterers reeeeeeerens FAS 57.75 
INO. Teel. S6.75@ 86.25 41.256 ncccccccccce § cesccssvcces  secees Werte 9 gaeevabr erento gies whenrs hes, amsman abelian 

NO. 2.0... 25.75@ 29.25 1... eee cece cece eeee ceeterer eres 2 gone hey Sisee iS eRE* SASk Sane ons 7 ReKen ere enee 

W aes Oak— , : ‘ — Sorr ELmM— - 
"AS. .130.25@138.5 - Sa eer ees ae 39.0 » ae ; 

7. yo oe Miki t- aya 36.254 REE GARDE HE reese | FAS ...... 5.50 cor 04-50 62.00@ 70.00 71.75@ 76.00 

Pin. FAS.. 93.75@ 98.00 101.75@113.50 75@120.75 110.00@131.25 No. 1&sel. 40.50@ 45.25 49.50 50.00@ 55.00 56.75@ 61.00 
No. 1&sel. 54.00@ 62.50 62.75@ 64.75 -:........... 74.00@ 77.25 No. 2..... 27.50 29.50 30.00@ 33.00 33.75@ 36.75 
No. 2..... 46.25@ 61.75 52.75@ 53.75 93.25@ 55.25 59.75 COTTON Woop— 

No. 3 flg. 31.25@ 36.00 35.75@ 37.75 .......0eeee cece e eee eees — ae | a tre <a ee 
No. 3..... 23.00@ 25.50 2... cece eee ce eee eer eeee  cheeeneenees No. 1&sel. 37.00@ 39.25 40.75@ 42.25 .....0.....2 LLLIDIITTIE, 
Rep OaAk— MAGNOLIA— 

Pin. FAS.. 72.75@ 77.50 89.50@ 92.75 102.00@109.50 112.00@124.75 WU caetEl ecatinvhasac Sinced Leune nk 76.00@ 5 $1.5 
No. 1&sel. 52.25@ 57.50 59.50@ 65. 1 steer eeees 80.00 7 ee eek ie 56.00@ 81.00 61.50 
De Reise GE EI £4.46 dsidcaas \DPRebeahdeccs: weddeaeeedss No. 2..... 28.00 35.75 33.00@ 38.25 36.50 





PHILADELPHIA PRICES 


Philadelphia, Pa., April 22.—Wholesale prices 
secured from authoritative sources exclusively 
for the AMERICAN LUMBERMAN are as follows: 


Southern Pine, Merchantable—1905 
(Dock Delivery, Philadelphia) 


Mississippi 
Southern Northern and 

Florida Florida Georgia 

5 $40.00 $44.50 $55.00 
6 wn ante Wate 39.00 42.50 51.00 
ET EE 40.00 44.50 51.00 
EE on on a 6 based 50.00 52.50 56.00 
gl ar 48.00 49.50 54.00 
To eeeevcece 60.00 64.00 64.00 
EE wis 6 6 6:00 « 56.00 61.00 62.00 
ES er 67.50 71.00 
| ae 64.50 69.00 
EE Ab emdee nes imei 85.00 
ee 80.00 


jangths 22 to 24 feet, 


add $2. 
Each 2 feet additional, add $1. 00 to 32-foot 
price. 


Each 1 foot over 32 feet, add $1. 
Longleaf Pine Flooring, 25/32x2%,-inch Face 
(Rail Delivery) 
Bé&btr, ht. 


rift. .$93.00 No. 1 sap flat. .$46.00 
B&btr, sap rift. 78.00 No. 2 sap flat.. 29.00 
Bé&btr, flat..... 51.00 No. 3 sap flat.. 21.00 
Air Dried No. 2 Common Roofers 
D2S&M—. DéSs— 
1x6” %x5%.....$28.50 1x10” %x9%....$31.00 
1x8” %x7%.... 29.50 1x12” %x11%.. 32.00 


10- to 16- 
ne neko eae $30.50 Se err. $31.00 
a ae 29.00 _ | _ine sae 32.00 
Be. wahida eee 30.00 
North Carolina Pine FPlooring 

No. 2&btr. No. 3 No. 4 
Peeen” WO0E, pccctnwe $67.00 $62.00 eal lc 
1S" Wat. ..:..0.>. Oe 40.00 $29.00 

Kiln puted em Carolina Roofers 

1x6”, %x5y%. - $31. 1x10”, %x 9% ..$33.50 
1x8”, %x7%.... 33. ro 1x12”, %x11%.. 34.50 


}##-inch thick, s more. 
Red Cedar Bevel Siding 


8 A RR re ree $39.00 
"Ee er aa ees 55.00 
Ng a 5 aa le anna Rata we a: wie acne « a aie 64.00 


Maple Plooring f.o.b. Philadel ee. 
4 x24 ggX2%" 


MFMA First grade..........+. $92.50 M58. 50 
MF'MA Second grade.......... 74.50 78.50 
MFMA Third grade.:......... 54.50 53.50 
Pondosa Pine Dressed 

Cc D. No. 2 No. 3 
- £ Ae $ 69.50 $59.50 $46.25 $37.75 
Sc atae ensue 79.50 64.5 44.25 38.25 
BO es die wen 74.50 64.50 44.25 39.25 
SE 0 /a Heptnend 84.50 74.50 44.25 39.25 
IE ot y\aiibieakeialy 99.50 89.50 48.25 40.25 
13” and up..... 104.50 94.50 53.25 43.25 


Lath, 4-foot No. 1 
ere $6.50 c.i.f.—$6.75 delivered 
4.90 c.if.— 5.50 delivered 


Spruce ..... 
Hemlock 





WEST VIRGINIA WOODS 


Philadelphia, Pa., April 22.—Prices of West 
Virginia hardwoods, secured from authorita- 
tive sources exclusively for the AmEerRICAN LuM- 
BERMAN, are as follows: 


Ash: FAS 4/4, $100@105; 5&6/4, $115@120; 
8/4, $125; 10&12/4, $135@140. Common, 4/4, 
$60; 5&6/4, $70; 8/4, $80. 


Chestnut: FAS 4/4, $85@88; 5&6/4, $110@ 
115. Common, 4/4, $56@58; 5&6/4, $62@65. 
Sound wormy, 4/4, $36@38. No. 2, 4/4, $27@29. 


Poplar: FAS 4/4, $110@115; 56&6/4, $125. 
Clear saps, 4-inch and up, 4/4, $82@85; 5&6/4, 
$87@90; 8/4, $95. Common, 4/4, $60@65; 
5&6/4, $70@73; 8/4, $78. No. 2-A common, 
4/4, $45; 5&6/4, $49; 8/4, $52@54. No. 2-B 
common, 4/4, $30; 5&6/4, $32@33; 8/4, $34@36 


Red Oak: FAS 4/4, $95@100; 6&6/4, $115@ 
120; 8/4, $120@125. Common and select, 4/4, 
$60@63; 5&6/4, $72@75; 8/4, $75@77. No. 2 
common, 4/4, $45@47.50; 5&6/4, $47@50; 8/4, 
$50@55. 


White Oak: FAS 4/4, $110@115; 5&6/4. 
$125@130; 8/4, $130@135. Common and select, 
4/4. $65@70; 5&6/4, $75@80; 8/4, $80@85. No. 
2 common, 4/4. $50@63; 5&6/4. $55@58; 8/4, 
560 @63. 


i119, 
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This Week’s Market Reports 


For Editorial Review of Current 


NORTHERN PINE 


BUFFALO, N. Y., April 23.—Northern pine 
is in a little better demand than it was a 
short time ago, and the outlook is regarded 
as improved, since building is showing a 
gain in numerous localities. Industrial de- 
mand is taking a fair part of the lumber 
moving, and there is seasonable activity at 
pox factories. Local stocks were a good deal 
depleted during the winter, and mill stocks 
are not as large as they often are at this 
time of year. 


HARDWOODS 


CHICAGO, April’ 24.—Automobile body fac- 
tories are actively in the market for No. 1 
and better thick northern hardwoods. The 
furniture trade is taking.Nos. 1 and 2 com- 
mon birch and basswood to a limited extent. 
Flooring factories are working to capacity 
and placing orders for all the dry and partly 
dry flooring maple available. Dry mill 
stocks are very scarce, and quite a lot of 
sizes and grades are exhausted at most mills. 
Prices are firm. 


CINCINNATI, OHIO, April 22.—The general 
tone of southern hardwood prices was stronger 
last week, and inquiry was active. Automo- 
bile lumber was a leader in demand, there 
being a healthy call for hard and soft maple, 
ash, elm and gum, 4/4 and thicker. Con- 
sumers were willing to pay list price, as dry 
stocks are scarce and mills are firm in their 
price ideas. Furniture inquiry for gum, sound 
wormy chestnut, oak and 2-A poplar is good. 
Box factories are taking 2-B and C poplar. 





BUFFALO, N, Y., April 23.—Hardwood de- 
mand is keeping up well, though it is not 
quite as active at some yards as it was two 
or three weeks ago. A chief feature of the 
market is the increasing firmness of prices. 
It is reported that some items are almost 
impossible to obtain. Offerings of dry stock 
seem likely to be reduced to a large extent 
by the unusually high water in the South. 
Maple is one of the leading woods, with oak 
less active than it sometimes is. 





ST. LOUIS, MO., April 22.—While demand 
for southern hardwoods can scarcely be rated 
better than fair, prices are firm as a result 
of high water in some parts of the producing 
section. Practically all consuming interests 
are buying in limited quantities. Some mills 
are unable to ship lumber called for in their 


orders. 
FIR, SPRUCE, CEDAR 


CHICAGO, April 24.—Demand for fir is not 
quite as brisk as in March. Country yards 
are placing some orders for mixed cars, but 
local retailers are not particularly active in 
the market. Industrial trade is in fairly 
good volume, and railroads are buying con- 
siderable quantities of material. Mill stocks 
are somewhat broken, and prices remain on 
a steady basis. Sitka spruce is moving well 
to industrial consumers. Mill stocks are low, 
and prices show an advancing tendency. 


KANSAS CITY, MO., April 23.—Demand for 
fir continues very good and, with mill stocks 
low, mixed car orders are somewhat hard to 
place as wanted. Sheathing boards are in 
very good demand, and there also is a good 
call for wide finished stock and dimension. 
Demand for flooring and finish is a little 
better. 


BALTIMORE, MD., April 22.—Several days 
of heavy rains last week interfered with fir 
distribution to a considerable extent, but other 
days haye -proved busier. The range of the 
quotations is on the whole well sustained, 
though competition is keen, sellers resisting 
demands for concessions, and available stocks 
not too large. The disposition of distributors 
is still to proceed with caution. 


NEW YORK, April 22.—Wholesalers of fir 
feel that continued bad weather has been 
a serious detrim’”t to early sales this spring. 


Market Conditions See Page 37 - 


Yards throughout the district are not well 
stocked, whereas wholesalers have large 
stocks and these are being gradually aug- 
mented. Transit shipments, however, are not 
causing especial worry. 


HEMLOCK 


NEW YORK, April 22.—There is a fair de- 
mand for western and eastern hemlock, with 
stocks of the latter sniall. There is not a 
great amount of new business developing, 
excepting for heavy lumber. Yards are 
poorly stocked. 


BOSTON, MASS., April 23.—Western hem- 
lock is now being offered at $2 and $2.50 
less than fir, which is quoted about $5 off 
the Atlantic Coast Differentials list. Demand 
is a little quiet, both for transits and mill 
shipments. Offerings of eastern and north- 
ern hemlock continue to be very light, and 
prices are firmly held. 


CYPRESS 


CHICAGO, April 24.—A considerable vol- 
ume of business in cypress is coming from 
country yards, railroads, industrial and other 
consumers, but most of them have fair 
stocks and want to work these off before 
buying in quantity. Tank manufacturers 
are taking thick stock, and greenhouse in- 
terests are still buying pecky and high grade 
material. Prices are steady and mill stocks 
are well assorted, except in thick lumber. 


CINCINNATI, OHIO, April 22.—Cypress fin- 
ish items were moving better, though not in 
large volume, last week. Flooring is quiet, 
but small lots of pecky cypress are being 
placed. Inquiry is more active, and prices are 
unchanged. 

ST. LOUIS, MO., April 22.—Shop and lower 
grades of yellow cypress continue to meet a 
good demand, while call for selects and better 
is slow. Both Nos. 1 and 2 are rather scarce, 
and prices are well maintained. Most of the 
demand is from industrial firms and glass 
and coffin interests. Red cypress is moving 
in good volume. 


EASTERN SPRUCE 


BOSTON, MASS., April 23.—There are 
enough orders to absorb the limited produc- 
tion of eastern spruce frames, and base price 
is firmly held at $42. One of the large mills 
shut down last week, but is to resume saw- 
ing shortly. Several smaller bills that could 
Saw an easy frame schedule have closed 
down for want of logs. Some improvement 
in demand for random lengths has _ been 
noted during the last two weeks. Scantling 
is $33@34. Dry boards are scarce, dull and 
firm. Lath are quiet and prices barely 


steady. 
WESTERN PINES 


CHICAGO, April 24.—There is a fair volume 
of business in’ Pondosa and Idaho pines from 
the various consuming sources. Prices hold 
firm as mill stocks are badly broken, as is 
usually the case at this time of year. De- 
mand for California white pine is on a satis- 
factory scale from sash and door and frame 
factories. Mill stocks of some items in di- 
mension are rather low. Sash and door, 
millwork and pattern lumber interests are 
taking good quantities of California sugar 
pine. All items of 8/4 and thicker are badly 
broken at all mills. Prices of No. 2 and bet- 
ter common grades have advanced $1 within 
the last week, and other items remain firm. 


KANSAS CITY, MO., April 23.—Western 
pine demand continues very good with prices 
still stiff. The millwork plants are buying 
steadily, and other industrial consumers are 
in the market. The volume of orders from 
retailers is a litle larger. With more mills 
in operation, the scarcity of shop is not quite 
so marhed. 


BUFFALO, N. Y., April 23.—Demand for 
California pines has not been at all brisk 
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So important is lumber to 
the production of homes 
that it takes board to get 
other board in place. 


Without the scaffolding 
which makes it possible for 
carpenters to work in high 
places, building construc- 


sity, 
USA. 


cues wae PROVIDENC 
Providence Factory 
NICHOLSON FILE CO. 








NICHOLSON FILE CO. <= 


tion would be a well nigh 
impossible task. 


Without Nicholson, and 
Black Diamond Saw Files, 
hundreds — yes, thousands 
of saw filers would find 
their work less easy, per- 
ceptibly slowed down. 


E,R.1.,U.S.A. 


Philadelphia Factory 
G.& H. BARNETT CO. 
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It’s the Air Dried Spruce 


Scores the Sales 


The air dried Spruce insures utmost 
strength to Babcock Ladders. Likewise, 
the air dried Spruce insures light weight. 


| These are the two features which ladder 
buyers want. 


Therefore, Babcock Spruce Ladders are 


ready sellers. Do you want 


more ladder sales? 


Write for the Babcock catalog. 


BABCOCK CO. 


BATH, N.Y. 
ce x“y-0 


lately, owing to cold and rainy weather here, 
Prices are showing a firm tendency, par- 
ticularly in shop lumber, and there is also 
firmness in most other items. 


NEW YORK, April 22.—Idaho pine stocks 
are still short and the mills are unable to 
supply straight carlots. Distributors here 
report that they have been receiving a fair 
amount of orders, and are rather optimistic, 
Prices are firmly maintained, as recently aq- 


vanced. 
SOUTHERN PINE 


CHICAGO, April 24.—Local distributers of 
southern pine report a good demand from 
industrial consumers. Country retailers are 
taking general yard items right along. Reail- 
roads are buying car repair and maintenance 
material in fair volume. The large mills are 
holding prices on a steady basis. Mill stocks 
are fairly well balanced with the possible ex- 
ception of l-inch No. 3 common, which is in 
heavy demand in the face of a short supply. 


CINCINNATI, OHIO, April 22.—A fair vol- 
ume of southern pine is being sold, although 
the opening of the building season is delayed. 
Most of the buying is of building lumber, 
but there is also a good demand for industrial 
stocks. Dimension, siding, ceiling and floor- 
ing are rather dull. Prices are firm and un- 


changed. Shipments are coming through more 
freely. 


BOSTON, MASS., April 23.—The southern 
pine market is still dull, but prices show no 
weakness. Retailers are waiting for good 
weather before they do much buying. B&bet- 
ter 11/16-inch partition is $46@50.50. Roofers 
are in fair request, and 8-inch air dried are 
offered at $31.50. Flooring is very quiet and 
the range of quotations is about the same 
as it has been for several weeks. 


KANSAS CITY, MO., April 23.—Demand for 
southern pine was a little off last week, 
though orders so far this month have shown 
a very good increase. The decline in volume 
was largely in the middle West—the South 
and the East having produced a good volume 
of business. Mixed car orders continue the 
big factor in the market, and in some cases 
are being taken only at a premium. 


ST. LOUIS, MO., April 22.—Demand for 
southern pine continues slow, although prices 
are firm. Country retailers are placing some 
orders for boards and dimension, but trade 
with city retailers and industrial concerns is 
very quiet. The market is still considered 
overloaded with transit cars, which are affect- 
ing mill shipment business. 


SHINGLES AND. LATH 


CHICAGO, April 24.—The demand for white 
cedar shingles is quite brisk from retail 
yards in Chicago territory. Dry mill stocks 
are low. Quotations: Extras, $5.25; stand- 
ards, $4.35; sound butts, $3.25. 


KANSAS CITY, MO., April 23—Shingle de- 
mand is slightly better in the country, and 
city orders are more numerous. Prices here 
remain unchanged from two weeks ago, with 
clears selling at $2.90 or better, and stars 
around $2.60. The demand for siding has 
shown a little increase, with prices firm. 
Demand is good, for both southern and west- 
ern lath. Some cypress lath and shingles are 
being taken by city yards. 





NEW YORK, April 22.—A slightly improved 
demand for eastern spruce lath and West 
Coast shingles has been noted, with prices 
remaining firm. Lath are coming in slowly, 
but distributors report they have ample 
stocks to last until new ones arrive. Some 
of the Canadian mill owners are still holding 
off for better prices. Good supplies of all 
West Coast shingles are arriving, and there 
are large stocks in storage, 


CLAPBOARDS 


BOSTON, MASS., April 23.—Wholesalers 
are finding more orders for clapboards than 
they did in March, but trade is still on the 
quiet’ side. Retail yards have moderate 


stocks and are waiting for more building ac- 
tivity before making further commitments. 
Eastern spruce and native white pine clap- 
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poards are very scarce and firm. Quotations 
on clapboards from the Coast are a shade 
easier, and offerings are adequate. 


BOXBOARDS 


BOSTON, MASS., April 23.—Boxboard pro- 
ducers find the market outlook encouraging, 
and current, business fairly satisfactory. 
Some large consumers are contracting for 
their season’s requirements, ahd paying pres- 
ent prices without any resistance. Round 
edge white pine inch boxboards are $27@30. 


Patents Recently Issued 


The following patents of interest to lumbermen 
recently were issued from the United States Patent 
Office. Copies may be obtained from R, E. Burn- 
ham, patent and trade-mark attorney, Continental 
Trust Building, Washington, D. C., at 20 cents 
each. State number of patent and name of in- 
ventor when ordering: 


1,705,647. Boring bit. Carl O. Sandberg, Orebro, 
Sweden. 


1,705,808. Slat-trimming machine. Oscar F. 
Chichester and John J. Slyva, Stockton, Calif., as- 
signors to California Cedar Products Co., same 
place. 

1,705,994. Cutter head. Thomas A. Peterson, 
Onalaska, Wash. 

1,706,115. Power-operated saw. Walter H. Han- 
nah, Portsmouth, Ohio. 

1,706,156. Attachment for shapers. William L. 
Hall, Chicago. 

1,706,157. Power-driven plane. Walter H. Han- 
nah, Portsmouth, Ohio. 

1,706,178. Work-centering device for wood-turn- 
ing machines. Carl L. Mattison, Rockford, IIL, 
assignor to Mattison Machine Works, same place. 

1,706,310. Sawmill dog. Willard Newson, Mont- 
gomery, Ala. 

1,706,328. Box construction. Charles A. Smith 
and Kenneth E. Berray, Lockport, N. Y. 

1,706,477. Dovetailed stave for bulged barrels 
and casks. Erik A. Bolinder, Stockholm, Sweden. 

1,706,686. Box-making machine. Glenn Parks, 
Seattle, Wash. 


1,706,650. Mortiser. Robert S. Brown, New Bri- 
tain, Conn., assignor to New Britain Machine Co., 
same place, 


1,706,673. Bucksaw-frame tightener. Joseph J. 
Michaud and Gusta Socia, Island Falls, Me. 

1,706,681. Saw handle. Fernando Stidham, 
Spanaway, Wash. 


1,707,097. Power hand and bench saw. Frank 
Ruschke, Syracuse, N. Y. 

1,707,119. Belt tightener for sawmill feed mech- 
anism. Daniel F. Good, Waynesboro, Pa., assignor 
to Frick Co., same place. 


1,707,764. Machine tool. Carl L. Mattison, Rock- 
ford, Illl., assignor to Mattison Machine Works, 
same place. 

1,797,903. Circular saw. Richard C. Charlton, 
Philadelphia, Pa.,- assignor to Henry Disston & 
Sons, same place. 

1,708,131. Circular saw and tooth construction. 
William D. Guindon, Midvale, N. J. 

1,708,299. Logging device. Mathias Hemming- 
sen, Victoria, B. C. 

1,708,345. Portable power-driven tool (saw). 
Oscar P. Wodack, Chicago, and Joseph F. Haas, 
Forest Park, Ill., assignors to Wodack Electric Tool 
Corporation, Chicago. 

1,708,385. Barrel-heading machine. George Fred- 
ericks, St. Paul, Minn., assignor to Swift & Co., 


‘ Chicago, 


1,708,442. Multiple-groover machine. James E. 
Eckersley, Aberdeen, Wash. 


1,708,601. Attachment for tenoning machines. 
Clarence P. Bird, Bayport, Minn., assignor to An- 
dersen Lumber Co., same place. 


1,708,609. Dado-forming machine. John E. Erick- 
son, St, Paul, Minn., assignor to Andersen Lumber 
Co., Bayport, Minn. 


1,708,669. Veneer box and panel for making same. 
Armin Elmendorf, Chicago. 


1,708,843. Saw-sharpening gage. Charies N. Mc- 
Clintock, Flint, Mich. 


Kills Chain Store Bill 


St. Paut, Minn., April 22.—A death blow 


has been dealt to the “chain store bill” in the' 


Minnesota house of representatives, that body 
having refused to permit the measure to be 
made a special order of business. It was pro- 
vided in the bill to place a gross earnings tax 
on concerns operating two or more stores and 
to impose also a high license fee. As line 
yards, under the terms of the bill, would have 
had to pay these levies, Minnesota lumbermen 
have been opposing the measure. 

Four forestry bills which have survived the 
senate attack on the proposed State conserva- 
tion program have been signed by Gov. 
Christianson, 


Jimmie Weatherbesl says :— 


“Here is another reason for 
WEATHERBEST Leadership” 


ode ZZ! “Three shingle- by- shingle in- 
GJS spections are made during the 
manufacture of WEATHERBEST 
Stained Shingles, — one before 
staining, one during staining, 
and a final inspection at time of 
repacking. 














“All forms of bundle- 
‘dipping prevent in- 
spections being 
made and allow 
imperfect shingles 
to reach your cus- 
tomers. Many a 
shingle is up to 
grade when bundled 
at the mill and worthless 


when it comes out of the 
dry kiln.” 





There is seventeen years’ experience 
behind the WEATHERBEST Policy 
not to cheapen materials or process to meet price competition 
—and don’t forget that the real test of quality is time. 
More and more dealers are taking advantage of our Free 
Sketch Service for modernizing work. Ask us about it. 


WEATHERBEST STAINED SHINGLE CoO., Inc.,, 
1530 Main St., North Tonawanda, N.Y. 


Western Plant — St. Paul, Minn. 
Distributing Warehouses in Leading Centers. 


worunest, | Weathexeal 


“unserbese: | SUR\WED-SWINGLES 


_ For Rovers and Sie Warr 
























Quality 


NORTHERN 
HARDWOODS 


from Quality Timber 
Stack Lumber Co. 


MANISTIQUE, MICHIGAN 
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Advertisements will be inserted in 
this department at the following rates: 
30 cents a line for one week. 

55 cents a line for two consecutive weeks. 
75 cents a lime for three consecutive weeks. 
90 cents a line for four consecutive weeks. 


Eight words of ordinary length make one 
line. Count in signature. 
Heading counts as two lines. 

No display except the heading can be ad- 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 

















Wanted—Salesmen- 




















Wanted—Employment. 











SALESMEN 


to call on lumber and building supply dealers 
PART TIME OR FULL TIME 

We have a few territories open for salesmen who 
can interview and sell dealers. Our line of build- 
ing products dovetails perfectly with the line 
you are probably now carrying. Quite likely 
many of our customers are among the lumber or 
building supply dealers you are now calling on. 

You can handle our line of 6 essential building 
products as either a side-line or in your full time. 
No matter where you are in the United States, 
you can have a territory assigned to you which 
will pay you well. In your reply, state what you 
handle at present, and where you travel. Write 
or *phone. 

Address all communications to 
MR. J. C. HIGGINS, IDEAL STEEL PRODUCTS, 

308 N. Michigan Ave., Chicago. 
TELEPHONE 
Dearborn 9257 





WANT A LIVE WIRE 


White pine salesman for Chicago territory by well 
rated wholesale concern. Will pay 500 to 700 dol- 
lars per month to right man. Give details. Our 
employes notified of this ad. 

Address “‘A. 171,” care American Lumberman. 
a 





SALESMAN OF PINE OR FACTORY LUMBER 
Would like connection as mill representative. Haye 
sold both city and country trade throughout Ij. 
nois, Wisconsin, Iowa and Minnesota. Good refer. 
ences. Available May Ist. < 

Address “S. 163," care American Lumberman, 





——_—_—__. 


RIGHT HAND BAND SAWYER 
15 years experience, good reference. 
BOX 123, Raywood, West Virginia. 





WANTED—POSITION AS YARD MANAGER 
By young experienced man desiring to invest in 
business. Now employed. Best of references 
given. Prefer yard in Ohio or adjoining states, 

Address “R. 155,” care American Lumberman. 





RAILROAD COMMISSION SALESMAN 


Desires connection in East with manufacturer or 


large selling agency, for a group of mills manu- ~ 


facturing West Coast products, specialty railroad 
material. Have an excellent trade and only inter- 
ested in large, high grade connection. 

Address ‘‘H. 152,” care American Lumberman. 








Wanted—Employment 


GENERAL MANAGER OR ASSISTANT 


Experienced both; age 34. Hardwoods, Southern 
and Appalachian, Cypress and Pine. Trim mould- 
ings and dimension. Kiln expert. Sales experi- 
ence, domestic and export. 

Address ‘‘A, 167,” care American Lumberman. 


























Special 























THE GREATEST MARKET PLACE 


For people in the lumber and woodworking 
industries to advertise in, is the Wanted and 
For Sale department of the AMERICAN 
LUMBERMAN,. Read the ads in the Classi- 
fied section—many opportunities are offered 
for buyer and seller. 


When you want employees or employment or 
when you want anything or have something 
to sell, advertise in the AMERICAN LUM- 
BERMAN, Greatest Lumber Newspaper on 
Earth. 


Our address is—431 8S. Dearborn St., 
Chicago, Illinois. 


HARDWOOD INSPECTOR 


Age 34, 15 years experience, 8 years with present 
firm; desires permanent connection with reputable 
concern, 

Address “A. 163," care American Lumberman., 





QUITTING TRAVELING 


Young man with family having twelve years saw 
milling and wholesale selling experience wants po- 
sition with retail lumber yard with opportunity to 
learn the business. Prefer Illinois, Southern Mich- 
igan, Kentucky or Northern Indiana. 

Address “A. 165,’’ care American Lumberman. 





EXPERIENCED LUMBER AND MILLWORK MAN 


Now employed, wants change about June list. Ex- 
perienced estimator and salesman from detail mill. 
Can handle executive position capably. References 
furnished. 


Address “A, 170," care American Lumberman. 








| Wanted—Employees 


WANTED 


A wide-awake, thoroughly competent superintend- 
ent, to take full charge of cutting 5,150 acres of 
West Virginia hardwood. Must understand every- 
thing appertaining to the manufacture of first class 
lumber. Splendid opportunity for right man. Ideal 
living conditions. A beautiful home, ten rooms 
and two baths, available. State all. References 
required. 














J. H. FITZPATRICK, 
Kenwood Place, Wheeling, West Va. 





WANTED 


Yard manager capable securing business against 
strong competition for Illinois county seat town. 
Address, with reference, “‘A, 162," c/o American 
Lumberman. 





POSITION OPEN FOR YOUNG MAN 
To learn lumber business. Good salary to party 
able to make a substantial investment. 
Address ‘‘A. 169," care American Lumberman. 





WANTED—DETAILER AND BILLER 


For sash, door and mill work plant, to take work 
off of plans, detail and bill into mill. Give refer- 
ence and salary expected. Address HYDE MUR- 
PHY COMPANY, Ridgway, Pa. 





WANTED 


First class left hand band sawyer for softwood 
mill. Will pay $8.00 per ten hour day. None but 
good fast man should apply. 

Address “‘S. 161," care American Lumberman. 





WANTED—YOUNG MAN 
WITH EXECUTIVE ABILITY 


To work in general office of line-yard company 
Previous experience necessary and must have 
plenty of initiative. Good opportunity for party 
with the necessary qualifications. Reply in own 
handwriting giving amount and nature of past 
experience, references, salary, religion, etc. 
Address “W. 158," care American Lumberman. 





SUPERINTENDENT OR GENERAL FOREMAN 


good knowledge of stock and special millwork, 
detailer. Can get production. 22 years’ experience. 
Address “‘R. 150,’’ care American Lumberman. 


YOUNG MAN WANTS WORKING INTEREST 


In live retail lumber yard. Ten years’ experience 
in lumbering, all branches. College man, married, 
28 years old. Good references. Will invest cash 
in right business. 

Address “‘A. 157," care American Lumberman. 


WANTED POSITION AS ESTIMATOR OR 


Superintendent of special millwork factory. Can 
list millwork from blue prints accurately for any 
kind of building detail and bill to factory, 15 
years’ experience. 

Address “A. 150,” care American Lumberman. 


POSITION WANTED 


By saw filer with more than 18 years’ experience 
as head filer in some of the fastest mixed hard- 
woods milis in the south. I can satisfy the most 
exacting. 

Address “‘A. 151,” care American Lumberman. 


POSITION WANTED 


As yard manager. Exerienced. 
Address “A. 161,” care American Lumberman. 


WANTED POSITION AS MANAGER 


Retail yard offering opportunity for investment 
after proving ability. Experienced with lumber 
from woods to consumer; familiar all kinds build- 
ing materials, hardware, paints; experienced in 
building construction, drafting, estimating, book- 
keeping, typewriting; experienced in handling, 
piling of lumber, yard layouts. Can drive truck 
if necessary. Location East, employed now, good 
reason for change. 
Address “A. 155,” care American Lumberman. 


THE KILN DRYING OF LUMBER 


By Harry D. Tiemann. The author of this work 
is a well known expert who has made thorough 
investigations and researches into the problems 
of kiln drying, as an engineer of the Forest Prod- 
ucts Laboratory. The book comprises 304 pages, 
with index, and is bound in cloth, Price, deliv- 


ered, $5. 
AMERICAN LUMBERMAN 
431 South Dearborn St.. Chicago, Illinois 























SAW FILER AND MILL FOREMAN 


Wanted position, by an up-to-date Mi¢higan Filer, 
filing saws in any size mill. Bands, gang and 
band resaws can be included, or saw mill fore- 
man. Am a good millwright. J. 8S. MICHALSKY, 
P. O. Box 27, Plateau, Ala. 





WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shingles, 
new or second-hand machinery, engines, boilers, 
electrical machinery, locomotives, cars, rails, busi- 
ness opportunity, timber and timber lands, or any- 
thing used in the lumber industry, you can get it 
at a small cost by advertising in the “Wanted 
Columns” of the AMERICAN LUMBERMAN, Man- 





GENERAL SUPERINTENDENT _ 


Experienced planing mill and box shook man with 
18 years’ practical experience, open for position 
as general superintendent. Know how to handle 
labor and can produce results. Now employed. 
Address “W. 150,” care American Lumberman. 





WANTED MANAGEMENT RETAIL YARD 


On Pacific Coast. A-1 references. 
Address “W. 153,” care American Lumberman. 








A 1 BAND SAW FILER OPEN FOR 


Position om account of flood waters stopping present 
plant ‘indefinitely. Address H. BRAY, Box i116, 
River Falls, Ala. 





WANTED POSITION 
As Dry Kiln Engineer by man experienced in com- 
mercial drying of hardwoods. 
Address *“‘W. 154,” care American Lumberman. 





COMPETENT MILLWORK MAN 


With broad wholesale and retail experience, thor- 
ough knowledge of all phases of millwork business, 
executive ability, desires responsible connection 
with reputable concern. Ability to efficiently as- 
sume complete charge of millwork operation. 
Knowledge of Curtis woodwork. 

Address “VW. 155,” care American Lumberman. 





TRAINED ACCOUNTANT 


With 15 years’ experience with three large south- 
ern mills as bookkeeper and auditor understand 
short line railroad accounting, now employed want- 
ing to make change. 

Address “W. 156,” care American Lumberman. 





OFFICE MANAGER AND ACCOUNTANT 


Capable executive, can take full charge of office, 
prepare financial statements, balance sheets, in- 
come tax returns; handle credits, collections, cor- 
respondence.- Knows Millwork Cost Bureau System. 
Seven years with present employer. Address: BOX 
697, Charleston, 8. C 





BAND SAW FILER TWENTY YEARS 


Experience. Reference or work guaranteed. Can 
come at once. 
dress ‘““‘W. 164,” care American Lumberman. 





SALESMAN AND OFFICE MANAGER 
Desires position with large retail yard or sawmill. 
Twenty-two years’ experience. References fur- 
nished, 

Address “A. 160,” care American Lumberman. 





DO YOU KNOW 
The Classified Ads in the AMERICAN LUMBER- 
MAN are the best for selling second-hand ma- 
chinery 
Our readers are buyers who watch for the ads in 
the Wanted and For Sale department. 

YOU WILL FIND 

BARGAINS YY 4 fae aamaae 


HERE 
BVERY WEEK 
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Geners! Offco— 


‘EMPORIUM 
FORESTRY CO. utica, n. v. 


Mills— 

Conifer, N. Y. New England Office, 
Cranberry Lake, N. ¥. 161 Devonshire St. Boston, Mass. 
Galeton, Penn. Telephone, Hancock 6789 

Danby, Vt. 


MANUFACTURERS OF BAND SAWN 
Hardwood, Spruce, 
Hemlock, White Pine 


New York Office, 
5635 Grand Central Term. 
Telephone, Murray Hill 6514 














Wisconsin Land €& Lumber Co. 


HERMANSVILLE, MICHIGAN 


The World’s Best Known 
No After - + Saesitas pegeees as 


HARDWOOD FLOORING 


Band Sawn Hard and Softwoods 


IN STRAIGHT OR MIXED CARS 


WHITE CEDAR POLES, POSTS AND SHINGLES 
FACTORY CLIPPINGS AND SLABWOOD 











Loggers Specify “American” 
Logging Tools and Appliances 


because they will stand harder abuse and give longer 
service. Write today for complete catalog. 


If your jobber can’t supply you—we will. 


American Logging Tool Co. 


EVART, MICHIGAN 









CANT 
HOOKS 















Using a big crew of costly 
human labor to unload and 
carry lumber in your yard 
is no longer necessary ! 


Nature will do it — FREE! 


One man at each end of a 
Logan Lumber Conveyor is 
all the crew you need to 
move any amount of lumber anywhere 
you want it in your yard. Whatever 
the distance between these men, your 
Logan Conveyors will carry the lumber, 
without human help—do it much faster 
and save you many times the cost of the 
Conveyors every year! 
INVESTIGATE and be convinced. 


USE THIS COUPON 
LOGAN CO., Incorporated 
550 N. Buchanan St., LOUISVILLE, KY. 


Send, without obligating us, information 
and price on Logan Lumber Conveyors 








You are invited to visit the 


Herman H. Hettler Lumber Co’s. 


Exhibit at the 
OWN YOUR HOME EXPOSITION 


Between Chicago Ave. & Pearson St., East of the 
Michigan Ave. Water Tower 


BOOTH 107 — April 27th to May 11th 


Manufacturers of 
MODERN BRAND HARDWOOD FLOORING 


LUMBER OF ALL KINDS 


Telephone, HUMBOLDT 0200 
Wire or write 2601 Elston Ave., CHICAGO, ILL. 














FAST JORDAN LUMBER (\) 


JORDAN. MICH. 
Established 1880 Capacity 20 Million Ft. Annually 


Manufacturers of 
LOWER PENINSULA MICHIGAN 


Hardwood—Hemilock and Pine Lumber 
White Cedar Shingles, Posts, Poles, etc. 


Makers of “IMPERIAL” Maple Flooring. 
We can ship Straight or Mixed Cars promptly. 


Fully Equipped Planing Mill. 


Send Us Your Inquiries. 








CDOS ONOL\OLIO) SOILD)... ONIN 





TIAN) NO) NOE 


Independent Timber 





Estimates and Appraisals 


By 


H. M. SPAIN & COMPANY 


> Are a Sound Basis for Timber 
Buying, Selling and Borrowing. 


MEMPHIS, TENN. PORTLAND, ORE. 
Bank of Commerce Bidg. American Bank Bldg. 


ONO) NDING) NODS ODNOING): 
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BIRCH 
MAPLE 







400,000’ 





AIR DRIED 3 RIED - BAsswooD —_Y KILN DRIED 
PromptService ELM, OAK GUM, WALNUT 


CouLTER LUMBER (. snexrcens 


‘“MARATHON’”’ WARD BROS. 


MAPLE FLOORING sic exeins Mice. 


We are members of the Maple Flooring Manufacturers Association 
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The Hines Kind | 


From the finest trees of the south—sound, straight, 
dense—the Hines kind of long leaf yellow pine is 

cut. 

For special cutting, finish, flooring and dimension, 
the Hines kind of southern pine is growing in 
reputation. 


From a yard with a stock such as no other mill 
carries, we can ship at once timbers running from 
4 x 4’s ten foot up to 12 x 12’s forty foot. 


All this stock is soda dipt and air dried. Your or- | 
der can be shipped at once—no later than the day 
after it is received. This is the Hines kind of Service. 


Write, wire or telephone your order. 
Sales office North of Ohio River, Chicago, Illinois; 
South of Ohio River and Export Sales, Lumberton, 
Mississippi. 
Edward Hines 
Lumber 


Lumberton, Co. Mississippi 
Mills at Lumberton and Kiln, Mississippi 









































































The Hines Way with Beautiful Birch 


In the picture an electric trolley is bringing up 
| another truck load of perfectly piled birch, selected 
for kiln drying. 

The kilns in the background, a battery of the 
most modern Sturtevant dry kilns, hold 450,000-feet 
of lumber and are often spoken of by visitors as the 
finest equipment they have seen. 

Beyond the kilns is the cooling shed, also with a 
capacity of 450,000 feet. From this shed Hines’ 
Birch, graded, dried, tested, is loaded into cars. 

There is outside storage for another 450,000 feet. 
so gives a capacity at just one mill of 1,350,000 
eet. 

No finer birch stands than that in the Hines 
timberlands. No birch is more properly handled 
and prepared than that which passes through Hines 
mills. From Hines birch is made the finest interior 
trim and cabinet work. 

Write, telephone, or wire your birch require- 
ments. Also your need in hemlock and white pine. 
Look on us as your permanent source of satisfac- 
tory supply. 


’ Edward Hines 
Hardwood & Hemlock Company 


Park Falls, Wisconsin 
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KEYSTONE 


RED CEDAR SIDING 








Keystone Siding now has a running mate. The 
finest Red Cedar Shingle manufactured is now 
being shipped in mixed cars with that straight, 
smooth, perfect fitting siding. Both of these 
products give the home builder beauty and 
endurance. 


EDGWoOD 


SHINGLES 








HAMMOND CEDAR COMPANY, Ltd., 
NEW WESTMINSTER, B. C., CANADA 





asa kitten’s ear 





























Winton Lumber Co. F Z . 
Manufacturers of Genuine . FA eer ene 


IDAHO WHITE [| Say, 
PINE ESTPINE frames are 


manufactured entirely from 









































The Greatest of all | Pondosa Pine — soft tex- 
Building and Factory Lumber tured, properly seasoned and 
correctly milled. There is no 
’ . mixtures of woods in a Bestpine 
General Office and Sales Office aie ‘p 
GIBBS, IDAHO Set-up and K. D. sash—Semi- 
genre tpt 
Chicago Representative: length mouldings—Package trim 
A. K. Southworth, ine in si 
Phone, State 5386. 1511 Engineering Bldg., 205 W. Wacker Drive. Retetl tamber dealers 
should ask their nearest jobber. 
iN eg Room 4 . 415 Lexington ptey aa ei - z 
inton, Room 41 15 Lexington Ave., New Yor ‘ aes 
V. J. Husted, 1020 Security Building, Minneapolis, Minn. \wA Western Pine Mfg. Co., Ltd. 
R. S. Watts, Jefferson Hotel, Peoria, Illinois “ Spokane, Washington 
L. P. Klug, 1421 Harlem Blvd., Rockford, Illinois 
C. R. Crowe, P. O. Box 516, Madison, Wisconsin 
Basil Stayner, 142 W. Morrell Street, Jackson, Michigan 
W. H. Lewis, 406 Chamber of Commerce, Denver, Colo. 
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= WASHINGTON. 


1888 


Olt: just want to tell you that car No.N. 
P. 42163 was the nicest car of lum- 
ber that ever came into our yard and we 


most certainly thank you for the careful 
manner in which you handled this car”. 
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Established 


A multiplicity of cases like this—sincere 
efforts on the part of customers to show 
their appreciation for our own appreciation 
of their business, are constant remind- 
ers that the reflective pause in busi- 
ness is as forceful as any sudden 
spurt of achievement. 








SALES REPRESENTATIVES 


PACIFIC-ATLANTIC LUM. R. A. GORE, 631 Lumber Ex- MORRISON, MERRILL & PARAMINO LUMBER CO., 
BER CORPORATION change, Minneapolis, Minn. CO., 8rd West & 1st North, Drumm St., San Fran 
2 Vanderbilt Ave. New sa sik sone maatindiie Salt’ Lake City, Utah. isco, Cal. 

— oS Se THE OHIO STATE LUM- WINGATE-M OF FAT 
1400 Massachusetts Ave., CO., Bank of Galesburg BER CO. ass8 West 180th LUMBER CO., 419 Reli- 
a — Building, Galesburg, Ill. St., Cleveland, O. ance Bidg., Kansas City, 
601 Widener Building, THE BURNSID 22 = 
Philadelphia, Pa. Patterson Bldg, Denver,  ) BER-CO;, Foun Bulidion, W. K. MOORE, P. 0. Box 

ER BURKHOLDER, Box Colo. Detroit, Mich. 1024, Billings, Mont. 
326, Fargo, N. D. R. C. FRANS, 4741 Latona H. I. ISBELL CO., 414-416 REECE * PRICE, 465 
Ave., Seattle, Wash. Monger Bidg., Elkhart, Wellston Sta., St. Louis, 
ratty >: Cee A. H. THIELE, P.O, B ~ 7 

ngineering Bidg., Chicago, P. ox WM. L. ROSS, Tacoma, L. D. AIRHOOD, P. O. Box 

Til. 571, Watertown, S. D. Wash. 277, Norfolk, Neb. 
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Can Use for Any Job” 


That’s what many “boss” carpenters are telling builders 
today after they have used “Beaver Brand” Western Red 
Cedar Siding. They like it because it is easy to saw and nail, 
will not warp, shrink, check, swell or buckle. It always lays 
tight and “stays put” for years. 





























By using a combination of the different sizes of Bevel and 
Bungalow Siding carpenters can obtain very distinctive 
effects which please home builders. 














Put in a stock of “Beaver Brand” Western Red Cedar 
Siding now and then let the carpenters and builders in your 
locality know that you can supply them with the most dur- 
able and economical siding on the market. We specialize 
in 34x8-, 10- and 12-inch Bungalow and x4-, 5- and 6-inch 
Bevel Siding. 














Order “Beaver Brand” Siding in straight or mixed 
cars from us; or in mixed cars with shingles from 
any B. C. shingle mill. Write now for prices. 
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E aitleads and ‘‘Caterpillars”’ 
@ The Bunching cost is out 


Run out the lines to scattered logs left 

where they fell. Haul in your pay load 
with the winch and you're off. Pick 
‘em out of canyons, off precipitous 
slopes, out of marshes. Drop the load 
on downhill pull—it’s your brake. 


Thus have the fairlead system and 
“Caterpillars” brought a new cost re- 
ducing method to the woods—bunch- 


ing costs are out and time is saved. 






















Caterpillar Tractor Co. 
EXECUTIVE OFFICES: SAN LEANDRO, CALIFORNIA 
Sales Offices: Peoria, Mlinois * 50 Church St., New York ¢ San Leandro, Calif. 
Holt Combined Harvesters - Russell Road Machinery 

“Caterpillar” Tractors 


’ REG. U.S. PI PAT. OFF. 


TRACTOR 
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CRADLED LUMBER—AIl our Sugar Pine goes directly from our 
mill to our cradling skids, where it is promptly submerged in running 
water. 





IMMERSED LUMBER—After from 24 to 36 hours submergence in 
clear running mountain water, our Sugar Pine is removed and each 
plank laundered under 80 pounds pressure. 


Two Days in Sparkling 


Mountain Water 


The value of the water curing of Pine lumber was estab- 
lished early in America’s lumbering history, and buyers 
paid a price premium for water cured White Pine. 


MADERA SUGAR PINE benefits by greatly improved 
water treatment, and goes into pile cleaner and dries 
whiter, softer, and straighter than any other wood ob- 
tainable. Moreover, it cuts smoother and takes and holds 
paint better. 


GET WATER CURED, AIR 
DRIED MADERA SUGAR PINE 


Madera Sugar Pine Company 


MADERA, CALIFORNIA 
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What 
delivery date? 


If orders bore no delivery dates, you 
could probably spread them out to 
avoid the rush periods that seem to 
come ever so often. 


Dates are named, however, and must 
be met. And so, at this time, when 
customers are demanding quick 
deliveries, the yard with a Mathews 
Gravity Conveyer is extremely for- 
tunate. 


Moving materials speedily from car 
to yard and yard to truck, a Mathews 
Gravity Conveyer not only helps you 
fill orders promptly, but also reduces 
-your handling expense. The booklet 
that the coupon brings will give you 
the details. 


MATHEWS 


GRAVITY CONVEYER 


a i Li, Li, Li, Li, Li, Ll, i, Ll, Li, Li, i, Ll, Lm, Le, i, Li, Li, Le. Ln i 






MATHEWS CONVEYER COMPANY 
112 Tenth Street, Ellwood City, Pa. 


Send me a copy of the 
booklet describing Mathews 
Gravity Conveyer. 





li li ln, ln, ln ln li, li, ln. Mr Ln Alin 
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LONG-BELL FRAMES 
Long-Bell Frames are made of soft textured, old 
growth yellow Douglas Fir, with heartwood pre- 
dominating, providing a sturdy, durable frame. The 
machine work is unexcelled. The precision of the 
workmanship assures faster and more accurate as- 
sembly on the job with tight fitting joints. Long-Bell 
Frames pledge maximum construction value. 


THE LONG-BELL 


R. A. LONG BUILDING 








utting maximum construction value in 
lumber is a manufacturing task that re- 
quires skill, experience and unwavering 
standards. It is such qualifications that 
have given vital meaning to the Long- 
Bell trade-mark on lumber and lumber 
products ... unfailing, long-time service 
to the user. 





LONG-BELL DOORS 


Sturdy well-built doors, made through- 
out of California White Pine ... such 
are the Long-Bell doors which find 
favor with builders not only because 
of their construction, but, too, because 
of their ease of fitting and hanging, the 
fine surface which takes all finishes 
perfectly, and many other practical 
advantages. 


LUMBER COMPANY 


KANSAS CITY, MO, 
LUMBERMEN SINCE 1875 


Douglas Fir Lumber, Timbers, Door and Window 

Frames, Trimpak; Western Hemlock Lumber; 

Western Red Cedar Siding and Shingles; South- 

ern Pine Lumber and Timbers; Southern Hard- 

wood Lumber and Timbers; Oak rey. *CELL- 
a 


ized Oak Flooring Strips, “CELLized 


k Floor 


Planks, “CELLized Oak Floor Blocks; California 


White Pine Lumber, Sash and Doors, 
Creosoted Sout 
Poles, Ties, Guard-Rail Posts, Piling. 


Box Shooks; 
Pine Lumber, Timbers, Posts, 






Same 








LONG-BELL FLOORS 
Beauty, minimum of labor in laying 
and durability are three important 
qualifications of Long-Bell trade- 
marked oak flooring. And, because of 
these qualities . . . economy! The first- 
time user is almost invariably a repeat- 
customer, for experience proves its 
economy and satisfaction. Dealers are 
finding Long-Bell trade-marked floor- 
ing one of the most steadily profitable 
items in stock, 

















| (| AOL California White Pine 























Bird’s-eye View of Our Sawmill, Remanufacturing Plant and Yards at Algoma, Oregon. 
20 Y ear Su i of fine soft textured, virgin growth timber is back of this plant. 
pp VY Surely, this is sufficient guarantee of a dependable connection for 
CLEARS, SELECTS, FACTORY PLANK, BEVEL SIDING, COMMON LUMBER AND BOX SHOOK 


Algoma Lumber Co., ™## Fay Building, Los Angeles, Cal. 


























Our Customers Get the Best 


— the very finest quality lumber it is possible to 
manufacture from old growth timber, the best mill- 
ing, drying and grading. That’s why so many of 
them rely upon us to keep them supplied with 


urable . CEDAR 
ouglas Fir emLock 


RED CEDAR SHINGLES 


For nearly a quarter of a century we have maintained this 
one policy and that’s what we mean by our slogan “Sustained 
Quality.” 

A daily capacity of 325,000 feet of lumber, 35,000 lath and 
200,000 shingles insures you quick deliveries of straight or 
mixed cars. You'll find our Service just as dependable as our 
quailty. Get in touch with representative nearest you and get 
him to tell you more about Mumby “Sustained Quality.” 


















SALES REPRESENTATIVES: 


P. H. BETZER, State of Minnesota, 304 
Wilmac Building, Minneapolis, Minn. 
FRANK M. PEW, Sioux Falls, So, Dak., 

for So. Dak. and North Dakota. 
PRESTEGAARD LUMBER CoO., 1014 
Terminal Bldg., Lincoln, Nebr., for 
State of Nebraska. 
DEWEY LUMBER COMPANY 
301-2 Allen Building, Dallas, Tex. 
506 Milam Building, San Antonio, Tex. 
310 Petroleum Building, Fort Worth, Tex, 





Represented in Iowa, Missouri, Kansas 
and Oklahoma by 

THE GUNTER LUMBER COMPANY, 

R. A. Long Bldg., Kansas City, Mo. 
With the following Salesmen: 

EDW. PARSLEY, 417 Beacon Bidg., 
Wichita, Kansas, 

LOUIS E. MUHL, P. O. Box 773, Ft. 
Dodge, Iowa, 

D. W. ATCHISON, Gillett Hotel, Man- 

hattan. Kansas. 





Mumby Lumber & Shingle Company 


R. L. HENNESSY, nee ree Mill A—Bordeaux, Wash. 
Sales Manager. Bordeaux, Washington Mill B—Malone, Wash. 











April 27, 1929 AMERICAN LUMBERMAN 











Paul Bunyan ~ | 


does not chew tobacco or snuff. No sir! He gave up 
that habit long ago and strongly advises all good little boys 
to follow his example. Paul says he can’t get any kick out 
of chewing any more. Even the stoutest Copenhagen snuff 
arouses no emotion. Since this Scandinavian dynamite 
lost its charm Paul has adopted the custom of filling his 
‘mouth with bumble bees and yellow jackets, allowing them 
to escape after a time. He says that a good mouthful of 
excited yellow jackets gives him the thrill he no longer 
experiences with snuff. 


Paul has been busy all winter at the 


Westwood plant sawing, remanufacturing and 
shipping 


CALIFORNIA PINE 


CALIFORNIA WHITE and SUGAR PINE 


Phone, write or wire Paul when you want 


YARD and FACTORY ITEMS 
PATTERN LUMBER 
PLYWOOD and VENEERS 
SASH and DOORS, MILLWORK 
LAMINATED and CORE-BUILT STOCK 


TRADE MARK 


“Producers of White Pine for Over Half a Century” 


The RED RIVER LUMBER CO. 


MILL, FACTORIES and SALES, WESTWOOD, CALIFORNIA 
Distributing Yards, CHICAGO, LOS ANGELES and MINNEAPOLIS 


SALES OFFICES: 
Monadnock Building, 807 Hennepin Avenue, 360 N. Michigan Ave. 702 E. Slauson Ave. . 
asessTensS SAN FRANCISCO MINNEAPOLIS CHICAGO LOS ANGELES 1 
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Cardinal | Lookatuf, 
Brand | 5“ 


Red Cedar Siding Value of Your Wood 


Products Increased 
by the Use of Stron- 
PRODUCED from ach non-splitting, 
our own close grain- : . 

ck atl manth sure-holding Nails 
beautiful Capilano 
Valley Western Red TT use of Stronach Nails insures your lum- 















Cedar Timber. 
ber, siding, shingles, etc. against splitting 


and loosening. It adds to their value and to your 
reputation. Capitalize on this revolutionary in- 


vention by selling Stronach Nails. The immediate 





profit is big—the sales promotion value to your 


whole business is unlimited. 


Lumber Dealers are vitally interested in the 
proper use of wood. Write today for samples of 


Stronach Nails and for our sales proposition. - 


| | How the Nail Works 















ne yrane i unsurpassed for The triangular end cuts the wood fibers, punch- 


durability. Manufacture second ing a hole ahead of the nail body. There is no 
splitting as with diamond pointed nail, which 


to . es guaranteed. Builds 
none. Grades gua wedges the fibers apart. 


repeat business for dealers. Insures 


owners permanent satisfaction. The hole punched is smaller than the nail body, 
| giving the wood a tight grip all around the nail. 
MIXED CARS: In one car we can This increases holding power tremendously. 


ship Cardinal Brand Bevel and Bunga- 
low Western Red Cedar Siding, Toma- 


howk fet Gidinn Coles Gatch cad STRONACH NAIL COMPANY 


West Coast Hemlock Flooring. 2008 Union National Bank Bldg. Pittsburgh, Pa. 





N-SPLITTING » SURE HOLDING 


Capilano Timber Co.,Ltd. £! Nail, 
North Vancouver, B. C. 


IL 
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-verybody more Confidence” 





—and Confidence is what 
the Lumber Business 
needs 4484 





Here’s what H. T. Hultberg, manager of the Skandia Coal 
& Lumber Company at Rockford, Ill., has to say about 
4-Square: ' 


**Grade marked lumber gives everybody more confidence in the 
lumber business, and the lumber business needs it. 4-Square means 
that there is less chance for ‘fudging’. Our competition here in Rock- 
ford is nice and clean so that doesn’t mean as much to me as it would 
in a town where things weren’t so open and above board. But here, as 
any place else, you can’t have too much goodwill and faith and that’s 
what 4-Square develops. I hope the time comes soon when we can 
carry grade marked lumber all the way through.” 





This sign of CONFIDENCE 
identifies the 4-SQUARE DEALER 


HE forward-looking lumber 
dealer sees in 4-Square Lum- 
ber something over and beyond 
its immediate effect on his busi- 
ness and profits. He sees in it the 
first definite step to restore public 


against which any inexperienced 
person can judge lumber. 


To a few such dealers in each lo- 
cality, Weyerhaeuser is extending 
the 4-Square Franchise as fast as 











confidence in lumber; the first 
definite means by which the reli- 
able, square-shooting yard can 
prove its right to confidence in a 
concrete way—a quality standard 


increased mill capacity permits. 


We suggest that you address our 


nearest branch office or inquire of 
our district representative for full 
details of the 4-Square Plan. 


WEYERHAEUSER SALES COMPANY, Distributors of Weyerhaeuser Forest Products 
General Offices: SPOKANE, WASHINGTON 
Branch Offices: 


MINNEAPOLIS CHICAGO 
806 Plymouth Bldg. 208 So. La Salle St. 
PITTSBURGH 


2401 First Nat. Bank Bidg. 





BACKED 
BY THE 





KANSAS CITY TOLEDO 


1418 R. A. Long Bldg. 510 Second Nat. Bank Bldg. 
PHILADELPHIA 
1600 Arch Street 


NEW YORK 
3106 Chanin Bldg. 


SQUARE LUMBER 


Species and Grade are Marked and Guaranteed 


TRIMMED SQUARE... PACKAGED. . READY TO USE .. GUARANTEED 


SQUARE PLAN 








20 AMERICAN LUMBERMAN 
= 


April 27, 1929 








ii 


nS eauane 
4 *Suags 


: Tt qi 
A 4° £ : = 


0 4*syas 


it 
‘it 


Hi 


ar i 


it 


ms bia 
it 





bd ee ~~ 
a Be ra | rae Yard foreman of the Skandia Coal and Lumber 
«4 *auaae 04 *avane ‘ Co., Rockford, Ill. tallying a neat pile of 4-Square 
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Mr. H. T. Hultberg, Manager ya ss es , € 
of the Skandia Coal and Lum- poe ayes — 
ber Co., inspects a part of his ’ é . he — 


large stock of 4-Square Lum- 

ber. Mr. Hultberg is enthu- 

siastic about this guaranteed 
quality lumber. 
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wey 
See _. ° 
ae : — A truck load of 4-Square 
o Lumber leaving the yard of 
: EAT fi ; the Skandia Coal and Lum- 
. rn : hk ber Co. The neat packages 
: 4 and colorful labels make a 
load that is an advertise- 
} ment wherever it goes. 
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A Brand Every Lumber 
Buyer Should Know 


Thousands of lumber buyers throughout the country have found 
it profitable to know the Bradley Brand. 





This name has made it easy for them to buy their requirements — 
with confidence, with highest satisfaction, in a minimum of time. 











The Bradley name and brand relieves you of all worries about 
quality and drying. It insures you the finest workmanship. Brad- 
ley grades are recognized nationally for their reliability. 


The buyer of lumber who wants the utmost in satisfaction can’t 
do better than to order from Bradley. Get acquainted with the 
money-saving Bradley mixed cars. 











Arkansas Shortleaf Pine Finished Furniture Dimension 
Lumber Oak Wagon Stock 
Oak, Beech and Gum Glued up Oak, Gum, Pine 
Flooring a: and Red Cedar Panels 
Red Cedar Lining Oak, Gum and Pine Trim— 
Oak Treads and Risers Standard or Cut to Length 
9 MIXED CARS A SPECIALTY 





| 
| 
Bradley Lumber Co. of Arkansas 


Offices, Mills, Factories and Warehouses 


WARREN, ARKANSAS 
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Sell REDWOOD Sell REDWOOD 
for:— for: om 
Siding Mouldings 
Frames Doors 
Finish Lattice 
Porch Work Columns 


} 
| : 


Above are the places where decay first 
sets in. The best way to prevent this decay 
is to sell Redwood for all of these uses. 
Redwood has the lasting qualities re- 
quired and it “stays put.” Tell your custom- 





The Hammond Warehouse and Yards at Chicago 


Sell Red wood to Resist Decay 





To keep your investment down and turn- 
over up Hammond can ship you limited 
amounts of Douglas Fir flooring, ceiling, drop 
siding and finish along with the Red wood 
items listed above. Direct from mill or from 


ers the facts about Redwood and you'll 


Chicago warehouse. Don’t overlook our ser- 
find it easy to sell. 


vicein Red wood and Douglas Fir Plywood. 


Write Hammond for quotations. 


HAMMOND LUMBER Co., Inc. 
Local Telephone, Pullman 0420 
Offices: Hammond Lumber Co.— 


601 West 138th St. 


Riverdale Station, CHICAGO 


Long Distance Telephone, Riverdale 100 








San Francisco.Calif. Portland, Ore. 
Los Angeles, Calif. Seattle, Wash. 
New York (17 Battery Place) N. Y. 


MILLS AT Humboldt Redwood Co., Eureka, Calif. 
Hammond Lumber Co., Mill City, Ore. 
Hammond-Tillamook Lbr. Co., Garibaldi, Ore. 





| Hammond Lumber Co., Samoa, Callf. 























Gulf Red Cypress Finish 
1” to 2” Thick 
4”, 6’, 8’, 10” and 12” Widths, or Wider 
Manufactured from trees centuries old when La Salle crossed the 


Sabine and Neches Rivers, which rivers traverse our timber hold- 
ings. 


From this slow growth timber comes lumber of excellent color, 
close grain, and exceptional widths; and the fact that it is manu- 
factured by “KIRBY” insures its superiority. 


| 
| 
KIRBY LUMBER COMPANY 


‘‘A Wood for Every Purpose’’ 
HOUSTON, TEXAS 
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McCORMICK McCORMICK McCORMICK McCORMICK 
FORESTS , LUMBER CAMPS MILLS —— | STEAMSHIPS Y 7 


McCORMICK STRAIGHT—LINE SERVICE from FORESTS to YOU 


“A straight line is the | 


shortest distance between two points” 


“Rpeconaincs straight-line serv- minals of the great transcontinental 
ice” is one great unit controlling railroads for rapid delivery to inland 





every operation from West Coast for-  ™4rkets. 


ests to you. You can benefit by McCormick straight- 


; line lumber service for regular or spe- 
Owning and operating our own great —cjal yard needs. Our unusual facilities 
timber stands in America’s finest for- enable us to give you what you want 
est region, our own camps, logging in lumber when you want it. You'll 


railroads, four big mills, treating plant, _ find it always dependable, right in price, 
coast-wise, intercoastal and foreign true to grade. 


port vessels, we are in a position to 


serve you speedily—efficiently. In ad- Get our quotations on straight or mixed 
dition, we carry large shed stocks for cars. Ask our representative or our 
rail shipments, delivering them at ter- nearest sales office. 


Chas. R. McCormick Lumber Co. | 


SALES OFFICES: Portland, San Francisco, Seattle, Los Angeles, San 
Diego, New York, Philadelphia. MILLS: St. Helens, Oregon; Port Ludlow 
and Port Gamble, Washington. TREATING PLANT: St. Helens, Oregon. 


W. A. DAHLGREN, 828 Plymouth Block, Minneapolis, Minn. 


DOUGLAS FIR CEDAR SPRUCE HEMLOCK | 
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Advantages in Using PALCO 


Both Outside and Inside Uses 


Our Redwood on the outside protects the house from the hardships of 
weather. Corners, and joints stay tight; replacements and repairs due to 
rot are eliminated; appearance of the house continues good year after year. 


Our Redwood on the inside presents a beautiful appearance; doors and 
frames stay straight and true; mouldings and trim hold their shape and 
stay tight at the joints. 


And there’s economy in using the same material for both outside and 
inside uses. 


Let us tell you how other dealers are increasing sales and profits 
by selling PALCO Redwood for both outside and inside uses. 


Re 
DRO 


332 SO. MICHIGAN A a CHICAGO, ILLINOIS 









The Largest Manufacturers and Distributors of California Redwood 
MEMBER CALIFORNIA REDWOOD ASSOCIATION 
CHICAGO: 332 S. Michigan Avenue NEW YORK: 122 E. 42nd Street 
SAN FRANCISCO: 311 California St. LOS ANGELES: 706 Standard Oil Bidg. 


Mills: Scotia, Humboldt County, Calif. 


REDWOOD for 





.with any other mixture. 








This PALCO Redwood 
Mixed Car Covers 


Both Interior and Exterior 


A PALCO mixed car can be worked out to meet your 
exacting requirements so that you can actually save 
more money on the stock you buy than is possible 


200-250 Window Frames complete with pulleys. 
40-50 O.S. Door Frames with or without Fir sills. 
150 1. S. Door Frames 
75 Cellar Frames 
3500-4000 L. F. Carpenter Midgs., standard patterns, 
crown, bed, cove, quarter round, parting bead, 
blind stop, panel midg., brick midg., stucco 
midg., lineal sill stock, lineal pulley stile stock, 
latttice, and screen mldgs. 
2500’ BM Clear 14” & wdr. for general jobbing work, 


cornice, porch, etc. 

1000’ BM 114”, 142”, or 2”x8”-10”-12”—18’-20’- 
24’-26’ Verge or show rafters 

3500’-4000’ BM 1”x4” to 12” Finish Clear or ‘“‘A”’ gr. 

1500’ BM No. 1 Shop 4/4, 5/4, 6/4, 8/4, 12/4, 16/4, 
or 24/4 for brackets and miscellaneous 

10,000’-15,000’ S.M. Bevel, Economy, Bungalow or 

nzac Siding 

25-30 Squares STAINED 300% ryt a om, 100% 

Heart, 100% V.G.) Redwood Shingles, or 


25-30 Squares Unstained 300% Redwood Shingles. 
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Jacana Copper fining (ompany 


Lumber Department: 
/Bonner sisi 





Montana ; 








The Yard Stock ae 


for Shrewd Dealers 


Shrewd dealers know that the demand among 
builders today is for better construction and thus 
we find many of them turning to Brooks-Scanlon 
Florida Dense Longleaf Pine. 

Our lumber has the strength and durability that 


builders are demanding. Hence, dealers who sell 
it are meeting the public demand and making 
extra sales. 


Let us quote you on a mixed car of Flooring, 
Ceiling, Siding, Boards, Framing and Mouldings. 


Shipments by Rail or Water. 
We own and operate our own boats. 


BROOKS-SCANLON CORPORATION 


EASTPORT, FLORIDA 


Lumber That “Stays Sold” 


—the kind that gives complete satisfac- 
tion to the carpenter who works it, the 
builder who. pays for it, and the dealer 
who is sure to get repeat orders. 


For many years we have supplied deal- 
ers’ needs and we can please you. 
write us about your requirements and 
we'll gladly quote on mixed cars of 


Just 


Pondosa Pine, Fir, 
Montana Larch 


2 LUMBER—LATH— MOULDINGS—BOX SHOURS 
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Angelina Hardwood Co. 


Bandsawn 
Southern Hardwoods 
KELTYS, TEXAS 


Combining the sales of the An- 
gelina Hardwood Company, 
Ewing, Texas, the Kurth-Zeag- 
ler Lumber Company, White 
City, Texas, and the Martin 
Wagon Company, Lufkin, Tex. 


l— 


SEM SENS 


NONSENSE NN NN DEN NSN SEN EN SSN NEN Se ESE 








ANGELINA—THAT’S ALL— 


Instead of buying lumber from a dozen . 


sources, hoping to get a bargain, the 
Baldwin Lumber Company, at Cross 
Plains, Texas, buys all its pine from 
Angelina, knowing they will get quality. 
The Baldwin Company runs this line on 
its letterhead: “Famous Angelina Long 
—_ Pine.” They don’t handle anything 
else. 


Incidentally, we shipped them a recent 
car containing one and two inch pine and 
two inch oak and they write that “it was 
up to our expectations and was nice 
Angelina stock.” 


You may be interested in the mixture of 
Long leaf pine and Oak. We can furnish 
any quantity of Southern Hardwoods, 
too. 


ANGELINA 


COUNTY LUMBER COMPANY 
KELTYS, TEXAS 


VERNON PARISH 


LUMBER COMPANY 
KURTHWOOD, LA. 


Members Southern Pine Association 


All Texas sales handled by 
Angelina County Lumber 
Company. All sales outside 
of Texas handled separately 
by each company. 


SUDDEN 
SERVICE 


15 





14 





15 
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Lk dutta j 
as wellas air and moisturé 


ORE than 8000 dealers know that Sisalkraft shuts out. 

trouble for the contractor just as it shuts out moisture 
and air. Rough handling does not affect it. As a protection 
for supplies, finished and temporary work, shipments, etc., 
it is ideal and a big money saver. ° 


A lumber dealer said to us recently, “One of the reasons I like 
to handle Sisalkraft is because it saves my customers so much 
grief.” A contractor naturally appreciates being told about a 
paper that stops many complaints from home-owners and that 
saves him money on the job. Test a sample for yourself. Wad 
it up. See if you can tear it. This tearing test distinguishes the 
real Sisalkraft from all other building papers. 


napnnemerresiveis We have developed a sales promotion plan for reaching your 
In Canada customers. Send a list of your contractors with your initial 


Alexander Murray & Company, Limited order and start this plan working for you. 
Montreal, Toronto, St. John, N. B., Halifax, P & y 


Ket THE SISALKRAFT CO. 


55 W. 42nd Street, New York City 205 West Wacker Drive (Canal Station) 
In Northwest 


The John Leslie Paper Co., Minneapolis, Minn. Chicago, Illinois 


**“More 
than a 
building 
p aper’ 9 











(Reg. U. S. Pat. Off.) A L4-27 Gray 



























A Greater Lumber Service 


Ever alert to the changing trends in lumber merchandis- 
ing, due to the increasingly better facilities of communi- 
cation and transportation, this Associated Group of 
“Good Lumber” Mills is keyed to meet present-day de- 
mands with present-day methods. 


Here you will always find complete assortments of well. 
manufactured and thoroughly seasoned lumber, flooring 
and finish—in softwoods and hardwoods of nearly all 
species—to quickly meet every building or industrial 
need. You are invited to use our facilities to fill your 
urgent requirements. 





Mixed cars a specialty. May we quote on your needs? 









Bissell Lumber Co. = Ladysmith, Wis. Marathon Lumber Co. Laurel, Miss. 


Wisconsin Hardwoods, Hemlock and Pine Southern Yellow Pine 


Wausau Southern Lbr.Co. Laurel, Miss. Silver Falls Timber Co. Silverton, Ore. 


Long Leaf Yellow Pine Douglas Fir and Western Hemlock 


BC Spruce Mills, Ltd., Lumberton, B.C. Brooks & Ross Lumber Co. Schofield, Wis. 


“Moyie” Englemann Spruce Wisconsin Hardwoods and Hemlock 










AVANT 
\\? -2 


\\ >, 
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Yawkey-Bissell Lbr.Co. White Lake, Wis. Wisc. & ArkansasLbr.Co. Malvern, Ark. 


Wisconsin Hardwoods and Hemlock Arkansas Soft Pine and Southern Hardwoods 
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Combined 
Production 
Over 400 
Million Feet 
Annually. 
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Ash 
Basswood 
Beech 
Birch 
Buckeye 
Butternut 
Tennessee 
Red Cedar 
Cherry 
Chestnut 
Cotton- 
wood 
Cypress 
























































Unequalled Facilities For Shipping 
By Rail, Lake or Barge Canal 


ATLANTIC LUMBER CO. 


BUFFALO HARDWOOD LUMBER CO. 


1055 Seneca Street 


940 Seneca Street 





Elm 
Gum 
Hickory 
Maple 
Red. Oak 
White Oak 
Poplar 
Sycamore 
Tupelo 
Black 
Walnut 
Willow 


STANDARD HARDWOOD LUMBER CO. 


1333 Clinton Street 


YEAGER LUMBER CO. 
932 Elk Street 


BLAKESLEE, PERRIN & DARLING 


1100 Seneca Street 








































































































Extra Profits 
for You Selling’ 


THICK 
Maple Flooring 


Every warehouse, factory, 
gymnasium, store, school, audi- 
torium, hospital, etc. built in your 
community should have over- 
size, long-wearing Maple Floor- 
ing—33/32", 41/32” or 57/32”. 


We can help you land this 
business. You needn’t carry any 
over-size flooring. We work 
with you on the bid. ALL 
SALES THROUGH DEAL- 
ERS. Quality flooring for 
quality jobs. 

Write us today and learn about 

our plan so you can cash in on 


the next special flooring job 
in your town. 


ROBBINS 
Flooring Co. 


RHINELANDER, Wis. 














retail business for 
profit. It is a presen- 























Profitable 


—— Retailing 
=e B 
a ARTHUR A. HOOD 
“a - A book, every retail 
ae lumber dealer will 
gl want. It gives the 
SS basic principles of 
—<— —* lumber retailing in a 
cage simple, brief and read- 
[ee — able manner. It shows 
ses how to systematically 
aaa] plan for organizing a 





tation of profit-creating management practices and sales pro- 
motion methods applied to the retailing of all building material. 


Beginning with a definition and a discussion of “ profitable 
lumber retailing”, the reader is taken step by step along the 
path toward profitable organization and conduct of his business. 
Market analysis, turnover, cost control, price making, creative 
merchandising and advertising are among the subjects treated. 


This is not a book of theories, but one of facts and experi- 
ences. Every suggestion in it is tounded upon practical ex- 
perience. All that it proposes has been done with profit. 
Every retail lumber dealer, large or small, will enjoy reading 
this book and will find many money-making ideas in it. 


“Profitable Lumber Retailing” is bound in synthetic 

leather, 400 pages, 8'4 x 5 inches. POSTPAID $3.50 

American{iimberman “cucecor ns. 
CHICAGO, ILL. 
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LOADED IN STANDARD LENGTHS—COMPULSORY ARBITRATION 
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Roofer Club Made It Possible 
to Know GOOD Roofers 


With the formation of the Roofer Manufacturers Club six 
years ago, a new era in roofer production came in. Definite 
standards replaced haphazard methods. Inspections insured 
quality. Compulsory arbitration absolutely eliminated 
disagreements. 


Today buyers order R. M. C. Roofers with ab- 
solute confidence. They are the standard stock 
for roof-boards, sheathing, sub-flooring and 

cement forms. Their sale has grown by 
leaps and bounds. 


R. M. C. Roofers are furnished 
S48, S2S & CM or shiplap in 
¥%-inch or 25/32-inch on 

special order. Well - ma- 
chined Southern Pine 
stock. 




























Order only R.M.C. 
Roofers thru your 
wholesaler. 


For further information, please address the Secretary. 


ROOFER MANUFACTURERS CLUB} 


C. R. MASON, MADISON, GA., PRESIDENT W.R. MELTON, CUTHBERT, GA., SECRETARY 
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like this makes a 
house worth more 


OUSES laid with “Perfec- 

tion” Brand Oak Flooring 
command a better price on the 
open market. 


OA 


You can depend upon “Perfec- 
tion.” In modern plants operated 
by skilled lumbermen, only the 
finest oak is selected. After 
proper seasoning and kiln-drying, 
it is perfectly milled and matched 
so that it lays smooth and stays 
smooth. It is graded and handled 
so carefully that upon arrival any- 
where, it is always in perfect con- 
dition. Leading lumber dealers 
gladly feature this nationally ad- 
vertised brand. 
ARKANSAS OAK FLOORING Co. 
PINE BLUFF, ARKANSAS 


PERFECTION 


Brand Oak Flooring 


“Perfection” Brand Oak Flooring, Blocks and Planks, may 
be obtained chemically treated by the *CELLizing process. 











There’s a sige and grade 
for every type of struc- 
ture, new or old. Ask 
your architect or build- 
ing contractor for an 
estimate. 


























T 
buildi 
says “They 


Absolutely 
fire-retardant 


The mayor of Boise, Idaho, on 
March 29, 1927, witnessed a fire test 
of Pyroof painted shingles. He 
writes us, “I consider this a most 
wonderful fire-retardant and would 
recommend them for all wood 
roofs.” 


And the colors of these fire-re- 
tardant shingles are brilliant, non- 
fading and unusually beautiful. 


Let us send you a demonstration 
shipment in a mixed car of lumber 
or shingles. 


W. IL. Carpenter Lumber Company 
EVERETT, WASHINGTON 
MINNEAPOLIS, MINNESOTA 


Sole Agents for 


PYROOF 


Painted Shingles 


(Red Cedar) 
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HARDER Than Almost 
Any Other Wood available 


in Quantity for Construction 





REDWOOD 


Lawn Structures 


are a wise investment on the 
part of any owner. Redwood 
withstands the elements 
longer than other untreated 
woods. Recommend Red- 
wood for arbors, trellises, 
pergolas, garden _ benches, 
greenhouses, hot beds, etc. 
Write for quotations. 


Bulletin 556, published by the U. S. Dept. of Agriculture, 
shows that a load of over half a ton, resting on a ball 
.444-inch in diameter, is required to dent a piece of Long 
Leaf Yellow Pine to an appreciable extent. 


This exceptional hardness recommends the “supreme 
structural wood of the world” for flooring and other 


parts of structures subject to wear and tear. Stays “put” 
when nailed. 


The first cost of Long Leaf Yellow Pine is moderate, and 
its strength, stiffness, hardness, and toughness assure a 
long and economical service life. 


Write for quotations on Bogalusa, virgin, extra dense 
Long Leaf Yellow Pine. 


Sales agents for the Finkbine Lumber Co. Mills located at D’Lo and Wiggins, Miss. 
Mixed cars of California Redwood and Short Leaf Pine from D’Lo 


GREAT SOUTHERN LUMBER COMPANY 
Bogalusa, La. 


BOGALUSA 


TRADE MARK REG. US. PAT. OFF. 
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Flooring Specialists 
Since 1895 


The care and experience necessary to the successful manufacture of floor- 
ing is not gained over night. It comes only after long study and appli- 
cation of the progressive principles of the industry.: + » Since 1895, the 
E.E. Jackson Lumber Co. has applied these principles of progress in the 
manufacture of Long Leaf Yellow Pine Flooring. 


Our Edée Grain Floorin? 


Exemplifies the result of this experience in the highest type of finished flooring, of 
which superior timber and exacting methods are capable. Its rare beauty, together 
with its splendid service under exacting conditions, commends it without reserva- 
tion to the discriminating buyer. 


Manufactured 13/16 x 21/2’ Face, counted as 1" x 3’ 


End-Matched -.--- Plain-End 
[lD> E. E. JACKSON LUMBER CQ. 


Sales Office: Citizens Bank Bldg., Baltimore, Md. «» Plant: Riderwood, Ala. 

















Uniform Grading Even Color and Texture 
Courteous and Equitable Dealings 


rraenarkee-GULF RED CYPRESS 


paste, Purton- Swartz 
(press CQ. of Florida 





Address all inquiries to our Selling Agent, 





mm i... GULF RED CYPRESS CO. 
THE BEST CYPRESS 
DISTRICT jderry, Hila. JACKSONVILLE, FLA. 














ic 
Joo ooo oo oo ooo ooo Occ ccc Coo ooo. 











r | END MATCHED ! 
RG Flooring, Ceiling, Siding and Sheathing lumber— 


Lays without waste in all grades—Practically no cut- 
ting—Joints mechanically squared — Requires less 


Sout hern labor to lay—Stronger, better and makes a better job. 
al ! AUL 
Yellow Pine . SAVE THE WASTE! Duper 


BIRMINGHAM AlAe 
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The Pine Knot Goes High Hat 


And thereby creates an amazing new market 
for every lumber dealer. For be it known, 
that Early American Colonial Paneling is 
winning popularity by leaps and bounds, 
not only for new homes, but too, for homes 
now standing and held deep in the affec- 
tions of their owners. 


You can get your share of this remark- 
ably profitable paneling market with 
ARKANSAS SOFT PINE KNOTTY PAN- 
ELING which is FURNISHED IN STAND- 
ARD LUMBER SIZES AND INSTALLED 
WITH STOCK SIZE B& BETTER 
STILES AND RAILS AND FINISHED 
WITH 8000 PATTERN MOULDINGS. 


Write our service department for specifications and blue prints of 
two attractive designs. They are free to all dealers in the trade territory of 
our member mills. ARKANSAS SOFT PINE BUREAU, Boyle Build- 


ing, Little Rock, Arkansas, comprising Caddo River Lumber Company, Rosboro, Ark.—Sales 
Office:R. A. Long Building, Kansas City, Mo.; Crossett Lumber Company, Crossett, Ark.; Dierks Lumber & Coal 
Company, Dierks, Ark.—Sales Office: Gates Building, Kansas City, Mo.; Fordyce Lumber Company,Fordyce, 
Ark.; Southern Lumber Company, Warren, Ark.; Wisconsin & Arkansas Lumber Company, Malvern, Ark. 


SOFT 


ARKANSAS SOFT PINE IS TRADEMARKED AND GRADEMARKED 


ARKANSAS 


rib 
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Only in? the Movies 


- rt g RHF ll 
- XN F but it’s rare to see people waiting in line to 


Uon=-- spend their money with the retail lumber 
- dealer. 


The waiting market for the sale of new roofs 
and numerous other home comforts may be ever so big but a 
waiting market of waiting customers doesn’t tingle the cash 
register. 






































Alert lumber dealers today, recognizing that fact, know that 
only by employing the most intensive sales efforts can they 
hope to turn these waiting customers into “spending cus- 
tomers”. 


To such dealers the new MULE-HIDE Year ’Round Business 
Building Service has had an instant appeal and hundreds of 
them are already benefiting by this greater and better mer- 
chandising plan since it was started a few months ago. 


How about you? Have you seen this outstanding local busi- 
ness building program yet? If not, why don’t you drop.us a 
line so we can arrange to show it' to you? You surely owe it 
to your business to do that, at least. 


Address Advertising 
& Dealer Service 
Department 











(THE LEHON 


West44%1045% Sts on Oakley Ave. { 

















Cut Up Plant and Box Factory 
























Located in Colorado at a point yield- 
ing freight saving of about $3.00 per 
M on shipments to river destinations. 
Plant cuts Pine similar to California 
and Oregon Pondosa. Not operated in 
connection with sawmill, but ample 
supply of lumber, mill run grades, 
available from smaller mills nearby, 
shipping on transit rate. Capacity 
approximately 500 M to 750 M per 
month. 


Markets—local market for vegetable 
crates to extent half of output yielding 
very satisfactory prices. Other half of 
production can be cut sash, door and 
frame stock. 


Entire operation could be financed 
with down payment of $25 M, and 
another $25 M for operating capital. 
Good money making proposition for 
individual or company knowing this 
line of business. 


McPHEE & McGINNITY COMPANY, Denver, Colo. 
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Case -Fowler 
seasons difficult 








The satisfactory results obtained from 
Moore Progressive Hardwood Kilns in sea- 
soning difficult hardwoods justified the re- 
cent installation of two additional Moore 
Kilns at the plant of Case-Fowler Lumber 
Company. 

This company has achieved an enviable rep- 
utation for the high quality of its kiln-dried 










Left: One of the main buildings at the modern 
plant of Case-Fowler Lumber Company. 


Below: Battery of Moore Progressive Hard- 
wood Kilns which supply high quality kiln-dried 
hardwoods, seasoned to a definite moisture con- 
tent, for Case-Fowler Lumber Company. 








ber in Moore Kilns, followed up by expert 
and painstaking care in the manufacturing 
processes has built up this reputation. 


And now additional Moore Kilns automatic. 
ally controlled have been installed, raising 
the kiln capacity to 250,000 feet and enabling 
this company to serve its customers even 
better with high-quality kiln-dried hard- 





hardwoods. 








“KILN ENGINEERS AND 
BUILDERS SINCE 1879.” 


Proper seasoning of the lum- 


woods. 


A Moore Engineer will gladly estimate your requirements, either 
for new kilns or remodeling your old kilns. Call him in. 


MooRE DRYKILNCOMPANY 


JACKSONVILLE, FLORIDA 
NORTH PORTLAND, ORE. 
































Monarch 


TRADE MARK 


BALL BEARING 
GANG EDGER 


Developed out of a long experience with the 
demands made upon machines of this type—con- 
structed on a simple design, without unnecessary 
parts—this new Gang Edger operates steadily 
without troublesome interruption. Arranged for 
two speeds — 120 feet per minute on light work, 
60 feet per minute on heavy work. At slow speed, 
work up to 4 inches thick can readily be handled. 
The feed is certain, and the lumber will run straight 
without skéwing. We will gladly send an illustrated 
descriptive folder at your request. Write for it today! 


AMERICAN SAW MILL MACHINERY CO. 


55 Main Street, Hackettstown, New Jersey 
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‘Vertically Drawn Flat ere 


A CLEAR, 
BRILLIANT GLASS 
MADE PERFECTLY FLAT. 
AND GRADED 
ACCORDING TO 
THE HIGHEST 
STANDARDS 


A brand you 


can depend upon 


ADAMSTON FLAT GLASS COMPANY 
CLARKSBURG, W. VA. 
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LATH 
LAONA ROCK MAPLE — MADE & GRADED RIGHT — 
ail oe Sennen Seer 300M 3/8x1"- 32” Mer. Hemlock 
ing 500M “ - 48” No. 1 ” 
6 9 . 9 300M “ -48° No.2 “ 
Qo ‘The World’s Fines 600M “ -32” Mer. Basswood 
iene 50M rT) a 48” 66 66 
val 200M <“ -32” “ White Pine 
ird- We have a few specials to offer in 11/2” and 40M ¥x1¥y" - 48" Hardwood 
214” Face Shorts, Ist and 2nd Grades 7-17" ’ 
and 7-23”, on which we are quoting very at- It will pay you to get our prices be- 
tractive prices for prompt shipment. + fore placing your next order. 
WE SPECIALIZE IN MIXED CARS 
A FLOORING—HEMLOCK — PINE—POSTS— SHINGLES—LATH 
E. 


1873-R. CONNOR CO.-1929 


General Offices: 


MARSHFIELD, WIS. 


BAND SAWMILLS—LAONA, WIS., STRATFORD, wis. 
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Now’s the Time 
to Order Your 


WHITE PINE 
AND HEMLOCK 


LATH 


The following stock is 
ready for immediate loading:— 


4’ No. 1 White Pine Lath, 24 














DD oo wonne et ues 00 kee 400M. 
4’ No. 2 White Pine Lath, 24 
Beg sh ER GR Ea ae PS 200M 
4’ No. 3 White Pine Lath, 24 
ea i, Happ Si 300M 
32” Good Merch. Lath, 24 
Bee waive. veges 8 Large Cars 
TERMS OF SALE: 4’ No. 3 Hemlock Lath, Dry.. 
Metcash.f.0.b.Neoplt, F = seccccceccveresvecseces 3 Cars 
tomer that car is being 32” Good Merch. Hem. Lath, 
Te a ai BOP ereigewsngncee aude. 4 Cars 
Northern Hemlock |& ; 
Mendel” Adiadiation Write Us Now for Prices. 
inspection service. 
Grade and Scale assur- bad 
— The Menominee 








NEOPIT, WISCONSIN 


rT. Indian Mills 




























Oban'saawsaut 


“Cross Cuts, Rips, Mitres 


—does any kind of sawing, anywhere. 
There is a model for sawing service 
in the lumber yard. 


ADVANTAGES 


Allows you to furnish lumber squared at ends and cutting lists 
for builders; saves much on cull and shorts and you will not be 
annoyed by the ready-cut problem; you can furnish small buildings 
such as hog and brooder houses, garage, etc., cut ready to as- 
semble. These are just a few of the jobs which will keep your 
trade pleased with your way of serving. 


COMPLETE, READY TO RUN 


ONAN “SAFTY SAW” is furnished com- 
plete and ready to run. It is portable, can 
be moved about the yard. Adjustable tables 


are furnished 
CUTTING SERVICE 


Cutting Service is a 
part of new order of 
things in the up-to-date 
yard. ONAN “SAFTY 
SAW” will enable you to 
add that without cost to 
your operations. Let us 
tell you how. 


TRIAL OFFER 


You can try a “SAFTY 
SAW” in your yard without 
cost or obligation. Ask us 
about it. 





1203 Royalston Ave., Minneapolis, Minn. 





D. W:ONAN & SONS , 
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MM /1. UA Flooring 


Will Save Money for 


You and Your Customers 


Right now we have complete assortments of all sizes 
and thicknesses of Birch flooring in stock. The quality 
and milling of this flooring will attract orders for dealers. 
You know that Birch flooring is just as durable as maple 
flooring and is naturally suited for use in every room in 
the home. It is considerably cheaper than Hard Maple 
at the present time and, therefore, will save money for 
you and your customers. Take advantage of this oppor- 
tunity to better serve your customers by ordering some 
“Flanner” Birch Flooring. Write us now about the stock 
you need to balance your assortments. 


FLANNER COMPANY 


Birch 


BLACKWELL, WISCONSIN 


“EXTENSIVELY USED AND BY MANY EXCLUSIVELY” 






















































































Northern 
Hardwood 
MAPLE, BEECH 


Flooring. np BiRcH 
The Dependable “Electric” 


While we are among the older manufacturers 
of Northern Hardwood Flooring it has always 
been our policy to keep our equipment up to the 
highest point of efficiency. Consequently our 
new units (matchers and end matchers) were 
selected after thorough investigation and, like 
supplemental machinery recently installed, they 
are the best obtainable. 


Our Northern Hard Maple Flooring is made 
17/16, 13/16, % and % inch thicknesses, all 
matched on sides and ends. Also make 13/16x 
3% inch face jointed and end matched. 


Our Birch and Beech Flooring is made 13/16 
and % inch thicknesses, all matched and end 
matched. Our “Electric” flooring is made with 
experience and skill and fully guaranteed for 
quality. 


Cobbs & Mitchell, Inc. 


Sales Department. CADILLAC, MICH. 








Members of Maple Flooring Manufacturers Associa- <0, 
ee tion and manufacturers of the “Electric” Brand ae. ; 
\ 


























Reliable “Rockhard” Brand 


Northern Maple and Birch 


FLOORING 


The “Rockhard” and “Electric” Brands inter- 
match. Our Northern woods are climate-hardened 
and produce the highest type of floors for endur- 
ing service and appearance. 


Our Hurry-Up Service will please you. Send us 
your rush orders and your car will be loaded and 
on its way quicker than you can place and unload 
car on arrival. 


We guarantee millwork and quality. 
OUR BY-PRODUCTS 


Kilndried Dowel Pins and Rods,— 
Commercial Kilndrying,—Sawdust. 





Mitchell Brothers Co. 


Sales Department. CADILLAC, MICHIGAN 


tion and man- 


Members of —> Manufacturers Associa’ 
acturers the “Rockhard” Brand 
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| Wanted—Employment 





Wanted-Business Opportunities 
































Wanted-Timber and Timber Lands 
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THOROUGHLY EXPERIENCED RETAIL 
LUMBERMAN 
Open for management. 10 years’ varied experi- 
ence. qualified to. handle all details of business. 
Age 30, A-1 references, 
Address ““W. 161,” care American Lumberman. 





RETAIL LUMBERMAN 


With thorough and practical knowledge sash, doors 
and millwork now available for management re- 
tail business. Age 35, family, 15 years’ experi- 
ence. Executive, good salesman and buyer and 
a go-getter. Salary based on results. For de- 
tailed information outline your requirements to 
160," care American Lumberman. 





CABINET & STAIRWAY FOREMAN 


Now employed; wishes to make a change about 
July ist, 1929. With 20 years’ experience. Refer- 
ences and past record will show ability and char- 
acter. 


Address “A. 158,’" care American Lumberman. 





WANTED MANAGEMENT OF RETAIL YARD 


Northern Central States. Twenty years’ lumber 
experience. Best of references. 
Address “A. 159,” care American Lumberman. 





RETAIL LUMBER YARD MANAGER 


Wants position. 18 years’ experience in line and 
private yards. Good reasons for changing. Can 
furnish references. 

McCREARY, 


HAROLD Burgess, Ill. 





EXPERIENCED LUMBERMAN WANTS 


Situation as manager for sales office for a reliable 

producer. Will work for either a salary or a 

salary and percentage or bonus over a quota. 
Address ‘“‘W. 163,’”’ care American Lumberman. 





LOGGING SUPERINTENDENT 


Age 38, healthy, active, experienced in railroad 
building, team and skidder operations. Accustomed 
to logging in very hilly country. Can handle any 
size job, at present employed. Wish to change 
for .personal reasons. Prefer location in Southern 
states. Best reference furnished. 

Address ‘‘W. 165,” care American Lumberman. 





POSITION WANTED BY HIGH CLASS 


Band Sawyer. Would like to go on the north- 
west coast or some South American job. Address 
FLOYD 8S. NOBLES 
141 E. 7th St., Hattiesburg, Miss. 





A STRICTLY HIGH-CLASS, RELIABLE AND 


energetic, experienced lumber salesman wants ar- 
rangement to sell the produets of first-class mill 
or group of mills, in middle west, central and/or 
eastern states nominal salary and bonus arrange- 
ment preferred. Prepared to proceed immediately, 
with every necessary facility to give economical, 
high-class and satisfactory service. 
Address ‘“‘P. 160,” care American Lumberman. 





ATTENTION—EXECUTIVES 


Somewhere in the lumber industry there must be 
an executive operating mills in different parts of 
the United States or Canada who is in need of 
an assistant, free to travel and familiar with log- 
ging operations as well as the modern methods 
of manufacturing, handling and shipping of lum- 
ber; also, lumber accounting, operating costs from 
stump to pile, office management and capable of 


rendering intelligent reports covering details of 
sawmill operations. Age ‘ 
Address “S. 150,’’ care American Lumberman. 


WANTED TO BUY 


A good retail lumber yard in Southern Michigan 
town of 8,000 to 15,000 population. 
Address ‘‘S. 155,” care American Lumberman. 


WANT FINANCIAL HELP TO BUY 


Walnut logs and veneer logs. Logs of all kinds. 
Address “‘S. 158," care American Lumberman. 


HAVE YOU TIMBERLANDS 


To sell? Advertise your timber and timberlands in 
the AMERICAN LUMBERMAN, 431 8S. Dearborn 
St.. Chicago, Ill. 


PARTY WITH PORTABLE SAWMILL 


Equipment desires to communicate with parties 
who desire someone to undertake the manufacture 


of lumber. 
HERBERT F. MASCHO 
Westhampton, Mass. 


HAVE $20,000 TO INVEST 


In good lumber business, and assume management. 
an honest, experienced, for responsible posi- 
tion. 

Address ‘“‘A. 152,” 














care American Lumberman. 





WANTED: LARGE TRACT OF TIMBER 


With or without milling operation 
BOX 176, Mobile. Ala. 





WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 S&S. 
Dearborn St., Chicago, , 


Wanted-Second Hand Machinery 


1—10 to 20 H. P. STEAM TURBINE 


























3 Phase, 60 Cycle, 440. 
200—6’ Kiln trucks with 6” or 8” wheels, and 
200—7’ 6”-3” I Beams. 


Quote best prices with description. 
MILLER BROS. CO.,, Johnson City, Tenn. 


Wanted—Miscellaneous 
































Wanted--Lumber and Shingles 


WOULD LIKE TO HEAR FROM SOMEONE 


In western Kentucky or Tennessee who could fur- 
nish several carloads of No. 1 white oak log 18 
inches and over in diameter. State railroad ship- 
ping point and what price you would ask per thou- 
sand board feet. 

Address ‘‘W. 162,’”’ care American Lumberman. 


WALNUT LOGS WANTED 


WESTGATE WALNUT COMPANY, 
Mendota, Illinois. 























WANTED CUT OF HARDWOOD 
OR YELLOW PINE MILL 
Will huy output for cash_or make advances on 
lumber as put in pile and market same on com- 


mission basis. Write us for particulars. 
J. O. NESSEN LUMBER CO., Chcago, Ill. 





WE ARE IN THE MARKET FOR 


500,000 feet 10-4 Red and White Oak. 

300,000 feet 12-4 Red and White Oak. 
lst and 2nd, and No. 1 Common grades, green 
or dry. Inspection at mill. Cash, less 2% as fast 
as loaded. Must be cut from Kentucky or Ten- 
nessee timber. Quote what you have to offer: for 
delivery in the next ninety days. 

F. H. ATWOOD LBR. CO., Cairo, IIL 





WANTED—LUMBER, BOLT STOCK 
8 ft. (100”)x3”x1” rough. Qu>te delivered Chicago. 
CHICAGO LUMBER & BOX CO. 
122 S. Michigan Ave., Chicago 





WANTED 6/4x6/4x42” 

Or 48” Air Dried Northern Birch Squares. Must 
be perfectly clear and straight. Mills only apply. 
STORKLINE FURNITURE CORPORATION, 
26th Street & Kostner Avenue, 

Chicago, Ill. 


Milling In Transit 


























Wanted—Business Opportunities 


EXPERIENCED LUMBERMAN 


With sales office in Toledo, Ohio, and salesmen 
covering the states of Ohio, Michigan and Penn- 
sylvania, would like to hear from reliable Cypress, 
Hardwood, Southern Pine and Pacific Coast Mills 
looking for new connection or desiring to change 
their inactive accounts; 26 years buying and sell- 
ing experience with established trade. Can furnish 
satisfactory references as to ability, character and 
responsibility. 
Address ‘‘A. 164,”" care American Lumberman. 

















LINE YARD COMPANY 
With net assets of half a million dollars would 
consider merger with another line yard company. 
Address “‘A. 168," care American Lumberman. 





DISTRIBUTORS WANTED 


Large and financially reponsible manufacturer of 
new and patented process for making wall tile in 
sheet form wishes to establish a few distributors 
in various strategic distributing centers through- 


out the country. Product already well estab- 
lished in few sections. Now marketed locally 
through lumber dealers. Twelve hour shipping 


service now being maintained at the mill. Fran- 
chise limited to lumber wholesalers and dealers 
only. Write ‘‘R. 154,” care American Lumberman, 
for full details of distributors proposition. 


MILLING AND KILN DRYING IN TRANSIT 


Poplar Bevel Siding and Dimension. Poplar Trim 
and Mouldings. K. D. Window and Door Frames 
Detail and special Woodwork. 

SERVICE LUMBER COMPANY, Corinth, Miss. 


HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale department 
when you want to sell something in the lumber 
industry. AMERICAN LUMBERMAN, 431 S. Dear- 
born 8t., Chicago, Ill. 











Wanted--Logging Ry. Equipment 




















FOR SALE 


1,000 tons 35-pound relay rail; 3 standard gauge 
shay engines; 2 standard gauge rod engines, and 
other equipment. 
DUBACH LUMBER COMPANY, LTD., 
P. O. Box 527, Ruston, La. 


WANT. TO SELL YOUR TIMBER OR 


Timber land? The best way to find a buyer is to 
advertise in the paper that reaches the buyers. of 
timber and timbes lands. THE AMERICAN LUM- 
BERMAN is the best paper to advertise in when 
you want to sell. Our readers are buyers. AMER- 
ICAN LUMBERMAN, 431 8S. Dearborn St., Chicago, 








Il 





WANTED MISCELLANEOUS 


We will buy abandoned properties for salvage; 
mills, factories, hotels, towns and estates. 
ALBERT M. DOWDEN, Bristol, Pa. 





WANTED 150 USED KILN TRUCKS 


For end piling. Must be in Chicago or nearby ter- 
ritory. 
Address “A. 154,” cdre American Lumberman, 


For Sale--Business Opportunities 


OWNER OF RETAIL YARD AND 


Mill work plant with dry kiln, appraised at $50,000 
by the American Appraisal Co., located in one 
of the largest cities of West Virginia, wishes to 
incorporate for $100,000 to secure additional capi- 
tal to operate on. Will exchange stock for lum- 
ber at a concession and also énter into a purchas- 
ing contract favorable to the mill or wholesaler. 
Could also use competent bookkeeper and general 
office man with lumber experience who could 
make an investment. 
Address “M. 151,” care American Lumberman. 


























' SAW MILL FOR SALE 


Six year old plant, consisting of band mill, resaw, 
planer mill and two lath mills, located on Soo 
road and Lake Michigan in Northern Peninsula of 
Michigan, Purchaser need not tie up mach money 
in standing timber, as large stands of hardwood 
timber available to mill are for sale by various 
owners and could be purchased as needed. Mill 
now being operated, ready for immediate use. Ex- 
cellent timber easily available to mill, runs heavily 
to hardwood. 
Address “B 10,” 


care American Lumberman. 





WOOD WORKING FACTORIES 


At sacrifice prices. Choice locations in Central 
States with low labor costs. Free industrial sites 
with switch to responsible manufacturers. Build- 
ings constructed and financed. $1.00 sq. ft. up- 
wards. Write us your requirements. FANTUS 
FACTORY LOCATING SERVICE, 139 N. Clark 
St., Chicago, Ill. 





THERE IS AN OPPORTUNITY 


In a thriving city in northern Ohio, population 
over 300,000, to merge several lumber business and 
planing mill operations. Would like to get in 
touch with someone familiar in working out de- 
tails of such a plan. Give references, experience, 
and basis of compensation. 

Address “S. 159,’”’ care American Lumberman. 


IT IS EASY 
TO FIND A BUYER OR SELLER 


When you advertise in the AMERICAN LUMBER- 

MAN with the aid of the Wanted and For Sale 

department—your troubles end. 

The Classified advertisements are read each week 

by the buyers and sellers. 

You can tell the whole United States what you 

want to buy or sell by advertising in the Wanted 

and For Sale department. 

We receive many letters commending the AMERI- 

CAN LUMBERMAN for the good we do. 

This splendid letter was sent in by one of our 

advertisers: 

“We take this occasion to commend your publi- 
cation for the satisfactory results which we have 
obtained from our advertisement which we ran 
in two of your issues, signed ‘Box 743, Lynch- 
burg, Va.’ 

“We have gotten a good many replies, most of 
which referred to your publication, and we are 
now negotiating with several parties for the sale 
of our land and timber, and should we in the 
near future have occasion to use your publica- 
tion, in a similar way, it will bo a pleasure for 

It's. ng & 4 i t what t or sell what 
s up to you to get wha ou want or w 

you do not want—DO IT BY ADVERTISING. 
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For Sale-Business Opportunities 














For Sale-Timber and Timber Lands 























ForSale-Second Hand Machinery] 











WANTED TO SELL MY INTEREST 


In best going hardwood lumber yard in southwest. 
Business well established doing carload business 
as well as retail. Have other interest reason for 
selling. Wonderful opportunity for right man. 
$20,000 will handle my interest. Write if inter- 
ested. Will give all information. 

Addrese “‘S. 165," care American Lumberman. 


NATIONAL FOREST TIMBER FOR SALE 


See advertisement on page 66. 


| For Sale--Lumber and Shingles 























FOR MONEY-MAKING OPPORTUNITY 


On capital of about $50,000. In cut up plant and 
box factory. (Colo. location.) See advertisement 
on page 6. 

McPHEE & McGINNITY COMPANY 





WANTED 


Young married man to take interest in manufac- 
turing and wholesale lumber business in Central 
Pennsylvania. Soliciting industrial plants mostly. 
Incorporated Company. Members reliable and of 
best standing. Good chance for young man. Must 
invest from $2,000.00 to $5,000.00. 

Address “‘A. 156,’ care American Lumberman, 





FOR SALE 


Newly equipped oak flooring or millwork plant, 
located in Cumberland Valley, Pennsylvania, ad- 
jacent to large consuming centers. Attractively 
priced and reasonable terms. 

Address “S. 152," care American Lumberman. 


| | For Sale-Retail Lumber Yards | 


FOR SALE 


Good little lumber yard doing business of $125,000 
per annum, located in metropolitan district, for 
sale or will be interested in party buying $10,000 
stock and taking over management which pays 
good salary and interest on investment. 

Address “S. 160," care American Lumberman. 























RETAIL LUMBER YARD FOR SALE 


In one yard town. Good community. 
maker. Good reasons for selling. 
Address “S. 164," care American Lumberman. 


FOR SALE RETAIL LUMBER YARD 


With established trade in Buffalo, New York. 
Address “R, 151,’ care American Lumberman. 


A money 








FOR SALE—RETAIL LUMBER YARDS 


in California. Address PIONEER CO., 1626 Cosmo 
Street, Los Angeles, Calif. 





GROWING RETAIL LUMBER BUSINESS 


Located Michigan; wonderful future. 
Address ‘‘A. 153," care American Lumberman. 


PHILADELPHIA LUMBER YARD 


58,000 sq. ft. on Reading R. R. Geographical center 
of Philadelphia—convenient to transportation. 
HENRY BECK 
1018 W. Cambria St., Phila., Pa. 


ForSale-Pac.Coast Timber Lands 


FOR PINE AND FIR TIMBER LANDS 


— FAVELL-UTLEY, REALTY CO., Lakeview, 
re. 





























B. C. TIMBER 


For Sale. About 300,000,(00 ft. fimber on water, 
principally fir. Excellent transportation, either 
water or rail. Full particulars from W. J. Rolfe. 
CANADIAN FINANCIERS TRUST COMPANY 
839 Hastings St. W., Vancouver, B. C. 


For Sale--Hardwood Timber 


FOR SALE—CANADIAN TIMBER - 


50,000,000 ft. Hemlock, Birch, Basswood, Ash and 

Elm, 60% Hemlock, $3 per M trucking to R. R. 

200 miles North of Toronto. Splendid opportunity 

to operate very profitably. 

WARREN ROSS LUMBER COMPANY, 
Jamestown, New York 


























DRY NORTHERN HARDWOOD 

car 3” hard Maple No. 2 C. 

car 1” Cherry No. 1 C. & S. 

car 3x3” Birch No. 2 C. 

car 3x3” Birch No. 1 C. & B. 

car 4x4” Birch No. 1 C. & B. 

WAYNE LUMBER COMPANY, 110 W. 40th St., 

New York City. 


tt et ee 





WANT TO SELL ~OGGING EQUIPMENT? 


You can sell used locomotives, cars, rails, log load- 
ers, skidders, donkey engines or anything used in 
logging by advertising in the For Sale department. 
Advertise now. AMERICAN LUMBERMAN, 431 S. 
Dearborn 8t., Chicago, Ill. 





FOR SAL= WHITE ASH LUMBER 


Flitch sawn, from large second-growth timber 

from 1 to 38” thick. Also choice logs which 

can be sawn to your order in all native hardwoods. 
YOUNG LUMBER CO., Binghamton, N. Y. 





USERS OF WHITE ASH DOWELS 
DIMENSION OR TURNED STOCK 
Do well buying their requirements of 
H. B. LYONS CO., Inc. 
Union City, Penna. 


Try our stock and become one of our satisfied 
customers. 





WE CAN FURNISH 
“AYCOCK WOOD BRICK VENEER SIDING” 


JOHNSON BATTLE LUMBER CO., 
. Moultrie, Ga. 


ForSale-Second Hand Machinery 


FOR SALE 

1—20x36 Right-hand Corliss Engine 

1—22x30—Houston, Stanwood & Gamble Side Crank 
Engine 

1—Battery of four 72”x18’ Horizontal Tubular Boil- 
ers, Steel Dutch Oven Casing and Four Stacks 

1—8x5x12 American Marsh Boiler Pump 

1—8x5x10 American Marsh Boiler Pump 

1—30,000 Gallon Hemispherical Bottom Steel Tank. 
85 ft. Steel Tower 

i—Left-hand 8 ft. Allis Band Mill 

1—8” Yates-American Moulder, No. C-4A. 

2—70 Ton, Three Truck Standard Gauge Shay Lo- 
comotives 

1—American Log Loader, Type ‘‘C” 

30—60,000 Capacity Standard Flat Car Logging Cars 

2—Miles 60 Ib. Relaying Rails 

FORT SMITH LUMBER CoO., Plainview, Arkansas 


























PRICED TO SELL 


Wood working plant with machinery and build- 
ings in good condition. Address, M. A. MAX- 
WELL, Coshocton, Ohio. 





FOR SALE 
Modern 8’ R. H, Clark band mill, new 1920, 
complete as operating unit or in part. Also, 2 36” 


Climax locomotives, log cars, etc. At Christian, 
W. Va., C. & O. Ry. Address PEYTONA LUM- 
BER CoO., INC., Huntington, W. Va. 





FOR SALE 


One complete circular saw mill outfit complete, 

also 36” guage logging equipment including Loco- 

motive, American Log Loader and rail. 

MORGAN LUMBER & MANUFACTURING COM- 
PANY, Charleston-Kanawha, W. Va. 





FOR SALE 


One complete 8-ft. Clark band saw mill with 

Mershon resaw. 

Two barnhart log loaders. 

One 27-ton Shay locomotive. 

One 50-ton Shay locomotive. 

Will make extremely low price for quick sale. 
NORTH FORK LUMBER COMPANY, 

Nottingham, W. Va. 





THE WISE 
ADVERTISE 


THERE IS NO CHEAPER WAY to sell than by 
advertising. You can’t send a salesman to call 
on the many thousands of readers each week. 
OUR READERS ARE THOSE 
Who read the Classified ads if the AMERICAN 
LUMBERMAN. 
BARGAINS 


EVERY WEEK 
FOR THE 
BUYER OR SELLER 





FOR SALE—42” WICKES GANG SAW 
Carries thirty-nine blades, in fine condition, now 
in operation. 

HEMPHILL LUMBER COMPANY, Kennett, Mo. 





FOR SALE—INVESTIGATE 
COMPLETE BAND MILL PLANT 


Capacity 15,000,000 per year. Include five hundred 
H. P. Corliss engine, band and heavy Allis Resaw 
Band Mill, three logging locomotives and forty log 
cars, also log loader and log skidding machine. 
Planing mill, American Fast Feed Machine, capac- 
ity 50 M. planed lumber per day. Also complete 
machine shop and welding plant. Also experienced 
plant operator will take down, move, set up and 
operate successfully. . 

LATHROP LUMBER COMPANY, Reform, Ala. 








WE ARE FINISHING OUR CUT AUGUST ist, 1929 
AND ARE OFFERING FOR SALE 

1 R. H. 7’ Clark Saw Mill complete with boilers 

engines, carriage, edger, trimmer, assorting table, 

conveyors, generatgr, pulleys, boxing, shafting, 

belts, etc. 

1 Complete Lath Mill 

10 Lumber Trucks 

1 35 Ton Climax Locomotive (practically new) 

18 Logging Cars 

1 32 Ton American Loader 

2 Miles 35 lb. Steel Rail 

5 





Miles 40 lb. Steel Rail 2 
We will furnish complete description of all equip. 
ment and quote price on application. 
Address “A, 166,’ care American Lumberman. 
FOR SALE 


1—6’ McDonough Vertical Resaw. 

3—72”x18’ Walsh & Weidner Boilers. Dutch Oven, 

1—Nagle Engine 8”x10” for Blower. 

1—No. 8 Champion Blower. 

2—Worthington Boiler Feed Pumps 10x35x1?2. 

1—Sullivan Air Compressor 9x10x10”. 

1—Watts & Campbell Engine 24x28. 

1—Terry Steam Turbine with Chalmers Generator, 

i—Complete Clyde Derrick, fabricated steel mask 
and boom—twin engine hoisting rig, cylinders 


6x10”. 
1—Clyde oe Log Loader, two-drum, swing boom 
9”x10". 
For information and prices, address 


POINSETT LUMBER & MFG. CO. 
510 Cotton Exchange Bldg., Memphis, Tenn. 





FOR SALE 


1 Sinker Davis Swing Cut-off Saw 
1 Moreen Johnson Carriage Cut-off Saw 
1 Rip Saw 
Write us for prices. 
WORCESTER LUMBER CO. LTD. 
Chassell, Michigan 


FOR SALE 


Planing mill, sash and door machinery of all 
kinds. List mailed upon request. WM. F. JOHN- 
SON LUMBER COMPANY, Indianapolis, Ind. 








1 LINDERMAN GLUE JOINTER 
In fine condition. Write for price and description. 
HOPEMAN BROS. LBR. & MFG. CO. 
Rochester, N. Y. 


AMERICAN NO. 8 DOUBLE SURFACER 
Belt driven 21 inch with divided feed rolls, excel- 
lent condition. THE MOWBRAY & ROBINSON 
LUMBER CO., Cincinnati, Ohio. 








FOR SALE: NAILING MACHINES 


One eight and one ten track Doig closed back. 
FOREST LUMBER & BOX CO., 1109 Addison S&t., 
Chicago. 





FOR SALE 


700 ft. shafting 2-15/16” to 6-15/16” with coup- 
lings and boxes. Write us for price. 

WORCESTER LUMBER CO., LTD., Chassell, 
Michigan. 


COMPLETE BAND MILL FOR SALE 
We have at Paint Rock, Alabama, complete 6 ft. 
Fay & Egan band mill, including engines, boiler, 
edger, trimmer, wood saw, filing room equipment 
and etc. Write or wire. 
JACOBS LUMBER COMPANY, Bridgeport, Ala. 


SELL YOUR SECOND HAND MACHINERY 


Every week the classified advertisements are read 
by people who are in the market for machinery. 
Let us help you to find a buyer. AMERICAN 
LUMBERMAN., 431 8S. Dearborn 8t., Chicago, Ill. 


For Sale—Steel Rails 


RELAYING 40 LB. AND 6 LB. RAILS 
Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives, 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 



































IMMEDIATE SHIPMENT 250 TONS 


Of 45-lb. ASCE relayers Mississippi delivery. — Lo- 
cated in Mississippi. Rails practically as good as 
new. Also large tonnages of heavier section rail 
from 566-lb. to 100-Ib. 

M. K. FRANK 


Park Row Bldg., 1204 Clark Bidg., 
New York City, Pittsburgh, Pa. 


CHAPIN’S TALLY SHEETS 
Loose sheets 8%x14, of convenient arrangement, 
for use on clip-board. Price, delivered, per hun- 
dred sheets, $3.60. 
AMERICAN LUMBERMAN 
431 South Dearborn St.. Chicago, Illinois 
431 South Dearborn St., Chicago, Illinois. 
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For Sale-Locomotives and Cars|| || For Sale~-Electric Machinery | 
Lumbermen: 
REBUILT LOCOMOTIVES 220/440 V. 3 PHASE MOTORS yy 
115-ton Baldwin Mikado type 2-8-2, built 1916. | 99 HP! 600 RPM. 60 Cy..G. EB.  (Slip Ring). 
60-ton Baldwin Mogul type 2-6-0, bu x ‘ ~ Allis-Ch : 
60-ton Baldwin Mogul type 2-6-0, built 1910, new | 150 HE, 480 REM, tO Cy puting & Moers. Give your children a 
s9-ton ‘Baldwin Prairie type 2-6-2, built 1913, 16 Oe cs Beer $6. co, Gemel mle Oo f d 
47-ton Baldwin Mogul type 2-6-0, built 1907. oe Ge tice Meer Os Go. Ratlne @ iteene copy Of our new eduCa- 
29-ton Porter Mogul type 2-6-0, built 1905. 40 HP, 1800 RPM. 60 Cy. Wagner (Slip Ring). tional book on wood 
BIRMINGHAM RAIL & LOCOMOTIVE CoO., 30 HP, 1200 RPM, 60 Cy. General Electric. — 
Birmingham, Alabama. | All Sizes, A. C. & D. C. Bargain Price. 
| Vv. M. NUSSBAUM & CO., Ft. Wayne, Ind. 
FOR SALE 
One (UO OMAHAWK STREL & IRON WORKS, | . 
built. TOMAHA s ks d T 
Peinahawe Wis For Sale—Trucks and Tractors 
ZELNICKER BULLETIN | Wood 4 
32 pages of bargains in Rails, Equipment, Heavy FOR SALE TWO TON MARTIN ; g 
Machinery, Oil Engines, Underwriters Pumps, Fifth Wheel Trailer with roll-off dufp_ body. 
Tanks, tag MO Souls wis — a —_- Traitor or now Rp se Th n = ‘ A 
. i &€ use very ttle. 
condition, ‘A. bargain—act quick. P. D. THIBERT ey'| enjoy reading it. A 
SHAY LOCOMOTIVE FOR SALE LUMBER CO. INC., Springfield, Mass. wonderful book for every lum- 
Que 69 ten Shay Tecemotere in. Ach conten. | berman’s child to have. Your 
t t - ; s 
BER COMPANY, “Mallory Branch,” Memphis, F Sal Mi ll boy or girl will have greater love 
— | Tor e IScelaneous and respect for your business 
. 99 
FOR SALE - — erga ema om after reading “‘Touch Wood! 
Two 23-ton Heisler locomotives, excellent condition. 5000 OGRAP $2.95 | . — 
. ‘NICKEY BROTHERS, INC., Memphis, Tenn. Per thousand. Bond —-Paper. Engraving Free This entertaining story of the 
| aay aaa ae, Cae products of the forest should 
{ 
F Sal Lo ° R E . t | WANTED TO MAKE CONNECTION sell for $1, but it’s 
or e- going y. quipmen With some one to take output of any amount— | Onl 
Radio Cabinets, _ per day or less. y 
Were Seat, Coma 
da atime: mre 50 Cents 
FOR SALE HEAD BLOCK RULES Postpaid 
1 20-ton Shay locomotive, 36-in. gauge in fine con- | New better raised polished brass figures. $2.50 
dition and now operating. 7 2-way dump contrac- | each. HILL-CURTIS CO., Kalamazoo, Michigan. 
tors, four 4-yard cars. 5% miles 60-lb. used rail. American umberman 
DIBBELL MINERAL COMPANY, : WANT TO SELL LOGGING EQUIPMENT 
Spruce: Pine, N. C You can gall uged locomotives, cars, rails, 1og load. . 
logging by advertising in the For Sale department 431 So. Dearborn St.. CHICAGO 
of the classified advertisements. Advertise now. 
AMERICAN { | 


FOR SALE 


1—120-ton 4-truck type SG Shay Locomotive. 
1—42-ton S. G. Shay Locomotive. 

1—34-ton SG Climax Locomotive. 

2—American Hoist and Derrick SG Log Loaders. 
1—%-yard Heavy Duty Osgood Steam Shovel. 
10—SG Railroad Flat a 

3—SG Camp Bunk Ca 
HASSINGER LUMBER ‘COMPANY, Konnarock, Va. 


| For Sale-Engines and Boilers 


FOR SALE 


500-h.p. Manning boiler, fitted to burn waste or 
fuel oil. Complete with tanks, pumps, oil tanks, 
Todd oil burners, straining unit, stack, etc. Com- 
plete equipment. Also ,000-ft conductor pipes 
from 4-in. to 32-in. diameter. Two collector cu- 
polas. Used less than one year. 

D. R. CLARKSON, 

Rochester, N. Y. 























Temple Bidg. 





FOR SALE 
engine, in good condition. 
MR. JOS. RIEHLE, 
1444 S. 7th St., 
Louisville, Ky. 


22 H. P.. oil Cheap. 














LUMBERMAN, 431 8S. Dearborn S8t., 
Chicago, Ill. . 













Complete 
Circular 
Outfits. 


Edgers, 
Trimmers, 
Etc. 





No. 15 All-Steel-lron Saw Mill, 




















Save Money By Using This Portable 


This sturdy all-steel-iron Knight Portable is one 


of 


signed. 

















the most economical mills ever de- 
Its ability to stand up means 
low upkeep and long life. 
Its masterful design in- 
sures volume of output 
and best workmanship. 

Write for SPECIAL circular 


KNIGHT “és 


co. 





1700 Market Avenue, S. 
CANTON, 


OHIO 








Ready Referenc 
Inventory Book 


10 Copies, $10.00. = For Sale 





This is one of the most practical 
books ever published. 
of copies have been sold and com- 
panies who have used them re- 
order time and again. 


American Lumberman, «31 s0.vearsores. Chicago, Ill. 


Thousands 

























SLOW SPEED, LOW POWER 


Shavings and 


MECHANICAL Wood Waste Furnace 
Stokers. 


Engineers and Contractors 
1729-31 West 
Pershing Road, 


Dust Collecting Systems 


POSITIVE Long Distance Conveyor Systems. 


Central Blow Pipe Co. 


Phone, Lafayette 6416 
CHICAGO, ILL. 






75- Ton, 

















bs Automatic Air, Two Pumps, 
Tender Frame, 1cG Full Ties. 


jw Vulcan, 2-6-0 Pg = be on, 175 Lbs. Pressure. BUILT 1916, 
Wheel Pressure. 


6-2 


REBUILT EQUIPMENT 


80-Ton Shay, 200 Lbs. Pressure, Air and Steam Brakes. BUILT 1920 





The pages are indexed so that in- 70-Ton Shay, 200 ‘Lbs. Pressure, Air-Brakes. BUILT (9/1. 
Saves Time—Saves Work coniuar coms be taken quickly and 50-Ton Shay, 200 Lbs. Pressure, Steam Brakes, Girder Frames. BUILT 1923. 
accurately. The count is so qrvanges tee proper space that any errors 47-Ton Heisler, 180 Lbs. Pressure, Steam Brakes. BUILT 1916. 
are quickly checked. The book is 8%4x nehes and has a heavy manila > 
° 62-Ton, Hef" mn 2-6-0 Mogul, 48” Wheel Centers, 12’ Rigid Wheel Base, 180 
cover with a stiff cardboard back. POSTPAID. 1 Copy, $1.50; 4 Copies, $5.00; Pressure, Piston Valve, Walschaert Valve Gear, Power Reverse, Straight 


E. T. Equipment, 3” Tires, Steel Cab, Steel 
BUILT 1922. 





Prairie, Centers, 175 Lbs. 


Teno” American, 2-6-0 Mogul, 48” Wheel Centers, 180 Lbs. Pressure. 
+ a am American, 4-6-0 Ten Wheeler, 200 Lbs. 


Valve Gear 
92-Ton, 2x26” “American, 2-8-0 Consolidation, 200 Lbs. Pressure, Superheated, Outside 
50-Tons } an A mg wr Ft. Full Steel Underframe Fiat Cars. 
We Have Over Forty Locomotives, Rebuilt and Ready, 5 to 100 Tons, All Types, Cars, 


Pressure, Superheated, Outside 





Trucks, Cranes, Rails, ete. 


Also LOCOMOTIVE SPRINGS, Manufactured at our Works Here. 





¢ 


SOUTHERN IRON & EQUIPMENT CO., (Est. 1889) ATLANTA, GA. 
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A—Northern Pine 
B—Northern Spruce 


C—Northern Hemlock 


D—Northern Cedar 
Babcock Lumber Co. .'abceio 


Bissell Lumber Co........ . 
Brooks & Ross Lbr. Co.. 
Cherry River Boom & Lamier 
Ri dvendesecns eee 
Collins Lbr. Co., C. C..... ac 
Connor Co., R........ acdjr 


Emporium Forestry Co...abe 
Foster-Latimer Lbr. Co. ..ac 
Grand Rapids Trust Co... .¢ 
Griffith-Hubbard Lbr. Co. .a 
Hettler Lbr. Co., H. H...ace 
Hines Lbr. Co., Edw... .acej 
Hines Hardwood & ener 
Co., Edward............ 
Jackson & Tindle, Inc.. am 
Kneeland-McLurg Lbr. Co. c 
Bgote Indian Mills 


ee ee eee eee tee 


Lbr. Co., The....... abede 


Pike-Dial Lumber Co... —- 

Rib Lake Lumber Co...... 

Rust-Owen Lbr. Co.. a 

Sawyer Goodman Co... Cease ac 

Shevlin, Carpenter & Clarke 
Co 


Stange Lumber Co....... ac 
Virginia & Rainy Lake Co.ab 
Von Platen-Fox Co....... ac 
Wells Lbr. Co.,J.W...... ac 
Western Wood Products Co.. 

cshceeunenashecetd acjlor 


13 
13 


67 


67 


WeyerhaeuserSalesCoajlmrs20-21 


Wheeler & Dusenbury.....ac 
White Star Lbr.Co...... cej! 
Winegar-Gorman Lbr. Co. .ac 
WisconsinLand& Lbr.Co. . acd 
Wisconsin-Michigan Lumber 


Yawkey-Bissell Lbr. Co.. 


E—Southern Yellow 
Pine 


F—Cyprese 


Alger-Sullivan Lbr. Co... .. e 
Angelina County Lbr.Co...e 
Ayer & Lord Tie Co....... ° 
Babcock Lbr. Co...... abceio 
Bradley Lbr. Co. of Ark. . = 
Burton-SwartzCypressCo. . of 

EN cackiins ccerounde f 
CaddoRiverLbr.Co....... eg 
Central Coal & Coke Co. . .ej 
Dibert, Stark & Brown Cy- 

press Co., Lid.... ....... 
Eastman, Gardiner & Co...¢ 
ExchangeSawmills Sales Co.eo 
Frost Lbr. Industries,Inc. ..¢ 
Garrett Lbr. Co., T.H..... eq 
Great Southern Lbr. Co. . .eq 
Gregertsen Bros. Company f 
Griffith-Hubbard Lbr. Co.. .¢ 
Gulf Red Cypress Co....... f 
Hammond Lbr. Co., Ltd... .¢ 
Hettler Lbr. Co., H. H...ace 
Hines Lbr. Co., Edw... 


-acej 
Hines Lumber Co., Edward.e 
Homochitto Lbr. Co....... e 
Industrial Lbr. Co......... e 
Jackson Lbr. Co........... e 


baeeteetidconaa e 
ES GOS ds accccde's 6 
1 Lbr. Co..... e mo 
Lutcher & Moore Cypress ~ 
SSS aes 
Lutcher& MooreLbr.Co. Tins © 
Lyon LumberCo ........ ef 
Marathon Lbr.Co......... . 
Natalbany Lbr. Co., Ltd... 
Newman Lbr.Co.,J.J...... 
Pep, Dee... ccce coccce 
Peavy-Wilson Lbr. Co...... ° 
Pioneer Lumber Co........ ° 


76 
15 


13 
16 


SOFTWOOD LUMBER—ADVERTISERS’ INDEX 


Putnam Lumber Co....... ef 
Reynolds & Manley Lbr. Co.ef 74 
Roofer Manufacturers Club.e 11 
Sabine Lumber Co......... e 
Seidel Lbr. Co., Julius...... 
Veumenvtetiee tae — 
Selden Cypress Door Co. . . 
Southern Cypress Manufac- 
turers Association . — 
Southern Pine Association. . 
Southern Pine Sales Corp. efi 
Standard Lumber Mills... .e 
Sumter Lumber Co., Inc. ..e 
Tegge Lumber Co., The. . .ef 
Tremont Lumber Co....... e 
Vernon Parish Lumber Co..e 15 


76 
66 


Wausau Southern Lbr.Co..e 13 
Wier Lumber Co.,R. W....e 74 
Wyatt LumberCo......... e 78 


G—Arkansas Soft Pine 


Arkansas Soft Pine Bureau.g 7 
Caddo River Lbr. Co..... eg 
Wisconsin&ArkansasLbr.Cog 13 


H—Aromatie Red 
Cedar 


ee Hardwood Co, 


metiay Lbr. Co. of Ark...eh 19 
Brown & Co., Geo. C...... h 71 
De Soto Hardwood Fig. Co.h 


I—North Carolina Pine 


Atlantic Lbr. Co........... 1 12 
Babcock Lbr.Co...... abceio 
Camp Mfg. Co............ i 
Johnson & Wimsatt........ 1 72 
Schuetté Co.. Wm....... ais 76 


Southern Pine Sales Corp. . efi 
Willson Bros. Lbr. Co..... ai 


J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Anaconda Copper Mining 
REE Ree “ 16 
Ayer & Lord TieCo........ 
B C Spruce Mills, Limited. t 13 
Booth-Kelly Lbr. Co....... j 
Bratlie Bros. MillCo....... l 
CapilanoTimberCo.,Ltd..jlm 
Central Coal & Coke Co. ..ej 
Collins Lbr. Co., John D. .jlm 
Connor Co., R........ — 
Coos Bay Lamber Dvaties 
Dempsey Lbr.Co........ =: 
Dolge, Inc., Ernest......... j 81 
Douglas Fir Exploitation é 
Baport Co.......sscee jm 
Gram-Willis Lbr. Co....... j 
Griswold Lbr. Co., The. .... j 
Hammond Cedar Co....... 1 


22 
80 
3 


18 
Hines Lbr. Co., Edw....acej 31 
Inland Empire Lumber Co.. 
iedineunenekevendes jkru 
Johnson LumberCo.,C.D.jkm 
Kaehbler Lbr. Co., Donald F.f 
Long-BellLumber Co...ejmo 25 
McCormick Lumber. Co.. ine - 
VeeebwwterlC~s weed j 


24 


Pacific Mutual Door Co... .. 
Pacific States Lbr. Co....jm 81 
Parker-Poyneer Lumber Co. j 
Pike-Dial Lumber Co. .ajlor 
St. Paul & Tacoma Lbr. one 
Seidel Lbr.Co. Sul iar 76 
Silver Falls Timber Co. . 13 
Sullivan Lbr. Co.... .. jdm 
Thurston-Flavelle, Ltd..... 
Timberland Lbr. Co, Ltd. . 
Waite-Rogers Lumber Co, 
Sam Wavatee ce tadete jklr 
Western Wood Products Co. 
+t eben ie afeiaiasinchel ajlor 
WeyerhaeuserSales Coajlmre20-21 
White River Lumber Co.jkim 
White Star Lumber Co. . .cej 
Willapa Lbr. Co.......... j 
Winchester Bay Lbr. Co. . 
Winton Lumber Co....... ks 30 


28 


0O—California White 
Pine 
P—California Sugar 


Pine 
Q—Redwood 
Algoma Lumber Co........ ° 


California Redwood Assn...q 
California Sugar & White Pine 


Co, op 
Chicago Lbr. Co. of Wash.opq 


Clover Valley Lbr. Co...... o 8 


Duffy-Hamacher Lbr. Co.oprs 


Ellingson Lumber Co...... o 80 


Exchange Sawmill Sales Co.eo 


Feather River Lumber Co..o 83 


Fruit Growers Supply Co. .op 


Hammond Lumber Co., Inc. 


Long-Bell Lbr. Co..... ejmo 
Madera Sugar Pine Co... .pr 
Pacific Lumber Co. of Illinois.q 
Pelican Bay Lumber Co. ...0 


Red River Lumber Co... .op 
Redwood Sales Co......... q 
Seidel Lbr. Co., Julius....,. 
SA SRE REE > efjlopqrs 
— Carpenter & Clarke 
iucwesh <adktnmmenl aopr 
on Pine Lbr. Co., The. .op 
Union Lumber Co......... q 





Great SouthernLumberCoeq 9 
BE iccovvecdteewes * 
Basswood ......- b 
BOOED cocccoccecs e 
WOE ccccccccsecs d 
OCROSTF ccocccocese e 
Chestnut ........f 
Cottonwood ..... 4 
TD ccccccccsece h 
GUM cowcccccoces i 
POD ccccocececs j 
Philippine ...... k 
Magnolia ........ 1 
Maple (Hard and 

Bessy coccceces m 
GEE sccedocveves 5 
Peplar ..ccccccces o 
Sycamore ......- Pp 
TED es ccccsese a 
Walket .cccccces r 


Alger-SullivanLumberCo.ino 
Angelina Hardwood Co. .ing 
Atlantic Lumber Co...... en 
Babcock Lumber Co....... D 
Barlett LumberCo., W.C.mn 

Bartholomew Hardwood Co.E 


pia kiwaceueae ac —— 
PTET oT e 
Birch Valley Lumber Co.. 
abedfjno 
Bissell Lumber Co. ...bdhm 
Blakeslee, Perrin & Darling 

ashi sob naetcaeanie abdefhijno 


76 
15 
12 


13 
12 





Bradley Lumber Co. of Ark.cin 
Brooks & Ross Lbr.Co. . bdhm 
Brown & Co., Geo. C.. .ahjln 
Brown Lumber Company.bdm 
— Hardwood Lumber 


Caddo River Lumber Co. . 
Cherry River Boom & Recline 
Co 


Collins Lbr. Co., ©, C..adhm 
Connor Co., R....... bedhm 
Coulter Lbr. Co. ...bdhimnr 


sere w wees sees 


Delphi Lbr. Co. abedefjmno 
Dibert, Stark& BrownCypress 
_ eee q 


Eakin Lbr. Co..abedefjmno 
Eastman, Gardiner & Co 


East Jordan Lumber Co. .chm 
Emporium Forestry Co..... 
Exchange Sawmills Sales Co. 


Flanner Company emia bdhm 
Foster-Latimer Lbr. Co 


oul Rapids Trust Co. .cdhm 
Gregertsen Brothers Co.. .ik 


Arkansas Oak Flooring Co..e 10 East Jordan Lumber Co. ..d 


aye Hardwood Co. 

Bradiey Lumber Co. of Arie 
Brown Lumber Company...d 
Cherry River Boom & Lumber 


— MILLWORK, VENEERS, SHINGLES, ETC. 


SASH, DOORS, 
COLUMNS. 
MILLWORK 


American Beauty Trim Co., 


Cen Lumber Co. of Wash. 

Collins Lbr. Co., John D.. 
Curtis Companies Service 
I TE oc xkneee weed 
Express Body Corporation. . 
Gram-Willis Lbr. Co....... 
Hammond Lumber Co., Inc. 
Long-Bel!l Lumber Co...... : 
Mauk Lbr. Co., The C. A... 
Mershon, Eddy, Parker Co. 
Pacific Door and Sash Co... 
Pacific Lumber Co. of Illinois 
Pacific Mutual Door Co.... 
River Lbr. Co 
ted 


Trimpak 
Western Pine Mig Mig, Co 


White Fine Ongod 


84 
19 
67 


TRELLIS, 


18 


67 


16 


Fordyce Lumber Co........ ° 
Foster-Latimer Lumber Co. bd 
Grand Rapids Trust Co..abd 


Hettler Lumber Co.,H.H.de 32 Lumber Co. The 


19 
13 
71 
67 


12 


32 


75 


75 


Wendling-Nathan Co... .opq 
Wuichet, Inc., Louis .... opt 


R—Pondosa Pine 


S8—Idaho White Pine 
T—Arizona White Pine 


U—Weatern Larch 
V—Alaska Cypress 


Alaska Cypress Co......... v 
“ae Copper —~ 


Biles-Coleman Lbr.Co. a r 
Brooks-Scanlon Lbr. Co.. 

Craig Mountain Lbr Co. ...r 
Duffy-Hamacher Lbr.Co.oprs 
Inland Empire Lumber Co. 


HARDWOOD LUMBER 


Griffith-Hubbard Lumber Co. 
Gulf Red Cypress Company 

wabeandeneeateoal acghijlng 
Hettler Lumber Co., H.H... 
Hines Hardwood & Hemlock 


Kirby Lumber Co. . .acijlnpq 
aanameencmmmcnienn 
Long-Bell Lumber Co. par 
Lutcher & Moore Cypress Lbr. 
Co., Ltd 
Lyon Lumber Co..... acijlno 
Meadow River Lumber Co. 
recbankessuwene bedfmno 


Mershon, Eddy, Parker Cob 
Moore-Keppel & Co., 
beteiane 


Cee meee ee eee 


ly Sesacss cad afjnor 


Kirby Lumber Co......... e 
Syaseiiag eee * 
Long-Bell Lumber Co......¢ 
Maple Flooring Manufactur- 
ers Aaneeiation LEH ae 8 d 
Meadow River Lumber As 


Mitchell Bros. Ine. . -bd 
a & Robinson Lumber 
0. 


oe ~~ coces ‘a 


WINDOW AND DOOR PacificCoastPlywoodMfs. Inc. 


FRAMES 
Andersen Frame Corporation 
Biles-Coleman Lbr. Co., Inc. 
Collins Lbr. Co., John D.... 
Curtis Companies Service 
a” eee 
Hammond Lumber Co., Inc. 
Hedlund Lbr. & Mfg. Co..... 
Long-Bell Lumber Co...... 
Mershon, Eddy, Parker Co. 
Pacific Door & Sash Co..... 
Pacific Lumber Co. of Illinois 
Pacific Mutual Door Co.... 
Red River Lumber Co...... 
D 
Western Pine Mfg. Co. Ltd : 
White Pine Sash Co... .... 


PLYWOOD AND 

VENEERS 

American Plywood ~ ie oe 

Collins Lbr. Co., John D.. 

| am that ral Lom mber Co.. ‘ 
Lbr. Co., tera Coopnee 


sete ee eeeee 


Pacific Mutual Door Co..... . 
Red River Lbr. Co. 


SHINGLES 

Northern Cedar ..... 
Western Red Cedar. 
Redwood 


Bratlie Bros. Mill Co. ..... b 
Capilano Timber Co., Ltd. .b 
Carpenter Lumber Co., W.I.b 
Coast Cedar Shingle Co... .b 
Collins Lbr.Co.C.C...... a 
Collins Lbr. Co., John D.. .b 
te, a 
Hammond Cedar Co., Ltd. .b 
Hammond Lbr. Co., Inc... .¢ 
Hines Lbr. Co., Edw...... ab 


COO eee eee 


16 


——.. 


Kaehler Lbr. Co., DonaldF.rs 
Long-Lake Lumber Co... a] 
McGoldrick Lbr. Co... . . . .r9 
Madera SugarPine Co.... pr 9g 
Polleys Lumber Co....... ru 8 
Schuette Co., Wm....... ais 7% 


aopr 
Sullivan Lumber Co... jklmr 
Waite-Rogers Lumber Co., 
aed shereobawwees on - 
Western Pine Mfrs. Assn... 
WeputaenaitabaCeapiaabill 
Winton LumberCo....... ks 30 
Wuichet, Ine Louis..... opt 8 





31 


31 


67 


18 


25 


78 
73 


HARDWOOD FLOORING 


Cobbs & Mitchell, Inc 
Collins Lbr. Co., C.C......d 


18 


24 Wisconsin 


Newman Lumber Co., J. J. 

hvsiineoendibeetes acijmnopq 
Northeast Lbr.Co. . .abfimno 
Oconto Company..... abhm 
Pardee & Curtin Lbr. Co. 


Peavy-Wilson Lumber Co. in 
Reynolds & Manley Lbr.Co. 74 
Rib Lake Lumber Co. .abedm 
Rust-Owen Lumber Co..cdm 67 
Sawyer Goodman Co.abdhm 
Southern Pine Sales Corp.... 
Stack Lumber Co....bedhm $1 
Cotes Hardwood Lumber 
ewes cewwneracrecers mno 12 
Pron i Lumber Mills.. . 74 
Stange Lumber Co.. vabdhm 
Tegge Lumber Co., The 
sdeweawevaed al a 
Tremont Lumber Co...... 
Von Platen-Fox Co. ‘dite 67 
Wells Lumber Co., J. w. 


Pena i! ay mno 
Willson Bros. Lbr. Co....mn 
Winegdr-Gorman Lbr. _ 


eee eee eee ee eee ee eee ee 


Worcester Co., C. H.. sbdim 

Wyatt LumberCo......... n 78 
Yawkey-BissellLbr.Co.bdhm 13 
Yeager Lumber Co....amno 12 





Robbins Flooring Co...... bd 12 


Ward 
Wells Hee Co., J. W.. .bd 
Wisconsin & ArkansasLbr.Co. 13 
Wisconsin Land & Lumber Co. 





Northwestern Cooperage & 
Lumber Co., The........ a 
Pacific Lbr. Co. of Ilinois...c 16 
St. Paul & Tacoma Lbr.Co.b 28 
Waite-Rogers Lumber Co., .b 
oe Stained Shingle 


ee eee ee b 91 
Wendling-Nathan a c 
Wheeler & Dusenbury..... . 


White River Lbr. Co...... 
Willson Bros. Lbr. Co..... a 
Wisconsin Land & Lbr. Co. 32 


CEDAR POSTS AND 
POLES 


Ayer & Lord Tie Co....... 
Connor Co., R...........-- 4 
Hettler Lbr. Co., H. H..... 32 


McCormick Lumber Co.C.R. 17 
Northwestern Cooperage & 
pe 

Co... 20-21 

& Lbr. Co.. 32 
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MACHINERY and EQUIPMENT—ADVERTISERS’ INDEX 


AXES AND 
LOGGING TOOLS 


American Logging Tool Co.. 32 
Warren Axe & Tool Co..... 


BELT LACING 


CRAN ES—Locomotive, , 
Crawling Tractor, Gan- 
try and Cantilever; 


70 Hoists; Steam Shovels; 


Clam Shell Buckets 
and Parts 








AmericanHoist&DerrickCo. 
Flexible Steel Lacing Co..... ene Sintdeatedontin« .. PIPING 
Orton Crane & Shovel Co... Sellers & Co., Inc., Wm 99 
Ottumwa Iron works........ 100 Soule Steam Feed Works... 
BELTS AND 
ACCESSORIES LOCOMOTIVES, CARS, 
Flexible Steel Lacing Co... . RAILS, WFO. 
Goodyear Tire& RubberCo, _ DI-¥ KILNS AND Baldwin Locomotive Works.. 
The...... TA ACUNSSCRIES Fairbanks-MorseCo........ 
Manhattan Ru anufac- 
turing Co., The........... Dry Kiln Door Carrier Co... 100 to meen a i as 
Fairbanks, Morse & Co. . Heisler Loco. Works........ 99 
Moore Dry Kiln Co. eeccecccs 5 Li Loco W ks I c. 98 
BLOWERS, FANS, National Dry Kiln Co....... ota taes. P 
DUST COLLECTING Ottumwa Iron Works....... ee te: OS 
SYSTEMS Perkins Co., Elmer E....... 104 Plymouth Locomotive Wks.. 98 
Southern Iron & Equip. Co.. 95 
Standard Dry Kiln Co...... 101 
Central Blow Pipe > beveee 95 Sturtevant Co.,B.F........ a os L — ewer rie 
Cyclone Blow Pipe Co...... 98 Universal ilnCo. ulcan Iron Works......... 
Hill-CurtlaCo...-.-. niversalYacuumDryKilnCo, — Whiteomb Co., George D 
Kirk & Blum Mfg. Co...... 
Northern Blower Co........ 104 LOGGING 
Sterling Blower Co......... 9 DRY KILN CONTROL EQUIPMENT 
INSTRUMENTS 
Allis-Chalmers Mfg. Co... .. 
BOILERS Foxboro Company, The... . . American Hoist & Derrick Co. 
Moore Dry Kiln Co......... 5 American Logging Tool Co.. 32 
Muskegon Boiler Works... . National Dry Kiln Co....... 100 Caterpillar Tractor Co.. . 27 
—— he po See 104 Cleveland Tractor Co., The.. 
Standard Dry Kiln Co...... 101 Electric Wheel Co.......... 101 
BURNERS Sturtevant Co.,B.F........ Fate-Root-Heath Co., The... 98 
Muskegon Boiler Works... . Taylor Instrument Companies Goodyear & Miller.......... 101 
Universal VacuumDryKilnCo. Lindsey Wagon Co......... 101 
a 2 Tractors 
i Ge ws we” I real 
2 sau o Feeeaii Locomotive Works 98 
SEENON ELECTRIC MoTORS — Trlles,' a “ _— — - 
AND GENERATORS Whitcomb Co, GeoreeD.. 
CONVEYING Pre meray a 
MACH E mers g. cae 
ee Fairbanks-Morse Co........ LOG STAMPS 
Allis-Chalmers Mfg. Co... . General Electric Co......... 
Clark Brothers Co.......... Meyer & Wenthe........... 
MeDonough Mfg. Co....... 102 Smith's Stencil Works, Ed... 70 
Preseott Co...............- Wilcox Mfg. Co., W. W..... 98 
ENGINES 
CONVEYORS—Gravity LUMBER BUGGIES 
Allis-Chalmers Mfg. Co. .... 
Rs 5525 ve detewsees 32 Electric Wheel Co.......... 101 Archer Iron Works......... 
Mathews Conveyer Co...... 26 Enterprise Company........ Electric Wheel Co.......... 101 
Standard Conveyor Co...... Fairbanks-Morse Co........ Ottumwa Iron Works....... 100 
ACCOUNTANTS Carpenter Lumber Co., W.I1. 10 FINANCIAL 
— — Service Bu- 
Nelson & Co. Gilbert....... el American Credit Indemnity 
Dison Crosibie Co.. Joseph. . Co. of New York......... 
Express Seteciune hes Baker, Fentress & Co....... 
Lamella tes, Inc. Builders Commercial Agency. 
AMERICAN LUMBER [ehon Company, The....... 6 Cronwall & Company....... 
EXPORTERS Marietta Paint & Color Co. . Lumbermen’s Credit Assn... 84 
Mauk Lbr. Co., The C. A.. 
Douglas Fir Exploitation & McKeown BrothersCompany = Lonrign BROKERS 
Murphy Varnish Co....... 
pa - 
Pacific Door and Sash Co.. ee Richards & Co. Cc B 84 
Reading Iron Company..... = he 
Sisalkraft Co., The.......... 14 FOREIGN LUMBER 
APPRAISERS AND Stronach NailCompany..... 22 waNUFACTURERS 
TIMBER Trimpak Corporation....... ate 
EST Vento Steel Sash Co........ OR cds 8505s... 
SEATORS — Stained Shingle 
Ries «> shibbidsilaranks 91 GLASS 
Lacey & Co., James D...... 2 
Lammits..... Weed Conversion Company 20-21 Adamston Flat Glass Co.... §& 
Sewall, James W........... 
Spain & @o., H. M.......... 32 . GLASS GRINDING 
BUILDING PAPER MACHINERY 
BUILDERS?’ Sisalkraft Co., The......... 14 Lange Mach. Wks., Henry G 
SPECIALTIES 
CEMENT HOTELS 
Adamston Flat Glass Co.... 5 Atlas PortlandCementCo... D@MBOM...-----.---..-.0s 
American Beauty Trim Co. Davenport Hotel Co........ a. 
TR ccivedevecciccceses: - gupmmmnes eee pain es sebtotovoesonbes 
Andersen Frame Corporation COUPON BOOKS AND Whitcomb. Pidiesodeecedsey 83 
Atlas Portland Cement Co. TRADING CHECKS 
Babeock Co,, W. W......... INDUSTRIAL 
Cameron & Company, Inc., Childs & Co., 8. D......... LOCATIONS 
Ale rutines canes: Meyer & Wenthe........... New Orleans Association of 
Carey Company, The Philip Wilcox Mfg. Co., W. W..... 98 Commerce........ mp 


GRADE MARKERS 
AND TRADE 
MARKERS 


Smith's Stencil Works, Ed.. 70 


INJECTORS, VALVES 
STEAM PUMPS, 


LUMBER HANDLING 
DEVICES f 


Buck & Co., Frank R....... 98 
Lane Manufacturing Co..... 
Leitelt Iron Works.......... 
a Sr 32 
Mathews Conveyer Co...... 
R-B Company, The......... 
Ross Carrier Co., The....... 
Soule Steam Feed Works... . 
Standard Conveyor Co...... 
Standard Machine Co., Inc. . 


LUMBER LIFTS _ .- 


Leitelt Iron Works......... ~ 104 
Moore Dry Kiln Co......... 5 
Standard Dry Kiln Co...... 101 
Standard Machine Co., Inc. . 


MECHANICAL 
RUBBER GOODS, 
HOSE, PACKING, ETC. 


Gntge Rubber Co , The 


Tee ee eee eee eee eee 


onens Tire & Rubber Co., 
Wiss +ttertoktintens 
M eaiaaion Rubber Manufac- 
turing Co., The........... 


MILL SUPPLIES AND 


MOTOR TRUCKS, 
TRACTORS, 
TRAILERS, TIRES 
AND ACCESSORIES 


Caterpillar Tractor Co...... 27 
Chevrolet Motor Company. . 
Cleveland Tractor Co., The. . 


R-B Company, The........- 
Ross Carrier Co., The....... 
Twin-Flex Corporation, The. 


RULES—Board 

and Log 

Cleveland RuleCo.......... 98 
Lufkin RuleCo............. 104 


SAWMILL 
MACHINERY, 

Bands, Circulars 

and Gangs, Ete. 
LATH AND SHINGLE 
MACHINERY 


Allis-Chalmers Mfg. Co... . 
Amer. Saw Mill Mach.Co... 5 
Bolinders Co., Inc.......... 
Clark Brothers Co.......... 
Crescent Mach. Co., The... 
Enterprise Company, The... 


SPECIALTIES Gordon Hollow Blast Grate 
Archer Iron Works.......... will-Curtis Cor... 2227.) 100 
Barnett Co., * | ae 90 Knight Manufacturing Co... 95 
Cleveland RuleCo.......... 98 Lane Mfg. Co........0.0+. 
Foley Saw Tool Co., Ine..... McDonough Mfg. Co....... 102 
Gordon Hollow Blast Grate Miner, J. H 
RR ae eee 102 0 agg "Silla ii 
an Prescott Co., The........... 
Hill-Curtis Co. ++... ve eeee 100 Standard Machine Co., Inc.. 
Leitelt Iron Works.......... 104 
Thomas Grate Bar Co....... 
Lufkin Foundry & Mach. Co. Tolles, C. L. & Son 
Lufkin Rule Co............. 104 - 5d 5 os ne it ah tilt 
Mitts & Merrill..........:.. 
Muskegon Boiler Works... .. CA WE. NEVES, TOCLS 
National Bearing MetalsCorp. 104 Atkins & Co., Inc., E.C..... 
Nicholson File Co........... 90 Disston & Sons, Inc., Henry. 
Sellers & Co., Inc., Wm..... 99 Foley Saw Tool Co.,Inc..... 70 
South Bend Spark Arrester Co. Hoe & Co., Inc., R.......... 
Thomas Grate Bar Co....... Huther Bros. Saw Mfg. Co. . 
Vulcan Iron Works......... Simonds Saw & SteelCo.... 89 


Williams Patent Crusher & 
Pulverizer Co............ 


MISCELLANEOUS SUPPLIES AND SERVICES 


INSULATING AND 
SOUND-DEADENING 


. MATERIAL 


Wood Conversion Company20-21 


& INSURANCE 


Associated Lumber Mutuals. . 


Banks & Company, A.B.... 69 


Lumbermen’s Mut. Cas. Co. » 
Penna. Threshermen & Farm- 


ers Mutual Casualty Ins. Co.104 


Rankin-Benedict Underwrit- 


LADDERS 


Babcock Co., W. W......... 90 


LUMBER 
PRESERVATIVES 


Curtin-Howe Corporation. .. 
LUMBER STORAGE 


Bartholomew Hardwood Co.E 84 
104 


Eastern Storage Co......... 
MISCELLANEOUS 


McPhee & McGinnity Co... 6 


NAILS 
Reading Iron Company. .... 


Stronach Nail Company.... 22 


OFFICE BUILDINGS 
Metropolitan Building Co. . 


Taylor, Stiles & Co......... 
Warren Axe & Tool Co...... 70 


SHAVINGS AND 
SAWDUST BALERS 


Famous Manufacturing Co. . 


STEAM FEEDS 
Allis-Chalmers Mfg. Co... . 
Hill-Curtis Co. 


Lane Manufacturing Co..... 
McDonough Mfg. Co....... 
Prescott Co., The:.......... 
Soule Steam Feed ‘Works... . 


TRUCKS AND 
WAGONS 


Archer Iron Works.......... 
Electric Wheel Co.......... 
Lindsey Wagon Co......... 


VENEER DRYING 
MACHINERY 


Moore Dry Kiln Co......... 5 
Proctor & Schwartz, Inc... .. 


WATCHMEN’S 
CLOCKS 


Davis-Paradis Watchmen’s 


WIRE ROPE 


Amer. Steel & Wire Co...... 
Leschen & Sons Rope Co., A. 70 


Wickwire Spencer Steel Co... 
Williamsport Wire RopeCo. . . 
WOODWORKING 
MACHINERY 

Amer. Saw Mill Mach.Co... 5 
Atlas Manufacturing Co..... 
Bolinders Co.,Inc.......... 100 
Crescent Mach. Co., The.... 104 
DeWalt Products 

Fischer Machine Works. .... 100 
Master Woodworker, The... 2 
Onan & Sons, D. W......... 4 


Shimer & Sons, Inc. 8. J.. 99 





OFFICE SUPPLIES 
Automatic Building Costs... 72 
Buck & Co., Frank R....... 
Childs & Co., 8..D.......... 
Cleveland Rule Co.......... 
Pc csacscesenss 


PAINTS, STAINS, 
VARNISHES 

Dixon Crucible Co., Jos 
Marietta Paint & Color Co. . 
Murphy Varnish Co....... 


PENETRATING 
STAINS 


REFRIGERATORS 
McCray Refrigerator Sales 
ee ie 104 


ROOFING AND 
SPECIALTIES 
Carey Company, The Philip 
Lehon Company, Th 
ROOF TRUSSES 
McKeown Brothers Company 
RUBBER STAMPS ~™ 
STENCILS 

me ie : = Rsetdest 
i ae ee 


Achy Abbe Works Ed.. 2 


Wiles Mfg. Co., W. W..... 


SCALES 
Fairbanks, Morse & Co..... 


TRUSSLESS 


“ARCH ROOFS 


Lamella Roof Syndicates, Inc 


TELEPHONE AND 
TELEGRAPH 
COMPANIES 


American Telephone & Tele- 
graph Co 


bl 
TIMBER LANDS 


Cronwall & Co...........:. 84 
Forest Servite.............. 66 
Lacey & Co., Jenihe D... 2 


WALL BOARD 
Wood Conversion Co...... 


WATER 
TRANSPORTATION 


United States Shipping Board 


WEED KILLING 
COMPOUND 
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The New Improved Shay 





More Power 


Per Ton of Weight 


ORE power per ton of weight is produced 
by the new improved ‘Pacific Coast” type 
Shay than has ever before been obtained from 
any type of locomotive built for logging service. 


Lima was enabled to effect this accomplishment 
in Shay development only because of its long 
years of experience in locomotive building for al! 
classes of service, its highly-developed engineer- 
ing and field organizations, its close contact with 
the needs of the logging industry and its intimate 
knowledge of the conditions encountered in 
modern lumber operations. 


Every logging company and official will be in- 
terested in the construction details of the new 
improved Shay. Write for complete data. 


LIMA LOCOMOTIVE WORKS 
Lima, Ohio 17 East 42nd St., New York, N. Y. 


West Coast Representatives: Southern Represehtatives: 


Hofius Steel & Equipment Co., Woodward Wight & Co., Ltd., 
First Avenue South at Hudson, Howard Ave., at Constance St., 
Seattle, Washington. New Orleans, Louisiana. 


= SHAY GEARED = 
—ICOMOTIVES= 














Once Used, Always Used 
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BRASSG se 


- ALUMINUM 
. W.W.WILCOX MFG. CO. 


964-572 WRandolphs: 
“SS CHICAGO _ 


LOG STAMPS 
TRADE 
CHECKS 


O. 












2133 Kenilworth Ave., 


Loose Leaf Tally Books 
TALLY SHEETS WITH 
WATER-PROOF LINES 


Sample Sheets, Price List and Cata- 
og of Other Supplies will 
be sent on request. 
FRANK R. BUCK & CO. 
CHICAGO, ILL. 














TOTE-ROAD 
AND Lend 


filled from 


to cover 





and ax. 


- R DOUCLAS MALLUCH 




















431 South Dearborn Street, CHICAGO 


Tote-Road 
and Trail 


Superbly illustrat- 
ed in colors by 
Oliver Kemp, and 


cover 
with 


songs of the saw 


$1.50 postpaid. 
AMERICAN LUMBERMAN, Publisher 











Vest Pocket Ready Reckoner 


tabulations. Prepaid, 50 cents. 


A useful vest 
pocket manual 
including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumber 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicage 








[Is your factory dirty 
and cluttered up with 
shavings? 





Are you using too much 
power on your dust col- 





SLOW SPE 


STERLING [6W" row 


BLOWER SYSTEMS 


For 
Handling 


Designs and Estimates free of charge. Results guaranteed. 


BLOWERS. CYCLONE DUST COLLECTORS. AUTOMATIC FURNACE FEEDERS. 


Sterling BlowerCompany, fe. 


Branches:—New York and Philadelphia. 


SAW DUST and SHAVINGS 


ED 
ER 








lecting system? 





If so, consult one of the 
oldest concerns in this 
country. 











LINE OF GASOLINE AND DIESEL 


Iscomplete from two to sixty tonsizes. Write 


THE PLYMOUTH 
LOCOMOTIVES 


alog and performance bulletins. Time is the best 
test. It’s the saving in operaffon cost that counts. 


for cat- 








Cyclone Blow Pipe Co. 


2544-54 W. 21st St., CHICAGO, ILL. 

















€0-TON DIESEL PLYMOUTH LOCOMOTIVE WORKS 
292 RIGGS AVENUE PLYMOUTH, OHIO 
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Ask the Man Who Has 
“Tried Them All” 










Most likely you have seen HEISLERs starting their heavier loads up grades, and 
easily pulling them where other engines of the same weight couldn’t start. 


J Hauling 100,000 Feet a Day Se The power from the HeIsLer’s V-type engine a sharp curve, to only 1/30 of what it would be 
Over 12% Grades— is transmitted direct to each axle, from the if the He1sLer-had a side shaft. 
is the regular performance of one central — ~— through only one os and Besides which, the HEISLER’S free swiveling 
“veteran” Heisler. This owner writes: pinion, NO needless set of gears to eat up trucks are so constructed that every wheel is 
Since eying our 35-Ton power. held in constant contact with the rail, deliver- 
eisler years ago, we've , ; ; : pag . : 
never had any trouble handling And this central drive permits placing the 18 foe Gorng power, no matter how rough or 
the logs to keep our mills run- Uni . : wavy the track is. 
ning with the one engine. We niversal shaft coupling close to the center of 
haul 80,000 to 100,000 feet of "vot — whi ; ; oe That’s ? — = 
roma yg i Bane EE . pivot — which cuts down the shaft friction, on What's the result? We will put a HEISLER 
to 7 miles long, and grades as on your work and guarantee that ton for ton, 
steep an 12%.”” (Name on re- it will outpull any other engine. 
st. 











Write us for more reports like this. EISkL E F2 


Also for a description of the modern 
\Heisier, with many new improvements. 





HEISLER LOCOMOTIVE WORKS 
GEARED LOCOMOTIVES Erie, Pa. 


Sdeaterenbied | CUTTER HEADS 


For a_ neat 
appearance 
and quality in 
millwork, good 
tools are nec- 
essary and the 
Shimer Eight 
Bit Door Head 
will be found 
the favorite in 
a great many 





Locomotive Fire. | Dreatitealttyitse 


Provides fire protection for 
lumber yards, docks and 
warehouses where switching 
engines are in use. Steam is 
supplied from the locomotive 
boiler and water from the 
tank, or connection may.be 
made toa hydrant. Throwsa 
strong solid water jet through 





54’ nozzle. The Extinguisher mills. 

is provided with the Sellers The shape is turned into the High Speed Steel 
Automatic Overflow Relief Bits so that the pattern in preserved in grinding. 
which prevents ‘breaking The self centering feature makes it smooth, ac- 
of the jet’? when the hose curate and easy running. This Door Head with 
kinks, and has a swivel angle our Cope Heads cut accurately and make possible 


connection for the fire hose. ; tight fitting—finely finished doors. 


Write for particulars asking for our Catalog of 
tools. 


Wm. Sellers & Co. 


INCORPORATED ar eee Samuel J. Shimer & Sons 


Injector De pt. MILTON, PENNA. 
PHILADETPHIA, U.S.A. Cutter Heads for every service since 1868 
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Only Properly Designed 


The National Dry Kiln Company 


437 West Georgia St., 
Eastern Representative: C. A. Fields, Eagle Mills, Troy, N. Y. 


Dry Kilns 


can properly dry your lumber. 
Use 


Nationals 


INDIANAPOLIS, IND. 














OTTUMWA IRON WORKS, Inc., Ottumwa, Iowa 


Lumber Buggies 


equipped with Ottumwa Roller Bearing Wheels are a 
great deal easier to handle than plain bearing buggies— 
the drawbar effort often being reduced 50%. One greas- 
ing in six to twelve months is an economy effected by 
a grease tight wheel with ample lubricant capacity. The 
split spoke design gives unusual rim strength without 
undue weight. 
Prompt shipment can be made on buggies with 


or without framework. Write for prices, 
stating size of buggy required. 


Established 1867 
Incorporated 1903 











Our 


GENUINE HILL 
No. A 8" x54” Wheel 
Type Steam Drag Saw 














We make all types and “Everything from Jacker to Stacker” 
sizes of Drag and Circu- 


lar Cut-off machines. 


Ask for bulletin 
AD 15 





: MAZOO M IG 
1400 NORTH PITCHER STREET 


Recognized the world over as the fastest cross cutting machine built. 





Kiln Doors Never Stick 


when equipped with a 


Dry Kiln Door Carrier 


No need to call several men from 
their work to open or close a kiln 
door. Moreover, kiln doors are made 
tight. One carrier loade all doors. 
For old or new kilns. Over 2800 
users. 


Write for our 60-day trial offer. 


Dry Kiln Door Carrier Co. 


1117 Cornell Ave., INDIANAPOLIS, IND. 











Turn Your Slabs _ No. z Larze size 


Patent Slab Resaw 


We make 2 sizes of these machines. 


We Manufacture Four Sizes 
of Band Resaws 


Cut-Off Saw Tables 
Automatic Cut-Off Saw 


Power Feed Board Box 
Machine 


Automatic Hand Hole Cutter 
for Boxes 


42-inch Slab Resaw for Saw 
Mills 


Rip Saw Tables 





42” Saw 18” wide Slab. 


FISCHER MACHINE WORKS CO. 


1841-45 Carroll Ave., CHICAGO, ILL. 











BOLINDERS 
GANGS 


HIGH SPEED — LONG STROKE 









For cutting round logs, cants or 
flitches. Bolinder Gangs produce bet- 
ter lumber with less saw kerf at high 
rate of feed. Made of finest Swedish 
material. Thousands in operation all 
over the world. 





Descriptive circulars upon request. 


BOLINDERS COMPANY, Inc., *New*vorn erry 
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HAVE YOU 
RECEIVED 
THIS BOOKLET ?. 





















IT’S YOURS 
FOR THE 
ASKING— 
WRITE FOR ‘IT! 





No matter what make of kiln 
you now operate you will want 
this valuable drying manual. It 
has information and suggestions 
in it that will help to increase 
your lumber drying profits. 







Send for Your Gopy 
A new catalog of interest to every f { Write 
CSNSer MANATSSENTERTVESe [Dept AL Write for it today. No obligation. 
PROCTOR & SCHWARTZ, INC. 
7th STREET & TABOR ROAD : PHILADELPHIA 






















r STANDARD DRY KILN CO. 


MEMPHIS CHICAGO DETROIT 


8-Wheel Log Wagons Reduce Hauling Costs 40% 


THOUSANDS OF THEM IN USE TODAY “422% // 


by some of the largest operators in the country—verify thi % ant * 
statement. Built on a scientific principle, they:require less 

power to pull a given weight over an uneven road than the = 
ordiuaiy wagon and thereby save you money by increasing «g 
your facilities and saving time. . 


It’s all in the 8-wheel construction 
























illustrated hérewith are indis- 

OUR pensable in any logging camp. 

For handiness, practical opera- 

i tion and a time and money 

Self -Loading saver, a trial easily proves 


their worth. We should like 
Skidd to tell you more about them. 
ers Further particulars yours for 











LINDSEY WAGON CoO. Ate pe 
Sole Manufacturer, LAUREL, MISSISSIPPI 








Goodyear Load Binder 


Fits Any Chain—Binds Any Load—Lasts a Lifetime 


OPEN This is the easiest, quick- 
4 est, safest and most durable 
SWIVEL load binder on the market. 


A pull of the lever secures 


CLOSED 
your load of lumber or logs. 
Forged steel hooks and 
swivel eyes insure long 





RE he 
im a . : 7 SwiveL— service 
: $3.35 Each — $6.70 Pair ; 
ELECTRIC Trailers f ed Lumber f. 0. b. Bloomdale, Ohio Illustrated folder on request. 
os the ome Rey A a large Teall am ye > of eww 250 fs 
5 et ent. om e ulage in: th 
for mills and penne | for a ig ny or ene phos Ask ine pan soma Goodyear && Miller 




















ELECTRIC WHEEL CO. "4'c. Quincy, Illinois Sole Manufacturers BLOOMDALE, OHIO 
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Effective April |, 1929, prices on Genuine 
McDonough Tool Steel Carriage Dogs, 
made possible by increased demand and 
production, will be: 


Double Teeth, $3.50 net each 
Single Teeth, $3.00 net each 


The high quality of material and careful 
workmanship that has maintained the rep- 
utation of our carriage dogs for the past 
forty years will be continued. 


They can be identified by the name “‘Gen- 
uine McDonough” on every forging and 
can now be obtained from any manufac- 
turer of sawmill machinery. 








McDonough 
Manufacturing Co. 
Eau Claire, Wis. 


MANUFACTURERS OF BAND RESAWS, LUMBER MARKERS AND SAW MILL MACHINERY 








A NEW SALES POLICY 





























a NEW ~ 1 QWER” TRIMMER 








EQUIPPED 


, ) FRICTION FOR 
— SHIFTING SAWS WITH 


POWER DRIVEN SAW SHIFT 


This Attachment Is One of the Greatest. Improvements Ever Devised for Use On a Two Saw Trimmer and Will Pay for 
Itself In a Short Time. Saws Are Shifted Quickly By Friction and Can Be Stopped Instantly At Any Desired Point. 


A Great Time and Labor Saver. Also Saves the Operator Many Steps and Backaches. 
Can Be Easily Applied to Any New or Used “ TOWER” Trimmer At a Small Cost. 
















Gordon Hollow Blast Grate Co., Greenville, Michigan 
a Manufacturers of the Gordon Hollow mane Grate - the TOWER Edger and Trimmer. 











A seas 














April 
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he School of Har 








Knocks 


Aids the Laboratories of Science 


HE truck of quality cannot 

be built on a drawing board. 
Neither the laboratory nor the 
shop alone can produce it. The 
task is accomplished only by 
sound experience, ripe engineer- 
ing, and practical skill—a combi- 
nation that comes of years of 
truck making. 

At the two large plants where 
International Trucks are manu- 
factured, every scientific test for 
quality and precision is a routine 
matter. All the knowledge the in- 
dustry possesses is expertly ap- 
plied. But these are not enough... 


Experimental models of stock 
construction must be tried and 
punished to prove out designs 
and materials. International Har- 


vester Truck manufacture has 
always embraced a strenuous 
policy of test and trial. A constant 
succession of trucks go to the 
testing fields to devote themselves 
to a life of violence in a school of 
hard knocks. 

The trucks in this service are 
sent at high speed headlong into 
embankments, plunging across 
railroad tracks, over hurdles and 


N 





The new Heavy-Duty models, sizes from 

2%4 to 5-ton, and the new line of Speed 

Trucks, ranging from % to 2-ton, are now 

on view at 170 Company-owned branches 
in the United States and Canada. 


barriers, through ditches and up 
hills. They suffer tortures in axle, 
engine, clutch, and gears, brakes, 
bearings, wheels, and frame. 
Their drivers have learned pre- 
cisely how to submit every chassis 
member to hammer-like blows 
and to racking stresses and strains. 
Hours here mean more than years 
of ordinary service. 


The findings of this endless 
program of test and trial go back 
into the engineering laboratories 
and the shop, and so new and 
sturdier Internationals are born. 
Every owner of an International 
Truck owns greater transporta- 
tion value because of the high 
standards set for performance at 


the International plants. 


INTERNATIONAL HARVESTER COMPANY 


606 SO. MICHIGAN AVE, ‘NcoRPoRATED) 








OF AMERICA 











CHICAGO, ILLINOIS 
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The SEEN CeO Saw Tatcsaticcttac = 


cost cutting and handiest machines they INSTALLED at the PLANER 


ean buy. Made with both short and regular 
pedestals. 




























INCREASE PRODUCTI 

» This Machine Will Do— ON 
Straight ripping Cut off right hand miters 

Make mouldings Cut off left hand miters REDUCE WASTE 
Stair routing Cut right hand bevels 

Dadoing Cut left hand bevels SAVE LABOR COSTS 


Tenoning Bevel ripping 


he J. sce oCEN T 
= MACHINE Co. 


Circular 194 Main St., LEETONIA, OHIO 


Write for Information 


LEITELT IRON WORKS 
Grand Rapids, Michigan 


BOARD and LOG =< 
/ yl [SY \ 
OCFAIN RULES SPECK FY p HORE JON ESN sane \ 
From the early days the name LuFRIN has been most widely Y] // M/; / / / BA B BITT> KY 


and favorably known. It still stands for the best rules obtainable. HOO-HOO-—for the most severe services. 


REX—for moderate speeds and stresses. 
IMPROVED-—for general all-around rebabbitting. 


National Bearing Metals Corp., St. Louis, Mo., U.S.A. 














The National 
Hardwood Lumber 
Association Rule. 


























| pai Genie. A FOR PARTICULARS about 
WN an THE LUFKIN fpULe C'0, Seinen S Compensation Protection 


as required by Compensation Act. Protection for the 
f h ] rgest manufac- * Employer 24 hours in the day. 
v4 aang Et. tn the Perkins Penna. Threshermen & Farmers’ Mutual Casualty Ins. Co. 
ee ee ane in x 312 Mechanics Trust Bldg.. HARRISBURG, PA. 
= gla STORAGE (rewenatano 


BRADLEY, ILLINOIS 
COMPLETE BRANCH YARD SERVICE 
EASTERN STORAGE CoO. Gneisex. mass. 


Refrigerators for all pur- 
Me R Y poses. Save food and 
money. Styles to suit 


every need in the com- 














Buy a Guaranteed 
Dust-Collecting System 


“NORBLO ” Line Is Complete 


It embraces Cyclone Dust-Collectors, Blast Gates, 
Pneumatic Conveying Systems, Exhaust Systems 
for shavings removal, Fans, Blowers, etc. 











Send for Catalog missary store. 


We guarantee the construction and operation of “NOR- 
BLO” Systems. Write nowfor complete catalog. 
943 Lake St., 


NORTHERN BLOWER CO., Cleveland, Ohio | }| M¢Ctay Refrigerator Sales Corporation, | coisivite, toa 


ave “hime ~ lave Money 


The Active Truck is the Money Maker 


Write for catalogue on R. B. 
Rollers for trucks, R. B. Rollers 
for loading wagons, R. B. Load- 
ers and R. B. Side Extension 
Racks for loading extra long 
lengths. 



































































Unload Your Lumber 
A Load at a Time 


Shipped K.D. Require 
about 3 hours for easy in- 
stallation. Fits any truck, 
trailer or loading wagon. 














te i des 


R.B.ROLLER BOISTERS 


THE R. B. COMPANY 
Guinotte and Euclid Ave. Kansas City, Mo. 





























